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Gates  pulls  out  all  the  stops 


Detroit,  autobahn  merge 

►  Key  to  DaimlerChrysler  success:  IT  integration 


By  Bob  Wallace 
and  Randy  Weston 


as  part  of  their  megamerger, 
Chrysler  Corp.  and  Daimler- 
Benz  AG  cited 
the  chance  to 
share  the  load  — 
from  plant  capac¬ 
ities  to  purchas¬ 
ing  systems  — 
for  competitive 
gain.  But  how  far 
and  how  fast  the 
automakers  can 
integrate  their  in¬ 
formation  sys¬ 
tems  will  deter¬ 
mine  the  quality 
of  their  ride,  observers  said. 

The  companies  said  they  ex¬ 
pect  sharing  each  other’s  facili¬ 
ties,  technologies  and  distribu¬ 
tion  systems  would  save  $1.4 


billion  in  the  merger’s  first  year. 
Sharing  engineering  and  manu¬ 
facturing  know-how  in  the  com¬ 
bined  DaimlerChrysler  would 
save  another  $3  billion  in  three 
to  five  years. 

Those  tech¬ 
nologies  come 
in  distinct  layers 
for  the  automak¬ 
ers,  which  are 
seeking  a  $35 
billion  merger  as 
DaimlerChrysler. 
Besides  the 
back-office  sys¬ 
tems,  the  manu¬ 
facturers  have 
vast  supply- 
chain  and  distribution  net¬ 
works.  And  each  has  its  own 
computer-aided  design  and  en¬ 
gineering  operations  built  on 
Merge,  page  16 
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At  a  glance: 

Chrysler  Corp. 
Headquarters:  Auburn 
Hills,  Mich. 

Employees:  121,000 
1997  revenue:  $58.6B 

Daimler-Benz  AG 

Headquarters: 

Stuttgart,  Germany  : 

Employees:  300,068 
1997  revenue:  $68.9B 


HP  tries,  tries  again  on  Web 


By  Jaikumar  Vijayan 


Hewlett-Packard  Co.  today 
will  make  yet  another 
bid  to  hammer  home  an 
electronic-commerce  strate¬ 
gy.  Even  its  own  executives 
acknowledge  the  message  so 
far  hasn’t  been  clear. 

The  Palo  Alto,  Calif.-based 
company  is  scheduled  to  un¬ 
veil  a  range  of  World  Wide 


Web  products  that  focus 
mostly  on  “Web  QOS,”  or 
quality  of  service.  The  idea  is 
to  give  Internet  service 
providers  and  large  corpora¬ 
tions  a  set  of  technologies 
and  integration  capabilities 
that  will  help  them  provide 
predefined  and  predictable 
Web  service  to  users. 

The  technologies  will  allow 
HP,  page  16 


Compaq  CEO  Eckhard  Pfeiffer 
joined  with  Microsoft  CEO  Bill 
Gates  and  other  vendors  in  a 
show  of  support  for  Microsoft 
last  week 


By  Kim  S.  Nash 


in  a  last-ditch  effort  to  derail 
antitrust  lawsuits  by  state  and 
federal  lawyers,  Microsoft  Corp. 
last  week  went  on  the  offensive 
with  a  string  of  political  maneu¬ 
vers.  They  included  personal 
pleas  to  the  government  to  leave 
the  company  alone  and  warn¬ 
ings  of  an  economic  downturn 
if  it  doesn’t. 

The  tactics  may  not  be 
enough. 

The  U.S.  Department  of  Jus¬ 
tice  and  a  dozen  states  are  pre¬ 
pared  to  sue  Microsoft  this  week 
over  alleged  antitrust  violations, 

Microsoft,  page  90 


Compaq  plans 
huge  layoffs 
at  Digital 

By  Jaikumar  Vijayan 

reports  that  Compaq  Com¬ 
puter  Corp.  will  lay  off  about 
15,000  Digital  Equipment  Corp. 
employees  after  completing 
its  planned  acquisition  under¬ 
scores  just  how  wrenching  the 
next  few  months  could  be  for 
Digital  customers. 

The  deeper-than-expected  job 
cuts,  confirmed  by  sources  at 
both  Digital  and  Compaq,  re¬ 
new  fears  about  the  fate  of  sev¬ 
eral  Digital  products  and  busi¬ 
ness  units  and  put  Compaq’s 
recent  revenue  struggles  in  the 
spotlight  (see  related  story,  page 
91).  It  also  brings  to  the  surface 
simmering  concerns  about 
Compaq’s  plans  to  provide  the 
same  level  of  support  and  ser¬ 
vices  Digital  customers  have 
grown  accustomed  to. 

Layoffs  at  Digital  have  been 
imminent  ever  since  Compaq 
announced  its  $9.6  billion  bid 
to  purchase  Digital  in  February. 

Job  cuts,  page  91 


Tech  revamp  recharges  utility 


By  Sharon  Gaudin 


WHEN  BOB  BEST,  CEO  of  AtmOS 
Energy  Corp.  sits  down  with  his 
board  of  directors  this  week,  he 
will  say  the  $41  million  dropped 
into  a  two-year  information 
technology  overhaul  has  turned 
Atmos  into  a  different  company. 


It’s  now  a  business  that  can 
integrate  an  acquired  company 
in  three  months  instead  of  five 
years.  It  can  talk  with  customers 
24  hours  a  day  and  tell  them 
service  will  be  there  at  3  p.m. 
instead  of  “sometime  Saturday.” 

Atmos  executives  credit  the 
Tech  revamp,  page  14 
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Introducing  the  Compaq  Deskpro  EN  Series 

Featuring  a  breakthrough  design  that  raises  the  bar  on  serviceability,  and  with  an  industry-standard  platform  delivers  the  highest  levels  of  manageability  and  performance. 


Compaq  Deskpro  EN9  price  $1,799' 

15"  (13 -7"  viewable  area)  monitor3  included  (estimated  value  $269). 

•  intel  266  MHz  Pentium®  II  processor 

•  3.2  GB  SMART  II  Ultra  ATA  hard  drive 

•  512  K  ECC  L2  cache 

•  4  MB  SGRAM  video  memory 

•  ATI  RAGE  PRO  TURBO  AGP  Graphics 


•  Compaq  10/100  TX  PCI  Intel  WOL  UTP  NIC  with  remote  wakeup 

•  32  MB  SDRAM  standard  memory  (expandable  to  384  MB) 

•  Comprehensive  Intelligent  Manageability  features,  premier  serviceability 

•  Windows®  95  pre-installed 

•  3-year  limited  warranty5 


It’s  never  too  late  for  another 

idea. 

What  about  something  like 

lower  prices? 

No  objections?  Then  the  powerful  lineup  of  Deskpro  desktops,  Armada  notebooks,  servers  and  workstations  pictured  inside  will 
surely  meet  your  approval.  Because  if  there's  a  compelling  idea  in  the  world  of  computing,  you’ll  find  it  applied  best  in  a  Compaq 
computer.  Including,  for  a  limited  time  only,  what  may  be  the  most  welcome  idea  of  all:  getting  your  computer  at  these  prices 
with  special  offers  and  4.9°/o  financing.  So  stop  dreaming.  Start  buying.  Our  friendly  operators  await  your  call. 

For  the  world’s  best-selling  computers,  call  1-800-853-9518 
or  visit  your  local  reseller,  www.compaq.com/promos/ 

(Compaq  operators  are  available  8  A.M.-8  P.M.  EST,  Mon.-Fri.) 


Pentium*!! 


COLOR  MONITOR  INCLUDED  WITH  PURCHASE  OF  THESE  COMPAQ  DESKPRO  PCs.2 


Compaq  Deskpro  2000  Price  $1,499' 

15"  (13-7“  viewable  area)  monitor2  included  (estimated  value  $269). 


•  233  MHz  Pentium  II  processor 

•  3.2  GB  Ultra  ATA  hard  drive 

•  32  MB  SDRAM  standard  memory  (expandable  to  384  MB) 

•  512  KB  Cache 

•  Matrox  MGA  1064/SG  graphics 
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•  2  MB  SGRAM  video  memory  (expandable  to  4  MB) 

•  24X  Max  slot  load  CD-ROM 

with  Enhanced  Business  Pro  Audio4 

•  Microsoft  Windows  NT®  4.0  pre-installed 

•  3-year  limited  warranty5 


Compaq  Deskpro  2000  Price  $1,579' 

is"  (i3-7"  viewable  area)  monitor2  included  (estimated  value  $269). 


•  266  MHz  Pentium  II  processor  with  512  KB  cache 

•  3.2  GB  Ultra  ATA  hard  drive 

•  32  MB  SDRAM  standard  memory 
(expandable  to  384  MB) 

•  Matrox  MGA  1064/SG  graphics 


•  2  MB  SGRAM  video  memory  (expandable  to  4  MB) 

•  24X  Max  slot  load  CD-ROM 

with  Enhanced  Business  Pro  Audio4 

•  Microsoft  Windows  NT  4.0  pre-installed 

•  3-year  limited  warranty5 


Compaq  Deskpro  4000S  Price  $1,259’ 

15"  (13.7"  viewable  area)  monitor2  included  (estimated  value  $269). 


•  233  MHz  Pentium  processor  with  MMX™  technology 

•  2.1  GB  EIDE  hard  drive 

•  32  MB  SDRAM  standard  memory 
(expandable  to  256  MB) 

•  256  KB  cache 


•  S3  Trio  64V2/GX  graphics 

•  2  MB  SGRAM  video  memory 

•  Netelligent  10/100  TX  network  controller 

•  Microsoft  Windows  95  pre-installed 

•  3-year  limited  warranty5 


DOUBLE  MEMORY  FREE  WITH  PURCHASE 
OF  THESE  COMPAQ  PROFESSIONAL  WORKSTATIONS.2 


Compaq  Professional  Workstation  5100  $3,378* 

Workstation  power  in  an  affordable  desktop  design. 

Get  additional  64  MB  EDO  DIMM  memory  free  for  a  total  of  128  MB  (expandable  to  512  MB). 


•  333  MHz  Pentium  II  processor  with  512  KB  cache 
(supports  up  to  2  processors  including  optional  266  MHz) 

•  ELSA  GLoria  synergy  graphics  controller  for  optimized 
performance  of  2D  graphics  applications  or  optional  3D 
graphics  controller 


•  4  GB  Wide-Ultra  SCSI  SMART  hard  drive 

•  5  slots/5  bays 

•  Netelligent  10/100  TX  autosensing  Ethernet 

•  Highly  Parallel  System  Architecture  (HPSA) 

•  Microsoft  Windows  NT  Workstation  4.0  pre-installed 


Compaq  Professional  Workstation  6000  $6,618* 

The  industry-standard  workstation  designed  with  the  right  combination  of  performance  and  expandability  to  adapt 
to  your  increasingly  demanding  applications. 

Get  additional  128  MB  EDO  DIMM  memory  free  for  a  total  of  256  MB  (expandable  to  512  MB). 


•  300  MHz  Pentium  II  processors  with  512  KB  cache 
(supports  up  to  2  processors  including  optional  266 
and  333  MHz  Intel  Pentium  II  processors) 

•  Diamond  Fire  GL  4000  graphics  controller  for 
your  most  demanding  3D  true-color  applications 


•  4  GB  Wide-Ultra  SCSI  SMART  hard  drive 

•  6  slots/10  bays 

•  Netelligent  10/100  TX  autosensing  Ethernet 

•  Highly  Parallel  System  Architecture  (HPSA) 

•  Microsoft  Windows  NT  Workstation  4.0  pre-installed 


TRADE  IN  YOUR  EXISTING  SERVERS  FOR  ANY  RELIABLE  COMPAQ  SERVER,  INCLUDING:2 

(Find  out  how  you  can  trade  in  your  old  equipment  at  www.compaq.com/products/serversolutions/tradein.html.) 

Compaq  ProLiant  1600  Starting  at  $2,955’ 

The  ultimate  in  workgroup  performance  and  reliability  with  dual  Pentium  II  processor  capability 
and  dual  Wide-Ultra  SCSI-3  controllers. 

•  Up  to  two  266  or  300  MHz  Pentium  II  processors  •  3-year  on-site  limited  warranty,  pre-failure  warranty8 

with  512  KB  secondary  cache  •  High  availability  features  include  Hot  Plug  drives  and 

*  Storage:  Maximum  internal:  54.6  GB  optional  redundant  Hot  Plug  power  supplies 

Maximum  external:  1.14  TB  •  64  MB  memory  (expandable  to  512  MB) 


Compaq  ProLiant  3000  Starting  at  $3,860' 

Breakthrough  value  in  a  departmental  server  featuring  a  wide  range  of  expandability  and 
high-availability  features.  Ideal  for  high-volume  file  service  and  entry-level  applications. 


•  Up  to  two  300  or  333  MHz  Pentium  II  processors 
with  512  KB  secondary  cache 

•  Storage:  Maximum  internal:  109.2  GB; 

Maximum  external:  1.52  TB 

Compaq  ProLiant  6500  Starting  at  $15,225* 

The  first  high-performance,  rack-optimized  server  with  PCI  Hot 

•  Up  to  four  200  MHz  Pentium  Pro  processors 
with  512  KB  or  i  MB  secondary  cache 

•  Upgradable  to  Intel  next  generation  processor 

•  Storage:  Maximum  internal:  91  GB; 

Maximum  external:  1.4  TB 


•  3-year  on-site  limited  warranty,  pre-failure  warranty8 

•  High  availability  features  include  Hot  Plug  drives  and 
optional  redundant  NICs,  fans,  and  Hot  Plug  power  supplies 

•  64  MB  memory  (expandable  to  3  GB) 


Plug  for  multi-server  data  center  environments. 

•  3-year  on-site  limited  warranty,  pre-failure  warranty8 

•  High  availability  features  include  PCI  Hot  Plug  and 
redundancy  features 

•  128  MB  memory  (expandable  to  4  GB) 


UP  TO  32  MB  MEMORY  FREE  WITH  PURCHASE 
OF  THESE  COMPAQ  ARMADA  NOTEBOOKS.2 


one  convenient  package. 


Compaq  Armada  1560  DM  $1,799' 

The  fully  integrated  notebook  with  everything  you  need  in 
Get  additional  16  MB  memory  free  for  a  total  of  32  MB.2 

•  Integrated  AC  Adapter 

•  166  MHz  Pentium  processor  with  MMX  technology 

•  3.2  GB  SMART  hard  drive 

•  12.1"  CSTN  SVGA  Display 

Compaq  Armada  4220T  $3,299' 

The  notebook  that  lets  you  pack  more  into  its  lightweight, 
Get  additional  32  MB  memory  free  for  a  total  of  64  MB.2 

•  266  MHz  Pentium  processor  with  MMX  technology 

•  5.2  lbs  in  its  basic  configuration 

•  4.0  GB  SMART  hard  drive 

•  12.1"  CTFT  SVGA  Display 


•  Integrated  20X  Max  CD-ROM  Drive6 

•  Integrated  K56flex  Modem7 

•  Supports  up  to  two  Li  Ion  batteries  simultaneously 

•  i-year  limited  parts  and  labor  worldwide  warranty5 


•  Li  Ion  Dual  Bay  battery  installed  and  Li  Ion  Handle 
battery  included  (can  support  up  to  three  Li  Ion  batteries 
simultaneously  with  optional  MCDU  attached) 

•  ACPI  hardware  ready 

•  3-year  limited  parts  and  labor  worldwide  warranty5 


versatile  design. 


©1998  Compaq  Computer  Corporation.  All  rights  reserved.  Compaq,  the  Compaq  Logo,  Deskpro,  ProSignia,  ProLiant  and  Armada  are  registered  trademarks  of  Compaq  Computer  Corporation.  Intel,  Intel  Inside  Logo  and  Pentium  arc  registered  trademarks  and  MMX  is  a 
trademark  of  Intel  Corporation.  Microsoft  and  Windows  NT  are  registered  trademarks  of  Microsoft  Corporation.  Other  products  mentioned  herein  may  be  trademarks  or  registered  trademarks  of  their  respective  companies.  ’All  prices  and  discounts  shown  refer  to  U  S 
estimated  selling  prices  on  select  models.  Reseller  prices  may  vary.  'Offer  with  purchase  of  qualifying  product  through  5/31/98  (Deskpro),  6/30/98  (Armada.  Workstation  and  Server),  while  supplies  last.  Installation  not  included  with  free  memory.  Offers  not  valid  on 
Compaq  refurbished  products.  Valid  only  in  the  US.  Compaq  reserves  the  right  to  chanqe.  alter  or  cancel  these  programs  at  any  time  without  notice.  ^Certain  restrictions  apply.  Financing  offered  by  Compaq  Capital  Corporation  to  qualified  commercial  customers  in 
the  U.  S.  who  acquire  at  least  five  units  or  $15,000  worth  of  Compaq  equipment  (Tandem  equipment  is  not  eligible  for  this  offer).  Offer  is  based  on  dealer  sales  price  and  low  lease  rates  are  also  available.  Offer  may  not  be  combined  with  special  discounts  and  is 
subject  to  credit  approval  and  execution  of  standard  lease  documentation.  Offer  is  subject  to  other  restrictions  and  Compaq  Capital  reserves  the  right  to  chanqe.  alter  or  cancel  this  offering  at  any  time  without  notice.  Lease  must  commence  on  or  before  June  30 
1998. 424X  Max  CD-ROM  data  transfer  rates  vary  from  150  Kbps  up  to  3000  Kbps.  ^Pre-failure  warranty  offers  warranty  replacement  of  SMART  hard  drives  before  they  actually  fail  when  using  Compaq  Insight  Manager.  Some  restrictions  and  exclusions  apply  420X 
Max  CD-ROM  drive  transfer  rates  may  vary  from  1275  to  3000  Kbps.  'The  K56flex  protocol  is  designed  only  to  allow  faster  downloads  from  K56flex  compliant  digital  sources.  Maximum  achievable  download  transmission  rates  currently  do  not  reach  56Kps,  and  will 
vary  with  line  conditions.  ‘Certain  restrictions  and  exclusions  apply.  ‘Deskpro  EN  series  part  number  178900-004. 
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Future  shock? 


October  24,  1998  —  Stock  markets  continued  a  free  fall 
today  as  dour  economic  figures  sent  investors  run¬ 
ning  for  the  exits.  The  Commerce  Department  revised 
its  GDP  estimate  to  show  economic  growth  at  a  pal¬ 
try  0.5%  for  the  fourth  quarter. 

Analysts  said  the  culprit  is  Win¬ 
dows  98,  or  rather,  the  lack  thereof. 

The  Justice  Department  continues 
to  tie  up  the  release  of  Microsoft's 
next-generation  operating  system  in 
litigation.  The  prediction  from  Mi¬ 
crosoft  CEO  Bill  Gates  in  May  that  a 
delay  in  Windows  98  would  hurt  the 
U.S.  has  apparently  come  true. 

Across  the  U.S.,  businesses  report 
productivity  declines  because  PC 
users  can’t  access  Windows  98’s  advanced  features. 

“The  lack  of  Universal  Serial  Bus  support  is  just  killing  us,” 
said  the  CIO  of  a  large  financial  services  firm.  “It’s  taking  us 
up  to  10  minutes  to  install  a  printer.  The  gloom  is  so  thick 

here,  you  could  cut  it  with  a  knife.” 

If  Bill  Gates'  predic-  “We  have  been  champing  at  the 

bit  to  get  the  browser  integrated 

tion  came  true . . .  with  the  operating  system,”  com¬ 
plained  another  IS  executive.  “Now 
we  may  just  have  to  go  ahead  and  download  Internet  Explor¬ 
er  manually.  Our  productivity  is  down  the  drain.” 

The  tragedy  is  playing  out  at  computer  retail  stores,  where 
dealers  report  buyers  have  stopped  placing  orders  because 
they  can’t  get  Windows  98  goodies  such  as  faster  application 
load  times  and  support  for  video  cameras.  Computer  makers 
also  are  reeling  from  having  to  cancel  advertising  campaigns 
based  on  breakthroughs  such  as  faster  system  shutdown, 
MMX  enhancements  and  support  for  bigger  hard  disks. 

The  Clinton  administration  is  pleading  with  the  Justice  De¬ 
partment  to  lift  the  injunction  on  Windows  98  sales.  “I  mean, 
if  you  can’t  view  your  files  in  a  Web  browser,  what  reason  is 
there  to  buy  a  PC?”  an  administration  spokesman  said. 


Paul  Gillin,  Editor 
Internet:  paul_gillin@civ.com 
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Group  Program 


TrustE 

Grants  a  seal  to  member  organizations  that  disclose  privacy 
policies.  Members  also  are  subject  to  compliance  audits 

Better  Business 
Bureau  Online 

Reportedly  working  on  a  Web  privacy  component  for  members' 

Web  sites 

World  Wide 

Web  Consortium 

Developing  technology  that  will  let  consumers  set  their  own 

Web  privacy  preferences 

IBM 

Expected  to  announce  a  privacy  alliance 

Direct  Marketing 
Association 

Offers  free  help  on  its  Web  site  for  developing  an  online 
privacy  policy 

Web  sites  rush  to  self-regulate 


►  World  Wide  Web  privacy  issue  heats  up 


By  Sharon  Machlis 


a  series  of  looming  govern¬ 
ment  deadlines  is  heating  up 
the  Internet  privacy  debate,  as 
industry  leaders  scramble  to 
show  that  self-regulation  is 
working  before  the  patience  of 
regulators  wears  out. 

Almost  a  year  after  the  White 
House  announced  support  for 
voluntary  guidelines,  key  federal 
agencies  are  preparing  to  report 
on  the  state  of  consumer  pri¬ 
vacy  on  the  World  Wide  Web. 
Also  in  the  mix  are  pending  pri¬ 
vacy  guidelines  in  Europe  that 
could  have  a  worldwide  impact. 

“It’s  important  for  some  real 
progress,  not  just  promises,  to 
be  visible,”  said  Esther  Dyson, 
editor  of  the  “Release  1.0”  in¬ 
dustry  newsletter.  “The  future  of 
the  Internet  and  its  governance 
hangs  in  the  balance.” 

PRIME  CONCERNS 

At  issue  are  what  type  of  data 
Web  sites  collect  from  their  visi¬ 
tors,  what  companies  do  with 
such  information  and  how  con¬ 
sumers  can  find  out  what  hap¬ 
pens  to  those  records. 

“There  has  been  growing  sen¬ 
timent  that  something  has  to  be 
done,”  said  Harriet  Pearson,  di¬ 
rector  of  public  affairs  for  IBM 
in  Washington.  IBM  has  been 
working  with  about  50  other 
companies  and  organizations  to 
launch  a  privacy  alliance  and 
prove  that  corporate  America 
can  protect  its  customers’  rights 
without  new  laws. 

Though  top  White  House  aid 
Ira  Magaziner  said  he  backs 
letting  industry  develop  privacy 
guidelines  for  the  Internet,  oth¬ 
ers  within  government  aren’t 
convinced  that  is  desirable. 

Early  next  month,  the  U.S. 
Federal  Trade  Commission 
(FTC)  will  report  to  Congress 
on  its  audit  of  1,200  Web  sites. 
The  agency  is  investigating 


whether  sites  post  information 
on  how  they  collect  and  use 
consumer  data.  It  also  is  check¬ 
ing  whether  users  can  access 
their  data  and  prevent  personal 
records  from  being  shared  out¬ 
side  a  site. 

“It’s  going  to  be  a  report  card 
on  self-regulation,”  said  David 
Medine,  associate  director  of 
credit  protection  at  the  FTC.  “If 
it  hasn’t  worked,  it’s  been  pretty 
clear  [we]  would  consider  leg¬ 
islative  options.” 

And  this  summer,  one  year 
after  the  Clinton  administration 
announced  the  Framework  for 
Global  Electronic  Commerce, 
the  U.S.  Department  of  Com; 
merce  will  submit  a  report  to 
the  White  House  that  evaluates 
how  the  plan  is  working. 

Further  complicating  matters, 
the  European  Union  in  October 
will  implement  tough  data  pro¬ 
tection  policies  that  require  "ad¬ 
equate”  privacy  safeguards  for 
any  computer  data  sent  out  to 
other  countries. 

It  is  unclear  how  that  will  af¬ 
fect  the  way  European  con¬ 
sumers  interact  with  U.S.-based 
Web  sites.  Although  in  theory 
the  EU  could  seek  to  bar  its  cit¬ 
izens  from  accessing  sites  in 
countries  that  don’t  have  tough 
privacy  rules.  U.S.  officials  have 


been  negotiating  with  the  EU 
on  how  the  so-called  Data 
Directive  will  be  interpreted  on 
the  Internet. 

As  the  privacy  issue  moves  to 
the  front  burner,  more  compa¬ 
nies  are  posting  privacy  policies 
on  their  Web  sites  and  making 
their  policies  more  prominent. 
Lycos,  Inc.,  for  example,  posts 
what  it  calls  a  privacy  "vow”  that 
it  won’t  share  its  data  on  con¬ 
sumers,  and  it  is  moving  to  in¬ 
clude  links  to  the  statement  on 
every  page  of  its  site,  not  just  a 
select  few. 

“It’s  a  significant  concern  for 
a  majority  of  Web  users,”  said 
Jeff  Snider,  general  counsel  at 
the  Waltham,  Mass.-based 
company.  “We  want  them  to 
feel  comfortable  they  can  use 
our  site  . . .  without  worrying 
they’re  asking  for  a  slew  of  junk 
E-mail.” 

“I  think  we  are  up-front,”  said 
Jim  Marsicano,  vice  president 
and  general  manager  at  Sabre 
Group’s  Sabre  Interactive  in 
Fort  Worth,  Texas,  referring 
to  its  privacy  policy  on  the  Trav- 
elocity  site.  “We  may  sometime 
in  the  future  share  [data]  with 
carefully  selected  companies.”  If 
that  is  done,  he  added,  there 
will  be  ways  for  people  to  get 
their  data  out  of  the  program. 

Several  industry  groups  are 
Web  privacy,  page  14 
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IT  can  help  a  business  figure  out  its  ideal  cycle. 
Check  out  our  RealAudio  interview  with  a  co-author  ^ 
of  Competing  on  the  Edge,  a  new  book  v 

that  talks  about  why  managed  chaos  is  a  good  thing. 
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Profile  customers 


h  tther  your  customers  are  delighted, 
or  simply  delighted  to  leave,  revolves 
around  knowing  your  customer  data. 


Assess  marketing  ROI, 
analyze  churn,  and  more 
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VQ/ 

That’s  why  you  need  the  SAS  Solution 

Who  are  your  most  profitable  customers. .  .and  why?  How  many  customers  are  you  losing. . . 
and  why?  What  value  do  your  customers  see  in  your  products  and  services. .  .or  those  of 
your  competitors?  Instead  of  just  storing  your  customer  data,  explore  all  the  possibilities 
with  the  SAS  Solution  for  Customer  Relationship  Management. 


It’s  the  only  software  that  integrates  the  full  scope  of  managing  customer  relationships. 
Collect  information  at  all  customer  contact  points. .  .then  analyze  data  to  better  understand 
customer  needs.  Refine  business  strategies  around  your  most  profitable  customers.  Determine 
lifetime  customer  value.  All  by  just  pointing  and  clicking. 

To  find  out  more,  and  request  a  free  Guide  to  Customer  Relationship  Mariagement  with  the 
SAS  Solution,  visit  us  at  www.sas.com/crm 


SAS  Institute  Inc. 


The  Business  of  Better  Decision  Making 
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Mike  Palmer  expects  Web-based  tracking 
software  to  cut  some  of  his  company’s 
costs  by  20%.  The  Internet,  page  47 


Like  many  users,  The  House  of  Blues’  Rick  Smith  is  con¬ 
tent  to  wait  for  Windows  NT  5.0;  he  doesn’t  need  it  yet. 

Software,  page  57 
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Pay  for  results, 
not  promises 

►  Integrator  brings  program  to  private  sector 


By  Julia  King 


imagine  buying  a  new  custom- 
built  home  without  paying  the 
contractor  a  nickel  until  after 
you  lived  there  a  while  and 
made  sure  everything  worked. 
If  it  didn’t,  you  would  get  to 
keep  your  money. 

That’s  akin  to  the  kind  of 
novel  financing  arrangement 
American  Management  Sys¬ 
tems,  Inc.  (AMS)  in  Fairfax,  Va,, 
plans  to  extend  to  commercial 
users. 

The  systems  integrator  al¬ 
ready  has  several  such  deals  in 
the  public  sector.  State  agencies 
in  California,  Virginia  and 
Kansas  all  have  so-called  “bene¬ 
fits  funding”  contracts  with 
AMS,  whose  work  in  all  three 
states  centers  on  installing 
new  computerized  tax  collection 
systems. 

In  California,  AMS  is  build¬ 
ing  a  $23  million  system  to  help 
the  state  collect  more  than  $35 
million  in  unpaid  personal  in¬ 
come  taxes. 

RISKY  BUSINESS 

What  is  novel  about  the 
arrangement  is  that  AMS  gets 
paid  only  after  the  delinquent 
tax  money  starts  to  come  in. 

If  it  doesn’t  come  in,  AMS 
doesn’t  get  paid  its  $23  million. 
Instead,  the  integrator  gets 
only  a  fraction  of  the  revenue 
stream. 

“This  is  more  progressive 
than  anything  I’ve  seen  in  this 
vein,”  said  Susan  Scrupski,  an 
outsourcing  consultant  and 
partner  at  Arc  Consulting  in 
Tinton  Falls,  N.J. 

“[AMS  is]  really  putting  their 
money  where  their  mouth  is, 
because  what  they’re  being 
asked  to  do  is  absorb  all  of  the 
development  expense.  It’s  a 
gamble,”  Scrupski  said. 

But  it’s  a  gamble  that  already 
has  paid  off  at  least  once. 

In  a  1995  pilot  project,  a  $6 
million  system  AMS  installed  to 
help  California  collect  back  tax¬ 
es  from  banks  and  corporations 
paid  for  itself  seven  times  over 
in  less  than  12  months. 

“We  had  expected  an  ongoing 
return  of  $7.4  million  a  year, 
and  it  got  us  $42.6  million  in 
new  revenue  the  first  year  of  op¬ 
eration,”  said  Alan  Hunter,  as¬ 


sistant  executive  officer  at  Cali¬ 
fornia’s  Franchise  Tax  Board  in 
Sacramento. 

What’s  more,  it  took  AMS 
only  11  months  to  complete  the 
system.  “The  last  time  we  built 
our  own  collection  system,  it 
took  us  about  six  years,"  Hunter 
said. 

According  to  John  Podlipnik, 
vice  president  at  AMS,  the  ben¬ 
efits  funding  model  “would  ab¬ 
solutely  work”  in  the  private 
sector. 

How  benefits  funding 
of  systems  integration 
projects  works: 

■  User  agrees  to  a  fixed 
project  cost  and  dead¬ 
line  but  pays  nothing  up 
front 

■  User  and  AMS  agree  on 
the  amount  of  revenue 
new  system  should 
generate 

■  User  pays  AMS  after 
system  is  installed. 
Revenue  begins  to 
come  in 


“The  most  obvious  applica¬ 
tion  on  the  commercial  side  is 
credit-card  collections,”  he  said. 

Podlipnik  added  that  much  of 
the  software  AMS  now  is  in¬ 
stalling  at  state  tax  agencies 
originated  within  the  company’s 
banking  and  financial  services 
practice. 

ADVANTAGES 

Officials  said  it  is  also  safe  to  as¬ 
sume  that  companies  in  the  pri¬ 
vate  sector  could  reap  some 
of  the  advantages  of  benefits 
funding  state  agencies  have 
enjoyed. 

“By  not  paying  for  the  ser¬ 
vices  up  front,  you  get  two  ben¬ 
efits,"  Hunter  said.  “First,  you 
have  given  your  business  part¬ 
ner  the  incentive  to  perform 
very  well  and  on  time.” 

The  other  big  advantage  is 
largely  political.  Legislators  find 
it  easier  to  approve  technology 
projects  that  are  self-funding 
than  to  use  budget  appropria¬ 
tions  that  could  have  been  used 
for  social  programs.  Hunter 
said.D 
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The  future  belongs  to  objects. 

Jasmine™  is  the  future  of  objects. 

It’s  the  first  complete  and  pure  object  solution. 

It’s  not  a  hybrid.  It’s  not  hype. 

Jasmine  is  real.  A  proven,  complete  object-oriented  database  and  development 
environment.  So  now  you  can  build  the  next  generation  of  multimedia  business 
applications  and  run  them  everywhere:  client/server,  Internet,  intranet,  and  extranet. 

■  Introducing  The  Industry’s  First  Multimedia, 

Internet-Enabled  Object  Database. 

With  built-in  multimedia  and  Internet  support,  Jasmine  has  it  all.  A  pure, 

object-oriented  database,  'sg-and-drop  development  environment.  Distributed 

object  delivery.  Efficient  database  multimedia  tiM  !Utl 

storage  and  manipulation,  and  efficient 

delivery  through  streaming  and  caching.  The 

industry’s  easiest  development  environment  $  ^3^ 

lets  you  use  ail  your  favorite  tools:  built-in 

VB  integration,  native  Java  support,  and 

‘ 

Unlike  hybrid  or  partial  object  solutions, 

Jasmine  actually  works. 

market  and  gain  a  distinct  competitive  advantage.  • ' 

If  that  sounds  good,  pick  up  the  phone  right  now.  Because  Jasmine  j$f;  ;  - 

Call  1-888-7 JASMINE  for  your  FREE  Developer  Edition  Cl 
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Get  lawyers,  insurers  Breaking  the  barriers 

to  sell  security  plsns  ►w*™*,****™ 

*  *  groups  integrating  —  IS’s  plans  to  merge  network  and  systems  management 

By  Laura  DiDio  tiani  said.  “I  can’t  imagine  any  CVitH  difficulties  ■  Currently  integrating 

NewYorK  CIO  or  upper-level  manager  "planning  future' . 

-  ignoring  security  when  you  lay  By  Patrick  Dryaen  .  .  jLiMfc 

want  to  shake  loose  more  cor-  it  on  the  line  like  that.”  . . . .  15% 

porate  dollars  for  network  secu-  ■  Do  ‘‘white  hat”  hack  penetra-  about  three-fourths  of  IS  «  Investigating 

rity  products  and  resources?  tion  studies  to  demonstrate  the  departments  are  integrating  net-  integration  options 

Enlist  the  aid  of  company  company’s  vulnerability.  work  and  systems  management  ■  N  ~\  I  •  i  I 

lawyers  and  insurance  carriers,  “It’s  not  a  case  of  whether  functions,  according  to  a  new  "  " 

who  can  graphically  demon-  they’ll  uncover  anything  but  survey.  But  managers  attempt-  Base:  250  IS  organizations 

strate  the  legal,  reg-  what  they’ll  uncov-  ing  this  change  say  it  isn’t  easy. 

ulatory  and  fman-  er’”  Sa'^  Michael  The  Study  showed  that  anoth-  Source:  Business  Research  Group,  Newton,  Mass. 

cial  risks  of  lax  Redmond,  senior  er  15%  plan  to  blend  the  tools,  and  mainframe  groups  10  must  work  together  to  prioritize 

security.  jpff"'1  manager  of  risk  information,  processes  and  staff  months  ago  as  part  of  an  over-  issues  in  30-minute  meetings. 

That’s  the  advice  assessment  at  De-  that  currently  handle  those  dis-  all  IT  realignment.  The  goal  is  “Now  we’re  starting  to  resolve 

of  security  man-  loitte  &  Touche  tinct  disciplines,  said  Stephen  to  “flatten  the  organization  for  problems  in  a  more  timely 

agers  at  25  major  y  LLP,  also  based  in  Elliot,  an  analyst  at  Business  Re-  better,  more  consistent  service,"  manner,  and  I  see  more  cross¬ 
corporations  who  HBrIPL  New  York.  search  Group  in  Newton,  Mass.  Estes  said,  “but  we’re  still  get-  training  in  the  staff,”  Varshaneh 

were  among  150  s  “Once  the  vul-  (see  chart).  ting  there.  said.  For  example,  systems 

user  firms  in  atten-  nerabilities  are  ex-  The  goal  is  better  service  to  “Typically,  each  group  thinks  administrators  are  becoming 

dance  at  last  week’s  1  posed  and  a  matter  users  at  lower  cost  by  achieving  the  others  don’t  know  what  they  more  familiar  with  network 

conference  of  the  W  !  1  of  record,  90%  of  a  holistic  view  of  the  enterprise,  are  doing,”  Estes  said.  After  bandwidth  issues. 

New  York  Metro-  Gartner  Group's  upper  managers  in  This  “systemic  thinking”  being  forced  to  work  together,  At  USA  Group,  Inc.,  the  vast 

politan  Chapter  of  Gary  Lynch:  "Secu-  our  client  cus-  about  the  entire  information  though,  “everyone  is  starting  to  “culture  change”  from  integrat- 

the  Information  rity  still  does  not  tomers  will  ante  systems  role  enables  IS  leaders  understand  all  the  roles.”  ing  all  management  disciplines 

Systems  Security  sell  well"  up.  They  know  to  deal  quickly  with  user  —  for  both  the  mainframe  and 

Association  (ISSA).  they’ll  ultimately  be  requirements  and  problems,  COMMUNICATIONS  distributed  environments  — 

“Security  still  does  not  sell  held  accountable  in  the  event  of  according  to  Larry  DeBoever,  an  Such  improved  communication  has  caused  “some  bruises  and 
well  with  upper  management  a  security  breach,  and  that  could  enterprise  architecture  strate-  —  with  users  and  within  IS  —  resistance  along  the  way,”  said 

in  most  businesses  today,”  said  be  a  career-ending  move,”  Red-  gies  analyst  at  Meta  Group,  Inc.  was  the  goal  six  months  ago  Allan  Horn,  vice  president  of 

Gary  Lynch,  research  director  mond  said.  in  Westport,  Conn.  He  said  tra-  when  Rowe  Furniture  Corp.  data  center  operations  at  the 

at  Gartner  Group,  Inc.  in  Stam-  ■Focus  on  business  issues  and  ditional  infrastructure  roles  are  combined  its  network  and  sys-  Indianapolis-based  insurer, 

ford.  Conn.  Lynch  delivered  tie  security  to  corporate  liability,  merging  in  mature  IS  organiza-  terns  management  groups  with  But  senior  management  sup- 
the  keynote  speech  at  the  Do  a  risk  assessment  and  put  tions  as  a  “natural  evolution.”  technical  services,  said  Mohsen  ports  this  streamlined  IS  direc- 

conference.  a  specific  dollar  figure  on  the  But  several  IS  managers  Varshaneh,  IS  director  at  the  tion,  Horn  said,  and  the  diverse 

Gartner  Group  recommends  liabilities.  struggling  with  this  evolution  manufacturer  and  distributor  in  groups  are  starting  to  see 

corporations  spend  5%  to  8%  of  “Be  as  specific  as  possible,”  said  that  breaking  down  barri-  Tysons  Corner,  Va.  advantages, 

their  total  information  technol-  advised  Robert  Dabbs,  assistant  ers  between  separate  specialists  “Users  weren’t  sure  which  For  example,  a  common  con- 

ogy  budget  on  security  prod-  vice  president  at  the  Federal  Re-  can  be  difficult  and  painful.  group  to  contact,  and  we  had  sole  for  monitoring  systems  and 

ucts,  resources  and  personnel,  serve  Bank  of  New  York.  The  main  problem  is  over-  gaps  in  our  problem  analysis  network  connections  provides 

But  most  companies  allocate  “Not  all  networks  are  equally  coming  the  “traditional  inde-  process,”  Varshaneh  said.  “an  immediate  alert  so  we  can 

only  “about  1%  of  their  IT  bud-  vulnerable,  not  all  systems  are  pendence”  inherent  in  each  Problems  merging  the  once-  prevent  downtime  caused  by 

get  to  security,”  Lynch  said.  equally  critical  and  not  all  data  group,  said  Mark  Estes,  manag-  independent  groups  haven’t  waiting  for  human  interven- 

is  equally  sensitive.  Differenti-  er  of  network  and  desktop  ser-  been  significant,  he  said,  be-  tion,”  Horn  said. 

GETTING  THE  GOODS  ate  among  the  degrees  of  sever-  vices  at  Clarke  American  cause  managers  agree  on  the  “Our  vision  is  a  bridge  like 

The  elite  users  at  the  ISSA  con-  ity  and  do  a  detailed  risk  assess-  Checks,  Inc.  in  San  Antonio.  value  of  the  move  and  jointly  on  the  Enterprise"  where  a  small 

ference  had  several  practical  tips  ment  of  the  potential  losses  to  The  printing  service  started  run  the  new  operations  unit,  first-level  support  team  can  view 

for  lobbying  for  more  funds,  the  corporation,"  Dabbs  said.  □  pulling  together  LAN,  WAN  And  every  morning,  their  teams  overall  performance,  deal  with 

including  the  following:  __ __ __ some  of  the  specialists'  prob- 

■  Point  out  any  regulatory  and  lems  and  interact  with  users, 

privacy  issues  that  impact  ^1  —  J.  —  —  — _ —  _  —  a  _  .1.  _  —  -  -  A  A  -I  —  Horn  said.  “We  must  use  ex- 

the  business.  N61SC3D6  Ofi  GTS  G  I  T  G  C 1 0  T  V  COOe  perts  as  experts,  not  routine 

For  example,  the  European  W  W  W  J  WWWW  troubleshooters:  otherwise,  it’s 

Commission  will  soon  require  an  expensive  waste  of  high-tech 

multinational  companies  to  pro-  By  Carol  Sliwa  Lightweight  Directory  Access  translates  to  money.”  labor.”  □ 

tect  the  confidentiality  of  per-  Protocol.  Netscape  also  plans  to  pro- 

sonal  data  on  their  networks.  trying  to  seed  the  market  for  That  will  eliminate  the  need  vide  tools  that  will  let  develop- 

“In  a  worst-case  scenario,  if  its  directory  server  software,  for  proprietary  directories  for  ers  build  administration  capa-  _ 

we  didn’t  comply,  we  could  lose  Netscape  Communications  each  application  to  describe  bilities  into  their  applications,  LtHTfiClIOn _ 

our  ability  to  do  business  in  cer-  Corp.  last  week  announced  what  users  can  do  on  the  so  they  can  add  or  delete  users  Because  of  an  editing  error,  a 

tain  countries,”  said  Jag  Jag-  plans  to  release  at  no  charge  the  system.  and  modify  attributes  from  a  chart  [“Destination  integra- 

tiani.  vice  president  of  informa-  source  code  for  its  central  direc-  “The  proliferation  of  directo-  central  place.  tion”]  in  the  April  6  issue  that 

lion  systems  at  Sotheby’s,  Inc.,  tory  development  kit  and  ad-  ries  out  there  is  driving  users  Source  code  for  the  Directory  showed  how  much  compa- 

ati  international  auction  house  ministration  console.  nuts,”  said  Jamie  Lewis,  presi-  Software  Developer’s  Kit  will  be  nies  plan  to  spend  this  year 

based  in  New  York.  Netscape  will  provide  devel-  dent  of  The  Burton  Group,  a  available  in  the  third  quarter.  on  systems  integration  was 

“And  if  the  privacy  of  our  cus-  opers  with  the  necessary  appli-  consultancy  in  Midvale,  Utah.  The  Mission  Control  adminis-  mislabeled.  The  numbers 

tomers  or  business  partners  is  cation  programming  interfaces,  “For  anybody  who’s  writing  tration  console  developer’s  kit  should  have  read:  56%  will  in- 

aim promised  because  of  a  sue-  documentation,  sample  code  directory-enabled  applications,  is  targeted  for  fourth-quarter  crease  spending,  35%  will 

ces-  lu!  hack  attack,  we  could  be  and  tools  to  wire  an  application  this  would  be  worth  looking  release  via  Netscape’s  www.  keep  spending  the  same  and 

open  to  all  sorts  of  liability,  not  to  a  general-purpose  central  at,  because  this  will  save  them  mozilla.org  World  Wide  Web  9%  will  decrease  spending, 

to  menti  on  the  lost  trust,”  Jag-  directory  that  supports  the  a  lot  of  time  and  effort,  and  that  site.D 
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Oracle  reheats  thin-client  pitch 


By  Craig  Stedman 
and  Randy  Weston 

what  a  difference  a  year  does¬ 
n’t  make. 

Oracle  Corp.  last  spring  was 
trying  to  sell  users  on  building 
applications  with  its  Network 
Computing  Architecture  (NCA) 
and  Oracle8  database.  A  year 
later,  with  its  database  and  ap¬ 
plications  user  groups  holding 
back-to-back  conferences  this 
week  and  next,  it  looks  like  deja 
vu  all  over  again  for  Oracle. 

The  Redwood  Shores,  Calif., 
company  can  now  point  to  real 
products,  from  Oracle8  to  two 
NCA-based  versions  of  its  pack¬ 
aged  applications.  And  a  half- 
dozen  Oracle  users  last  week 
said  the  thin-client  approach 
could  relieve  many  of  their  PC 
support  pains. 

But  that  doesn’t  mean  people 


are  falling  all  over  themselves  to 
go  down  the  NCA  path. 

Orade8  and  the  NCA-enabled 
applications  weren’t  there  fast 
enough  for  LG&E  Energy  Corp., 
a  utility  in  Louisville,  Ky.,  that 


Subaru's  Al  Capuano: 
Automaker  probably  won't 
move  to  Oracle's  NCA  for 
another  two  years 

plans  to  go  live  with  Oracley- 
based  financial  systems  in  July. 

LG&E  eventually  wants  to 
build  a  three-tier  NCA  setup, 


but  it  is  starting  with  fat  clients 
and  doesn’t  expect  to  slim  them 
down  for  a  year  or  more,  said 
Mike  Spurlock,  director  of  ac¬ 
counting  and  reporting  at  the 
utility. 

“Oracle  talks  about  NCA  like 
it’s  a  present  reality,  but  the 
general  perception  of  [users]  is 
that  it’s  still  a  future,”  said  Carl 
Olofson,  an  analyst  at  Interna¬ 
tional  Data  Corp.  in  Framing¬ 
ham,  Mass. 

That  was  the  case  when  On- 
sale,  Inc.,  an  Internet-based  auc¬ 
tion  house  in  Menlo  Park, 
Calif.,  was  preparing  to  install 
Oracle’s  financial  applications 
on  Windows  NT  last  fall. 

The  thin-client  software  “was¬ 
n’t  quite  there  for  NT,  and  we 
were  anxious  to  get  going,”  said 
Alan  Fisher,  chief  technical  offi¬ 
cer  at  Onsale.  It  turned  on  a  fat- 
client  system  last  month  and 


now  hopes  to  switch  to  NCA 
late  this  year,  he  said. 

Oracle  Applications  Release 

10.7  NCA  finally  became  avail¬ 
able  in  January.  But  some  users 
are  still  having  trouble  getting 
the  software  going. 

MISSING  PIECES 

Skidmore  College  in  Saratoga 
Springs,  N.Y.,  is  trying  to  install 

10.7  NCA  by  the  start  of  next 
month.  But  it  has  had  to  keep 
going  back  to  Oracle  for  miss¬ 
ing  pieces  of  software,  putting 
the  plans  in  jeopardy. 

“There  probably  isn’t  enough 
time  to  do  it  [with  NCA]  at  this 
point,”  said  Kenneth  Hapeman, 
director  of  Skidmore’s  informa¬ 
tion  technology  center. 

Instead,  the  school  may  in¬ 
stall  fat-client  systems  in  its  fi¬ 
nance  office  and  delay  giving 

10.7  NCA  to  other  users. 


Oracle  also  is  leading  users 
on  a  full-speed-ahead  NCA  roll¬ 
out  schedule  that  may  be  hard 
to  keep  up  with:  10.7  NCA  is  al¬ 
ready  being  followed  by  the 
NCA-only  Release  u,  which  is 
due  to  be  launched  at  next 
week’s  Oracle  Applications 
Users  Group  conference  in  San 
Diego. 

And  Oracle  is  talking  about 
a  new  componentized  applica¬ 
tion  architecture  planned  for 
next  year. 

Subaru  of  America,  Inc. 
wants  to  change  its  parts  divi¬ 
sion’s  order-entry  system  to  an 
NCA  setup  with  Oracle8  and 
Release  11  of  Oracle’s  applica¬ 
tions.  But  the  Cherry  Hill,  N.J., 
automaker  just  put  10.7  NCA  fi¬ 
nancials  on  fat  clients. 

And  Oracle  is  telling  the 
company  it  has  to  keep  the  two 
systems  uniform  to  run  them 
on  one  server,  said  Al  Capuano, 
a  Subaru  project  manager.  As  a 
result,  the  NCA  move  may  not 
happen  “for  another  two  years 
now,”  he  said.  □ 


Bad  remote  access 
deals  suck  up  savings 

►  Analysts:  Negotiators  aren't  aggressive  enough 


By  Kim  Girard 
Orlando 


a  poorly  negotiated  remote 
access  contract  with  a  service 
provider  could  leave  your  com¬ 
pany  in  the  lurch  —  with  poor 
service  levels,  lagging  perfor¬ 
mance,  minimal  security  and 
unexpected  add-on  costs,  said 
analysts  at  a  Gartner  Group, 
Inc.  conference  held  here  this 
month. 

The  Stamford,  Conn. -based 
consultancy  estimates  that  over 
the  next  five  years,  70%  of  For¬ 
tune  500  companies  will  out¬ 
source  management  of  remote- 
access  services  and  devices, 
including  modem  pools  and 

Users  can  save  about 
28%  by  outsourcing 
remote  access,  according 
to  The  Yankee  Group  in 
Boston.  For  example,  it 
costs  an  average  of 
$3,744  per  person  up 
front  and  $2,844  per  per¬ 
son  annually  to  support 
analog  remote  access. 

Outsourcing  costs 
slightly  more  up  front  - 
$3,849  per  person  -  but 
much  iess  annually  at 
$1,666  per  person. 


firewalls.  Gartner  predicts  20% 
of  those  corporations  will  reap 
less  than  half  the  potential  sav¬ 
ings  expected  from  outsourcing 
by  failing  to  get  the  best  possi¬ 
ble  deal  on  equipment,  staff 
training,  network  service  dis¬ 
counts  and  installation  (see 
chart). 

A  CULTURAL  THING 

“It’s  our  general  experience 
[that]  the  people  in  networking 
and  telecom  services  aren’t  ag¬ 
gressive  negotiators,”  said  Gart¬ 
ner  analyst  John  Girard.  “It’s  a 
cultural  thing.  I  don’t  think 
wheeling  and  dealing  on  large 
contracts  is  part  of  the  culture.” 
Overall,  many  users  who  do  pay 
attention  to  contracts  are  find¬ 
ing  that  the  outsourcing  bene¬ 
fits  —  no  more  modem  pools  to 
manage,  no  upgrades  to  worry 
about  —  can  outweigh  the  secu¬ 
rity  risks. 

Restaurant  Consulting  Ser¬ 
vices,  Inc.  (RCS)  in  Danvers, 
Mass.,  is  saving  big  by  an  using 
an  MCI  Communications  Corp. 
service  called  Remote  LAN  Dial 
to  manage  its  modem  pools. 
RCS  is  an  outsourcer  that  offers 
sales  and  inventory  tracking  ser¬ 
vices  for  restaurant  chains,  in¬ 
cluding  Fuddrucker’s  and  John 
Harvard’s  Brew  House,  and 


Negotiating  tips  for  ousourcing  remote  access 

Discounts:  Demand  discounts  on  future  use,  consider 
3-to-5-year  term,  consolidate  voice  and  data 

Equipment:  Get  central  equipment  and  installation  included 
-  a  standard  package  and  emerging  technology 
exchange/upgrade  option 

Help  desk/training:  Ask  for  on-site  service  and  periodic 
on-site  training 

Security  and  usage  audit:  Look  for  password  authentication 
and  a  firewall,  customizable  reports  and  analysis 

Subcontractors:  Demand  full  disclosure  and  exit  clauses 

Service-level  guarantees:  Ask  for  throughput  and  latency 
guarantees,  number  of  lines  available  and  year  2000 
compliance 

Escape  clauses:  Should  apply  to  change  in  ownership, 
performance  problems.  Ask  for  benchmark  review  and  refuse 
nondisclosure  agreements 

iource:  Gartner  Group,  Inc.,  Stamford,  Conn. 


charges  them  for  network  ser¬ 
vices.  Before  the  deal,  RCS  bare¬ 
ly  broke  even  after  spending 
from  $60,000  to  $85,000  per 
year  to  support  about  500  re¬ 
mote  users,  said  Christopher 
Crocker,  a  senior  network  engi¬ 
neer  at  the  company. 

RCS  has  since  negotiated  a 
month-to-month  contract  with 
MCI,  locked  in  discount  rates 
for  users  who  are  added  to  the 
network  and  got  40%  to  50% 
bulk  discounts  on  dial-in 
charges  that  exceeded  their 
monthly  negotiated  rate,  Crock¬ 
er  said. 

“We  pay  MCI  and  charge 
back  the  clients,”  said  Crocker, 
who  plans  to  move  2,700  to 
4,000  users  to  the  system  with¬ 
in  18  months.  “We’re  making  a 
profit  now.” 

Joshua  Norrid,  applications 


development  director  at  Dallas- 
based  Bristol  Hotels  &  Resorts, 
also  saw  the  company’s  remote- 
access  costs  dip  after  outsourc- 
ing.“Our  $1.5  million  per  year 
in  long-distance  [charges]  went 
down  to  $300,000  a  year, 
which  is  tremendous,"  he  said. 

Now  user  22  hotels  nation¬ 
wide  are  connected  via  GTE  In¬ 
ternetworking’s  DiaLinx  remote 
access  service.  The  service  gives 
employees  a  local  phone  num¬ 
ber  to  log  in  to  Bristol’s  corpo¬ 
rate  intranet. 

Bristol’s  DiaLinx  contract  in¬ 
cludes  the  option  to  cancel  at 
any  time;  provides  immediate 
page,  fax  and  E-mail  notification 
in  case  of  dial-in  failure  that 
lasts  longer  than  five  minutes; 
and  offers  full-day  reimburse¬ 
ment  for  outages  that  last  more 
than  four  hours.  □ 


StorageTek 
arrays  get 
upgrade 

By  Nancy  Dillon 


users  of  Storage  Technology 
Corp.’s  Iceberg  mainframe  ar¬ 
ray,  a  product  resold  by  IBM  as 
the  Ramac  Virtual  Array  (RVA), 
are  about  to  get  some  extra 
breathing  room. 

Louisville,  Colo.-based  Stor¬ 
ageTek  last  week  announced  an 
upgrade  that  will  double  the 
available  data  paths,  from  four 
to  eight,  of  any  existing  Iceberg 
or  RVA  system. 

The  upgrade  should  be  avail¬ 
able  July  1. 

MORE  SPACE 

StorageTek  and  IBM  also  said 
the  address  space  on  the  RVA 
will  be  expanded  in  the  first  half 
of  next  year  from  256  to  1,024 
logical  volumes. 

The  added  space  will  extend 
the  usefulness  of  the  RVA’s 
Snapshot  replication  and  data 
sharing  software. 

Synchronous  remote  copy 
software  for  the  RVA  —  called 
Peer  to  Peer  Remote  Copy  and 
currently  available  only  on 
IBM’s  Ramaci,  Ramac2  and  Ra- 
mac3  platforms  —  will  be  avail¬ 
able  early  in  the  fourth  quarter 
from  StorageTek  directly  and 
through  IBM’s  distribution 
channels,  IBM  officials  said.D 
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Microsoft's  Exchange  outsells  Lotus  Notes 

►  Scalability,  groupware  support  and  E-mail  focus  drive  sales 


By  Barb  Cole-Gomolski 


for  the  first  time  in  its  two-year  his¬ 
tory,  Microsoft  Corp.’s  Exchange  messag¬ 
ing  software  has  outpaced  market  leader 
Lotus  Development  Corp.’s  Notes  in 
sales. 

But  analysts  aren’t  yet  ready  to  declare 
a  winner  in  this  horse  race. 

According  to  the  "Electronic  Mail  and 
Messaging  Systems”  newsletter  in  Wash¬ 
ington,  Microsoft  sold  nearly  3.1  million 
seats  of  Exchange  during  the  first  quar¬ 
ter  this  year.  Lotus  sold  only  2.7  million 
Notes  licenses  during  the  same  period. 

“Exchange  has  quadrupled  its  installed 
base  in  the  past  year,  while  Notes’  has 
merely  doubled,’’  said  Eric  Arnum, 
newsletter  editor  of  “Electronic  Mail  and 
Messaging  Systems.” 

Sales  of  Exchange  have  soared  since 
the  company  released  Version  5.5,  which 
is  significantly  more  scalable  than 
Microsoft’s  previous  versions. 

But  the  fact  that  Exchange  primarily  is 
an  E-mail  system  on  which  groupware 
applications  can  be  layered  may  be 
equally  as  responsible  for  the  product’s 
growth,  users  said. 


EXCHANGE  ON  THE  UPSWING 


Product 

New  users, 
Q1 1998 

Growth  rate 

since  041997 

Notes 

2.7  M 

12% 

Exchange 

3.05M 

23% 

Group  Wise 

300,000 

3.5% 

Netscape 

300,000 

1% 

Source:  "Electronic  Mail  and  Messaging  Systems,"  Washington 

“When  we  made  the  decision  to  go  to 
Exchange  from  [Lotus  Cc:Mail],  we  were 
looking  for  a  replacement  E-mail  sys¬ 
tem,”  said  Phil  Rupp,  technology  service 
manager  at  Saunder  Woodworking  Co. 
in  Archbold,  Ohio. 

The  company,  which  has  several  hun¬ 
dred  Notes  licenses,  “felt  that  Notes’  doc¬ 
ument-centric  design  was  not  best  for 
E-mail,”  Rupp  said. 

ADDING  ON  AN  OPTION 

Because  of  that  decision,  the  company 
will  deploy  about  700  seats  of  Microsoft 
Exchange.  “If  we  wanted  groupware 
down  the  road,  we  felt  we  could  add  it  to 
Exchange  through  third-party  products," 
Rupp  said. 

Workflow  add-ons  for  Exchange  in¬ 
clude  Billerica,  Mass.-based  Eastman 
Software,  Inc.’s  WorkFolder  for  Microsoft 
Exchange  and  Nashua,  N.H. -based  Key- 
file  Corp.’s  Keyflow  for  Exchange. 

As  Arnum  put  it:  “Exchange  is  mes¬ 
saging  now  and  groupware  later.”  Notes, 
on  the  other  hand,  is  “buy  [messaging 
and  groupware]  now,  and  learn  at  your 
own  pace,”  he  said. 

At  Unilever  North  America  Foods  in 


Englewood  Cliffs,  N.J.,  E-mail  has  be¬ 
come  more  mission-critical  than  group- 
ware,  said  Jeff  Schnable,  director  of  in¬ 
frastructure  technology. 

“We  have  some  very  key  groupware 


applications,  but  we  live  and  die  by 
E-mail,”  Schnable  said. 

At  one  time,  the  food  giant  had 
30,000  Notes  licenses  that  were  used  for 
E-mail  and  groupware. 

But  the  company  will  stop  using  Notes 
for  E-mail  and  move  to  Microsoft  Out¬ 


look  clients  running  against  servers  from 
Control  Data  Corp.  in  Arden  Hills, 
Minn.  A  fraction  of  the  30,000  users  — 
perhaps  a  few  thousand  —  will  keep 
Notes  for  groupware,  he  said. 

Despite  its  momentum,  Exchange  still 
has  a  long  way  to  go  to  overcome  Notes’ 
stronghold  in  the  messaging  space. 

“Exchange  won’t  even  come  close  [to 
Notes]  until  [the  third  quarter]  of  1999," 
Arnum  said.  □ 
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Non-disruptive  Instant  Point  in  Time  Storage  Backup 


1C  TIMEFINDER™  AND  FDR®  INSTANTBACKUP™  WORKING  TOGETHER... 

EMC  TimeFinder  BCV  option  allows  you  to  create  exact  duplicates  of  your  existing  DASD  volumes. 

FDR  Instantbackup  allows  you  to  back  up  the  BCV  volume,  which  contains  an  image  of  the  primary 
volume  that  was  frozen  at  any  point  in  time  that  you  choose.  Backup  of  the  split  BCV  volume  will 
take  place  while  the  original  disk  volume  remains  on-line,  available  for  normal  use  and  update. 


WITHOUT  FDR  INSTANTBACKUP  WITH  FDR  INSTANTBACKUP 


Split  BCV  from  Primary  Volume  A 


■  Relabel  Off-line  BCV  as  Volume  B 


■  Vary  Relabeled  Volume  B  On-line 

■  Backup  Volume  B 


During  Restore,  User  Must  Be  Aware 


That  Backup  of  Volume  B  is 


Really  Volume  A 


■  Split  BCV  from  Primary  Volume  A 

}■  NOT  REQUIRED  k 

■NOT  REQUIRED 

■  Backup  Volume  A  (the  BCV  Volume) 
f^o  Special  Restore  Considerations 


Relabeling  volumes  is  an  administrative  nightmare.  It  may  be  difficult  to  identify  the  backup  of 
relabeled  BCV  Volume  B  as  a  backup  of  Volume  A.  While  Volume  B  is  online,  having  a  WD5  with 
a  name  that  does  not  match  the  volume  serial  may  cause  problems  with  SMS  and  VSAM,  and 
reporting  and  capacity  analysis  tools  will  report  that  data  sets  on  the  BCV  volumes  are  uncataloged. 


-^N-DISRUPTIVE  FULL-VOLUME  BACKUP 

Example  of  how  to  perform  a  non-disruptive  full- volume  backup: 
//FDR  EXEC  PGM=FDR,REGI0N=0M 

//DISKI  I 


// 


UNIT=3390/V0L=SER=MVS001,DISP=0LD 


>  Tells  FDR  to  backup  offline  BCV 
rather  than  the  primary  volume. 


DUMP  TYPE=FDR 


During  this  FDR  backup  of  the  BCV  volume  data  sets  can  be  allocated, 
scratched  or  go  into  extents  on  the  primary  volume  without  any  effect  on 
the  backup  of  the  BCV  volume! 


Call  now  for  a  FREE 
90-Day  No-Obligation  Trial! 


I  ■•IIMM©¥&lf1l©Ms 

DATA  PROCESSING 


Available  for  all  MVS  and 
OS/390  Operating  Systems 


CORPORATE  HEADQUARTERS:  275  Paterson  Ave,  Little  Falls,  NJ  07424  •  (973)  890-7300  •  Fax:  (973)  890-7147 
E-mail:  support@tdrinnovation.com  ■  sales@tdrinnovation.com  •  http://www.innovationdp.fdr.CQm _ 
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Devices  add  'net  storage,  won't  burden  servers 


By  Nancy  Dillon 

a  wave  of  network-attached  storage  de¬ 
vices  is  hitting  the  market,  offering  new 
ways  to  add  network  storage  without  dis¬ 
turbing  network  hosts  or  already-bloated 
application  servers. 


Plasmon,  Inc.  in  Eden  Prairie,  Minn., 
is  expected  to  announce  this  week 
the  NetReady  D-Series  CD-Recordable 
library,  which  combines  a  9G-byte  net¬ 
work-attached  hard  disk  with  a  120-slot 
CD  jukebox.  Micro  Design  International 
in  Winter  Park,  Fla.,  last  week  debuted  a 


similar  product,  called  UltraServe.  The 
products  cost  up  to  $6,995.  Both  can 
deliver  CD  data  at  hard-disk  speeds. 

On  the  hard-disk-only  side,  two  prod¬ 
ucts  debuted  at  Networld/Interop  ’98 
last  week.  NStor  Corp.  in  Lake  Mary, 
Fla.,  debuted  a  network  storage  module 


option  for  its  CR8E  and  CR8J  disk  sub¬ 
systems.  And  Network  Storage  Solutions, 
Inc.  in  Herndon,  Va.,  unveiled  the  Span- 
Stor  family  of  devices  for  storing  Unix 
and  Windows  NT  files. 

The  entry-level  SpanStor-SE  offers 
180G  bytes  of  RAID  storage  along  with 
a  Pentium  II  processor  for  $14,000.  The 
$38,000  SpanStor-GT  offers  up  to  IT 
byte  of  storage  and  four  Pentium  IIs. 

Network-attached  storage  generically  is 
defined  as  storage  that  network  connects 
via  a  LAN  interface  such  as  Ethernet. 
Network  storage  devices  have  at  least  one 
processor  and  support  file  I/O  protocols 
such  as  Network  File  System  (Unix), 
Common  Internet  File  System  (Win¬ 
dows)  and  Hypertext  Transfer  Protocol. 


Worldwide  estimated  revenue  for 
network-attached  storage  market 


Source:  Strategic  Research,  Santa  Barbara,  Calif. 

Michael  Peterson,  an  analyst  at  Strate¬ 
gic  Research  Corp.  in  Santa  Barbara, 
Calif.,  said  last  week’s  announcements 
show  a  market  that  is  starting  to  take  off 
(see  chart).  He  said  the  benefits  driving 
growth  in  the  network-attached  storage 
market  include  improved  file-serving 
speed,  decreased  I/O  burden  on  network 
hosts  and  the  ability  to  add  and  config¬ 
ure  storage  without  taking  down  the  net¬ 
work. 

“I’ve  never  seen  [network-attached 
storage]  that  isn’t  faster  and  cheaper  to 
manage  than  comparable  server-attached 
storage,”  Peterson  said. 

Charles  Shaw,  MIS  director  at  tele¬ 
phone  headset  manufacturer  ACS  Wire¬ 
less,  Inc.  in  Scotts  Valley,  Calif.,  bought 
network-attached  storage  to  free  his  NT- 
based  Lotus  Notes  servers  from  non- 
Notes-related  data.  He  has  16G  bytes  of 
storage  on  $1,795  i^G-byte  Snap  Servers 
from  Meridian  Data  in  Scotts  Valley, 
Calif.  “With  Snap,  I  don’t  have  to  worry 
about  disk  partitioning  or  extra  server 
licenses,”  Shaw  said.  “If  we  have  to  take 
our  Notes  servers  down,  other  functions 
such  as  workstation  backup  or  [comput¬ 
er-aided  design]  aren’t  affected.” 

At  the  San  Diego  research  and  devel¬ 
opment  center  of  Nokia  Mobile  Phones 
Americas,  Inc.,  all  Unix  project  data  and 
NT  home  directories  reside  on  high-end 
network  storage  servers  from  Network 
Appliance,  Inc.  in  Santa  Clara,  Calif. 

Information  technology  manager  Bob 
Schultz  said  network-attached  storage 
was  “designed  from  the  ground  up  to  do 
one  thing  and  do  it  well,"  which  is  to 
serve  files.  □ 

MOREQNUNE 

@Computerworld’s  links  to  papers,  events 
and  organizations  related  to  network  at¬ 
tached  storage  can  be  found  at 
www.computerworld.com/more  under 

“Research  Link:  network-attached  storage.” 
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Maybe  you’ve  told  yourself  that  y  our  self-esteem  isn’t 
linked  10  your  career  and  that  a  job  is  just  a  jc  >.  If  this 
kind  of  internalizing  sounds  all  too  familiar  to  you — and 
if  you  have  two  or  more  years  of  experience  in  SAP  or 
Baan  implementation — then  don’t  waste  another  minute 
brooding.  Contact  Deloitte  &  Touche  Consulting 
Group/ICS  today. 


Though  our  compensation  package  is  unmatched  in 
the  industry,  that’s  only  one  of  the  benefits.  We’re 
known  lor  an  enlightened  (and  looser)  environment 
where  individual  initiative  and  talent  are  generously 
rewarded.  We  believe  that  you  shouldn't  even  try  to  give 
adv  ice  to  other  companies  unless  y  ou  do  right  by  vour 
own  people.  And  we  do.  Call  our  Recruiting  Hotline. 
1-800-481-0551.  or  applv  in  conlidence  via  our  web  site: 
wvvw.de  loitte-ics.com. 


You  won’t  regret  it. 
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G  o  ahead,  just  try  and  knock  them  down. 


Unisys-deployed  Microsoft®  Windows  NT  systems  are  virtually  fail-safe.  So  they're  the  perfect  solution  for  mission-critical  operations  such  as  a  911  dispatch 
system.  Unisys  enterprise-class  servers  feature  redundant  hardware,  intelligent  error  handling,  and  a  choice  of  clustering  solutions.  And  our  expertise  in  creating 
and  supplying  enterprise-class  NT  solutions  remains  exceptional.  That's  why  Microsoft  has  teamed  up  with  Unisys  to  create  the  Unisys/Microsoft  Enterprise 
Partnership— an  alliance  designed  to  help  customers  capitalize  on  NT  as  an  anchor  for  highly  robust  solutions.  Stop  by  our  Web  site  to  find  out  more. 
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are  built  to  withstand  anything. 
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Don’t  ignore  the  euro 


FRANK  HAYES 


W: 

i 


ho  cares  about  the  euro,  any¬ 
way?  You  probably  read  the 
news  about  a  week  ago:  11 
European  countries  formally  agreed  to 
adopt  a  single  currency  called  the  euro. 
Starting  in  January 
1999,  the  euro  will  be 
legal  tender  in  Ger¬ 
many,  France,  Italy, 

Spain,  Belgium,  Aus¬ 
tria,  Portugal,  Ireland, 
the  Netherlands,  Fin¬ 
land  and  Luxembourg. 

And  three  years  lat¬ 
er  —  in  January  2002 
—  the  euro  will  completely  replace 
those  countries’  national  currencies. 

No  more  deutsche  marks  or  francs  or 
lira  or  escudos;  from  2002  on,  it’s  all 
euros. 

But  so  what?  Like  most  Americans, 
you  probably  just  skimmed  the  euro 
story  and  then  turned  the  page  to  read 
about  the  Kentucky  Derby  or  the  NBA 
playoffs. 

After  all,  it’s  happening  an  ocean 
away,  it’s  not  a  technology  issue,  and 
there’s  no  reason  it  should  have  an 


impact  on  your  IS  shop  —  right? 

Wrong.  The  euro  is  a  business  issue, 
and  that  means  sooner  or  later  it  could 
have  a  huge  impact  on  your  informa¬ 
tion  systems  —  even  if  your  systems 
don’t  handle  non-U.S.  cur¬ 
rencies  today.  And  when  it 
hits,  if  you  haven’t  already 
scoped  out  what  that  impact 
will  be,  you  could  find  your¬ 
self  rushing  through  a  retro¬ 


How  ready  are  your 
systems  for  a  merger? 
You  need  to  be  prepared. 


fit  that  makes  your  year-2000  scramble 
feel  like  a  vacation. 

Look,  the  “euro  zone”  will  be  the 
U.S.’s  second-biggest  trading  partner, 
behind  Canada.  Collectively,  it’s  the  sec¬ 
ond-biggest  economy  in  the  world.  The 
euro  will  make  it  worthwhile  for  the 
first  time  for  many  U.S.  companies  to 


do  business  in  a  currency  besides  the 
dollar. 

So  between  the  increasing  globaliza¬ 
tion  of  business  and  instant  Internet  ac¬ 
cess  to  290  million  euro-zone  cus¬ 
tomers,  the  question  really  isn’t  if  you’ll 
ever  need  to  make  sure  your  systems 
can  handle  transactions  in  euros. 

It’s  more  a  matter  of  how  soon  your 
CEO  will  tell  you  he  wants  that  capabili¬ 
ty  —  and  wants  it  yesterday. 

Of  course,  if  you’re  blindsided  by  the 
euro,  it  won’t  be  a  new  experience. 
We’ve  all  been  ambushed  plenty  often 
before  —  by  outsourcing  and  business 
re-engineering,  by  mergers  and  by  sud¬ 
den  business  direction  changes  at  our 
companies. 

None  of  those  things  are  primarily 
technology  issues.  When  business  pun¬ 
dits  first  began  talk¬ 
ing  about  outsourc¬ 
ing,  we  thought  they 
meant  manufactur¬ 
ing  or  janitorial 
work  —  how  could 
you  outsource  some¬ 
thing  as  crucial  as 
IS?  And  somehow, 

we  always  underestimate  the  havoc  that 
mergers  will  wreak  on  our  systems 
when  we  discover  we  have  to  radically 
change  the  way  we  do  business  —  al¬ 
most  overnight. 

We’ve  got  to  stop  paging  past  the 
news  we  don’t  think  affects  us  —  and 
start  planning  for  it. 


How  ready  are  your  systems  for  a 
merger?  For  a  dramatic  change  in  your 
company’s  line  of  business?  For  a  sud¬ 
den  change  in  the  way  you  do  business 
—  whether  that  means  using  euros  or 
outsourcing  production  or  selling  on 
the  Internet?  You  need  to  be  prepared 
for  those  possibilities. 

That  doesn’t  mean  you  should  retrofit 
systems  now  in  anticipation  of  a  merger 
or  euro-business  that  may  never  hap¬ 
pen.  But  it  does  mean  designing  and 
building  new  systems  with  an  eye 
toward  adding  capabilities  such  as 
euro  transactions  when  they  become 
necessary. 

And  it  means  developing  contingency 
plans  for  mergers  and  other  business 
changes.  The  better  you  understand 
how  you’ll  need  to  react  to  a  sudden 
change,  the  faster  you’ll  be  able  to  re¬ 
spond  —  and  report  to  your  top  man¬ 
agement  on  what  needs  to  be  done. 

Most  of  all,  though,  it  means  continu¬ 
ally  watching  for  all  the  changes  that 
could  affect  your  company.  Technical 
changes.  Business  changes.  Political 
changes.  Even  if  they  happen  an  ocean 
away. 

Because  if  you  don’t  spot  them  com¬ 
ing,  they’ll  blindside  you.  And  then  all 
your  planning  won’t  be  worth  a  plugged 
euro.D 


Hayes  is  Computerworld 's  staff  colum¬ 
nist.  His  Internet  address  is  frankjtayes 
@  cw.com. 


GTE  seeks  to  block  MCI  deal 

GTE  Corp.  filed  a  federal  lawsuit  to  block  WorldCom, 
Inc.  in  Jackson,  Miss.,  from  its  $37  billion  purchase  of 
MCI  Communications  Corp.  in  Washington.  Stamford, 
Conn.-based  GTE,  a  suitor  of  MCI  at  one  point,  argued 
that  the  deal  would  hurt  competition  in  the  long¬ 
distance  field  and  would  give  MCl/WorldCom  unfair 
dominance  over  the  Internet  backbone.  An  MCI  official 
said  GTE  is  trying  to  prevent  MCI/WorldCom  from 
entering  GTE’s  local  market. 

IRS  cites  systems  woes 

Internal  Revenue  Service  reform  should  be  postponed 
until  after  year  2000,  IRS  Commissioner  Charles  O. 
Rossotti  said,  because  computer  systems  updates  to 
accommodate  last  year’s  tax  law  changes  and  the  year 
2000  date  change  already  put  the  systems  “at  risk.” 
Rossotti  was  lobbying  against  IRS  restructuring  re¬ 
quired  in  a  bill  the  Senate  passed  unanimously  late  last 
week.  The  House  is  considering  a  similar  bill. 

Suit  over  framing  Web  content 

Tort  Wayne  Newspapers,  an  affiliate  of  Knight-Ridder, 
Inc.,  is  suing  an  Indiana  World  Wide  Web  site  for 
allegedly  placing  its  own  frame  and  advertising  around 
the  newspapers’  copyrighted  content.  The  lawsuit  was 
filed  against  Web  developer  and  Internet  service 
provider  Tek  Interactive  Group,  Inc.,  site  host  provider 
M  dwest  Internet  Exchange,  Inc.,  and  I  DR  Corp.,  the 
Web  site  owner.  I  DR  said  the  site  has  never  accepted 
paid  advertising. 


PCs  with  ADSL  modems 

Dell  Computer  Corp.,  Cisco  Systems,  Inc.  and  US  West 
Communications  last  week  announced  an  initiative  to 
give  users  built-to-order  PCs  equipped  with  Asymmet¬ 
ric  Digital  Subscriber  Line  (ADSL)  modems.  ADSL 
modems  work  over  telephone  lines  but  provide  Inter¬ 
net  access  up  to  125  times  faster  than  56K  bit/sec. 
modems.  Dell  plans  to  offer  the  modems  on  select  Dell 
Dimension  XPS  PCs  this  year.  US  West  this  month  will 
deploy  ADSL  service  in  more  than  20  cities. 

Netscape  prevails  in  lawsuit 

Netscape  Communications  Corp.  said  it  won  a  patent 
battle  with  Wang  Global,  which  sued  Netscape  and 
America  Online,  Inc.  over  Internet  software.  A  federal 
judge  dismissed  Wang’s  claim  that  its  patent  on  its 
Videotex  system  covered  certain  ways  browsers  store 
and  retrieve  electronic  pages  from  a  central  server.  The 
judge  ruled  the  patent  was  “fundamentally  different” 
from  Internet  technologies. 

Which  Internic? 

An  Australian  consumer  protection  agency  recently  ac¬ 
cused  Internic  Technology  Pty.  Ltd.  of  duping  people 
into  believing  they  were  dealing  with  InterNIC,  the 
U.S.-based  registrar  of  Internet  domain  names.  The 
agency  asked  a  court  there  to  bar  the  firm  from  using 
the  Internic  name  and  to  give  partial  refunds.  Internic’s 
World  Wide  Web  site  now  has  disclaimers  that  say  it 
isn’t  the  U.S.  registrar  InterNIC,  which  is  run  by  Net¬ 
work  Solutions,  Inc.  in  Herndon,  Va. 


IBM's  E-commerce  strategy 

Building  on  its  electronic-commerce  push,  IBM  last 
week  announced  a  series  of  software  tools  aimed  at 
helping  users  securely  build,  deploy  and  manage  Java- 
based  World  Wide  Web  applications.  At  the  Technical 
Interchange  conference  for  application  developers,  IBM 
said  it  will  roll  out  the  products  during  the  next  year 
as  part  of  a  new  product  line  called  IBM  WebSphere. 
The  first  product  will  let  corporate  application  develop¬ 
ers  pull  data  out  of  legacy  systems  to  use  on  intranets 
or  electronic-commerce  sites. 

Microsoft  adds  3-D  to  NT 

Microsoft  Corp.  plans  to  redefine  the  way  people  view 
information  on  the  World  Wide  Web  and  on  their  PCs 
by  integrating  three-dimensional  capabilities  into  the 
Windows  NT  interface.  The  first  step  is  a  3-D  rendering 
tool  called  Chrome,  which  is  being  added  to  Windows 
98  this  year  and  Windows  NT  next  year.  Later  addi¬ 
tions  to  the  operating  system  will  make  the  interface 
more  three-dimensional,  letting  users  arrange  and  view 
information  from  many  angles,  a  Microsoft  spokesman 
said. 

SHORT  TAKES  A  California  legislative  com¬ 
mittee  defeated  a  bill  that  would  have  protected  soft¬ 
ware  vendors,  banks,  and  other  companies  from  year 
2000-related  lawsuits.  . . .  PeopleSoft,  Inc.  in 
Pleasanton,  Calif.,  this  week  will  announce  an  equity 
investment  in  San  Francisco-based  SPL  WorldGroup 
BV  and  a  plan  to  tie  SPL’s  customer  information  soft¬ 
ware  for  utilities  to  its  own  packaged  applications. 


INTRODUCING 

Inprise™  Corporation. 


Wouldn’t  it  be  nice  if  your  corporate 
information  systems  were  readily 
available  to  all  those  who  needed 
them?  Better  yet,  if  they  were  reliable, 
scalable,  and  secure?  And  could  be 
developed,  deployed,  and  managed 
with  ease?  We  think  so.  And  that’s 
why  we  are  proud  to  introduce 
Inprise  Corporation,  a  new  company 
dedicated  to  the  radical  simplification 
of  distributed  enterprise  computing. 

In  this  field,  simplification  is  the  key 
to  greater  productivity.  So,  we’ve 
integrated  the  superior  development 
tools  of  Borland  with  the  highly 
scalable  middleware  of  Visigenic. 
To  simplify  things.  So  that  you  can 
take  data  and  processes  that  exist  in 
multiple  applications,  in  disparate 
locations,  and  transform  them 
seamlessly  into  new  distributed 
applications  that  deliver  meaningful, 
real-time  information  for  any  user, 
anytime,  anywhere.  This  integration 
means  you’ll  reduce  costs,  respond 
more  quickly  to  unexpected  changes 
in  the  market,  and  become  more 
competitive.  Without  complications. 


Borland  +  Visigenic  =  Inprise 


To  find  out  more  about  how  we  turned 
years  of  combined  experience  into  a 
complete  solution  for  integrating  the 
enterprise,  download  our  whitepaper  at 

www.inprise.corm/  about/  strategy/ 


Inprise 

Integrating  the  Enterprise 
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SIMPLIFYING 


DISTRIBUTED  ENTERPRISE  COMPUTING 
TAKES  MORE  THAN  A  NEW  TECHNOLOGY 


SO  WE  ASSEMBLED 


’HOLE  NEW  COMPANY 


©1998  Inprise  Corporation.  All  Rights  Reserved. 
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Year  2000  bill  guards  pensions 


By  Matt  Hamblen 

the  head  of  the  U.S.  Senate’s 
year  2000  committee  last  week 
proposed  a  bill  requiring  com¬ 
panies  to  ensure  that  $2  trillion 
in  pension  funds  won’t  be  jeop¬ 
ardized  by  year  2000  computer 
problems. 

The  measure,  S.  2000,  was 
proposed  by  U.S.  Sen.  Robert 
Bennett  (R-Utah).  It  would  re¬ 
quire  those  who  run  pension 
funds  to  determine  whether  the 
issuers  of  the  securities  they  in¬ 
vest  in  are  fixing  year  2000 
problems. 

Also,  fund  operators  must 


technology  changes  with  boost¬ 
ing  recent  earnings. 

On  April  28,  the  company 
reported  quarterly  profits  of 
$37  million  —  up  by  22%  com¬ 
pared  with  the  same  quarter  last 
year  —  on  $288.5  million  in 
revenue. 

“The  success  of  our  company 
is  [based  on]  the  fact  that  our 
new  system  cuts  costs  and 
makes  us  more  efficient,”  said 
Best,  CEO  of  the  $900  million 
natural  gas  utility.  “It’s  a 
tremendous  step  forward  for  us. 
We  turned  several  different  sys¬ 
tems  into  one.  That’s  a  vast  im- 


check  whether  the  market 
where  the  security  is  traded  will 
operate  smoothly. 

Observers  said  the  securities 
industry  is  actually  ahead  of 
most  industries  in  year  2000 
repairs  (see  story,  page  41).  But 
Bennett’s  bill  is  an  example  of 
Washington’s  increasing  atten¬ 
tion  to  year  2000  issues. 

Last  month,  the  Senate  creat¬ 
ed  the  Special  Committee  on 
the  Year  2000  Technology  Prob¬ 
lem,  chaired  by  Bennett.  In  Feb¬ 
ruary,  President  Clinton  created 
the  President’s  Council  on  Year 
2000  Conversion. 

Bennett’s  bill  also  gives  the 


provement.  I’ll  guarantee  you 
that.” 

Dallas-based  Atmos,  founded 
in  1906  in  the  Texas  panhandle 
as  the  Amarillo  Gas  Co.,  over¬ 
hauled  its  information  technol¬ 
ogy  in  sites  spread  across  12 
states  from  Colorado  to  Vir¬ 
ginia.  The  IS  team  built  a  new 
customer  information  system 
and  consolidated  130  service  of¬ 
fices  into  a  central  call  center  in 
Amarillo,  Texas.  In  the  process, 
the  company  converted  a  jum¬ 
ble  of  mainframes  and  termi¬ 
nals  into  one  client/server  sys¬ 
tem  linked  to  the  call  center  and 


presidential  council,  led  by  John 
Koskinen,  more  flexibility  to  re¬ 
tain  year  2000  workers  in  fed¬ 
eral  agencies  and  transfer  peo¬ 
ple  and  funds  where  they  are 
needed  most. 

The  U.S.  General  Accounting 
Office  (GAO)  last  week  reported 
that  12  departments  and  agen¬ 
cies  have  raised  concerns  about 
retaining  and  recruiting  year 
2000  workers.  The  GAO  de¬ 
cried  the  lack  of  a  government- 
wide  strategy  for  addressing 
this. 

But  a  spokesman  for  the 
presidential  council  said  Koski¬ 
nen  “hasn’t  heard  much  about  a 


service  workers  in  the  field  (see 
related  story  below). 

Industry  analysts  said  the 
new  systems  improve  the  utili¬ 
ty’s  standing  in  a  market  in 
which  competition  is  rising. 

"This  new  system  is  working 
for  them  already.  They’ve  cut 
operation  expenses  by  24%,  and 
that’s  boosted  their  earnings,” 
said  Doug  Christopher,  an  ana¬ 
lyst  at  Crowell,  Weedon  &  Co.,  a 
Los  Angeles-based  brokerage. 

SOUND  STRATEGY 

Daniel  Fidell,  a  gas  utility  ana¬ 
lyst  at  A.  G.  Edwards  and  Sons, 
Inc.  in  St.  Louis,  said,  “Atmos 
has  done  a  good  job  of  using 
modem  technology  to  achieve 
greater  cost  savings  and  help 
them  absorb  other  companies. 
Atmos  has  a  good  strategy 
here.” 

The  initiative  for  the  IT  in¬ 
vestments  came  from  Atmos’ 
business  leaders.  The  executives 
approached  IS  managers  late  in 
1996  and  told  them  they  had  to 
change  the  way  the  company 
did  business.  To  do  that,  they 
had  to  modernize  and  simplify 
their  technology. 

“There  was  no  way  we  could 
be  competitive  with  the  tech¬ 
nologies  we  had  in  place,” 
said  Charles  Goodman,  execu¬ 
tive  vice  president  of  utility  op¬ 
erations  and  IS  chief  at  the 
company. 

Goodman  said  the  company 
also  will  absorb  acquisitions 
more  quickly  —  part  of  its 
growth  strategy.  It  took  Atmos 
five  years  to  integrate  Greely 
Gas,  a  Colorado  utility  acquired 
in  1993  that  boosted  Atmos’ 
size  by  a  25%. 

With  the  new  system  in 


personnel  shortage”  after  meet¬ 
ing  with  40  federal  agency  and 
department  heads. 

Another  GAO  report  released 
last  week  criticized  U.S.  Depart¬ 
ment  of  Defense  readiness  for 
the  year  2000.  The  report  said 
the  department  has  a  “flawed” 
approach  of  “correcting  non- 
mission-critical  systems  nearly 
as  quickly  as  its  mission-critical 
systems.” 

Meanwhile,  a  CIA  assess¬ 
ment  of  year  2000  readiness 
abroad  found  all  countries  are 
behind  the  U.S.  private  and 
public  sectors.  A  CIA  spokes¬ 
man  confirmed  that  an  official 
in  a  Middle  Eastern  country  told 
the  CIA  not  to  worry  about  the 
millennium  bug,  saying:  “When 
we  see  it,  we’ll  spray  for  it.”  □ 


"There  was  no  way 
we  could  be  competitive 
with  the  technologies  we 
had  in  place." 

-  Charles  Goodman, 
Atmos  Energy 


place,  Atmos  expects  to  take  less 
than  six  months  to  integrate 
Tennessee-based  United  Cities, 
a  company  that  is  twice  as  big 
as  Greely. 

And  Best  said  he  expects  that 
the  new  systems,  which  led  to  a 
400-worker  reduction,  will  save 
the  company  up  to  $100  million 
in  the  next  10  years. 

And  there  is  built-in  room  for 
growth:  Atmos  estimates  the 
system  can  handle  its  plans  to 
double  its  customer  base  to  2 
million  within  five  years,  with 
plenty  of  capacity. 

Goodman  said  he  was  wor¬ 
ried  that  a  modern  call  center 
would  alienate  rural  and  small¬ 
town  customers  of  Atmos. 

The  results  surprised  him. 
“They  were  used  to  calling  and 
speaking  to  Ruth  down  the 
street.  At  first,  we  had  a  lot  of 
hang-ups  because  people 
thought  they  had  the  wrong 
number.  But  now  customer  re¬ 
sponse  has  been  positive. 
They’re  saying  they  could  get 
through  on  the  first  try  without 
getting  a  busy  signal,”  Good¬ 
man  said. 

Ed  Silva  at  Technology  Solu¬ 
tions  Corp.,  the  Dallas-based 
consulting  company  that  set  up 
the  new  call  center,  said  service 
representatives  get  a  single-view 
desktop  for  billing  and  service 
records  for  the  5,000  calls  they 
take  in  daily.  □ 


In  the  newly  deregulated 
utilities  industry,  the  fu¬ 
ture  belongs  to  the  IT  winner.  In 
Depth,  page  70 


Web  privacy 

continued  from  page  2 

working  to  solve  the  privacy  is¬ 
sue.  For  example,  TrustE  re¬ 
quires  members  to  post  privacy 
policies  and  then  conducts  au¬ 
dits  to  check  if  the  policies  are 
followed,  although  so  far  only  a 
few  dozen  sites  have  signed  on. 
Many  members  are  hoping 
their  work  will  convince  the 
government  that  new  laws 
aren’t  needed. 

“A  lot  will  depend  on  the  suc¬ 
cess  of  organizations  like 
TrustE,”  said  Craig  Donato,  vice 
president  of  database  marketing 
at  Excite,  Inc.  in  Redwood  City, 
Calif.,  which  is  a  TrustE  site. 
Supporters  said  it  doesn’t  mat¬ 
ter  whether  one  group  or  sever¬ 
al  emerge  to  champion  privacy 
on  the  Internet,  as  long  as  ma¬ 
jor  Web  sites  come  on  board. 

But  public  opinion  seems  to 
favor  government  action.  Ac¬ 
cording  to  a  BusinessWeek/ Har¬ 
ris  poll  in  February,  53%  of 
Americans  surveyed  want  new 
laws  on  how  personal  informa¬ 
tion  can  be  collected  and  used 
on  the  Internet. 

And  a  survey  of  10,000  Web 
users  last  fall  concluded,  “Priva¬ 
cy  now  overshadows  censorship 
as  the  No.  1  most  important  is¬ 
sue  facing  the  Internet,”  said 
the  Graphic,  Visualization  & 
Usability  Center  at  the  Georgia 
Institute  of  Technology. 

“Skepticism  about  self-regula¬ 
tion  for  privacy  protection  is  un¬ 
derstandable,”  said  Marc  Roten- 
berg,  director  of  the  Electronic 
Privacy  Information  Center  in 
Washington.  “The  commercial 
incentive  to  collect  and  sell  data 
is  enormous.  The  safeguards 
are  weak  and  easily  ignored.” 

Americans  may  be  accus¬ 
tomed  to  their  credit  and  buy¬ 
ing  habits  being  tracked,  data- 
mined  and  resold,  but  the 
Internet  pushes  that  practice  in¬ 
to  new  territory  by  letting  Web 
sites  track  what  people  look  at 
online,  not  just  what  they  buy. 

However,  many  executives 
who  run  Web  businesses  said 
they  don’t  want  new  laws.  “Any 
time  I  see  government  regula¬ 
tions,  I  get  concerned,”  Marsi- 
cano  said.  “The  government  has 
done  nothing  so  far  to  convince 
me  that  they  know  any  more 
about  my  business  or  my  cus¬ 
tomers  than  I  do."D 

MOREONLINE 

@Computerworld’s  links  related  to 
privacy  and  electronic  commerce 
can  be  found  at  www.computer- 
woHd.com/more  under  Research 
Links:  “Privacy 
and  electronic  commerce.” 


Technology  drives  business  changes 

Executives  at  Atmos  decided  in  November  1996  that  they  had  to 
make  some  business  changes  with  the  technology  they  used. 

So  Charles  Goodman,  who  heads  up  the  IS  team  at  the  Dallas- 
based  utility,  was  charged  with  throwing  out  much  of  the  compa¬ 
ny’s  old  system  and  bringing  in  a  new  generation  of  technology. 

Goodman  changed  much  of  Atmos’  core  systems,  including  the 
following: 

■  Replacing  the  infrastructure,  from  text-based,  green-screen  ter¬ 
minals  to  a  client/server  system  based  on  Windows  NT  and  Win¬ 
dows  95.  Price:  $12  million. 

■  Replacing  three  legacy  systems  with  one  new  customer  infor¬ 
mation  system  that  put  a  customer’s  records  at  a  service  repre¬ 
sentative's  fingertips  and  eliminated  the  need  to  hunt  for  infor¬ 
mation  while  keeping  customers  waiting.  Price:  $18  million. 

■  Giving  service  workers  on  the  road  handheld  meter  readers  and 
mobile  data  terminals,  which  eliminated  their  paperwork.  Price: 
$4  million. 

■  Consolidating  130  service  locations  into  one  call  center.  Price: 

$7  million. 

Goodman  said  the  company  also  considered  installing  an 
automated  meter  reading  system  to  do  away  with  the  need  for 
meter  readers  to  drive  from  home  to  home.  But  the  move  wasn’t 
cost-justified  and  was  put  on  a  back  burner. 

The  new  system  extends  to  the  company’s  sites  in  each  state  it 
services:  Texas,  Colorado,  Kansas,  Missouri,  Iowa,  Illinois,  Ken¬ 
tucky,  South  Carolina,  Virginia,  Tennessee,  Georgia  and  Louisiana. 

—  Sharon  Gaudin 


Tech  revamp  recharges  utility 
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A  bumpy  IT  ride  for  DaimlerChrysler?  Users  hold  high  hopes 

for  NT/Unix  integration 
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years  of  investment. 

“From  the  technology  stand¬ 
point,  the  merger  will  take  a 
long  time,”  said  Stefan  Wiesner, 
chief  technology  officer  at 
Gedas  North  America,  a  Volk¬ 
swagen  AG  subsidiary.  “Con¬ 
necting  the  finance  systems 
would  be  a  pretty  easy  task.  But 
the  technical  information  sys¬ 
tems  alone  would  take  five  to  io 
years.”  Gedas  North  America  is 
Volkswagen’s  outsourcer  in  the 
U.S.  and  Mexico. 

“Even  just  agreeing  on  a  cor¬ 
poratewide  CAD  system  could 
take  years.  From  our  experience 
with  VW  and  other  clients,  if 
you  change  systems,  it  takes 
five  to  io  years,”  Wiesner 
added.  It  will  take  Daim¬ 
lerChrysler  years  to 
decide  upon  —  and 
then  design  —  a 
new  standard  sys¬ 
tem  for  joining 
separate  engin¬ 
eering  and  manu¬ 
facturing  systems, 
said  Roy  Vasher,  the  gen¬ 
eral  manager  of  information 
systems  at  Toyota  Motor  Manu¬ 
facturing  North  America,  Inc. 
in  Erlanger,  Ky. 

Unifying  systems  and  appli¬ 
cations  may  pose  some  hurdles, 
but  Daimler-Benz  insider  Rick 
Wargo  said  Chrysler  IS  man¬ 
agers  shouldn’t  be  too  con¬ 
cerned  about  cultural  barriers 
when  it  comes  to  collaboration. 

Wargo  said  their  new  Ger¬ 
man  brethren  won’t  change 
their  entire  way  of  life. 

“The  business  problems  au¬ 
tomakers  anywhere  are  trying  to 
solve  are  the  same,"  said  Wargo, 
president  and  CEO  of  Debis  In¬ 
formation  Technology  Services, 
Inc.,  a  Daimler-Benz  IS  consult¬ 
ing  arm  in  Rosemont,  Ill. 

Wargo  said  there  are  few  sig¬ 
nificant  cultural  differences 
between  IS  professionals  in  the 
U.S.  and  Germany  because  U.S. 
hardware  and  software  suppli¬ 
ers  have  led  the  industry. 

CONSOLIDATION  TREND 

The  DaimlerChrysler  deal  was 
not  the  only  merger  announced 
last  week  in  an  industry  that 
analysts  say  is  going  through 
consolidation. 

Volkswagen  AG  bought 
British  luxury  car  maker  Rolls- 
Royce  Motor  Cars  for  $705  mil¬ 
lion  Thursday. 

Richard  A.  Henderson,  an  au¬ 
to  analyst  at  the  Pershing  divi¬ 
sion  of  Donaldson,  Lufkin  & 
jenrette,  inc.  in  Jersey  City,  N.J., 
said  the  Daimler-Benz/Chrysler 


merger  “puts  both  companies 
in  a  better  position.” 

A  merged  DaimlerChrysler 
can  better  sell  cars  in  fast-grow¬ 
ing  markets  such  as  Asia- 
Pacific  and  Latin  America,  while 
cutting  costs  by  flexing  bigger 
bargaining  muscles  with 
suppliers. 

“The  biggest  bang 
for  the  buck  will  be 
leaning  on  suppli¬ 
ers,”  Henderson 
said,  “and  that  sav¬ 
ings  ties  in  to  comput 
ers”  because  all  automak¬ 
ers  rely  on  component  suppliers 
for  CAD/CAM  systems  and 
largely  depend  on  electronic  da¬ 
ta  interchange. 

Chrysler’s  IS  managers 
may  want  to  take  some 
advice  from  Vasher. 
The  Toyota  IS  manag¬ 
er  used  to  work  at 
Ford  Motor  Co. 
“Dealing  with  a  dif¬ 
ferent  culture,  you  real¬ 
ly  have  to  be  patient  and 
a  good  listener,”  Vasher  said. 
“You  need  to  really  understand 
and  grasp  the  reasons  why 
someone  is  doing  something.  It 
may  be  for  issues  you  haven’t 
thought  of  because  you  haven’t 
been  on  the  other  side  of  the 
water  and  seen  what  they  have.” 
Vasher  said  Toyota’s  culture  is 


to  make  decisions  based  on 
long-term  strategy,  not  neces¬ 
sarily  immediate  payback. 

“I  worked  at  Ford  for  20 
years,  where  it  was  always  ‘Why 
are  we  doing  this?’  and  ‘What  is 
the  return?’  Toyota  has  no  sense 
of  what  will  be  the  budget 
impact  of  a  decision  or 
the  effect  on  this 
year’s  bottom  line,” 
he  said. 


By  Sharon  Gaudin 
Las  Vegas 


CULTURE  CLASH 

“We’re  talking  about 
two  very  different  cultures 
here,  with  the  Germans  being 
very  command-  and  control-ori¬ 
ented,  while  Chrysler  has  built 
its  success  by  empowering  peo¬ 
ple  at  levels  and  driving  down 
decisions  as  low  in  the  compa¬ 
ny  as  possible,”  said  Ralph 
Colello,  vice  president  of  the 
global  automotive  practice  at 
A.  T.  Kearney,  Inc.  in  Chicago. 

Competing  cultures  can  be 
bad  news;  they  can  cost  compa¬ 
nies  some  of  their  most  talent¬ 
ed  and  valued  business  IS  exec¬ 
utives,  Colello  warned. 

“Aggressive  executives  are  go¬ 
ing  to  wonder  how  they’ll  get  to 
the  top  levels  now,  so  there's  a 
chance  they’ll  leave,”  he  said.  □ 
Executive  editor  Maryfran 
Johnson  and  senior  editor  Tom 
Hoffman  contributed  to  this  story. 


corporate  users  are  hoping 
that  Microsoft  Corp.’s  latest 
promises  of  easier  connectivity 
between  Windows  NT  and  Unix 
will  come  to  life. 

Jim  Allchin,  senior  vice  presi¬ 
dent  of  the  personal  and  busi¬ 
ness  systems  group  at  Mi¬ 
crosoft,  told  a  group  of  users  at 
Networld/ Interop  ’98  here  that 
the  Redmond,  Wash.-based 
company  is  working  on  a  Win¬ 
dows  NT  Services  for  Unix  add¬ 
on  pack. 

The  software,  which  is  slated 
to  go  into  beta  this  summer  for 
Intel  and  Alpha  platforms,  was 
designed  to  make  it  easier  to  in¬ 
tegrate  Windows  NT  4.0  Work¬ 
station  and  Windows  NT  Server 
in  a  Unix  environment. 

“I’ve  had  problems  learning 
Unix  because  it’s  hard  to  re¬ 
member  all  the  different,  specif¬ 
ic  commands,”  said  Brian 
McGuire,  director  of  interactive 
technologies  at  Econometrics, 
Inc.,  a  database  marketing  firm 
in  Chicago.  “Going  through  NT 
would  be  easier.  Maintenance 
would  be  easier.” 

A  Microsoft  spokesman  said 


the  add-on  will  include  resource 
sharing,  remote  administration, 
password  synchronization  and 
common  scripting  across  Unix 
and  NT  platforms. 

Microsoft  has  made  a  good 
start,  said  Dan  Kusnetzky,  an 
analyst  at  International  Data 
Corp.  in  Framingham,  Mass. 
“NT  is  a  junior  system  in  corpo¬ 
rate  environments,"  he  said. 
“The  better  NT  works  with  the 
senior  system  —  [typically] 
Unix,  OS/400,  OS/390  and 
Open  VMS  —  the  more  likely  it 
is  to  be  brought  in  and  used 
more." 

Kusnetzky  also  said  other 
large  vendors  have  software  that 
links  their  Unix  systems  to  NT. 
But  their  products  don’t  extend 
beyond  their  individual  Unix 
systems.  Microsoft’s  add-on 
pack  won’t  be  confined  to  spe¬ 
cific  Unix  systems. 

Bob  Daniels,  a  senior  power 
systems  engineer  at  Pacific  Gas 
&  Electric  Co.  in  San  Francisco, 
said  the  utility  is  using  software 
from  a  third-party  vendor  to 
hook  its  Unix  system  to  NT. 
“Connecting  them  is  pretty 
tough,”  he  said.  “But  it’s  critical. 
Maybe  this  will  make  it  easier. 
We’ll  have  to  wait  and  see.”  □ 


HP  takes  another  shot  at  clarifying  Web  plans 


CONTINUED  FROM  PAGE  1 


companies  to  group  applica¬ 
tions  or  users  into  different  cat¬ 
egories  with  varying  levels  of 
access  and  service  availability. 
Corporations  use  the  technolo¬ 
gy  to  prioritize  access  to  Web 
service. 

Also  expected  are  a  number 
of  Web  security  tools,  payment 
technology  and  cross-platform 
management  software.  Also  at¬ 
tending  will  be  HP  partners  Icat 
Corp.,  Cisco  Systems,  Inc., 
Open  Market,  Inc.  and  HP  sub¬ 
sidiary  VeriFone,  Inc.,  said  a 
source  at  the  company. 

THIRD  TIME  CHARM? 

This  is  the  third  major  rollout 
of  products  and  services  HP  has 
announced  in  the  electronic- 
commerce  space  in  the  past 
year.  So  far,  HP  has  failed  to  put 
itself  on  most  customers’  Inter¬ 
net  radars,  said  John  Mont¬ 
gomery,  chief  information  offi¬ 
cer  at  Embarcadero  Systems 
Corp.,  a  provider  of  marine 
transportation  logistics  services 


in  Alameda,  Calif. 

“HP  [officials]  may  be  talking 
about  their  [Internet]  strategy 


Advanced  Fiber's  David 
Krauthamer:  HP  hasn't  been 
very  forthcoming  with  Inter¬ 
net  plans 

right  up  there  in  their  ivory  tow¬ 
ers  .  .  .  but  it  looks  like  they 
have  failed  to  tell  their  sales 
force  about  it,”  Montgomery 
said. 

For  instance,  although  Em¬ 
barcadero  uses  HP  hardware 
and  services  extensively,  “not 
one  of  the  four  sales  reps  I  deal 
with  even  once  mentioned  an 


Internet  strategy,”  he  said. 

A  similar  lack  of  information 
about  HP’s  electronic-com¬ 
merce  products  and  plans 
means  the  company  most  likely 
won’t  be  involved  in  an  elec¬ 
tronic-commerce  project  at  Ad¬ 
vanced  Fiber  Communications, 
a  Petaluma,  Calif.-based  manu¬ 
facturer  of  telecommunications 
equipment. 

“I  haven’t  had  much  of  a 
heads-up  on  HP’s  Internet 
plans,”  said  David  Krauthamer, 
director  of  information  technol¬ 
ogy  at  Advanced  Fiber.  “When 
they  come  to  me,  they  are  just 
pitching  their  hardware.” 

The  problem  may  have  a  lot 
to  do  with  HP’s  business  mod¬ 
el,  which  has  flourished  mainly 
by  allowing  individual  business 
groups  to  function  as  highly 
autonomous  units,  analysts  and 
users  said. 

The  result  is  that  it  is  some¬ 
times  difficult  to  get  a  single 
cross-company  view  of  where 
HP  is  headed  in  the  electronic- 


commerce  space,  they  added. 

HP  officials  acknowledged 
the  problem  and  claimed  that 
putting  a  single  face  on  the 
company  is  one  of  its  biggest 
priorities. 

POOR  COMMUNICATION 

For  its  Internet  strategy  in  par¬ 
ticular,  “HP  has  not  done  a  very 
good  job  of  communicating  its 
strategies  or  differentiating  it¬ 
self”  from  other  vendors,  said 
Nigel  Ball,  general  manager  of 
HP’s  Electronic  Business  Soft¬ 
ware  unit. 

But  “we  are  doing  a  lot  to 
strategically  link  the  various  or¬ 
ganizations  to  create  a  more  in¬ 
tegrated  company”  to  address 
such  issues,  said  Joe  Beyers, 
general  manager  of  HP’s  re¬ 
cently  formed  Internet  software 
business  unit. 

Efforts  include  a  company¬ 
wide  internal  communications 
effort,  training  and  educational 
seminars  for  customers  and 
channel  partners.  Ball  said.  □ 
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frofitting  resource  planning  to  mainframe 


►  IBM  tries  to  ease  database  integration  issues 


By  Jaikumar  Vijayan 
and  Craig  Stedman 


the  appeal  is  strong:  Main¬ 
frames  provide  the  scalability, 
reliability  and  performance  that 
a  growing  number  of  large-scale 
enterprise  resource  planning 
(ERP)  systems  require  but  that 
traditional  ERP  hardware  some¬ 
times  can’t  deliver. 

Since  SAP  AG  shipped  its 
software  on  DB2  less  than  a 
year  ago,  IBM  claims  to  have 
sold  more  than  125  R/3  main¬ 
frame  licenses.  And  the  compa¬ 
ny  has  sold  nearly  200  People- 
Soft,  Inc.  mainframe  licenses. 

But  implementing  ERP  on 
mainframes  isn’t  easy.  That  is 
the  word  from  users  who  in¬ 


stalled  packages  from  ERP  ven¬ 
dors  such  as  SAP  and  People- 
Soft  on  an  OS/390  mainframe 
using  the  DB2  database  envi¬ 
ronment. 

THE  HURDLES 

Because  ERP  packages  are 
mostly  written  to  run  in  Oracle, 
Unix  or  Windows  NT  environ¬ 
ments,  running  them  on  DB2 
requires  careful  performance 
tuning  and  customization  of  the 
underlying  database,  said 
Michael  Myers,  a  database  ana¬ 
lyst  at  Houston-based  Coastal 
Corp.,  an  energy  conglomerate. 

For  instance,  DB2  organizes 
and  accesses  data  differently 
from  the  databases  used  in  typi¬ 
cal  ERP  setups.  Whereas  data¬ 


bases  such  as  Oracle  work  well 
with  large  table  spaces,  DB2 
works  best  with  tables  that  are 
spread  across  multiple  small 
table  spaces.  ERP  software 
tends  to  use  large  table  spaces. 

Similarly,  ERP  packages  for 
mainframes  don’t  always  take 
advantage  of  DB2’s  perfor¬ 
mance  features.  For  example, 
ERP  software  tends  to  use  dy¬ 
namic  SQL  searches  to  validate 
user  queries. 

That  kind  of  a  search  is  slow¬ 
er  than  DB2  static  SQL  option 
where  such  validation  data  can 
be  precoded. 

“It’s  like  two  different  worlds 
coming  together.  All  the  shops 
that  are  trying  to  [implement 
ERP  on  DB2]  are  blazing  a  new 
trail,”  Myers  said. 

Some  of  those  issues  are  sim- 


Upgrade  gives  OneWorld  flexibility 


J.  D.  Edwards  moves  beyond  AS/400  base 


By  Craig  Stedman 


j.  d.  Edwards  &  co.  wants  to 
play  with  the  big  boys  in  the 
packaged  applications  market. 
But  it  has  some  business  to  take 
care  of  first. 

The  Denver-based  company 
this  year  plans  to  flesh  out  its 
2-year-old  OneWorld  application 
suite  with  all  the  functionality 
in  its  older  AS/400  software  — 
and  then  some. 

The  first  step  took  place  last 
week  with  the  announcement  of 
a  OneWorld  upgrade  that  adds 
expanded  supply  chain  manage¬ 
ment  capabilities. 

J.  D.  Edwards  already  is 
among  the  top  five  enterprise 
resource  planning  software 
makers  and  was  the  first  to 
develop  a  component-based  ar¬ 
chitecture  (see  chart). 

But  for  now,  the  company’s 
sales  are  still  heavily  weighted 
toward  its  traditional  AS/400 
applications. 

Only  about  two  dozen  users 
have  gone  live  with  the  newer 
OneWorld  technology. 

And  analysts  said  two-thirds 
of  file  more  than  400  One- 
World  licenses  sold  by  J.  D.  Ed¬ 
wards  have  gone  to  AS/400 
shops  rather  than  Unix  or  Win¬ 
dows  NT  users. 

fohn  Burroughs,  president  of 
Cascade  Designs,  Inc.,  said 
OneWorld’s  lack  of  a  proven 
track  record  outside  the  AS/400 
market  was  a  concern  when  his 


company  pitted  J.  D.  Edwards 
against  rival  The  Baan  Co.  for 
an  NT-based  installation  that  be¬ 
gan  last  week. 

But  J.  D.  Edwards  “managed 
to  convince  us  that  they  are 
pretty  serious  about  what 
they’re  doing  with  OneWorld,” 
Burroughs  said. 


PARTY  OF  FIVE 


Worldwide  1997  market  share 
for  enterprise  applications  on 
all  platforms,  by  revenue: 


Total  revenue:  $10.9B* 


*  Includes  license  and  service 
revenue 

Source:  Advanced  Manufacturing  Research,  Inc,  Boston 

The  component-based  tech¬ 
nology  “is  really  slick,  and  it 
was  there,”  he  added.  “With 
Baan,  it  was  always  that  they’re 
going  to  have  that,  but  can’t 
show  it  to  us  now." 

The  component  approach 
should  simplify  upgrades  and 
let  Cascade,  a  maker  of  camp¬ 
ing  and  hiking  products,  tailor 


OneWorld  to  specific  users. 
Burroughs  said. 

J.  D.  Edwards  has  enough 
heft  to  go  toe-to-toe  with  the 
likes  of  SAP  AG,  especially  at 
midsize  manufacturers,  said 
Jim  Holincheck,  an  analyst  at 
Giga  Information  Group  in 
Cambridge,  Mass. 

A  COME  FROM  BEHIND 

But  the  company  is  playing 
catch-up  on  functionality  that 
OneWorld  still  lacks,  such  as 
human  resources  and  some 
manufacturing  capabilities, 
Holincheck  said.  J.  D.  Edwards 
also  needs  to  do  better  market¬ 
ing,  he  said. 

The  OneWorld  upgrade  an¬ 
nounced  last  week  adds  supply 
chain  features  such  as  order, 
warehouse  and  transportation 
management,  J.  D.  Edwards  of¬ 
ficials  said.  Another  release,  due 
by  year’s  end,  will  support  hu¬ 
man  resources,  quality  manage¬ 
ment,  repetitive  manufacturing 
and  customer  service  manage¬ 
ment. 

OSF,  Inc,  a  Toronto-based 
maker  of  shelving  and  other  fix¬ 
tures  for  retail  stores,  was  one 
of  the  earliest  OneWorld  users. 
J.  D.  Edwards’  component  lead 
was  a  big  point  in  its  favor  over 
SAP,  said  Delvin  Fletcher,  vice 
president  of  information  sys¬ 
tems  at  OSF. 

OneWorld’s  design  should  let 
OSF  “change  and  evolve  it  with¬ 
out  having  to  go  back  and  do 
much  reimplementation  work,” 
Fletcher  said.  □ 


ilar  to  what  users  face  when  im¬ 
plementing  ERP  on  any  plat¬ 
form,  argued  Mark  Shakelford, 
manager  of  information  sys¬ 
tems  and  technology  at  Fort 

"All  the  shops  that  are 
trying  to  [implement  ERP 
on  DB2]  are  blazing  a  new 
trail" 

-  Michael  Myers, 

Coastal  Corp. 

Smith,  Ark.-based  Baldor  Elec¬ 
tric  Co,  the  first  SAP  R/3  instal¬ 
lation  to  go  live  on  an  S/390  in 
North  America. 

He  conceded  that  “there  is  no 
doubt  that  the  DB2  layout  is  ex¬ 
tremely  different  from  that  of 
Oracle  . . .  and  there  are  a  lot  of 
differences  that  need  to  be  re¬ 
solved”  to  get  SAP  to  work  on 
DB2.  But  none  of  those  was  se¬ 


rious  enough  to  slow  him 
down,  he  said. 

The  vendors  said  they  recog¬ 
nize  that  work  needs  to  be  done 
to  make  implementing  ERP  on 
mainframes  easier. 

IBM  has  dedicated  more  than 
one- third  of  its  DB2  staff  to 
handle  ERP  integration  issues, 
said  Jeff  Jones,  an  IBM  program 
manager  in  San  Jose,  Calif.  IBM 
has  teams  working  with  each 
major  ERP  vendor. 

Ralph  Trietz,  an  SAP  vice 
president  in  charge  of  its  rela¬ 
tionship  with  IBM,  said  DB2  re¬ 
quires  different  skills  from  the 
other  databases  supported  by 
R/3.  But  that  is  related  more  to 
the  database  itself  than  to  any¬ 
thing  inside  R/3,  he  said. 

That  is  why  SAP  is  building  a 
team  of  employees  with  Sys¬ 
tem/390  know-how  to  help 
train  users,  outside  consultants 
and  IBM-compatible  mainframe 
makers  on  the  ins  and  outs  of 
R/3,  Trietz  said.  □ 


Enterprise  suites  bloom 


By  Craig  Stedman 

it’s  spring,  and  new  versions 
of  packaged  applications  are  in 
full  bloom. 

Oracle  Corp.  this  month  be¬ 
gan  shipping  Release  11  of  its 
applications  suite,  which  ini¬ 
tially  will  be  available  only  in  a 
thin-client  mode  based  on  the 
company’s  network  comput¬ 
ing  architecture. 

SAP  AG  next  month  is 
scheduled  to  start  general 
shipments  of  R/3  4.0,  a  new 
version  of  its  market-leading 
software  that  has  been  in  lim¬ 
ited  release  since  December. 

The  Baan  Co.  also  is  due 
to  roll  out  pieces  of  its  modu¬ 
lar  BaanSeries  product  next 
month  [CW,  April  27]. 

And  PeopleSoft,  Inc.  has 
penciled  in  a  second-quarter 
launch  for  Release  7.5  of  its 
applications.  That  means  the 
top  application  vendors,  in¬ 
cluding  J.  D.  Edwards  &  Co. 
(see  story  at  left),  are  batting 
five  for  five  on  new  releases 
this  spring. 

For  SAP,  R/3  4.0  is  the  first 
step  toward  a  promised  com¬ 
ponent-based  architecture  that 
will  let  users  manage  the  Ger¬ 
man  company’s  applications 
piece  by  piece.  R/3’s  human 
resources  module  and  parts  of 


its  financials  package  are  the 
first  to  get  the  component 
treatment,  SAP  said. 

New  data  warehousing, 
sales  force  automation  and 
supply-chain  management 
products  scheduled  for  release 
later  this  year  as  R/3  4.0  add¬ 
ons  also  are  being  developed 
in  component  form. 

The  new  architecture 
should  make  R/3  upgrades 
“more  compartmentalized,” 
said  Pat  McGinty,  director  of 
information  technology  ser¬ 
vices  at  Texas  Instruments, 
Inc.’s  storage  products  group 
in  Tustin,  Calif. 

TI  was  the  first  company  to 
go  live  with  R/3  4.0  after  the 
software  began  limited  ship¬ 
ments.  McGinty  said  TI  also  is 
eyeing  SAP’s  promised  data 
warehousing  technology. 

The  warehousing  module 
and  the  other  two  add-on  ap¬ 
plications  “are  going  to 
change  the  equation  for  R/3,” 
said  Joshua  Greenbaum,  an 
analyst  at  Hurwitz  Group,  Inc. 
in  Framingham,  Mass.  “It’s  no 
longer  just  back-office  soft¬ 
ware.”  □ 


A  shoe  company  plans 
to  qo  live  with  an  in¬ 
dustry-specific  SAP  R/3 
add-on.  Page  57 
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►  Prison  labor  is  cheap  but  hard  to  manage 


By  Kim  S.  Nash 
Draper,  Utah 


hugo  weigand’s  fingers  fly 
across  the  keyboard  at  19,000 
strokes  per  hour.  He  almost 
never  misses  a  day  at  his  data- 
entry  job.  He  is  a  model  em¬ 
ployee,  recently  promoted  to 
document  batcher. 

Weigand  is  also  a  convicted 
murderer.  He  is  serving  25 
years  to  life  in  the  Wasatch 
County  prison  complex  here. 
He  is  one  of  hundreds  of  con¬ 
victs  in  the  U.S.  who  do  data 
entry  or  telemarketing  or  who 
make  travel  reservations  or  even 
digital  maps  for  companies  and 
government  agencies. 

Low  wages  and  high-quality 
work  make  prison  labor  an 
attractive,  if  controversial,  out¬ 
sourcing  option  for  some  com¬ 
panies,  including  Procter  & 
Gamble  Co.  and  Trans  World 
Airlines  (see  chart). 

But  unusual  management 
problems  come  in  the  bargain. 

Aside  from  obvious  security 
concerns,  companies  must  ad¬ 
just  to  the  peculiarities  of  a 
behind-bars  workforce,  from 
prison  lockdowns  to  workers 
who  leave  because  they  get 
paroled. 

FAST-GROWING  WORK 

No  one  has  reliable  statistics, 
but  prison  officials  in  several 
states  said  computer  work  is 
growing  faster  than  traditional 
prison  jobs,  such  as  sewing  and 
making  license  plates.  The  fed¬ 
eral  corrections  system  and  at 
least  36  states  have  prison  in¬ 
dustry  programs,  and  most  pro¬ 
grams  entail  some  kind  of  com¬ 
puter  or  telemarketing  work. 

You  can’t  beat  the  prices.  For 
example,  the  23  cents  to  a 
few  dollars  per  hour  that  in¬ 
mates  are  paid  for  data  entry 
is  nothing  compared  with  the 
$8  to  $12  per  hour  that  workers 
in  the  free  world  get  for  the 
same  job. 

But  the  low  wages  also  bring 
criticism.  Labor  unions  claim 
that  prison  labor  steals  jobs 
from  law-abiding  workers,  and 
avii  liberties  groups  say  the 
programs  are  exploitative. 

Other  observers  said  using 
prisoners  to  handle  often  sensi¬ 
tive  data  without  consumers’ 
knowledge  is  unethical,  and  the 
practice  may  backfire. 

A  typical  example  of  today’s 
prison  labor  is  Wasatch  prison, 
I  ust  south  of  Salt  Lake  City. 


There,  40  male  and  40  female 
prisoners  key  in  data  for  the 
Utah  Bureau  of  Medicaid.  Every 
day  at  6  a.m.,  a  state-owned  van 
brings  crates  of  medical  claim 
forms  to  a  loading  dock  just  in¬ 


side  a  metal  fence  that  is  re¬ 
inforced  with  four  layers  of  ra¬ 
zor  wire.  The  cargo  is  combed 
for  contraband  by  armed  guards. 

Work  stopped  for  more  than 
an  hour  last  month  as  officials 
searched  inmates  for  illegal  to¬ 
bacco,  said  Richard  Clasby, 
director  of  Utah  Correctional 
Industries,  which  oversees  the 
prison’s  26  businesses. 

"I  won’t  lie  to  you  and  say  it’s 
easy  doing  business  here. 
There’s  a  lot  to  overcome,”  Clas¬ 
by  said. 

Across  the  country,  inmate 
work  programs  are  interrupted 
every  few  hours  to  allow  for 
prisoner  head  counts,  for  exam¬ 
ple.  Corporate  managers  often 
can’t  directly  supervise  their 
prison  workers  —  they  have  to 
go  through  wardens  and  guards 
—  unless  they  get  trained  as 
corrections  officers.  That  means 
learning  things  such  as  how  to 
handle  a  cellblock  riot. 

And  workers  can  be  paroled 
anytime  or,  like  one  Kentucky 
convict,  yanked  off  the  job  for 
fighting  over  a  plastic  spoon. 

But  there  are  benefits  to  in¬ 
mate  labor,  advocates  said,  in¬ 
cluding  high  productivity  from 
prisoners  who  are  motivated  to 
get  and  keep  those  special  jobs. 

“The  alternative  is  to  make  10 


cents  an  hour  raking  rocks. 
That  gets  tough  in  the  dead  of 
summer,”  said  John  Spearman, 
assistant  director  of  the  Arizona 
Department  of  Corrections  in 
Phoenix. 

Businessman  Dan  Bohan  is 
slowly  learning  how  the  system 


works.  Late  last  year,  he  cut  a 
deal  with  Leath  Correctional 
Institution  in  Greenwood,  S.C., 
to  turn  a  weight  room  into  an 
airline  reservations  center.  A 
technician  from  Sabre  Group, 
Inc.  installed  a  bank  of  PCs  and 
connected  them  to  Sabre’s  res¬ 
ervation  system  in  Dallas. 

Custom  screens  were  built  to 
black  out  sensitive  data  of  re¬ 


peat  customers.  There  are  no 
printers  on  the  network,  nor  are 
workers  allowed  pens  or  paper. 

To  further  guard  against  se¬ 
curity  problems,  prisoners 
aren’t  allowed  to  take  credit-card 
numbers  or  personal  informa¬ 
tion,  said  Bohan,  who  co-owns 
Travel  Wholesalers  Internation¬ 
al  in  Fairfax,  Va. 

When  a  transaction  reaches 
that  stage,  callers  are  trans¬ 
ferred  to  a  regular  Travel 
Wholesalers  employee. 

Bohan  maintained  that  he 
wants  to  give  convicts  job  skills 
so  they  can  avoid  a  life  of  crime 
after  leaving  jail.  It  doesn't  hurt, 
he  said,  that  once  the  kinks  are 
worked  out,  he  expects  to  save 
roughly  50%  or  more  in  wages 
compared  with  what  traditional 
reservation  agents  are  paid.  He 
said  he  hopes  to  have  50  in¬ 
mates  working  for  him  by  early 
next  year. 

But  after  14  weeks  of  paid 
training  for  the  first  batch  of  12 
female  prisoners,  three  soon  left 
—  paroled.  Good  for  them,  pre¬ 
sumably,  but  bad  for  Bohan. 
“It’s  not  the  smoothest  start  in 
the  world,”  he  said. 

Prison  officials  won’t  guaran¬ 
tee  any  minimum  employment 
commitments  for  the  convicts, 
but  Bohan  may  have  solved  that 
problem.  “The  five  new  people 
we’re  hiring  are  all  lifers,”  he 
said. 

In  all  convict  work  programs, 
prisoners  are  monitored  closely 
by  armed  corrections  officers. 
Advocates  claimed  that  makes 
the  prison  labor  pool  more  se¬ 
cure  than  most.  But  trouble 
does  happen. 

Metromail  Corp.,  a  database 
marketing  company  in  Lom¬ 
bard,  Ill.,  is  being  sued  by  an 
Ohio  woman  over  an  incident 
with  an  inmate.  A  prisoner  who 
processed  consumer  surveys  for 


Metromail  wrote  the  woman  a 
sexual  letter  that  included  per¬ 
sonal  details  from  her  survey. 
Metromail  has  since  stopped 
using  prison  labor. 

OVERBLOWN  FEARS 

Yet  the  degree  of  data  abuse  in 
prison  programs  is  exaggerated, 
advocates  said. 

Client  companies  may  know 
more  about  individual  prison 
workers  than  they  do  about 
most  corporate  employees,  they 
said,  alluding  to  the  detailed 
files  and  close  eye  kept  on  in¬ 
mates. 

And  unlike  in  the  free  world, 
inmate  workers  who  break  rules 
can  be  punished  immediately, 
and  not  only  by  being  fired. 
They  also  can  be  denied  recre¬ 
ation  privileges  or  put  in  soli¬ 
tary  confinement,  said  Morgan 
Reynolds,  an  economist  at  the 
National  Center  for  Policy 
Analysis,  a  conservative  think 
tank  in  Dallas. 

“In  a  way,”  Reynolds  said, 
“these  problems  are  easier  to 
handle  in  prison.” 

Most  companies  don’t  tell 
their  customers  that  convicts 
may  handle  their  data. 

That’s  a  mistake,  said  Megan 
Barry,  a  member  of  the  Ethics 
Officers  Association,  a  group 
for  corporate  ethicists  run  by 
Bentley  College  in  Waltham, 
Mass. 

Consumers  have  a  right  to 
know  exactly  whom  they  give 
information  to,  Barry  said.  “The 
impression  [companies  give]  is 
that  you’re  not  giving  it  to 
someone  who  is  a  rapist  or 
murderer.” 

Prison  labor  may  keep  costs 
down,  which  is  a  benefit  to  cus¬ 
tomers.  But  “a  knowledgeable 
consumer  may  choose  to  pay 
more  for  a  service  they  know 
they  can  trust,”  she  said.  □ 


INMATES  AT  YORK 

Prison 

Type  of  work 

Pay 

Sample  customers 

Eastern  Kentucky 
Correctional  Complex 
Frankfort,  Ky. 

Coupon 

processing 

25  to  75  cents 
per  hour 

Procter  &  Gamble 

New  Mexico  Women's 
Correctional  Facility 
Grants,  N.M. 

Microfiche 
conversion  of 
paper  records 

20  to  80  cents 
per  hour 

Local  hospitals, 

State  Highway  Patrol 

Santa  Maria  Institute 
Perryville,  Ariz. 

Call  center 

40  to  80  cents 
per  hour 

Arizona  Motor  Vehicle 
Department 

California  Youth 
Authority 

Ventura,  Calif. 

Telephone 

reservations 

Up  to  $6  per 
hour 

Trans  World  Airlines 

Federal  Correctional 
Institution 

Marianna,  Fla. 

Scanning, 

mapping 

23  cents  to 
$1.15  per  hour 

U.S.  Patent  and 
Trademark  Office, 
Department  of  Defense 

Washington  State 
Reformatory 

Database  design, 
telemarketing 

Up  to  $5 
per  hour 

Washington  Marketing 
Group 

Monroe,  Wash. 


Eighty  inmates  at  a  Utah  prison  do  data-entry  work  -  after 
the  cartons  of  paper  have  been  searched  for  contraband 


Vantive  Announces 
The  Customer 


'Pi’ll  PvT  -pv  • 


“I  have  personally  challenged  the 
executives  of  every  major  software 
company  to  live  by  a  new  standard. 
Now,  it’s  up  to  customers  to  demand 
open-book  references  and  user¬ 
centric  program  license  agreements ; 
especially  from 
vendors  of 
customer¬ 
facing 
apps.  ” 


John  Luongo,  President  &  CEO 
The  Vantive  Corporation 


Vantive  has  emerged 
as  the  number-one 
supplier  of  sales, 

marketing,  call  center  and  field  service  —  we 
call  these  Front  Office  —  software  systems.  Sure,  we 
offer  spectacular  technology.  But  we  feel  a  larger  reason 
for  our  customer  acceptance  has  been  the  application  of 
plain-and-simple  grade-school  ethics.  It  starts  with  our 
talk-to-any-customer  open-book  reference  policy,  and 
continues  with  the  elimination  of  software  licensing  “gag 
orders”  that  prevent  you  from  telling  the  world  about  your 
experience.  In  fact,  we  have  formalized  a  complete 

Customer  Bill  of  Rights.  You  can 
review  it  on  our  Website.  If  you 
feel  as  we  do,  that  creating  a 
customer  for  life  is  your  most 
important  business  goal,  then  isn’t  it 
time  you  found  out  if  your 
application  software  suppliers  share 
that  value? 

Log  onto  our  Website  for  an 
up-to-date  list  of  companies  that 
have  agreed  to  The  Vantive 
Challenged  Is  one  of  your 
important  corporate  partners 
conspicuously  . . .  absent?  If  they  are,  isn’t  it  in  your  best 
interests  to  ask  them  why? 


Because  Customers 
Are  Your  Most  Valuable  Asset' 


Call  1-800- VANTIVE 

1-800-826-8483 

(408-982-5700  from  outside  the  U.S.) 
www.vantive.com/  ethics 


©1998  Vantive.  Vantive,  its  logo,  tag  line  and  “The  Vantive  Challenge”  are  trademarks  of  The  Vantive  Corporation.  TRBA 


Keep  it  simple 


Get  pieces  that  work  together. 


On  one  line  you’ve  got  a  user  who  can’t  get  on  the  Internet. 

On  the  other  line  you’ve  got  management  pressuring  you  to  justify  spending. 

When  you’re  squeezed  like  this,  between  the  small  picture  and  the  big, 
you  need  a  system  that  is  simpler  and  more  useful. 

A  system  that  is  naturally  integrated. 

We  call  this  kind  of  system  a  Digital_Nervous_System. 


©1998  Microsoft  Corporation.  All  rights  reserved.  Microsoft.  BackOffice,  Visual  Studio.  Where  do  you  want  to  go  today?  and  Windows  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  in  the  United  States  and/or  other  countries. 


A  Digital_Nervous_System  relies  on  distributed  PCs  and  integrated  software 
to  make  information  flow  more  rich,  rapid  and  accurate. 

It’s  good  for  businesses  because  it  helps  them  act  faster  and  make  more 
informed  decisions. 


It’s  good  for  users  because  everything  is  simpler.  There  are  fewer  problems. 
Things  just  work  better. 

And  it’s  good  for  you  because  it  gets  you  out  of  the  trenches  and  lets  you 
direct  the  battle. 

Instead  of  dealing  with  someone  on  the  third  floor  who  can’t  find  his 
memo  on  the  server,  you  have  the  time  to  tailor  your  system  to  give  your 
salespeople  price-comparison  capabilities  in  the  field,  for  example. 

The  foundation  of  any  Digital_Nervous_System  is  software  that  acts  alike, 
works  alike,  thinks  alike. 

Microsoft8  Windows8  Office,  BackOffice8  and  Visual  Studio  provide  an 
ideal  foundation  for  a  Digital_Nervous_System  because  we  built  them, 
from  the  ground  up,  to  work  together  in  the  same  familiar  way. 


They  also  work  with  an  industry’s  worth  of  applications,  so  incorporating 
new  software  solutions  is  easier.  Taking  advantage  of  hardware  advances 
is  easier.  Integrating  Internet  capabilities  is  easier. 

The  Bigger  Picture.  Something  to  think  about,  anyway. 


Where  do  you  want  to  go  today?® 


Microsoft 

www.microsoft.com/digitaLnervous_system/ 
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Informix  shoots 

By  Craig  Stedman 
New  York 


with  windows  nt  users  largely  ignor¬ 
ing  its  databases,  Informix  Corp.  next 
month  plans  to  take  another  stab  at 
cracking  the  NT  market. 

But  don’t  expect  to  see  new  products. 


for  Win  NT  users 

Informix  is  trying  to  cozy  up  to  NT  users 
through  resellers  and  software  vendors, 
and  CEO  Bob  Finocchio  last  week  said 
the  company’s  top  priority  is  a  beefed-up 
incentive  program  aimed  at  luring  more 
of  those  firms  to  support  its  databases. 

The  new  Windows  NT  recruiting  ef¬ 
fort  is  due  to  be  announced  in  early  June 


via  channels 

at  a  meeting  with  indirect  channel  com¬ 
panies  in  San  Francisco.  Informix  made 
a  similar  NT  pitch  at  its  user  group  con¬ 
ference  last  summer,  but  Finocchio  said 
that  didn’t  do  much  to  improve  NT  sales, 
which  are  still  less  than  10%  of  the  com¬ 
pany’s  product  revenue. 

“The  flag  was  waved,  but  the  sub¬ 


stance  wasn’t  there,”  said  Finocchio,  who 
was  hired  to  run  the  then-reeling  In¬ 
formix  the  same  week  the  earlier  an¬ 
nouncement  was  made.  “There  were 
some  good  PowerPoint  slides,  but  I  don’t 
think  the  company  really  had  plans  in 
place  to  execute.” 

Although  it  was  slower  than  other 
database  vendors  to  embrace  Windows 
NT,  Informix  doesn’t  lack  for  NT  prod¬ 
ucts  now.  But  it  has  just  a  single-digit 
share  of  the  NT  database  market  and  lost 
a  lot  of  ground  last  year,  said  Carl  Olof- 
son,  an  analyst  at  International  Data 
Corp.  in  Framingham,  Mass. 

Total  NT  database  sales  nearly  doubled 
to  $1.3  billion  last  year,  but  Informix’s 
business  stagnated  at  about  $50  million, 
Olofson  said.  Getting  more  backing  from 
resellers  is  critical  to  changing  that  be¬ 
cause  indirect  channels  play  a  huge  role 
in  the  NT  mar¬ 
ket,  he  added. 

But  with  Mi¬ 
crosoft  Corp.  just 
months  away 
from  shipping  a 
faster  and  more 
scalable  version 
of  its  SQL  Server 
database,  In¬ 
formix  is  run¬ 
ning  out  of  time 
to  become  a  seri¬ 
ous  contender  in 
the  NT  market,  Olofson  said.  “It’s  kind 
of  too  bad  they  didn’t  do  this  last  year.” 

Informix’s  slow  draw  on  Windows  NT 
has  pushed  even  some  loyal  customers 
to  turn  to  rival  databases  for  new  NT- 
based  applications.  For  example.  Choice 
Hotels  International,  Inc.  runs  its  reser¬ 
vation  system,  data  warehouse  and  other 
applications  on  Informix  databases.  But 
the  Silver  Spring,  Md.,  franchiser  bought 
Microsoft  SQL  Server  for  an  NT-based 
property  management  system  that  is  be¬ 
ing  rolled  out  to  its  U.S.  hotels. 

"We’d  like  to  have  the  same  database 
out  there  in  the  field,  but  Informix  was  a 
little  late  getting  to  the  plate  with  NT,” 
said  Gary  Thomson,  vice  president  of 
information  systems  at  Choice’s  data 
center  in  Phoenix. 

Cascade  Designs,  Inc.  didn’t  give  In¬ 
formix  much  thought  when  it  planned  a 
rollout  of  packaged  NT  applications.  Mi¬ 
crosoft  and  Oracle  Corp.  were  the  only 
database  vendors  that  got  a  close  look 
from  the  Seattle-based  maker  of  camping 
and  hiking  gear,  which  went  with  SQL 
Server  on  NT,  said  John  Burroughs,  Cas¬ 
cade’s  president. 

The  details  of  Informix’s  upcoming 
announcement  are  still  being  finalized, 
“but  there  are  real  dollars  being  commit¬ 
ted  now,”  Finocchio  said.  He  added  that 
NT  is  one  of  three  markets  that  is  being 
counted  on  to  help  Informix  continue  its 
recovery  from  the  financial  meltdown  it 
suffered  last  year. 

But  Informix  doesn’t  plan  to  take  on 
Microsoft  for  low-end  database  sales.  The 
Menlo  Park,  Calif.,  company  is  focusing 
on  high-performance  applications  in  its 
three  key  markets,  which  also  include 
data  warehousing  and  World  Wide  Web 
content  management.  □ 


No  decision¬ 
making 
bottlenecks. 

You  can't  simply  pour  on  more 
general  IT  information  to  uncap 
the  decision-making  bottlenecks 
that  block  your  company's  critical 
technology  strategies. 

To  create  a  clear  IT  advantage, 
you  need  a  proactive  resource  that 
has  its  finger  on  the  pulse  of  IT.  A 
resource  that  can  provide  you  with 
concrete  recommendations  and 
clear  direction  -  in  the  context 
of  your  business.  META  Group  is 
the  only  IT  advisory  and  research 
company  providing  that  kind  of 
clear  direction. 

Sound  refreshing?  More  than 
1,400  META  Group  clients 
around  the  world  think  so. 

To  learn  more,  call  us  at 
1-800-945-META  or  visit  us 
at  www.metagroup.com/cw. 

Satisfy  your  thirst  for  clear 
direction  at  META  Group. 

Fresh  Thinking. 

Relevant  Answers. 

Clear  Direction. 

Q^META  Group 


NT  database  sales 
nearly  doubled  to  $1.3 
billion,  but  Informix's 
business  stagnated 
at  about  $50  million. 

-  IOC's  Carl  Olofson 


Reducing  the  costs  and  complexities 

of  application  deployment,  management, 
access  and  use. 


A  thin-client/server  approach  equipped 
us  with  a  unique  way  of  entering  large 
amounts  of  data  into  a  Windows-based 
system  without  having  to  upgrade  the 
existing  communications  infrastructure. 
There  have  also  been  significant  savings 
in  running  the  application  using  a 
n etwor  k-celi  trie  PC  -  based  technol  ogy, 
provided  by  a  Citrix  solution,  as  opposed 
•to  two  different  mainframe  systems. 


THIN-CLIENT/SERVER  COMPUTING 


CITRIX 


Thin-Client/Server  Computing 
Takes  Your  Enterprise  Further 

m 


hen  Fortune  magazine  recently  named  the  “lO  Tech 
Trends  To  Bet  On,”  its  number- one  pick  was  centralized 
computing.  But  as  you  centralize,  the  question  remains:  What  is  the  most 
efficient  and  cost-effective  way  to  get  there?  Is  there  an  existing  technology 
that  will  do  the  job?  Or  will  you  have  to  wait  for  something  new— and  untested? 


The  solution  that  more  and 
more  companies  are  turning  to 
is  thin-client/server  computing. 
It’s  available  today.  And  it’s 
from  Citrix  Systems,  Inc. 


is  not  about  devices  or  operating 
systems.  It  works  with  everything 
from  the  latest  Pentium®-based 
PCs,  to  powerful  workstations, 
Java™  network  computers  and 


”It  turned  out  that  our  office  saved  around 
$6  million  because  Citrix  software  could 
help  us  do  more  with  less  available 
resources.  ^ 

Truman  Legg, 

Public  Defender’s  Office,  Orange  County,  CA 


With  thin-client/server 
computing,  you  can  extend 
your  resources  further  than  ever 
before.  Because  applications  and 
data  are  deployed,  managed, 
supported  and  executed  100 
percent  on  the  server.  And  client 
devices,  whether  “thin”  or  “fat,” 
have  instant  access  to  these 
applications.  Sessions  run 
concurrently  on  the  server, 
without  sacrificing  application 
performance. 

Thin-client/server  computing 


Wireless 
Terminals  and 
Information 
Appliances 


legacy  PCs.  It’s  not  about 
replacing  or  overhauling  the 
network  infrastructure  that 
you’ve  carefully — and  at  ((<$' 
great  expense — built 
up  over  the  years. 

And  it’s  not  about 
scrapping  applications  and 
rewriting  code.  With  thin-  Windows-Based  Terminal 
client/server  computing,  users 
have  access  to  the  latest  16-  and 
32-bit  Windows®  applications, 
from  any  device,  from  anywhere 
— even  over  dial-up  connections 


— with  performance  that  goes 
beyond  conventional  networks. 
Join  industry  leaders 

Industry  leaders  and  users 
alike  are  rapidly  recognizing 
the  strengths  of  the  Citrix  thin- 
client/server  computing  approach. 
Last  year,  Microsoft  licensed 
Citrix®  MultiWin™  technology 
to  create  a  multi-user  version 
of  Windows  NT®  Server  4.0  and 
future  versions  of  Windows  NT. 
IBM,  Hewlett-Packard  and  other 
strategic  partners  have  licensed 
Citrix  ICA®  (Independent 


Desktop  PC 
Net  PC 


Network  Computer 
Macintosh 

Legacy  PC 


PC  Browser 

Notebook  PC 


UNIX 


Citrix  provides  high-performance, 
thin-client  software  solutions  that 
allow  any  client  to  access  32-bit 
Windows-based  applications. 


CITRIX 


Computing  Architecture),  enabling 
any  client  to  access  Windows-based 
applications  on 
*  "*"  the  servers.  Today, 
Citrix  Systems 
has  an  installed 
base  of  over  one  million 
concurrent  user  ports  servicing 
over  three  million  users  daily  in 
companies  like  R.R.  Donnelley, 
Honeywell  and  Bell  Mobility. 

Citrix  is  the  answer 

Why  are  more  and  more 
organizations  choosing  thin- 
client/server  computing? 

1)  It’s  available 
right  now,  2)  it 
can  reduce  the 
complexity  of 
your  network 
so  you  can 
lower  your 
total  cost  of 
ownership — 
by  as  much  as  Shar8d  Ethernet  10  MbPs 

'  Wireless  Ethernet  2  Mbps 

57  percent—  ISDN  64  Kbps 

r  Modem  28.8  Kbps 

and  3)  it  offers  ICAStream 
enhanced  benefits  to  IT 
managers  and  end  users. 

Management  and  scalability: 

Using  thin-client/server  computing, 

IT  professionals  can  deploy, 
manage  and  support  applications 
from  a  single  location  in  minutes 
across  a  network  of  any  size. 

Access:  Users  can  access  32- 
bit  Windows-based  applications 
from  virtually  any  client  device, 
including  legacy  286,  386  and 
486  PCs,  Pentium-based 
computers,  network  computers, 


Windows-based  terminals, 

UNIX®  workstations  and 
Macintosh®  systems. 

Performance:  Thin-  client/ 
server  computing  can  provide 
LAN-like  application  performance 
and  superb  responsiveness,  even 
over  low-bandwidth  connections. 

Security:  Thin-client/server 
computing  keeps  vital  information 
on  the  network  and  offers  every¬ 
one  access  to  the  same  centralized 
information. 

With  thin-client/server 
computing,  you’ll  be  able  to 

With  ICA,  only  screen  updates,  keystrokes 
and  mouse  clicks  travel  the  network— so 
applications  run  with  blazing 
speed  even  over 
the  smallest 
connections. 


make  the  most  of  your  technology 
investment.  Network  and  staff 
efficiency  goes  up  while  reliance 
on  new  hardware  and  technology 
goes  down.  The  result?  You  lower 
your  total  cost  of  computer 
ownership. 


WHAT  IS  A  WINDOWS- 
BASED  TERMINAL  (WBT)? 

Ye  ts  choose  the  right 
client  for  your  needs. 

One  of  the  beauties  of  thin- 
client/server  computing  is  the 
flexibility  it  provides  for  selecting 
client  devices.  Because  in  thin- 
client/server  computing  it’s  the 
function  that’s  important,  not 
the  hardware, 

Which  device?  A  thin-client/server 
client  device  can  be  any  network- 
connected  system  accessing  a 
Windows-based  application 
executing  on  a  server. 

It  doesn’t 

matter  whether  the  client  system  is 
a  full-featured  “fat”  computer,  like  a 
desktop,  notebook,  workstation,  or 
Java-based  network  computer, 
or  whether  it’s  a  “thin”  client,  like  a 
Windows-based  terminal  (WBT),  or 
wireless  information  appliance. 

With,  any  C  It  doesn’t  matter 
whether  the  client  uses  the  Windows 
operating  system,  or  a  non-Windows- 
based  platform  like  DOS,  UNIX,  Java, 
Mac  OS  or  OS/2: 

And  it  doesn’t 
matter  whether  the  client  is  at 
headquarters,  in  a  branch  office, 
at  home,  in  a  hotel,  airport  or 
anywhere  else. 

Same  Windows  performance. 

With  Citrix  thin-client/server 
computing,  everyone  gets  the  same 
familiar  look  and  eel  of  Windows  and 
the  same  high:  performance  from 
applicatii  is  But  they  have  the  ability 
to  select  the  client  device  that  best 
meets  their  individual  needs. 
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Citrix  Provides  Robust  Solutions 
For  Thin-Client/Server  Computing 


HI  he  Citrix  family  of  thin-client/server  computing  solutions  have  been 
specifically  designed  to  help  take  your  enterprise  computing  further— toward 
the  connectivity  and  manageability  you  want.  They’re  the  highest-performing, 
most  cost-effective  and  most  secure  way  to  deploy,  manage  and  access 
business-critical  applications  across  your  enterprise  network. 


Now  both  administrators  and 
end  users  can  do  their  jobs  more 
easily — and  better.  And  you  get 
a  better  return  on  your  existing 
infrastructure. 

Citrix  thin-client/server 
solutions  extend  Windows-based 
applications.  In  fact,  Microsoft 
Corporation  has  licensed  Citrix 
multi-user  technology  and 
endorsed  Citrix  thin-client/ 
server  technology. 

Citrix  solutions  provide  three 
key  benefits: 

•  Heterogeneous  computing 
environments:  Finally,  you 
can  make  Windows-based 
applications  available  to 
everyone — and  still  let  users 
keep  their  desktop  of  choice. 
Citrix  solutions  support  all 
types  of  hardware,  all  types 
of  operating  platforms,  all 
network  connections  and  all 
LAN  protocols.  Your  network 
can  reach  further,  because  it’s 
not  limited  by  your  existing 
equipment. 


Enterprise-scale  management 
tools:  Citrix  thin- client/server 
products  give  you  enhanced 
management  tools  for 
applications  on  Microsoft® 
Windows  NT-based  networks. 
You  can  easily  add  servers 
without  reconfiguring 
systems,  administer 
applications  across  multiple 


servers  from  a  single  point 
and  protect  vital  data  and 
applications  on  the  server. 
Seamless  desktop  integration: 
When  you  employ  a  Citrix 
thin-client/server  solution, 
users  enjoy  the  familiarity  of 
a  local  desktop  even  though 
applications  are  running  from 
the  server.  So  the  need  for 
training  is  decreased  and 
productivity  is  increased. 


And  because  thin-client/server 
computing  offers  bandwidth- 
independent  performance, 
local  users  can  experience 
improved  application 
performance,  even  when 
network  traffic  is  heavy. 

Extending  Windows  NT 
The  popular  Citrix 

WinFrame®  family  of  solutions 


John  Ernst,  Clarian  Health 

already  is  enabling  over  3,000 
businesses  worldwide  to  provide 
enterprise-wide  access  to 
Windows-based  applications. 
The  newest  member  of  the 
Citrix  family  is  the  “pICAsso” 
Project,  which  received  the 
BYTE  magazine  “Best 
Networking  Tool  and 
Application”  award 
at  COMDEX/Fall  1997. 


^Like  a  kid  in  a  candy  shop,  physicians 
and  their  staff  have  applications  at 
their  fingertips.  ^ 
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With  Citrix  thin-client/server  solutions, 


access  to  Windows-based  applications 


is  available  to  users  with  varied  needs, 


across  a  broad  range  of  locations. 


Complete  product  family 

EBB—  The  Citrix  family 
j  |L  *J  I  3  of  robust 
ESEGE—  products  ensures 
the  best  in 

application  access,  performance, 
manageability  and  security. 

Each  meets  the  needs  of 
demanding  enterprise 
environments — providing  the 
most  advanced  thin-client/server 
functionality  in  solutions 
designed  to  keep  your  business 
productive  and  efficient.  And 
they  work  today. 


FEATURES  AND  BENEFITS 

Application  launching  and 


ITRIX  FAMILY  KEY 

Feature-rich  Citrix  solut  ns 
provide  connectivity  for 
heterogene  us  comp  ig 
environments,  enterprise- 
scale  management  tc  and 
s<  iless  desktop  integration. 

Any  client  device.  Citrix 
makes  thin-client/server 
computing  ssible  using  illy 
any  client  device,  including  PCs, 
terminals,  network  computers 
and  wireless  devices. 

:  t  >n  Citrix 

solutions  can  make  connections 
over  telephone  lines,  Wireless 
devices,  the  Internet  and  more, 
making  it  ideal  for  extending 
bandwidth-hungry  applications 
to  users. 

Administrators  can  easily  deploy 
applications  across  multiple 
servers  from  a  single  point. 


Windows-based 
applications  can  be  launched 
from  or  embedded  into  HTML 
Web  pages. 

For  optimum 
application  performance, 
adr  nistrators  Can  group 
servers  into  “farms”  and  route 
users  to  the  least-busy  server. 

On  shadowing. 

ministrators  can  see  a  user's 
isplay  or  control  the  mouse 
and  keyboard,  for  easy  support 
and  training. 

Local/remote  clipboard. 

Users  can  cut,  copy  and 
paste  between  applications 
running  on  th  server 
r  desktop. 

Users 

have  plete 
access  to 


disk  drives.  Data  from  a  server 
application  can  be  saved  to 
a  user’s  local  drive. 

Printer  mappini  Users  can 
transparently  access  local 
printers  Mobile  users  can 
print  remotely. 

Port  mapping.  Peripherals 
can  be  accessed  by  applications 
running  remotely  from  a  server. 

Audio  support.  Sound 
Blaster  Pro  audio  suppc  t 
makes  a  Citrix  solution  the  ideal 
tool  for  education,  training  and 
the  Internet. 
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CITRIX 

Industry-Leading  Partnerships 
Deliver  Solutions  You  Can  Trust 

!  ^  very  so  often,  a  big  idea  comes  along  that  everyone  wants  to  get  behind. 
And  thin-client/server  computing  is  one  of  those  ideas.  The  Citrix  Business 
Alliance  is  enrolling  a  growing  number  of  industry  leaders  to  focus  on 
delivering  reliable,  scalable,  cost-effective  solutions  for  business-critical 


enterprise  computing. 

Through  these  partnerships, 
Citrix  works  to  ensure  that  its 
thin-client/server  technology 
functions  seamlessly  with  other 
vendors’  hardware  and  software 
These  partnerships  are  also 
working  to  create  future 
products  that  will  help 
you  take  full  advantage 
of  the  benefits  of  thin- 
client/server  computing. 


multi-user  capabilities  for 
Windows  Terminal  Server.  This 
multi-user  server  core  provides 


Microsoft 

The  recent  joint 
development  agreement 
between  Citrix  and 
Microsoft  Corporation 
represents  a  key  partnership. 
But  Citrix  and  Microsoft  have 
been  partners  for  years.  In 

0  developing  its 

WinFrame  solution, 
Citrix  licensed 
Windows  NT  source 
code,  which  serves  as  the  base 
operating  platform  for  the  thin- 
client/server  software. 

In  the  development 
agreement,  Microsoft  licensed 
Citrix  technology  that  provides 


These  initiatives  feature  Citrix 
WinFrame  thin-client/server 
software  and  Compaq®  server 
hardware  as  an  advanced 
solution  to  lower  the  cost  of 
ownership  for  mission-critical 
enterprise  computing. 

Compaq  has  also  included 
Citrix  WinFrame  thin-client/ 
server  software  as  an  option 
in  its  innovative 
SmartStart™  program, 
an  integration  tool 
that  optimizes  platform 
configurations  and 

Industry  partnerships  ensure  the  development  of  new  simplifies  the  installation 
products  that  give  you  more  ways  to  use  Citrix  solutions,  of  servers  and  software. 

Inclusion  in  the  SmartStart 


the  ability  to  host  multiple, 
simultaneous  client  sessions 
on  Microsoft  Windows  NT 
Server  4.0. 

Compaq 

A  worldwide  joint  marketing 
agreement  between  Citrix  and 
Compaq  Computer  Corporation 
promotes  the  benefits  of  thin- 
client/server  computing  to 
customers  and  channel  members. 


program  simplifies  configuration 
and  lowers  WinFrame’s 
installation  time  on  Compaq 
servers. 

Hewlett-Packard 

A  licensing  agreement  with 
Hewlett-Packard  Company 
permits  the  systems  vendor  to 
embed  Citrix  ICA  thin-client/ 
server  technology  for  Windows 
and  Java  into  future  product  lines. 


CITRIX 


REACHING  FARTHER  WITH  CITRIX 


This  agreement  will  enable 
ICA-based  thin-client  devices 
and  network  computers  to 
access  standard  Windows-based 
applications  executing  on 
Citrix-based  servers,  helping 
businesses  reduce  costs  and 
increase  efficiencies  by  extending 
Windows-based  applications  to 
more  devices.  Users  will  also 
benefit  from  the  ability  to  access 
Windows  and  Java  applications 
from  the  same  device  using  Citrix 
thin-client/server  technology. 

Wyse 

Through  a  long-standing 
partnership  with  Citrix,  Wyse 
Technology  and  its  line  of 
Winterin' “  terminals  provide  the 
broadest  array  of  thin-client 
devices  on  the  market.  Winterm 
thin  clients  enable  users  to  run 
standard  Windows-based 
applications  in  conjunction  with 
current  and  future  multi-user 
application  server  software  from 
Citrix. 

Wyse®  solutions  enable 
IT  professionals  to  choose  the 
devices  that  best  fit  the  user’s 
application  needs,  including 
Windows-,  Java-,  browser-  or 
host-based  applications — or  all 
in  one.  The  Wyse  approach  to 
thin  terminals  provides  universal 
access  to  business-critical 
applications  without  any  sacrifice 
in  application  performance. 


A  Citrix  thin-client/server 

if  your  company  has  mixed 
hardware  ant:  operating 
syst  ;ms.  offices  in  several 
locations  and  mobile 
employee  It  lets  computing 
reach  farther;  delivering 
appli  atio  and  information 
to  any  device  anywhere,  while 
helping  lower  your  total  cost 
of  ownership.  Here  are  five 
ways  successful  companies 
enhanced  their  operations 
with  Citrix  solutions: 

larian  Health,  the  second- 
largest  |  ivate  hospital  in  the 
country,  implemented  a  Citrix 
solution  to  give  more  than 
500  sicians  and  staff 
members  fast  access  to 
patient  information  over  low- 
bandwidth  dial-up  connections. 
Central  management  and 
deployment  ensures  the 
h  hest  confidentiality  and 
security  for  sensitive 
information. 

Hewlett-Packard  wanted 
to  deploy  human  resources 
software  to  more  than  25,000 
employees  throughout  Europe. 
A  Citrix  thin-client/server 
computing  solution  enables 
applications  and  information 
to  be  managed  centrally,  vhile 
giving  any  err  ployee  re  :ime 
access  to  critical  data  for  easy 
updating  and  tracking. 

BM  Polyt  ,  a  worldwide 
supplier  of  utility  j loves  for  the 


industrial  and  retail  markets, 
chose  a  Citrix  solution  to 
provide  real-time  information 
to  suppliers  and  employees 
across  a  mixed  environment  of 
perating  systems  and  client 
hardware.  Thin-client/server 
computin  :  red  c e d 
administrative  overhead  and 
simplified  the  deployment  of 
business-critical  applications. 

The  City  of  Tulsa  Park  and 
Recreation  Department  saved 
critical  taxpayer  dollars  with  a 
Citrix  solution  on  an  installed 
base  of  low-end  hardware. 
Thin-client/server  computing 
enabled  the  depart  ■  ent  to 
distribute  a  recreation 
automation  package  across 
more  than  20  sites  that 
enabled  park  users  to  reserve 
a  facility  c  enroll  in  a  class 
from  any  location  system-wide. 

The  Bank  of  Walnut  Creek 
realized  a  40-percent  savings 
in  up-front  capital  costs  with 
thin-client/server  computing. 
The  Citrix  solution  eliminated 
the  need  to  purchase  servers 
and  hire  network  adrr  listrators 
at  each  branch,  while  providing 
access  to  business-critical 
applications  for  PCs  and  older 
teller  terminals  across  an 
inexpensive  frame-relay  WAN. 
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Big  On  Thin 
CD-ROM 
featuring  the 
WinFrame 
Test  Drive 


Get  your  FREE 
Big  On  Thin  CD-ROM 
featuring  the 
WinFrame 
Test  Drive  today 

If  the  Business  Reply  Card  is  gone,  you  can 
still  take  advantage  of  this  great  offer.  Just 
call  888-564-7630  and  ask  for  your 
FREE  Big  On  Thin  CD-ROM. 


Get  a  FREE  Big  On  Thin 
CD-ROM  ana  Take  a 
WinFrame  Test  Drive 

To  get  your  FREE  Big  On  Thin  CD-ROM  featuring 
the  WinFrame  Test  Drive,  simply  fill  out  the  information 
on  this  card. 

Then,  you  can  see  the  power  of  WinFrame  and  how 
it  can  simplify  the  deployment  of  business-critical 
applications  to  remote  users.  With  the  WinFrame  Test 
Drive  and  your  Internet  access,  you’ll  be  able  to  dial  into 
the  Citrix  server  and  experience  LAN-like  speed  as  you 
work  with  16-  and  32-bit  Windows  applications  from 
any  Windows-based  device. 

Name _ 

Company _ 

Title _ 

Address _ 

City,  State,  ZIP _ 

Country _ 

Phone  (  ) _ 

Fax  (  ) _ 

Email _ 


©  Copyright  1998,  Citrix  Systems,  Inc.  All  rights  reserved.  Citrix  and  WinFrame  are  registered  trademarks  of 
Citrix  Systems,  Inc.  All  other  products  and  services  are  trademarks  or  service  marks  of  their  respective  companies. 
©  Copyright  1985-1997,  Microsoft  Corporation.  All  rights  reserved.  Authorized  extension  to  Microsoft 
Windows  NT  Server  3.5 1  under  license  from  Microsoft. 


1.  Which  best  describes  you?  (check  one) 

□  MIS  Manager/End  User 

□  Systems  Integrator/Reseller 

□  Other _ 

2.  What  application(s)  are  you  using  and  what  users  are 
you  trying  to  reach? 

□  Application  name(s) _ 


□  Mobile  or  telecommuters  over  dial-up 

□  Branch  offices  over  the  WAN 

□  Users  of  thin-client  devices 

□  Internet  users 

□  Wireless  LAN  users 

□  Intranet  users 


3.  What  is  your  project  time  frame?  (check  one) 

□  1-3  months 

□  4-6  months 

□  More  than  6  months 


4.  How  can  we  be  of  assistance? 

(check  all  that  apply) 

□  Please  have  a  Citrix  Sales  Representative  contact  me. 

□  Please  send  me  more  information  on  WinFrame. 


For  a  Thin-Client/Server  Computing 
white  paper,  visit  www.citrix.com/drive1 
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Get  your  FREE 
Big  On  Thin  CD-ROM 
featuring  the 
WinFrame 
Test  Drive  today 

If  the  Business  Reply  Card  is  gone,  you  can 
still  take  advantage  of  this  great  offer.  Just 
call  888-564-7630  and  ask  for  your 
FREE  Big  On  Thin  CD-ROM. 
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Citrix  Thin-Client/Server  Solutions 
Reduce  Cost  And  Complexity 


inally.  Everyone 


on  your  network  can  work  together.  With  greater  speed. 


Performance.  Ease.  And  control.  With  Citrix  solutions  you’ll  have  the  freedom  to 


go  beyond  the  limits  of  your  network  infrastructure,  to  increase  your  entire 
organization’s  productivity  and  to  lower  its  TCO.  Best  of  all,  you  can  do  it  now. 


Thin-client/server  computing 
is  fast  becoming  the  most 
reliable  way  to  reduce  the 
complexity  and  total  cost  of 
enterprise  computing.  And 
Citrix  offers  the  best  in  thin- 
client/server  computing. 

The  Citrix  family  of  solutions 
delivers  powerful  application 
deployment  solutions  that  meet 
the  challenges  facing  IT 
professionals  and  the  needs  of 
end  users.  Here  are  the  access  to 
Windows-based  applications  for 
heterogeneous  computing 
environments,  enterprise-scale 
management  tools  and  seamless 
desktop  integration  you’ve 
been  waiting  for. 


Take  a  test  drive  online 

You  can  experience  the 
transparent,  seamless,  server- 
based  performance  that  a  Citrix 
solution  provides  using  your 
Windows-based  device.  And  you 
can  do  it  today — from  your  own 
office — by  accessing  the  Citrix 
server  at  our  headquarters  in 


Florida  via  the  Internet.  Just 
visit  the  Citrix  website  at 
http://  www.citrix.com/drive  1 
You’ll  also  find  white  papers 
and  other  information  about 
thin- client/server  computing, 
WinFrame  and  the  “pICAsso” 
Project  at  our  website.  If  you 
have  more  questions,  just  give  us 
a  call.  You  can  reach  Citrix  at 
888-564-7630. 

A  Citrix  solution  gives  your 
entire  organization  access 
to  business-critical  applica¬ 
tions,  across  different  client 
devices,  operating  systems 
and  network  connections— 
even  dial-in— without  loss  in 
application  performance. 
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6400  NW  6th  Way 
Fort  Lauderdale,  FL  33309 
888-564-7630 
http://www.citrix.com 
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S/MIME 

DEFINITION:  Secure  Multipurpose  Mail  Extensions  (S/MIME)  is  an  E-mail  security 
protocol.  It  was  designed  to  prevent  the  interception  and  forgery  of  E-mail  by  using  en¬ 
cryption  and  digital  signatures.  S/MIME  builds  security  on  top  of  the  MIME  protocol  and 
is  based  on  technology  originally  developed  by  RSA  Data  Security,  Inc. 


Adoption  of  S/MIME  still  lagging 


By  Barb  Cole-Gomolski 

s/mime  is  the  de  facto  standard  for  se¬ 
curing  E-mail  over  the  Internet  and  is 
widely  supported  in  popular  E-mail  pack¬ 
ages.  But  few  users  have  implemented 
the  protocol. 

Widespread  S/MIME  deploy¬ 
ment  won’t  greatly  change  the 
s  way  many  large  organizations 
use  E-mail  because  most  users 
are  accustomed  to  sending  sen¬ 
sitive  messages  without  en¬ 
cryption  despite  the  risks,  says  Mark 
Levitt,  an  analyst  at  International  Data 
Corp.  in  Framingham,  Mass. 

Others  agree.  There  hasn’t  been  a 
good  business  reason  to  use  S/MIME, 
says  Paul  Hoffman,  chairman  of  the  In¬ 


ternet  Mail  Consortium,  an  industry 
group  in  Santa  Cruz,  Calif.  “S/MIME  is 
a  mature  protocol,  but  [electronic  com¬ 
merce  is]  not  a  mature  market,”  Hoff¬ 
man  says.  He  points  out  that  S/MIME’s 
strength  is  its  ability  to  validate  the  iden¬ 
tities  of  E-mail  senders  and  recipients 
through  digital  signatures. 
That  capability  will  be  key  to 
electronic-commerce  applica¬ 
tions,  he  says. 

But  few  companies  have 
installed  a  public  key  infra¬ 
structure  or  have  an  enterprise  directory. 
Both  are  essential  for  tracking  E-mail 
addresses,  digital  signatures  and  public 
keys,  which  are  key  elements  for  imple¬ 
menting  S/MIME.  [To  learn  more  about 
public  key  encryption  see  QuickStudy, 


March  16,  page  32.  And  for  more  infor¬ 
mation  on  directories,  see  QuickStudy, 
Jan.  26,  page  32.] 

S/MIME  has  taken  a  while  to  catch  on 
because  it  hasn’t  received  approval  from 
the  Internet  Engineering  Task  Force 
(IETF).  But  it  is  expected  to  achieve  Re¬ 
quest  For  Comment  status  within  the 
next  six  months,  sources  close  to  the 
standards  development  say.  Online  ser¬ 
vices  are  expected  to  begin  offering 
S/MIME  as  part  of  their  E-mail  services 
by  year’s  end,  according  to  analysts. 

Still,  S/MIME  won’t  go  unchallenged 
as  a  dominant  messaging  security  proto¬ 
col.  A  rival  specification,  called  Open 
Pretty  Good  Privacy  (PGP)  and  based  on 
the  commercial  security  software  from 
PGP,  Inc.,  is  also  on  its  way  to  becom¬ 
ing  an  IETF  standard. 

Jonathan  Penn,  an  analyst  at  Ferris 
Research,  Inc.  in  San  Francisco,  says  IT 
departments  at  larger  organizations  fa¬ 
vor  S/MIME  over  Open  PGP. 

That’s  because  S/MIME  has  the  back¬ 
ing  of  messaging  heavyweights  such 
as  Lotus  Development  Corp.  and  Mi¬ 
crosoft  Corp.  “Also,  PGP  is  not  per¬ 
ceived  as  a  viable  solution  for  business 
E-mail  because  of  its  weaker  approach  to 
authentication,”  Penn  says.  Still,  pockets 
of  users  will  continue  to  use  PGP.  Be¬ 
cause  S/MIME  and  PGP  don’t  interop¬ 
erate,  that  could  create  a  headache  for 
users.  □ 


DUELING  E-MAIL  SECURITY  STANDARDS 


S/MIME 

Open  PGP 

Origin 

Developed  by  RSA 

Data  Security 

Developed  by  PGP,  Inc. 

Format 

Based  on  X.509 

Based  on  PGP 

Vendors  that 
support  it 

Microsoft  Corp. 
and  Netscape 
Communications  Corp. 

Qualcomm,  Inc.  and 

IBM 

Status 

Draft  specification 

Draft  specification 

AT  ISSUE 


Few  users  have 
implemented 
the  protocol 


•  What  the 

•  standard  does 

Q:  What  problems  does  S/MIME  solve? 

A:  S/MIME  can  prevent  E-mail  interception  and  forgery.  It 
uses  encryption  for  the  contents  of  messages  and  digital 
certificates  to  verify  the  identity  of  senders  and  receivers. 

Q:  Is  S/MIME  just  for  E-mail? 

A:  S/MIME  currently  is  implemented  in  E-mail  packages,  but 
it  is  expected  to  be  adopted  by  electronic  data  interchange 
and  other  electronic-commerce  software  packages.  Help  desks 
also  are  expected  to  use  it  so  sensitive  data  such  at  pass¬ 
words  can  be  sent  over  an  E-mail  network  or  the  Internet. 


Q:  Do  the  sender  and  the  recipient  need  S/MIME  to  exchange 
E-mail  securely? 

A:  Both  sender  and  recipient  need  S/MIME-compliant  clients, 
but  they  don’t  need  to  use  the  same  software  package.  For  ex¬ 
ample,  someone  using  Microsoft’s  Internet  Explorer  could 
send  a  secure  message  to  someone  using  Netscape’s  Naviga¬ 
tor  because  both  packages  support  S/MIME. 

0:  Does  S/MIME  use  digital  certificates? 

A:  S/MIME  uses  digital  certificates  based  on  the  X.509  for¬ 
mat,  a  standard  for  how  digital  signatures  can  be  sent  over 
the  Internet. 

Q:  Does  S/MIME  work  only  on  the  Internet? 

A:  S/MIME  isn’t  Internet-specific  and  can  be  used  on  any 
E-mail  network. 


HOW  S/MIME  WORKS 

O  Mary  wants  to  send  a  se¬ 
cure  message  to  John.  She 
encrypts  the  message  with 
his  public  key  and  wraps  it  in 
a  digital  certificate.  The  digi¬ 
tal  certificate  contains  infor¬ 
mation  that  identifies  John, 
such  as  his  name  and  E-mail 
address. 

O  The  digital  certificate  that 
contains  the  encrypted  mes¬ 
sage  and  public  key  gets  put 
into  an  "envelope,"  which  is 
S/MIME-compliant.  The  enve¬ 
lope  protects  the  data. 

©  The  protected  data  gets 
sent  across  the  Internet. 

O  John  receives  the  mes¬ 
sage.  He  is  running  a  software 
package  that  supports 
S/MIME.  It  allows  him  to  open 
the  envelope. 

©  John  uses  his  private  key 
to  decrypt  the  data  and  read 
the  message. 
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For  a  list  of  vendors 
and  other  related 
articles,  go  to  wwv-'. 
cornputerworld.com.. 
Click  on  Resource 
Center.  Under  In  Fo¬ 
cus,  click  on  QuickStudy. 
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ONLINE 


■  Are  there  technologies  or  issues  you  would  like  to  learn  about  in  QuickStudy?  Send  your  ideas  to  QuickStudy  editor  Stefanie  McCann  at  stefanie_mccann@cw.com 
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No  two  applications  are  the  same.  That's  why  Candle  has 


created  Roma"'  a  development  tool  that  provides  a  standard 


middleware  API  for  ail  distributed  applications.  So  now 


rather  than  having  to  program  m  u  1 1 i  pie  .  d  i  s  pa  rat e  interfaces'; 


application  developers  can  write  to  a  common  one!  This 


time.  It  saves  money.  And  it  gets  your-  a 


running  quickly  and  efficiently 
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What's  good  for  Microsoft . . . 

Meet  Bill  Cates,  politician.  He  probably  won’t  like  the 
label  much,  but  that’s  what  Microsoft’s  chairman  has 
become.  He’s  no  longer  campaigning  just  for  your  in¬ 
formation  technology  dollars.  Now  he’s  lobbying  for 
support  in  an  arena  far  beyond  your  offices. 

Last  week,  Cates  warned  that  any  action  delaying 
the  release  of  Windows  98  would  do  more  than  upset 
Microsoft’s  product  plans.  “Blocking  Windows  98 
would  be  a  step  back  for  America,”  he  declared  in  a 
speech  peppered  with  patriotic  catchphrases. 

Remember  the  old  slogan,  “What’s  good  for  Gener¬ 
al  Motors  is  good  for  the  country?”  Well,  Cates  in¬ 
voked  that  1950s  chorus  for  U.S.  commerce  while  ar¬ 
guing  against  any  action  by  the  Justice  Department 
and  states’  attorneys  general  to  curtail  Microsoft’s 
business  plans. 

Flanked  by  his  co-depen- 
dent  partners  in  the  Win¬ 
dows-dominated  PC  indus¬ 
try,  the  PC  mogul-turned- 
politico  claimed  that  the 
cost  of  delaying  Windows 
98  means  more  than  a  few 
wasted  dollars  on  promo¬ 
tion  campaigns  or  lost  sales  for  makers  of  PCs,  soft¬ 
ware  and  scanners. 

This,  my  fellow  Americans,  means  lost  jobs  and  a 
sputtering  engine  of  information  technology  growth. 

Gates’  remarks  may  have  been  aimed  at  govern¬ 
ment  lawyers,  but  he  was  clearly  speaking  to  Con¬ 
gress  and  Wall  Street  as  well.  He  even  sent  up  a 
smoke  signal  to  rivals  Sun  Microsystems,  Oracle  and 
Netscape  (Hey,  if  the  government  can  stop  our  tech¬ 
nology  plans,  what  about  yours?).  And  he  was  speak¬ 
ing  to  you,  hoping  to  rally  the  people  making  technol¬ 
ogy-buying  decisions. 

But  like  any  politician’s  bluster,  this  self-serving 
spin  goes  only  so  far.  All  this  rhetoric  for  Windows 
98,  a  minor  upgrade?  IT  professionals  care  a  lot  more 
about  what’s  up  with  Windows  NT  5.0.  You  care 
about  connecting  your  business  to  the  Web,  resolving 
year  2000  bugs  and  installing  enterprise  resource  ap¬ 
plications. 

Chairman  Bill  was  serving  up  fighting  words  in  po¬ 
litical  circles,  and  maybe  even  making  a  few  waves  in 
Washington.  But  from  where  you  sit,  it  must  look  only 

like  smoke. 


Michael  Goldberg,  assistant  news  editor 
Internet:  michael_goldberg@cw.com 


How  should  we  deal  with  teen-age  hackers? 


I  have  to  disagree  with  editor 
Paul  Gillin’s  March  23  Up  Front 
column  about  the  teen  caught 
hacking  the  local  pharmacy  and 
phone  loop  [“Slap  on  the  wrist”]. 

Gillin  seems  to  under¬ 
value  the  most  severe  and 
highest-impact  punish¬ 
ment  given  to  the  alleged 
punk:  “loss  of  baud  for  two 
years.”  Surfing  and  hack¬ 
ing  is  the  total  embodi¬ 
ment  of  this  kid,  and  los¬ 
ing  baud  will  force  him  to 
redefine  who  he  is. 

I  don’t  approve  of  the 
hacking  or  condone  it,  of 
course.  But  I  would  take  a 
public  whipping  or  cash 
fine  or  public  service  over 
loss  of  baud  for  two  years 
any  day. 

Frank  Abridge 
Alice,  Texas 
akridge@vsta.com 

I  agree  with  Paul  Gillin  that  the 
punishment  handed  down  to  the 
teen-age  hacker  was  inappropriate. 
I  also  agree  that  in  the  future, 


With  all  the  debate  over  the 
year  2000  problem,  I  wonder 
if  the  hype  matches  the  reality.  We 
see  in  Computerworld  and  other  in¬ 
dustry  sources  such  phrases  as 
“software  glitches  may  cause  such- 
and-such  to  happen.”  But  has  any¬ 
one  seriously  attempted  to  quantify 
or  qualify  these  statements?  Real 
examples  would  make  more  sense 
than  vague  assertions. 

How  about  Computerworld  start¬ 
ing  a  forum  where  real-life  exam¬ 
ples  of  code  glitches  and  their 


hackers  (teen-agers  or  not)  should 
be  held  more  accountable  for  their 
actions.  But  I  do  disagree  about 
whom  should  take  the  blame. 

Gillin  writes  that  the  frequency 


case,  they  did  their  job,  for  the 
hacker  was  identified  and  brought 
before  the  courts. 

Keith  Clark, 
senior  patrolman 
West  Dover,  Vt. 

I  AM  ABSOLUTELY  Opposed  tO 

harsh  penalties  for  teen-age 
hackers.  These  young  men  of¬ 
ten  have  no  idea  of  the  serious¬ 
ness  of  what  they  are  doing. 
For  the  most  part,  they  are 
driven  by  the  intellectual  chal¬ 
lenge  rather  than  the  desire  to 
do  harm.  How  would  a  long 
prison  sentence  help  anyone? 
It  is  not  going  to  undo  any 
damage  they  may  have  done. 

Why  is  such  hacking  pos¬ 
sible?  Does  a  bank  leave 
money  where  someone  can 
reach  in  and  get  it?  That  hack¬ 
ing  is  even  possible  reflects  a  fail¬ 
ure  in  the  system  being  attacked. 
Security  should  be  good  enough  to 
keep  out  these  teen-agers.  If  teen¬ 
agers  can  hack  in  to  big  systems, 
what  can  organized  crime  or  ter¬ 
rorists  do? 

Justin  Bertrand  Galen  Skywatcher 
Director  of  data  processing 
Bethany  College 
Bethany,  W.Va. 
j.skywatcher@  mail.bethanywv.edu 

Computerworld  welcomes 
comments  from  its  readers. 
Letters  shouldn’t  exceed  200 
words  and  should  be  ad¬ 
dressed  to  Maryfran  Johnson, 
Executive  Editor,  Computer- 
world,  PO  Box  9171,  500  Old 
Connecticut  Path,  Framing¬ 
ham,  Mass.  01701.  Fax  num¬ 
ber:  (508)  875-8931;  Internet: 
letters@cw.com.  Please  in¬ 
clude  an  address  and  phone 
number  for  verification. 


Slap  on  the  wrist 

The  wimpy  sentence  meted  out  to  a  teen-age  hacker  in 
Massachusetts  last  week  demonstrates  just  how  con¬ 
fused  law  enforcement  officials  still  are  about  the  dan¬ 
gers  of  computer  crime. 

The  unnamed  teen  allegedly  disabled 
an  entire  local  telephone  loop  for  six 
hours,  disrupted  emergency  response 
services  and  all  but  shut  down  the  con¬ 
trol  tower  at  a  local  airport  He  also 
broke  into  a  local  drugstore’s  computers 
four  times  and  copied  customer  records 


gift! 
she  ' 


Let's  have  some  real  examples  of  year  2000  problems 


of  computer  break-ins  by  teen¬ 
agers  “will  keep  rising  as  long  as 
law  enforcement  agencies  contin¬ 
ue  to  administer  slaps  on  the  wrist 
for  criminal  acts.”  But  law  en¬ 
forcement  agencies  do  not  admin¬ 
ister  justice.  They  investigate 
crimes  and  bring  the  culprits  be¬ 
fore  the  judicial  system.  In  this 


impact  to  business  could  be  de¬ 
picted? 

A  programmer  could  discuss 
a  software  function  that  has 
been  analyzed  and  explain  to  the 
forum  readers  how  this  function 
would  misperform  in  the  new  mil¬ 
lennium.  Possible  solutions  or 
workarounds  could  be  given.  This 
could  help  create  solutions  that 
others  in  the  industry  could  use. 

John  A.  Parke 
Marietta,  Ga. 
jparke@mindspring.com 
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‘We  ran  a  tight  shop’ 

Joseph  E.  Maglitta 


In  a  week  electric  with  the  latest  Microsoft/Justice 
bout,  merger-mad  megabanks  and  tech  stocks  bob¬ 
bing  and  squirming  for  Wall  Street’s  cruel  pipers, 
there  was  no  room  for  a  death  notice. 


The  nation’s  oldest  commercial  data 
center  was  dead  at  43. 

The  Franklin  Life  Insurance  Co.  is 
dosing  the  Springfield,  Ill.,  data  center  it 
opened  in  January  1955.  The  new  parent 
company,  American  General  Life  and  Ac- 
ddent,  has  consolidated  processing  in 
Houston. 

The  Springfield 
data  center  isn’t 
quite  buried  yet.  The 
facility  still  monitors 
schedules  for  the 
Houston  main¬ 
frame.  T3  lines  pro¬ 
trude  like  I  Vs.  A 
skeleton  staff  of  10 
remains. 

On  his  first  unemployed  day  since  the 
Carter  administration,  John  Davidson, 
Franklin’s  associate  director  of  IS,  looks 
back.  “We  ran  a  tight,  old-school  shop,” 
he  says. 

Indeed.  The  story  of  Franklin  Life  is  a 


reasonably  complete  history  of  big-iron 
business  computing. 

Franklin  purchased  a  Remington- Rand 

The  nation's  oldest 
commercial  data 
center  is  dead  at  43. 


Univac  Fac-Tronic  System  on  Sept. 
9,  1953.  Cost:  $1  million.  Processing 
began  Jan.  5,  1955.  That  machine 
whirred  along  until  1967,  when  it 
was  sent  to  the  Smithsonian. 

The  1950s,  ’60s  and  ’70s  saw  a  parade 
of  Univacs,  then  IBMs.  All  told,  Franklin 
installed  16  processors.  The  last  ceased 
production  Feb.  24.  It  was  removed  the 
week  of  April  13. 

Davidson’s  own  two-decade  career  at 
the  company  is  deeply  entwined  with 


Franklin’s  icy  DP  kingdom. 

After  drifting  through  Los  Angeles 
and  Phoenix,  Davidson  returned  to  his 
hometown  in  1977  “with  a  ’65  Chevy,  a 
couple  of  buddies  and  $20  in  my  pock¬ 
et.”  Two  weeks  later,  he  answered 
Franklin’s  newspaper  ad.  During  the 
next  few  years  he  advanced  through  jobs 
such  as  burster  operator,  console  manag¬ 
er  and  night-shift  production  supervisor. 

Those  arcane  mainframe  tasks  may 
seem  martian  to  a  new  generation  of 
Internet  hotshots.  But  for  a  generation, 
they  meant  entree  into  the  Computer 
Age. 

In  1995,  Davidson  was  named  asso¬ 
ciate  director  of  IS  operations.  “I  was  a 
grunt  delivery  boy  who  worked  his  way 
up  through  the  ranks,”  he  says.  “I 
thought  I  was  a  lifer.” 

Until  last  fall.  An  American  General 
rep  showed  up  one  day  to  make  it  offi¬ 
cial.  “They  sat  50  people  down  in  a  room 
and  made  a  gruff  announcement,  saying, 
‘This  is  the  way  things  are.  We  hope  to 
be  out  by  November.’  ”  Davidson  pauses. 
“They  didn’t  know  about  the  center’s  his¬ 
tory  or  anything.” 

Part  of  you  wants  to  scream,  “How 
could  you  not  see  it  coming?  Haven’t 
you  ever  heard  of  client/server?  The 
Internet?” 


But  not  everyone  wants  to  (or  can)  be 
a  Master  of  the  Computing  Universe. 
Some  people  just  want  a  decent  job  close 
to  home.  One  that  leaves  time  for  family. 

Still,  part  of  you  says,  “Those  consoli¬ 
dations  are  old  news.  Who  hasn’t  been 
nipped?  Suck  it  up,  man.” 

Davidson  has  sucked  it  up.  Despite  no 
farewell  party;  no  choked-up  goodbyes 
(“We  plan  on  getting  together  and  using 
what’s  left  of  the  coffee  money  for  a  keg 
of  beer,”  he  says).  Despite  bosses  ignor¬ 
ing  his  pleas  to  reconsider. 

Davidson,  now  40,  is  lucky:  He’s  been 
offered  an  IS  director  job  in  Decatur,  Ill., 
an  hour  away.  “It’s  a  smaller  Unix  shop. 
I  can  learn  new  technology,”  he  says. 
Davidson  is  less  sure  how  his  two  dozen 
staffers  will  fare.  “There  are  three  or  four 
mainframe  shops”  in  Springfield,  he 
says,  “but  they’re  all  staffed." 

Davidson  can  swallow  the  pain  and 
shame  of  the  new  bosses  pulling  the 
plug  on  his  watch.  “Business  is  busi¬ 
ness,”  he  says. 

What  does  hurt,  though,  is  the  quiet. 

“We  died,”  he  says,  “and  no  one 
noticed.”  □ 


Maglitta  is  Computerworld’s  industry 
editor.  His  Internet  address  is 
joseph_maglitta@cw.com. 


A  new  era  of  outsourcing 

John  Gantz 

Spring  is  forecast  season  at  I  DC.  And  most  of 
our  five-year  forecasts  are  in.  The  data  has  been 
sliced  and  diced,  pricing  assumptions  checked, 
outside  factors  considered.  After  looking  at  those  fore¬ 
casts,  I’m  reminded  of  the  line  from  Jaws  where  Chief 
Brody  says  to  Quint:  “You’re  gonna  need  a  bigger  boat.” 


There  is  no  way  we  will  have  enough 
trained  people  to  scale  the  wall  of  oppor¬ 
tunity  that  new  computing  trends  afford 
us.  You  know  that  Windows  NT  is  creep¬ 
ing  across  the  enterprise  like  kudzu.  Did 
you  know  that  40%  of  end  users  —  ac¬ 
cording  to  a  1997  International  Data 
Corp.  (IDC)  survey  —  say  their  NT  ap¬ 
plications  are  mission-critical?  And  that 
spending  on  critical  services  worldwide 
is  expected  to  grow  fivefold  in  five  years? 

And  how  about  this:  IDC  also  reports 
that  spending  on  enterprise  resource 
planning  software  will  grow  fourfold  in 
the  next  five  years,  to  more  than  $45  bil¬ 
lion.  Or  this:  IDC  research  indicates  that 
more  than  25%  of  U.S.  businesses 
expect  a  major  supply-chain  automation 
project  in  the  next  two  years.  You  think 


those  applications  alone  won’t  take  more 
people  than  are  currently  available? 

Eventually,  every  major  IT  project  will 
be  considered  critical;  every  project  will 
affect  business  processes  and  require  or¬ 
ganizational  change;  and  every  project 
will  need  to  be  finished  yesterday. 

I  don’t  see  how  a  general-purpose  IS 
organization  can  keep  up.  IS  budgets 
will  increase,  according  to  IDC,  about 
10%  per  year  for  the  next  five  years, 
which  would  normally  require  at  least  a 
5%  growth  in  the  labor  pool  (and 
I  don’t  think  it’s  growing  that 
fast).  But  if  most  of  that  spend¬ 
ing  growth  is  on  new,  critical,  f  hfl 
cross-department  or  cross-corn-  lllw 
pany  applications,  then  business 
spending  must  grow  even  faster. 


Not  only  will  there  not  be  enough  IS 
staff  to  handle  the  application  develop¬ 
ment  and  implementation  load,  there 
won’t  be  enough  business-oriented  staff 
in  end-user  departments  to  handle  it, 
either.  Companies  will,  out  of  necessity, 
reach  outside  for  help. 

Ah,  but  to  whom? 

The  outsourcing  industry  is  undergo¬ 
ing  a  major  transformation.  In  the 
future,  if  you  want  to  be  an  outsourcer, 
you’ll  have  to  manage  a  whole  distribu¬ 
tion  system  or  run  the  human  resources 
function  much  as  ADP  has  always  man¬ 
aged  payroll. 

You  may  have  to 
measure  the  success 
of  your  sales  force 
automation  applica¬ 
tion  in  leads  gener¬ 
ated,  not  in  laptops 
upgraded. 

Ryder,  the  truck 
rental  company,  now 

The  IS  manager  will  be 
impresario  who  books 
various  IT  acts. 


offers  logistical  services  to  others.  J.  D. 
Edwards  is  partnering  to  offer  human 
resources  services.  Banks  offer  IT  ser¬ 
vices  to  other  banks.  Most  of  the  major 
outsourcers  are  cranking  up  practices  in 
select  areas  to  compete  with  that  new 
breed  of  solution-specific  outsourcer. 

By  the  middle  of  the  next  decade,  after 
the  year  2000  and  euro  problems  die 
down,  your  enterprise  will  be  crawling 
with  outsiders.  Former  employees  re¬ 
turning  as  highly  paid  subcontractors. 
Systems  vendors  offering  multivendor 
services  you  can’t  take  the  time  to  han¬ 
dle  yourself.  Specialty  firms  running  en¬ 
tire  business  functions.  Internet  ser¬ 
vice  providers  running  your  Web  site. 

The  job  of  the  IS  manager,  which 
has  changed  over  the  years  from  the 
care  and  feeding  of  computers  to  the 
management  of  professional  staff, 
will  change  once  more.  The  IS  man¬ 
ager  will  become  the  impresario  who 
books  the  various  acts  that  combine 
to  form  an  ongoing  IT  management 
function. 

Good  luck.  □ 

Gantz  is  senior  vice  president  at  IDC 
in  Framingham,  Mass.  His  Internet 
address  is jgantz@idcresearch.com. 
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UNIX  is  a  . registered  trademark  of  The  Open  Group  in  the  U.S. 
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HP-UX  11.0  has  enough  raw  processing  power  to  help  you  boost  your  company:s: 
time  to  market  and  consistently  hit  your  targets.  For  more  information,  visit  www.hp.co  m/go^^l 
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View  your  workers  as  intellectual  capital 

Don  Tapscott 


he  eldest  of  a  generation  of  80  million  young¬ 
sters  (currently  aged  i  to  21)  are  entering  the 
workforce.  They  are  the  first  generation  to  grow 
up  in  the  Digital  Age  and  are  increasingly  networked, 
independent,  innovative,  knowledge-sharing,  indepen¬ 
dent,  entrepreneurial  and  global  in  orientation. 


mmt  \ 


They  are  leaving  school  armed  with 
the  most  powerful  tools  for  wealth- 
creation  ever  invented.  And  typically, 
they  know  more  about  computers,  the 
Internet  and  collaborative  innovation 
than  their  parents,  teachers  and  —  soon 
—  their  employers. 

The  bottom  line  is 
that  as  members  of 
the  Net  Generation 
take  their  first  jobs, 
the  command-and- 
control  hierarchy  — 

Dilbert,  Inc.  —  is  in 
deep  trouble.  Be¬ 
cause  those  kids  will 
want  a  share  in  the 
wealth  they  create,  we  won’t  be  able  to 
treat  employees  as  a  variable  cost  much 
longer.  Rather,  it  makes  sense  to  treat 
them  as  intellectual  capital. 


NET  GENERATION 


In  the  coming  decades,  we  will  mea¬ 
sure  the  key  assets  of  a  firm  not  by 

The  rise  of  the  Net 
Generation  demands  that 
we  rethink  the  way  we 
view  and  treat  employees. 


counting  its  plant,  machinery,  build¬ 
ings  and  the  like.  Even  traditional 
capital  —  financial  assets  —  is  fleet¬ 
ing.  Twenty-five  years  ago,  Microsoft 
had  no  capital.  Today,  it’s  the  fourth 
most  valuable  corporation  in  the  U.S. 
And  25  years  from  now,  Microsoft  once 
again  won't  have  any  capital  if  it  makes  a 


a  couple  of  big  mistakes  in  the  market. 
Increasingly,  the  key  form  of  capital  is 
human. 

That  doesn’t  necessarily  mean  that  hu¬ 
man  capital  should  be  recorded  on  com¬ 
pany  balance  sheets  (a  complex  debate). 
But  it  does  mean  that  companies  will 
need  to  treat  Net  Generation  capital  well, 
because  it  is  precious.  Net  Geners  can’t 
be  treated  as  a  variable  cost  —  not  just 
because  they’re  human  beings,  but  also 
because  as  a  generation  they  are  smart, 
confident,  mobile  and  connected.  To  per¬ 
form  effective  knowledge  work,  they 
must  be  motivated  and  col¬ 
laborate  well. 

With  Net  Geners,  in  con¬ 
trast  to  production  lines, 
management  can’t  simply 
turn  the  dial  and  up  the 
speed.  You  can’t  issue  an 
edict  that  says,  "Manage¬ 
ment  wants  twice  as  many 
innovations  per  month.” 

There’s  no  reason  com¬ 
panies  can’t  create  a  new  kind  of  con¬ 
tract  with  employers.  Whether  workers 
are  part  time,  mobile,  telecommuting, 
contingent,  contract  or  all  of  the  above, 
relationships  can  be  forged  that  are 
based  on  clear  expectations,  mutual  sup¬ 
port  and  trust,  commitment  and  com¬ 
munity.  The  ball  is  in  management’s 


court  on  this  one. 

Most  important,  firms  will  be  forced  to 
develop  new  ways  to  compensate  em¬ 
ployees  increasingly  based  on  the  value 
they  create.  That  will  include  a  profound 
democratization  of  corporate  ownership. 

Recently,  in  a  late-night  conversation 
at  the  World  Economic  Forum  in  Davos, 
Switzerland,  Fortune  magazine  editor 
Tom  Stewart  pointed  out  to  me  that  half 
of  the  shares  of  Microsoft  were  pur¬ 
chased  with  traditional  capital  —  money 
—  and  the  other  half  with  intellectual 
capital.  People  acquired  wealth  in  ex¬ 
change  for  their  knowledge  and  work. 
Stewart  mused  that  in  the  future,  em¬ 
ployees  should  be  treated  as  “investors  of 
intellectual  capital.” 

Such  fresh  thinking  could  enable 
firms  to  retain  their  most  precious  assets 
and  sustain  innovation  and  wealth- 
creation,  not  to  mention  bring  a  little 
more  social  justice  into  the  economy.  □ 


Tapscott  is  chairman  of  the  Alliance  for 
Converging  Technologies  and  an  authority 
on  the  impact  of  the  digital  media  on  busi¬ 
ness  and  the  economy.  He  is  the  author  of 
six  books,  including  the  best-sellers  Para¬ 
digm  Shift  and  The  Digital  Economy. 
His  most  recent  book  is  Growing  Up  Dig¬ 
ital:  The  Rise  of  the  Net  Generation 
(McGraw-Hill,  1 998). 


The  Web  is  the  world’s  longest  lever 

David  Moschella 


As  banks,  brokers  and  insurance  companies 
swallow  one  another  up,  it’s  hard  not  to  won¬ 
der  whether  technology  is  in  fact  starting  to 
favor  bigger  and  more  diversified  players. 


For  most  of  the  past  15  years,  the  mar¬ 
ket  has  rewarded  businesses  for  becom¬ 
ing  more  specialized  and  more  focused. 
Has  that  begun  to  change? 

Whether  financial  services  super¬ 
markets  are  a  good  idea  or  not  is  almost 
anyone’s  guess.  I  tend  to  think  there  will 
be  both  highly  diversified  and  highly  spe¬ 
cialized  players.  It’s  being  in  the  middle 
that  will  prove  difficult. 

But  the  more  important  question  is 
whether  financial  industry  diversification 
is  a  precursor  to  a  larger  business  trend. 
As  specialized  companies  mature, 
there’s  always  the  temptation  to  expand 
services  around  a  particular  competency, 
community  or  brand.  But  is  that  a  better 
idea  now  than  it  was  a  decade  ago?  Con¬ 
sider  the  following  10  hypothetical  ques¬ 
tions,  which  will  help  determine  whether 
Citicorp /Travelers  is  indeed  the  model 
for  the  future: 


1.  Should  Amazon.com  extend  its  ex¬ 
pertise  in  online  retailing  to  sell  CDs, 
videocassettes,  software  or  similar  con¬ 
sumer  products? 

2.  Should  Dell  leverage  its  ability  to 
sell  and  support  expensive  and  complex 
hardware  by  expanding  into  online  sales 
of  televisions,  stereos,  VCRs  or  video 
cameras? 

3.  Should  Century  21  or  other  major 
real  estate  brokers  sell  landscaping, 
painting,  renovation,  decoration,  insur¬ 
ance  or  other  services  to  new  home- 
owners? 

4.  Should  airlines  expand  their  inter¬ 
est  in  selling  hotel,  car  rental  and 

tour  packages?  Should  they  seek 
to  make  frequent-flier  miles  the 
Web’s  common  currency  of  ex¬ 
change? 

5.  Should  managed  health  care 
companies  provide  vitamins,  exer¬ 


cise  equipment,  self-help  books,  nutri¬ 
tional  counseling  or  health  club  mem¬ 
berships? 

6.  Should  automobile  manufacturers 
expand  into  insurance,  repairs,  naviga¬ 
tion  systems  or  driver’s  education? 

7.  Should  Federal  Express  offer  pagers, 
copiers,  Internet  access  or  other  business 
and  communications  services? 

8.  Should  universities  expand  into  per¬ 
sonal  finance  or  vocational  training? 

9.  Should  computer  trade  publications 
expand  into  conferences,  seminars,  in¬ 
dustry  research  or  similar  information 
services? 

10.  Should  com¬ 
puter  hardware 
companies  expand 
into  software  and 
services? 

Clearly,  some  of 
that  is  happening 
already.  But  the  real 

Should  Century  21  sell 
landscaping?  Should  GM 
sell  driver's  ed? 


question  is  whether  that  type  of  expan¬ 
sion  will  become  an  important  competi¬ 
tive  advantage.  Although  the  desire  to 
leverage  brands  and  competencies  is 
nothing  new,  the  Web  does  provide  im¬ 
portant,  enhanced  capabilities.  Once  a 
community  is  actively  established,  it  can 
become  a  powerful  platform  for  deliver¬ 
ing  related  services. 

The  appeal  of  bundling  and  integra¬ 
tion  is  seen  in  the  IT  industry  every  day. 
Although  it’s  now  possible  to  build  com¬ 
plex  software  through  individual  compo¬ 
nents,  most  consumers  tend  to  go  for  an 
integrated  application,  even  if  it’s 
one  of  Microsoft’s  “monolithic  hair- 
balls,”  to  use  Scott  McNealy’s 
phrase. 

In  the  end,  the  question  comes 
down  to  the  relationship  between 
core  competencies  and  community 
service.  If  a  company  has  clearly  es¬ 
tablished  the  former,  the  Web  pro¬ 
vides  an  unprecedented  ability  to  ex¬ 
pand  into  the  latter.  □ 


Moschella  is  an  author,  independent 
consultant  and  weekly  columnist  for 
Computerworld.  His  Internet  address 
is  dmoschella@earthlink.net. 
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It’s  Not  How  Much 
You  Read. 

You  can  read  a  knee-high  stack  of  computer  magazines 
each  month  and  still  not  find  the  depth  and  breadth  of 
news  and  information  you’ll  discover  each  week  in  the 
pages  of  Computerworld. 

As  the  only  weekly  newspaper  for  IS  professionals, 
Computerworld  is  filled  with  up-to-the-minute  articles 
on  topics  ranging  from  products  and  people  to  trends  and 
technology.  We  cover  it  all  —  PC’s,  workstations,  mainframes, 
client/server  computing,  networking,  communications, 
open  systems,  World  Wide  Web,  intranets,  and  more. 

It’s  everything  you  need  to  know  to  get  an  edge  on  the 
competition. 

That’s  why  over  152,000  IS  professionals  pay  to  subscribe 
to  Computerworld.  Shouldn’t  you? 


It’s  What 
You  Read. 

Order  Computerworld  and  you’ll  receive  5 1  information- 
packed  issues.  Plus,  you’ll  receive  our  special  bonus 
publication,  The  Premier  100,  an  annual  profile  of  the 
leading  companies  using  information  systems  technology. 

Call  us  toll-free  at  1-800-343-6474,  or  visit  us  on  the 
World  Wide  Web  at  http://www.computerworld.com. 

To  order  by  mail,  use  the  postage-paid  subscription 
card  bound  into  this  issue.  And  get  your  own  copy 
of  Computerworld. 

Then  you  can  spend  less  time  reading  about  the  world 
of  information  systems.  And  more  time  conquering  it. 

COMPUTERWORLD 

The  Newsweekly  for  Information  Technology  Leaders 


I  \0U1  (lata  warehouse  I U 1  SSI  something?  More  and  more  companies  are  choosing  IBM’sDB2  Universal  Database  as  the  performance  engine  for  today’s 

workloads  on  the  same  processor  without  slowing  down  your  business.  New  benchmarks  in  a  real-world  environment  will  show  you  what  we  mean.  Over  30  case  histories  in  nine  industries  will 


DB2 

version  5.0 


Universal  Database  scales  without  a  hiccup  from  single  processors 

to  clusters  to  parallel  processors -across  platforms  asdiverse  as  Sun  Solaris  and  Windows  NT. 


IBM,  DB2,  OS/2,  AIX.  DB2  Conned.  Data  Propagator,  Net.Data.  Visual  Age  and  Solutions  for  a  small  planet  are  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/onther  countries.  Microsoft.  Windows  and  Windows  NT  are  registered  trademarks  of  Microsoft  Corporation.  Java  and  Sun  are  trademarks  and  Solaris  is  a  registered  trademark  of  Sun  Microsystems,  Ini 


Lotus  and  Lotus  Go  Webserver  are  trademarks  of  Lotus  Development  Corporation  in  the  United  States  and/or  other  countries.  Intel  is  a  registered  trademark  of  Intel  Corporation  in  the  U.S.  and  other  countries.  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  of  others.  ©  1998  IBM  Corp  All  rights  reserved. 
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demanding  data  warehouse  applications.  Basically,  it  turbocharges  response  for  users,  while  simplifying  cross-platform  implementation  for  IT  staff  Like  running  diverse 


show  you  we  deliver.  And  free  trial  code  enables  the  ultimate  real-world  test:  your  own.  So  visit  w  ww.software.ihm.com/dh2cw  and  see  what  you've  been  missing. 
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Recent  applause  for  DB2®  Universal  Database 

“Version  5  has  an  answer  for  all  key  elements  of  the  database  market: 
OLTP,  OLAP,  data  warehousing  and  extended  object-relational.” 
-  Database  Programming  and  Design,  December  1997 

“...The  best  combination  of  scalability,  reliability  and  a  broad  range 
of  features,  which  makes  it  an  excellent  selection  when  you’re  building 
a  very  large  warehouse.”  -  Sullivan  McConnell,  Director  of  Data  Warehouse 
Development,  USQA,  an  Aetna  U.S.  Healthcare  aftiliate 

“The  parallel  query  processing,  and  its  ability  to  store  different  data, 
is  impressive.”  -  Bob  Schorn,  Systems  Manager,  Database  Services,  DST Systems 

Ask  your  peers.  Within  months  of  its  introduction,  IBM’s  Universal 
Database  swept  nine  out  of  ten  categories  in  the  VARBusiness 
database  report  card,  was  voted  best  DBMS  by  over  5,000  Computer- 
world  readers  and  ranked  number  one  in  customer  satisfaction. 

Turn  business-as-usual  into  Business  Intelligence. 

Everything  you  need  to  build  your  Business  Intelligence  solutions  — 
from  decision  support  to  OLAP  to  data  warehousing— is  included 
in  our  Universal  Developer’s  Edition. 

•  Universal  Database  5.0  for  Windows  NT®  OS/2,*  *  A IX®  HP-UX  and 

Suri“  Solaris ?  Includes  OLAP  extensions,  plus  extenders  for  Text, 
Image  arul  Multimedia. 

•  DB2® Connect.  Enables  workstation  apps  to  access  DB2  data  from 
anywhere. 

•  DataPropagator"  Replicates  data  between  different  systems. 

•  Net. Data'." Adds  connectivity  far  Internet  and  intranet  applications  to 
enable  data  warehousing  via  the  Web. 

•  Lotus  Go  Webserver ™  A  quick-start  Web  server  package  with  the 

latest  in  security. 

•  Visual  Age  for  Java'“  Lets  you  create  user-defined  functions,  develop 
in  Java  and  extend  existing  apps  to  the  Web  without  rewriting  from 


scratch. 


•  Software  Developer’s  Kit.  A  full  library  of  APIs,  useful  tools  and 
complete  documentation. 


The  DB2  Universal  Developer’s  Edition,  including  all  the  above,  is  $999. 
Single-user  Intel®  edition  is  only  $295.  Visit  w  w\v.soliware.ihiii.coni/db2«  w. 

FREE  demonstration  package  includes  60-day  trial  code,  live  demo 
(not  a  canned  dog-and-pony  show),  and  a  look  at  today’s  newest 
cross-platform  Business  Intelligence  solutions. 
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Elegance  story  strikes  chord  with  readers 
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■  loved  Computerworld’ s  In 
Depth  article  on  elegance  in 
programming  [“Software  ele¬ 
gance,”  April  20]  —  especially 
the  box  on  binary  searching. 

The  way  the  article  was  writ¬ 
ten  by  Gary  H.  Anthes  was  ele¬ 
gant,  too,  using  just  the  right 
number  and  type  of  words  to 
get  the  ideas  across  and  make 
them  sparkle.  Congratulations 
on  another  fine  job. 

Donna  Raimondi 
Rogers  Communications 
Wakefield,  Mass. 
draimondi@rogerscom.com 

I  GREATLY  ENJOYED  the  CompU- 
terworld  article  on  software  ele¬ 
gance.  As  an  old-salt  program¬ 
mer,  it  brought  me  back  to  my 
university  days,  when  one  of  the 
best  professors  I  ever  had 
taught  me  the  concept  of  ele¬ 
gance  in  programming. 

I  would  like  to  point  out, 
however,  that  Gary  H.  Anthes 
left  out  one  of  the  most  obvious 
and  enduring  examples  of  ele¬ 
gance  in  the  microcomputer 
world:  the  Mac  OS  operating 
system.  It’s  still  a  lot  more  ele¬ 
gant  than  any  incarnation  of 


Windows,  and  it  was  there  a 
long  time  before  Uncle  Bill  ever 
thought  of  an  icon  or  a  mouse. 

John  Demillion 
Exton,  Pa. 

I  couldn’t  agree  more  about 
the  importance  of  elegance  in 
systems  design.  However,  as 
you  are  probably  aware,  there  is 
a  typo  in  your  illustration  on 
binary  searching.  Log-base- 2  of 
l  million  is  on  the  order  of  20, 
so  there  would  be  roughly  20 
iterations  for  a  million-element 
array.  There  would  be  30  for  a 
billion-element  array. 

Thank  you  for  the  wonderful 
article.  Perhaps  one  of  my  for¬ 
mer  managers  will  look  at  it 
and  finally  understand  why  I 
quit  my  job  to  start  my  own 
company. 

John  C.  Jones 
President 
Erra  Vine,  Inc. 
Austin,  Texas 
JcJones@alum.mit.edu 

In  her  editorial  on  software 
elegance  [“Beauty  and  the 
software  beast,”  CW,  April  20], 
Maryfran  Johnson  uses  the  an¬ 


alogy  of  a  ballet  dancer  and  a 
sumo  wrestler  to  compare  a 
45oK-byte  program  with  a  30M- 
byte  program. 

That  underestimates  the  bloat 
factor  (a  common  perceptual 
problem  in  a  Microsoft-dominat¬ 
ed  world). 


program  would  be  about  1.8M 
bytes.  A  3oM-byte  program  is 
thus  beyond  human  scale. 

To  keep  it  on  a  popular-image 
level,  you  could  accurately  say 
the  two  programs  were  like  a 
lithe  ballet  dancer  confronting  a 
hulking  Mack  truck. 

James  McC.  Yeager 
Technical  writer 
Radian  Systems 
Alexandria,  Va. 
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If  one  average  360-pound 
sumo  wrestler  is  equal  to  four 
average  90-pound  ballet  dan¬ 
cers,  and  a  45oK-byte  program 
is  a  ballet  dancer,  then  a  sumo 


■  wholeheartedly  agree  with 
Computerworld  on  the  issue  of 
elegant  code. 

I  have  been  in  IS  for  L9  years 
at  this  point,  and  programmers’ 


pride  in  format  and  style  is 
dwindling.  Shoving  code  into  a 
convenient  place  instead  of  the 
right  place  lacks  any  form  of 
consistent  style. 

Along  with  this  gripe,  the 
bloat  in  all  code  nowadays  is  in¬ 
credible.  I  can  remember  doing 
exercises  using  the  same  areas 
for  input  and  output,  just  shar¬ 
ing  to  keep  the  size  of  the  code 
down.  But  let’s  face  it:  Half  the 
kids  getting  into  IS  nowadays 
are  considered  functionally  illit¬ 
erate.  How  can  we  expect  them 
to  code  pretty? 

Thanks  for  the  great  articles. 

Tom  Avogardo 
New  York 
tavogardo@higfoot.com 

Thank  you  for  reminding 
the  IS  community  that  ele¬ 
gance  still  matters  in  the  world 
of  bloatware. 

Those  who  write  greedy, 
thoughtless  code  in  Microsoft 
Visual  Basic  or  Sybase  Power¬ 
Builder  tend  to  forget  that  their 
application  must  share  comput¬ 
er  resources  with  other  applica¬ 
tions.  How  many  “hulking  su¬ 
mo  wrestlers”  can  fit  into  a  PC? 

Michael  Yam 
Y  Technology,  Inc. 
Yonkers,  N.Y. 
mmyam@  msn.com 


Beware  of  some  fixes  for  the  IT  skills  shortage 


(have  been  reading  all  the 
hoopla  about  the  technology 
employee  shortage  and  ways  to 
fix  it.  I  find  three  of  the  ways 
that  were  mentioned  very  dis¬ 
turbing. 

No.  1:  Change  the  immigra¬ 
tion  laws.  U.S.  companies  don’t 
realize  how  many  foreign  com¬ 
petitors  would  like  to  steal  their 
strategic  commercial  informa¬ 
tion  and  put  them  out  of  busi¬ 
ness.  It  increases  the  risks  dras¬ 
tically  if  you  let  noncitizens  ac¬ 
cess  vital  company  information 
without  thinking  about  the  con¬ 
sequences. 

No.  2:  Outsource.  What  a 
joke!  We  are  in  the  midst  of 
outsourcing,  and  the  outsourcer 
is  facing  the  talent  shortage. 
Turnover  for  this  outsourcer  is 
high  (and  it  is  one  of  the  big 
three  outsourcing  companies), 
and  risk  is  high  for  our  com¬ 
pany  because  of  that. 

No.  3:  Train  any  warm  body 
to  be  a  programmer.  That’s 
great  if  the  person  has  talent  for 
IT  work.  But  I’ve  had  to  work 
with  code  that  was  written  by 
programmers  who  really  should 
have  picked  another  career. 
Companies  had  better  realize 


that  if  they  have  good  IT  work¬ 
ers,  they  should  keep  them  at 
all  costs.  When  the  shortage  is 
over  (and  one  day  it  will  be),  re¬ 
member  the  ’90s. 

Rebecca  Troxell 
Greensboro,  N.C. 
rtroxell  @gdats.  com 

A  single  number  should 
provide  voice,  data  access 

Computerworld  columnist 
David  Moschella’s  March  9 
article  [“Do  we  need  domain 
names  at  all?”]  makes  a  direct 
hit  in  the  "Battle  of  the  Domain 
Bulge.” 

Web  addresses  are  as  confus¬ 
ing  as  anything  the  technocrats 
have  come  up  with  to  date. 

As  a  marketing  communica¬ 
tions  consultant,  I  cringe  every 
time  I  hear  a  broadcast  ad  on 
radio  or  TV  with  the  “www”  tag 
after  the  toll-free  number  has 
been  given.  It  continues  the 
myth  that  anything  to  do  with 
computers  must  be  difficult  and 
geeky. 

The  way  it  should  work,  as 
Moschella  proposes,  is  that  we 
should  go  to  a  totally  numerical 
system.  In  fact,  why  not  use  the 


current  telephone  system?  Com¬ 
panies  could  use  their  current 
phone  number  to  give  cus¬ 
tomers  voice,  data  or  video 
access  depending  on  the  unit 
(human  or  modem)  that’s  call¬ 
ing.  There  could  be  a  data  layer 
under  the  current  phone  num¬ 
ber  system  containing  the  busi¬ 
ness  name,  major  industry, 
main  address,  Web  site,  elec¬ 
tronic-commerce  site,  etc. 

Internet  access,  just  like  oper¬ 
ating  systems,  must  be  more 
user-sensitive,  not  the  other  way 
around. 

If  computers  (and  VCRs) 
were  more  like  phones,  then 
“uninstall”  software  and  Norton 
Utilities  wouldn’t  be  cemented 
in  the  top  to  best-selling  prod¬ 
ucts  each  week. 

Doug  Meyer 
EDataBank  Systems 
Highlands  Ranch,  Colo. 
edatabank@aol.com 

The  training  myth 

Computerworld  has  looked 
at  IT  training  only  from  the 
point  of  view  of  employers  train¬ 
ing  their  staffs. 

True,  the  cost/benefit  ratio  is 
out  of  whack  for  companies,  but 
look  at  it  from  the  position  of 


someone  trying  pay  out  of  his 
own  pocket.  I  started  some 
training  to  help  fill  this  so-called 
shortage  of  IT  personnel.  But 
the  training  was  poor  and  very 
expensive. 

The  $50,000  annual  salaries 
mentioned  by  the  schools  and 
others  (check  out  Microsoft’s 
Web  page)  keep  the  schools  full. 
But  the  sad  truth  is  that  the 
training  isn’t  enough.  Without 
“mission-critical  experience” 
you  won’t  get  a  job  for  $10  an 
hour. 

George  Creamer 
Albuquerque,  N.M. 
gcreamer@  earthlink.net 

Spammer,  heal  thyself 

I  was  disappointed  when  I 
read  Maryfran  Johnson’s  edi¬ 
torial  about  fining  spammers 
[“Slam  spammers,”  CW,  March 
23].  Just  because  she  was  ir¬ 
responsible  and  forwarded  an 
E-mail  without  first  reading  it 
thoroughly  does  not  make  the 
sender  of  that  message  the  vil¬ 
lain.  Rather,  it  seems  it  makes 
her  a  “spammer"  using  her  own 
definition. 

Ed  Fultz 
North  Chelmsford,  Mass. 
~ efultz  @  isisys.com 


Year  2000  *  millennium 

Thanks  to  constant  coverage 
of  the  year  2000  problem  by 
Computerworld,  I  have  succeeded 
in  lighting  a  fire  under  our  se¬ 
nior  management  and  generat¬ 
ed  some  much  needed  support 
for  resolving  this  problem. 

Our  situation  was  all  too  typi¬ 
cal:  Nobody  seemed  to  under¬ 
stand  how  two  missing  digits  in 
a  date  could  cause  so  much 
havoc.  What  worked  was  a 
propaganda  blitz  of  endless 
memos,  to  which  were  attached 
copies  of  Computerworld  year 
2000  articles. 

But  I  feel  compelled  to  ad¬ 
dress  a  consistent  error  that 
seems  to  arise  in  discussions  of 
the  date  rollover.  The  year  2000 
is  not  the  start  of  the  new  mil¬ 
lennium.  As  any  connoisseur  of 
science  fiction  or  technical  trivia 
knows,  the  new  millennium 
and  the  21st  century  begin  on 
Jan.  1,  2001.  Referring  to  the 
year  2000  problem  as  a  “mil¬ 
lennium  bug”  is  incorrect.  But 
please,  don’t  let  that  stop  you 
from  continuing  to  publicize 
this  problem! 

Bill  Brier 
Sponge-Cushion,  Inc. 

Morris,  III. 


LUCENT  DEFINITY  ECS  The  more  locations  your  company  has,  the  more  challenging  the  question: 

How  can  people  easily  share  information,  ideas  and  resources  at  the  same  time,  even  if  they're  not  in  the  same 
place?  That's  why  DEFINITY  ECS  continues  to  evolve.  Not  only  does  it  integrate  voice,  data  and  video,  but  new 
enhancements  allow  your  employees,  as  well  as  vendors,  to  share  and  modify  information  in  real  time.  No 
matter  where  they  are  or  what  network  they're  using.  This  means 
increased  productivity.  And  bottom  line  results.  Backed  by  Bell  Labs, 

DEFINITY  ECS  gives  you  assured  reliability.  It's  also  flexible  enough 
to  suit  your  needs  now  and  in  the  future.  And,  of  course,  it's  Year  2000 
compliant.  Plus,  we'll  be  there  all  along  the  way  to  keep  it  performing 
optimally  for  you.  In  order  to  find  out  more  about  DEFINITY  ECS, 
call  your  local  Lucent  representative  or  1-800-221-1223,  and  ask  for 

extension  356  We  make  the  things  that  make  communications  work: 
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Congratulations  to  the  1998  Winners: 


COMMUNICATIONS 

ARCADIA  S.R.L. 

Santa  Fe,  Argentina 

LT  Broadcast  System  (LTBS) 

ENERGY/UTILITIES 

Transneft 

Moscow,  Russia 

Russian  Oil  Pipeline  Supervisory  Dispatch 
and  Control  System 

FINANCIAL/INSURANCE  SERVICES 

Prudential  Investments 

Newark,  NJ 

Prudential  Investments 
Common  Front  End  (CFE) 


GOVERNMENT/JUSTICE  AND  PUBLIC 
SAFETY/EDUCATION 

U.S.  Navy,  Commander, 
Airborne  Early  Warning  Wing, 
U.S.  Pacific  Fleet 

San  Diego,  CA 

JTIDS  Moving  Map  Tactical  Information 
Display  System  (JMMTIDS) 

HEALTHCARE 

New  York  Department  of 
Veterans  Affairs  Medical  Center 

New  York,  NY 

VA  Pedorthic  CAD/CAM  System 

MANUFACTURING/ENGINEERING 

TERMO 

Skofja  Loka,  Slovenia 

Mineral  Wool  Production  Supervisory 
Computer  Vision  System 


RETAIL  SERVICES/DISTRIBUTION 

Someday  Isle,  Inc. 

Brattleboro,  VT 

Somedaylsle.Com  Internet 
Toy  Store  Manager 

BUSINESS  ADMINISTRATION 

RR  Systems,  Inc. 

Brookfield,  Wl 

Corporate  Project,  Time  and 
Billing  Management  System 

CUSTOMER  MANAGEMENT/CUSTOMER 
SERVICE/SALES  FORCE  AUTOMATION 

Experimental  Aircraft  Association 

Oshkosh,  Wl 

Event  Management  and 
Support  System 


Only  at 


For  1999  contest  information, 
including  how  to  enter, 
e-mail  wwo@jcai.com  or 
call  1-800-829-4143. 
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Visit  the  contest  Web  site  to  learn 
more  about  this  year’s  winners. 
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A  study  found  that  only  17% 
of  the  chief  financial  officers 
surveyed  are  “very  con¬ 
cerned”  about  year  2000 
woes,  and  almost  half  aren’t 
worried  at  all.  In  a  survey  of 
1,400  CFOs  at  companies 
with  more  than  20  employ¬ 
ees,  48%  said  they  aren’t 
concerned  about  the  financial 
implications  of  the  millen¬ 
nium  bug,  according  to  RHI 
Management  Resources,  a  re¬ 
cruitment  firm  in  Menlo  Park, 
Calif.  RHI  said  CFOs  ought  to 
be  concerned,  because  ac¬ 
counting  systems  and  finan¬ 
cial  databases  are  among  a 
company’s  most  essential  ap¬ 
plications  and  rely  on  date- 
sensitive  data. 

Buying  spree _ 

Continuing  its  buying  spree, 
Boston-based  Keane,  Inc. 
has  completed  its  acquisition 
of  CSE  Erudite  Software,  Inc., 
an  information  technology 
consulting  company  in  Salt 
Lake  City.  Keane  has  also  an¬ 
nounced  plans  to  acquire 
Chicago-based  Bricker  &  As¬ 
sociates,  Inc.,  an  operations 
improvement  consulting  firm. 
Keane  also  recently  acquired 
Omega  Systems,  an  applica¬ 
tion  development  and  soft¬ 
ware  consulting  company  in 
Pittsburgh. 

The  digital  economy 

■  Information  technology 
has  been  responsible 
for  more  than  25%  of 
real  economic  growth 
over  the  past  five  years. 

■  The  7.4  million  people 
who  work  in  the  U.S.  IT 
field  earn  an  average  of 
$46,000  per  year,  com¬ 
pared  with  $28,000  for 
the  average  U.S.  private 
sector  worker. 

■  Without  information 
technology,  overall  in¬ 
flation  would  have  been 
3.1%  last  year  -  more 
than  a  full  percentage 
point  higher  than  the 
actual  figure  of  2%. 

Source:  "The  Emerging  Oigital  Economy"  report, 

U.S.  Department  of  Commerce,  Washington 
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Business  value 
ideas  win  gold 


By  Julia  King 


SPURNING  THE  LATEST  and 

greatest  in  favor  of  tried-and- 
true  information  technology 
could  land  you  an  award. 

It  worked  for 

three  of  four  of  AMS/CARNE6iE- 

this  year’s  win-  — M.E.LLQN.. AWARDS 
ners  of  the  pres- 


The  awards,  jointly  sponsored 
by  Camegie-Mellon  University’s 
Graduate  School  of  Industrial 
Administration  in  Pittsburgh 
and  systems  integrator  Ameri¬ 
can  Management  Systems,  Inc. 

(AMS)  in  Fair¬ 
fax,  Va.,  honor 
business  and 
technology  peo- 


Texaco  s  Michael  J. 
Zeitlin  says  his  3-D 
system  of  databases 
lets  geologists  find 
"hidden  pockets  of  oil 

%  *  * 


tigious  Awards  for  Achievement 
in  Managing  Information  Tech¬ 
nology. 

The  commonwealth  of  Mass¬ 
achusetts,  for  example,  tapped 
a  commercial  network  of  auto¬ 
mated  teller  machines  to  elec¬ 
tronically  deliver  benefits  to  wel¬ 
fare  recipients. 

And  Texaco,  Inc.  purposely 
left  a  central  data  warehouse  off 
its  list  of  IT  tools.  Instead,  it 
used  distributed  databases  to 
create  a  three-dimensional  sys¬ 
tem  for  analyzing  oil  fields. 


pie  for  their  innovative  uses  of 
technology  to  achieve  measur¬ 
able  business  value.  Following 
are  brief  profiles  of  this  year’s 
gold  award  winners: 


WINNER:  Michael  J.  Zeitlin, 
portfolio  manager,  Texaco’s  In¬ 
tegrated  Data  and  Visualization 
Technology  team 

COMPANY:  Texaco,  Inc., 
Flouston 

PROJECT:  Created  a  way  for 

Award  winners,  page  42 
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Senate  panel 
pushes  for 
repairs 

By  Matt  Hamblen 


so,  you  think  you’ve  heard 
enough  about  year  2000  prob¬ 
lems?  Be  prepared  to  hear 
more. 

The  U.S. 
Senate  recent¬ 
ly  created  a 
special  com¬ 
mittee  on  year 
2000  to  focus  more  attention 
on  the  problem  in  hopes  of  get¬ 
ting  more  of  the  private  and 
public  sectors  ready. 

The  new  Senate  Special  Com¬ 
mittee  on  the  Year  2000  Tech¬ 
nology  Problem  has  no  legisla¬ 
tive  authority,  but  it  will  prod 
and  push  nearly  all  the  other 
standing  committees,  including 
Appropriations,  to  take  action, 
its  members  promised. 

The  committee  has  a  budget 
of  $575,000  to  last  through  Sep¬ 
tember  and  a  small  staff. 


The  committee’s  members 
have  the  power  to  introduce  leg¬ 
islation,  including  whether  pri¬ 
vate  companies  should  be 
forced  to  make  year  2000 
remedies  or  file  progress  re¬ 
ports  with  government. 

LEGAL  ISSUES 

Members  said  they  will  examine 
the  need  for  legislation  to  allow 
programmers  to  work  on  vari¬ 
ous  software  programs  without 
breaking  copyright  rules.  They 
also  said  they  will  consider 
whether  to  indemnify  compa¬ 
nies  from  stockholder  lawsuits 
over  year  2000  problems. 

“The  committee  will  serve  as 
Year  2000,  page  44 


Sen.  Robert  Bennett's  year 
2000  panel  will  "serve  as  a 
central  clearing  point  of 
information" 
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Customer  service  pacts 
call  for  close  management 


►  Team  leader  should  be  link  to  outsourcer 


By  Julia  King 

as  more  companies  farm  out 
technical  support,  product  hot 
lines  and  other  kinds  of  cus¬ 
tomer  service,  information  sys¬ 
tems  departments  are  finding 
they  need  to  build 
technical  and  busi¬ 
ness  relationships 
with  customer  ser¬ 
vice  outsourcers. 

On  the  technical 
side,  one  common 
approach  is  for  IS 
and  the  outsourcer 
to  jointly  build 
interfaces  between 
their  systems. 

For  example,  soon  after  Taco 
Bell  outsourced  the  group  that 
fielded  inquiries  from  cus¬ 
tomers  to  Precision  Response 
Corp.  (PRC)  in  Miami,  the  two 
built  a  custom  PC-based  appli¬ 
cation  that  lets  the  outsourcer’s 
representatives  search  Taco 


Bell’s  product  databases. 

At  American  Express  Co., 
which  has  outsourced  payment 
processing,  billing  inquiries  and 
telemarketing  to  three  different 
providers,  the  IS  department 
helped  install  an  integrated 
voice-response  sys¬ 
tem  that  identifies 
different  types  of 
calls  and  then 
automatically  for¬ 
wards  them  to  the 
appropriate  out¬ 
sourcer. 

Regardless  of 
how  the  relation¬ 
ship  is  set  up 
experts  agree  that 
companies  on  both  sides  must 
dedicate  a  single  person  or  tear) 
to  manage  it. 

Equally  important  is  that  both 
parties  set  out  and  agree  to  veiy 
specific  performance  measure 
up  front,  said  Michael  Corbett 

Customer  service,  page  v 
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uses  distributed  data  marts 
and  lets  them  share  data  using 
the  industry-standard  Epicentre 
data  model. 

"Texaco  has  a  unique  advan¬ 
tage,”  Zeitlin  said.  “We’re  the 
only  company  with  this  3-D 


Texaco's  Michael  Zeitlin  observes  the  Visualization  Center 
application  that  earned  him  a  gold  award.  The  3-D  system 
has  saved  the  company  money  -  $40  million  in  one  project. 


SUMMARY:  Texaco  geologists 
used  to  view  cross-sections  of 
seismic  data  from  oil  fields  in 
two  dimensions  —  much  as  a 
physician  views  an  X  ray. 
Zeitlin’s  technology  lets  geolo¬ 
gists  take  a  virtual  walk-through 
of  an  oil  field  to  study  more 
closely  what’s  there. 

The  result:  “You  end  up  find¬ 
ing  hidden  pockets  of  oil  that 
were  overlooked,”  Zeitlin  said. 

The  3-D  analysis  has  also 
saved  big  bucks.  In  one  case, 
managers  using  previous  data 
analysis  methods  had  decided  to 
drill  a  new  well  in  a  particular 
location.  But  a  subsequent  3-D 
analysis  made  them  change 
their  minds  and  saved  the  com¬ 
pany  an  estimated  $40  million. 

A  unique  feature  of  the  3-D 
system  is  its  use  of  multiple 
asset  databases.  Early  in  the 
project,  Zeitlin  reject¬ 
ed  a  central  data 
warehouse  as  too 
expensive.  In¬ 
stead,  the  system 


ability,  so  we  can  advertise  [to 
other  oil  companies]  that  if  you 
want  to  find  more  oil,  partner 
with  Texaco.” 
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WINNER:  Robert  L.  Molino, 
former  executive  director  of  pro¬ 
curement 

ORGANIZATION:  Defense 

Logistics  Agency  (DLA),  Wash¬ 
ington 

PROJECT:  Applied  commer¬ 
cial  retailing  methods  and  set 
up  an  electronic-commerce  net¬ 
work  at  the  $12  billion  govern¬ 
ment  agency 

BUSINESS  VALUE:  Cut  costs 
by  $13.6  million  in  1995  alone 

SUMMARY:  Since  1995,  the 
agency  has  changed  virtually 
every  aspect  of  how  it  buys,  dis¬ 
tributes  and  gets  paid  for  the 
$12  billion  worth  of  food,  fuel, 
clothing  and  other  supplies  it 
disburses  to  the  military  each 
year. 

And  70%  of  the  agency’s  or¬ 
ders  now  are  handled  electroni- 


"[We]  had  inefficiencies 
associated  with  people 
doing  [just]  a  piece  of  the 
logistics  chain."  -  Robert 
Molino,  Defense  Logistics 


cally,  which  helps  it  deliver  or¬ 
ders  a  whole  lot  faster. 

For  example,  in  1995,  the 
DLA  had  to  support  a 
rapid  buildup  of  forces 
the  U.S.  sent  to  Kuwait 
in  response  to  moves 
by  Saddam  Hussein.  By 
electronically  sharing  or¬ 
der  data  among  several  pri¬ 
vate  uniform  manufacturers, 
the  DLA  was  able  to  deliver 
100,000  uniforms  to  Kuwait  in 
less  than  four  weeks.  Under  the 
old  process,  it  could  have  taken 
more  than  six  months,  Molino 
said. 

“I  personally  am  not  a  techni¬ 
cal  person,”  said  Molino,  who 
has  since  retired  from  the  DLA 
and  works  as  a  private  logistics 
consultant.  “But  integrated  lo¬ 
gistics  doesn’t  work  without  in¬ 
formation  technology.” 

Molino’s  biggest  challenge 
wasn’t  technical.  It  was  getting 
people  to  focus  on  serving  cus¬ 
tomers  rather  than  their  own 
small  role  in  the  supply  chain. 

“We  had  people  who  had 
spent  their  entire  careers  think¬ 
ing  about  what  location  a  partic¬ 
ular  repair  part  should  go  in,” 
Molino  said.  “You  had  a  lot  of 
inefficiencies  associated  with 
people  doing  a  piece  of  the  lo¬ 
gistics  chain  rather  than  the 
whole  chain.” 

To  overcome  those  nontech¬ 
nical  hurdles,  Molino  gave  four- 
hour  training  classes  on  elec¬ 
tronic  data  interchange  to  every 
person  involved  in  any  aspect  of 
the  supply  chain. 


why  reinvent  the  wheel?” 

Under  the  new  system,  recip¬ 
ients  get  a  magnetic-striped 
card  that  can  be  created  in  less 
than  two  minutes  at  benefits  of¬ 
fices  across  the  state.  Account 
data  is  electronically  transferred 
to  Milwaukee-based  Deluxe 
Data  Systems,  which  the 
state  has  contracted  to 
process  financial 
transactions. 


A  R 


WINNER:  Raymond  L.  Mc¬ 
Cabe,  special  assistant  to  the 
comptroller 

ORGANIZATION:  Common¬ 
wealth  of  Massachusetts,  Boston 
PROJECT:  Built  a  system  that 
lets  public  assistance  recipients 
use  ATM  machines  across  New 
England  to  access  benefits 
BUSINESS  VALUE:  Cut  bene¬ 
fits  distribution  costs  by  33% 
SUMMARY:  Operational  since 
October,  the  electronic  benefits 
transfer  system  saves  taxpayers 
$1.1  million  annually.  Much 
of  those  savings  comes  from 
using  commercial  bank  ATM 
machines  and  point-of-sale 
(POS)  terminals  in  stores. 

“Creating  a  separate  infra¬ 
structure  automatically  makes  it 
more  expensive  [and]  calls  at¬ 
tention  to  the  recipient,”  Mc¬ 
Cabe  explained.  “We  also  felt 
there  was  more  than  enough 
POS  and  ATM  coverage,  so 


As  more  programs  adopt  a 
common  standard,  pro¬ 
cessing  costs  should 
drop.  -  Raymond  McCabe, 
Commonwealth  of 
Massachusetts 

The  system  conforms  to  the 
same  technical  standards  banks 
use  to  share  information  to  let 
consumers  access  cash  using 
their  ATM  cards  in  different 
states. 

“Just  because  a  person  is  on 
an  entitlement  program  doesn’t 
mean  that  they  may  not  be  out 
of  state  visiting  a  sick  relative,” 
McCabe  said. 

As  more  benefits  pro¬ 
grams  adopt  the  com¬ 
mon  standard,  transac¬ 
tion  processing  costs 
should  drop,  McCabe 
said. 


A  R 


•It: 


telecommunications  market 

SUMMARY:  In  1995,  Kauser 
secretly  began  assembling  a 
team  of  software  engineers  to 
work  on  Project  Angel.  Its  goal: 
quickly  produce  a  wireless  tech¬ 
nology  that  would  help  the 
long-distance  carrier  become  a 
key  player  in  the  highly  compet¬ 
itive  market  for  local  telephone 
service. 

Kauser  put  together  a  team 
combining  product  design,  en¬ 
gineering,  manufacturing  and 
product  testing  —  all  working 
in  parallel  —  under  one  roof. 
The  team  used  computer-aided 
design  and  manufacturing  tools 
to  develop  prototypes  and  test 
components. 

One  of  Kauser’s  greatest  chal¬ 
lenges  was  convincing  talented 
engineers  and  programmers  to 
come  and  work  on  a  project 
without  knowing  in  advance 
what  it  was.  AWS  didn’t  acquire 
the  Federal  Communications 
Commission  radio  licenses  it 
needed  for  the  wireless  services 
until  long  after  the  project  was 
under  way.  If  Project  Angel  had 
become  public  knowledge,  the 
competition  could  have  bid  up 
the  price  of  radio  licenses  to  the 
point  that  AWS  couldn’t  afford 
to  start  the  service. 

"We  couldn’t  tell  them  what 
they  would  be  doing  until  after 
they  were  hired,”  Kauser  re¬ 
called.  “We’d  tell  them  it  was 
exciting  and  modern,  and  then 
only  after  they  signed  a  confi¬ 
dentiality  agreement,  we  could 
tell  them.” 

It  worked.  Two  years  later,  in 
February  1997,  AT&T  an¬ 
nounced  the  new  fixed  wireless 
technology  that  it  will  use  to 
provide  a  package  of  local 
phone  services  begin¬ 
ning  next  year. 
Among  other  things, 
AT&T  said  the  tech¬ 
nology  will  provide 


WINNER:  Nicholas  Kauser, 
executive  vice  president/chief 
technology  officer 

COMPANY:  AT&T  Wireless 
Services,  Inc.  (AWS),  Kirkland, 
Wash. 

PROJECT:  Developed  fixed 
wireless  technology  for  deliver¬ 
ing  local,  high-speed  digital 
communications  services 
BUSINESS  VALUE:  Launched 
AT&T  into  the  $80  billion  local 


"We  couldn't  tell 
them  what  they  would  be 
doing  until  after  they 
were  hired."  -  Nicholas 
Kauser,  AT&T  Wireless 
Services 

an  "anytime,  anywhere"  access 
to  customers  using  a  single 
handset  and  single  telephone 
number.  And  because  AT&T  de¬ 
veloped  the  technology  in- 
house,  it  doesn’t  have  to  worry 
about  competitors  buying  off- 
the-shelf  systems  and  jumping 
into  the  business  themselves, 
Kauser  said.  □ 
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Thinking  outside-the-box. 

ViewSonic®,  The  Display  Technology 
Company™,  has  once  again  delivered  the 
future.  This  time,  with  ViewPanel®,  a 
line  of  displays  that  completely  redefine 
the  concept  of  flexibility.  Using  up  to 
75%  less  desktop  space  than  a  standard 
CRT,  they  can  rotate  to  display  images 
in  both  portrait  and  landscape  modes* 

Outstanding  design. 

Standout  performance. 

Made  possible  by  ViewSonic’s  new  LCD 
ViewPanel  technology,  these  ergo¬ 
nomically  designed,  next  generation 
color  displays  elevate  form  and 
function  to  a  new  level. 

And  they’re  equally  capable  of 
elevating  the  status  of  those  who  own 
them.  With  eye-opening  1,024  x  768 
resolution,  ViewPanel  displays  are  an 
idea  as  bright  and  filled  with  promise 
as  the  21st  Century. 

And  they’re  here  today. 

For  the  ViewSonic  dealer  nearest  you,  call 
(800)  888-8583  and  ask  for  agent  code 
81229,  or  visit  us  at:  www.viewsonic.com. 
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Features 

VPA138 

VP140 

VPA145 

VPA150 

Actual  Viewable 

13.8' 

14.0' 

14.5' 

15.0' 

Panel  Type 

Active  Matrix 
TFT  w/LuCiO' 
Technology 

Active  Matrix 
TFT  w/LuCiD" 
Technology 

Active  Matrix 
TFT  w/LuCiO" 
Technology 

Active  Matrix 

TFT  w/luCiD" 
Technology 

Contrast  Ratio 

150:1 

120:1 

100:1 

150:1 

True  Resolution 

1,024x768 

(XGA) 

1,024x768 

(XGA) 

1,024x768 

(XGA) 

1,024x768 

(XGA) 

Landscape/Portrait  Modes 

Ves* 

Landscape 

Yes* 

Yes* 

OnView'  Controls 

Yes 

Yes 

Yes 

Yes 

ViewMatch"  Color 

Yes 

Yes 

Yes 

Yes 

Low  Emissions 

Yes 

Yes 

Yes 

Yes 

Built-in  Audio 

1.0  Watt  x  2 

No 

"  1.0  Watt  x  2 

1.0  Watt  x  2 

ViewSonic  PT813 
January  1998 


‘Utilizing  supplied  PerfectPortrait  software.  May  not  be  compatible  with  all  software. 


ViewSonic  VPA138 
April  1998 


ViewSonic  VI’ 140 
January  1998 


ViewSonic  VP140 
June  1998 


(909)  869-7976  Fax:  (909)  869-7958  •  Internet'  www.viewsonic.com  •  Specifications  subject  to  change  without  notice  •  Copyright  ©  1998,  ViewSonic  Corporation  •  All  rights  reserved  •  Corporate  names  and  trademarxs  are  the  property  ol  their  respective  companies 
'Compatible  with  most  PC  and  Macintosh  drivers. 
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a  central  clearing  point  of  information  as 
the  public  and  private  sector  work  to 
tackle  this  daunting  problem,”  said  Sen. 
Robert  Bennett  (R-Utah),  committee 
chairman. 

It  is  already  too  late  to  solve  the 


entire  problem,  Bennett  said,  though 
some  industry  officials  are  more  opti¬ 
mistic,  and  most  are  far  from  predicting 
catastrophe. 

The  private  sector  quickly  took  note  of 
the  committee’s  establishment.  “We’re 


very  aware  the  special  committee  might 
not  have  legislative  powers,  but  it  will 
have  tremendous  powers,”  said  Art 
Thomas,  chairman  of  year  2000  strate¬ 
gy  for  the  Securities  Industry  Association 
in  New  York.  Thomas  is  also  senior  vice 
president  of  global  operations  at  Merrill 
Lynch  &  Co.  in  New  York. 

Awareness  of  the  year  2000  problem 
among  banks  and  brokerages  is  “huge,” 
and  financial  companies  are  far  along  in 
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Staffing  woes 


Words  We  Live  By.  Words  You  Work  By. 


When  you  pick  up  a  copy  of  Computerworld,  you 
know  you're  getting  the  most  objective,  unbiased  news 
and  information  in  IS.  Our  code  of  ethics  guarantees  it. 

Why  do  we  make  such  a  big  deal  out  of  editorial 
integrity? 

Because  the  words  you  read  in  Computerworld  often 
have  a  dramatic  impact  on  your  business,  your  career, 
and  your  future. 

You  use  this  information  to  evaluate  new  products.  To 
get  a  candid  view  of  emerging  technologies.  To  find 
out  the  inside  story  on  corporate  strategies.  To  decide 
whether  to  jump  ship  or  stay  in  your  current  job.  To 
get  the  edge  on  your  competition. 

In  short,  Computerworld  is  filled  with  the  words 
IS  professionals  like  you  live  by. 


Week  in  and  week  out,  our  editors  and  reporters  call  it 
the  way  they  see  it  -  on  issues  ranging  from  network 
management  to  reengineering.  They  dig  deeply  to  bring 
you  the  most  accurate,  comprehensive  news  in  IS. 

It’s  no  wonder  over  152,000  IS  professionals  pay  to 
subscribe  to  Computerworld.  Shouldn’t  you?  Order 
today  and  you’ll  receive  51  information-packed  issues. 
Plus,  you’ll  get  our  special  bonus  publication,  The 
Premier  100,  an  annual  profile  of  the  leading  companies 
using  IS  technology. 

Call  us  toll-free  at  1-800-343-6474,  or  visit  us  on  the 
World  Wide  Web  at  http://www.computerworld.com. 

To  order  by  mail,  use  the  postage-paid  subscription 
card  bound  into  this  issue. 

You’ll  get  the  kind  of  straightforward,  impartial 
reporting  you  can  work  by.  You  have  our  word  on  it. 


making  fixes  and  working  with  data 
carriers  to  ensure  that  networks  will 
operate,  Thomas  said. 

INVESTMENT  CONCERNS 

But  awareness  isn’t  as  high  among  small 
businesses  and  consumers,  Thomas  and 
the  senators  said.  And  it  is  a  delicate 
matter,  considering  how  investors  react 
to  the  slightest  rumor. 

“We  don’t  need  to  scare  individuals 
unnecessarily,”  Thomas  said.  He  said  the 
financial  community  is  developing  con¬ 
tingency  plans  in  the  event  that  prob¬ 
lems  develop. 

The  vice  chairman  of  the  committee, 
Sen.  Christopher  Dodd  (D-Conn.),  said 
many  large  companies  in  the  U.S.  are 
“well  along”  in  solving  the  problem,  but 
he  added  that  problems  may  develop 
with  companies  abroad  and  small 
domestic  companies. 

The  committee  will  be  a  convenient 
contact  point  in  the  legislative  branch  for 
the  new  President’s  Council  on  Year 
2000  Conversion,  senators  said.  □ 


Customer  service 
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an  outsourcing  consultant  in  Pough¬ 
keepsie,  N.Y. 

“Call  response  times,  hold  times  and 
drop  rates  must  all  be  defined  contractu¬ 
ally.  So  does  how  payments  will  flow  to 
the  provider,”  Corbett  said.  The  founda¬ 
tion  for  any  successful  outsourcing 
arrangement  is  a  scorecard  on  which 
users  specify  in  an  objective  and  quan¬ 
tifiable  manner  how  they  will  measure 
the  success  of  the  relationship,  Corbett 
added. 

Looking  ahead,  Rick  Favro,  a  vice  pres¬ 
ident  at  MCI  Systemhouse,  Inc.  in 
Atlanta,  sees  customer  service  out¬ 
sourcers  playing  an  even  greater  role, 
particularly  in  the  area  of  identifying 
new  sales  opportunities. 

For  example,  in  a  recent  pilot  test  with 
a  large  financial  services  company,  MCI 
Systemhouse  discovered  that  customers 
who  called  several  times  in  the  same 
month  to  check  a  car  loan  balance  were 
typically  getting  ready  to  pay  off  the  loan. 

“More  and  more,  we’re  trying  to  put 
hooks  into  systems  to  capture  data  about 
events  as  they  happen,”  Favro  said. 

“That  way,  the  financial  institution 
could  call  up  their  customer  and  say 
they’re  preapproved  for  an  even  bigger 
new  loan,”  he  said.  □ 


ANN  JAL 


Best  Places 


COMPUTERWORLD 

The  Newsweekly  for  Information  Technology  Leaders 


will  be  featured  in 

COMPUTERWORLD 

May  25  in  print  and  on  the  web 
Deadline:  May  21  at  3pm 


1-800-343-6474,  xsooo 


At  one  time,  engineers  worked  in  idyllic  corporate  Edens  (left  alone  to  “do  their  thing").  Today  they  have  to  integrate 


with  the  rest  of  the  company.  And  the  rest  of  the  world.  Sharing  applications. 


Accessing  data.  And  forwarding  jokes  to  Al  in  accounting.  (Hey,  it’s  the  network 


age,  remember?)  That’s  why  Sun  makes  powerful  workstations  that  run  everything  from  technical  apps  to  office 


microsystems 


productivity  suites  to  enterprise-class  applications.  All  fully  compatible  with  Sun™  backroom  servers  and  open  network 


storage.  After  all,  no  part  of  your  network  should  be  an  island,  either.  For  more  information,  call  800-SUN-FIND  for  a 


Sun  reseller  or  representative  near  you.  Or  visit  our  Web  site  at  sun.com/isl/cpw.  THE  NETWORK  IS  THE  COMPUTER. ' 

IS  AN  ISLAND. 


01998  Sun  Microsystems.  Inc.  All  rights  reserved.  Sun.  Sun  Microsystems,  the  Sun  Logo  and  The  Network  Is  The  Computer  are  trademarks  or  registered  trademarks  ot  Sun  Microsystems.  Inc.  in  the  United  States  and  cttsrr  countries. 


D  siTAL  and  selected  partners  are  building  the 


nly  UNIX®  that  Intel®  IA-64  will  ever  need 


It  w  ill  be  based  on  Digital's  current  64-bit 


1  \  IX,  tlie  only  one  that  today  is  fully 


mature,  with  thousands  of  applications 


and  millions  of  users.  No  one  knows 


both  64-bit  and  L  INUX  like  we  do.  making 


Digital  vour  clear 


IX  choice  for  Alpha 


p  c  r  fo  r  m  a  nee  lea  p  s  and 


costs,  up  front 


i n cl  down  the  road.  Thanks  to  proven 


l  MX  technology  from 


TANDEM 

the  combined  expertise  of  a  Compaq  company 


Digital.  Sequent,  Tandem  and  others 
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Electronic  Commerce  ♦  The  World  Wide  Web  ♦  Intranets 


Businesses  with  a 
Web  site  or  intranet 

U.S.  23% 

Asia/Pacific  8.7% 

Western  Europe  5.9% 


Source:  International  Data  Corp.,  Framingham, 
Mass. 

Banner  buying 

Several  major  retailers  have 
begun  testing  technology 
from  Narrative  Communica¬ 
tions  Corp.  in  Waltham, 
Mass.,  that  lets  consumers 
purchase  products  directly 
from  World  Wide  Web  banner 
ads.  Narrative’s  Enliven/ 
Impulse  can  conduct  secure 
credit-card  transactions  with¬ 
in  an  ad,  so  consumers  don’t 
need  to  go  from  the  site  they 
are  viewing  to  the  advertiser’s 
own  page.  Eddie  Bauer,  Inc., 
Codiva  Chocolatier  and  i- 
8©o-Fiowers,  Inc.  said  they 
are  trying  the  ads. 

Quashing  Web  surfing 

A  software  maker  that  lets 
parents  control  what  their 
kids  see  on  the  Web  has 
come  out  with  a  version  for 
corporate  information  sys¬ 
tems.  Surfwatch  Professional 
Edition,  from  SurfWatch  Soft¬ 
ware  in  Los  Altos,  Calif.,  of¬ 
fers  different  levels  of  filter¬ 
ing,  including  by  time  and 
day.  It  also  has  customised 
permissions  fer  individuals  or 
departments.  Pricing  starts  at 
$995  for  a  50-user  license. 

Expenses,  travel  online 

Ariba  Technologies,  Inc.  in 
Sunnyvale,  Calif.,  last  week 
said  Release  5.0  of  its  name¬ 
sake  Internet-based  procure¬ 
ment  software  will  add  travel 
and  expense  management  ca¬ 
pabilities  when  the  product 
ships  in  September.  Business 
travelers  will  be  able  to  auto¬ 
matically  download  expenses 
from  their  corporate  credit 
cards  and  submit  their  re¬ 
ports  online,  Ariba  said.  Ap¬ 
proved  expense  reports  then 
will  be  passed  to  payables  or 
payroll  systems  for  reim¬ 
bursement  or  payments. 


Know 

►  Web-based  tools 
track  customers  and 
reduce  service  costs 

By  Kim  Girard 


TO  CUT  MANAGEMENT  COStS  and 
enhance  relationships  with  their 
business  partners,  some  users 
are  nudging  customer  manage¬ 
ment  functions  over  to  the  Web. 

In  forming  their  new  strategy, 
users  said  true  World  Wide 
Web-based  customer  informa¬ 
tion  systems  offer  advantages 
that  can’t  be  beat,  including  eas¬ 
ier  user  training,  less  expensive 
support,  faster  upgrade  rollouts 
and  better  information  sharing 
with  channel  partners  and  dis¬ 
tributors. 

Aberdeen  Group,  Inc.,  a  con¬ 
sultancy  in  Boston,  reports  that 
the  customer  information  sys¬ 
tems  market  grew  to  $650  mil¬ 
lion  in  1996  and  will  continue 
to  expand  as  more  companies 
automate  their  sales  forces. 

Honeywell,  Inc.’s  Home  and 


*tners 


Honeywell’s  Mike  Palmer  says  that  with  the  company's  Web 
applications,  salespeople  “don't  have  to  go  through  five 
steps  to  do  their  job" 


Building  Control  division  is  test¬ 
ing  Atlanta-based  Firstwave  Tech¬ 
nologies,  Inc.’s  Netgain  oppor¬ 


tunity  management  tool  with 
225  users.  Mike  Palmer,  a  man¬ 
ager  of  technology-enabled  sell¬ 


ing  at  Honeywell,  said  he  ex¬ 
pects  Netgain  to  cut  service  and 
maintenance  costs  within  the 
division  by  20%.  The  unit  sells 
and  services  air-conditioning, 
ventilating,  heating  and  security 
systems. 

Honeywell  uses  client/server 
customer  information  software 
throughout  the  company,  but 
Palmer  decided  to  test  new  Web 
applications  at  the  Freeport,  111.- 
based  division  partly  because  of 
its  need  to  share  information 
with  hundreds  of  partners. 

“With  a  Web  solution,  I  say, 
‘You  have  a  browser  —  you  can 
get  on  with  the  program.’  We 
don’t  care  if  they’re  running 
Windows  95  or  NT,”  said 
Palmer,  a  former  salesman 
turned  information  systems 
manager. 

Honeywell,  which  uses  Ora¬ 
cle  Corp.’s  enterprise  resource 
planning  system  for  its  back- 
office  financial  applications, 
hasn’t  ruled  out  Oracle’s  front- 
office  offerings.  Palmer  said. 

Sales  forces,  page  48 


Netscape,  Excite  agree  on  search  engine 


JAVA 

Sun  talks 

about 

changes 

Jonathan  Schwartz  is  the  new 
director  of  product  marketing  at 
Sun  Microsystems,  Inc.’s  Java  soft¬ 
ware  division  (formerly  JavaSoft). 
Schwartz  joined  the  company 
when  Sun  acquired  his  Lighthouse 
Design  firm  in  July  1 996.  Senior 
editor  Carol  Sliwa  caught  up  with 
Schwartz  after  Sun  announced  its 
reorganization  plans,  separating 
the  embedded  systems /consumer 
device  product  division  from  the 
Java  software  group. 

CW:  What  changes  can  java 
licensees  expect  to  see? 

SCHWARTZ:  I  think  in  gener¬ 
al  the  changes  are  much  more 
to  do  [with]  focus  and  making 
sure  that  we’re  delivering  stable, 
Java,  page  49 


By  Sharon  Machlis 

as  part  of  its  effort  to  be¬ 
come  a  major  player  in  the  hot 
Web  “portal”  arena,  Netscape 
Communications  Corp.  has 
joined  with  Excite,  Inc.  in  a  two- 
year  deal  worth  at  least  $70  mil¬ 
lion.  The  move  is  aimed  at 
combining  some  of  the  adver¬ 
tising  power  of  the  Internet’s 
second  and  third  most  popular 
sites. 

“One-stop  shopping  is  going 
to  be  pretty  attractive,”  said 
Patrick  Keane,  an  analyst  at 
Jupiter  Communications,  Inc. 
in  New  York.  He  added  that  the 
Netscape  site  will  be  more  at¬ 
tractive  for  World  Wide  Web  ad¬ 
vertisers. 

NEW  CHANNELS 

Under  the  agreement.  Excite 
will  develop  a  search  engine  for 
Netscape  and  create  content  for 
some  new  Netscape  channels 
such  as  Shopping  and  Arts  & 
Leisure.  The  channels  deliver 
information  to  users’  desktops 


when  they  subscribe. 

And  Excite  will  sell  all  adver¬ 
tisements  for  the  joint  channels 
and  the  new  “Netscape  powered 
by  Excite”  search  engine;  rev¬ 
enue  will  be  shared  between  the 
two  companies.  Currently,  In¬ 
ternet  searches  on  Netscape’s 
site  rotate  among  several  exter¬ 
nal  partners. 

It  is  unclear  if  ad  rates  and 
partnerships  will  change  follow¬ 
ing  the  deal.  Excite  CEO  and 


President  George  Bell  said  new 
rate  cards  haven’t  been  set,  but 
he  added,  “You  don’t  have  to 
extend  your  imagination  very 
far  . . .  [to  see]  the  increased  val¬ 
ue  of  Netscape  and  Excite  to¬ 
gether.”  The  agreement  begins 
June  1. 

Major  sites  hold  increasing 
clout  on  the  Web.  Despite  the 
tens  of  thousands  of  sites 
springing  up  across  the  ’net, 

Netscape/Excite,  page  48 


KEY  POINTS  OF  THE  DEAL 


►  Excite  pays  Netscape  a  guaranteed  $70M 

►  Netscape  guarantees  Excite  certain  page-view  traffic 
levels 

►  Excite  will  create  a  "Netscape  powered  by  Excite" 
search  engine,  as  well  as  content  for  some  Netcenter 
channels 

►  The  Netscape  search  engine  receives  25%  of  all 
search  traffic  from  Netscape.com  in  the  deal’s  first 
year  and  50%  in  the  second  year.  Excite’s  search  en¬ 
gine  gets  25%  both  years 

►  Excite  will  sell  ads  on  the  joint  channels  and  Netscape 
search  engine 
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the  top  50  sites  take  in  83%  of  all  ad  rev¬ 
enue,  said  Randy  Kilgore,  advertising 
director  at  the  Wall  Street  Journal  Interac¬ 
tive  Edition. 

Netscape  had  the  second  most  popular 
site  on  the  Web  in  March,  according  to 
figures  from  RelevantKnowledge,  Inc.  in 
Atlanta;  Excite  was  third.  (Yahoo,  Inc. 
was  first.) 

But  the  challenge  for  Netscape,  as  for 
the  Web’s  major  search  engines,  has 
been  to  turn  those  consumer  “eyeballs” 
into  greater  ad  revenue.  That  is  why  so 
many  sites  are  keen  to  turn  into  portals, 
which  offer  a  wide  range  of  information 
and  services  to  become  a  user’s  starting 
place  on  the  Web.  Microsoft  Corp.  is  ru¬ 
mored  to  roll  out  its  own  portal  next 
month. 

“The  problem  is  the  [Netscape]  Web 
site  has  a  lot  of  traffic,  but  it’s  mostly  in¬ 
voluntary  traffic,”  said  Mike  West,  an  an¬ 
alyst  at  Gartner  Group,  Inc.  in  San  Jose, 
Calif.  “They  want  more  people  to  go 
there  deliberately,  for  content  and  other 
reasons.”  Netscape’s  browser  often  is 
configured  to  default  to  the  company’s 
site  when  first  installed. 


Netscape  has  been  working  to  boost  its 
offerings  at  Netcenter,  a  content  area  that 
includes  news,  commerce  and  commu¬ 
nity  features.  The  company  recently  an¬ 
nounced  a  free  E-mail  service,  among 
other  attractions. 

The  search  engines  also  have  been 
adding  content.  Excite,  for  example  re¬ 
designed  its  entire  opening  page  to  let 
visitors  create  their  own  personalized 


But  the  company  is  working  with  First- 
wave  because  it  moved  quickly  to  release 
a  Web-based  product  for  midsize  corpo¬ 
rations  and  divisions  of  some  larger  For¬ 
tune  500  companies. 

Palmer  said  the  Web  better  suits  sales¬ 
people’s  work  style  because  it  doesn’t  tie 
them  to  rigid  software.  Also,  it  lets  them 
easily  gather  up-to-date  information 
about  competitors  and  clients. 

“Before,  when  we  built  a  system  to 
manage  opportunity,  we’d  build  one  sys- 


news  and  entertainment  guides.  People 
who  use  the  customization  features  re¬ 
turn  five  times  more  frequently  than  oth¬ 
ers,  Excite  officials  said. 

In  fact,  searches  now  represent  just 
40%  of  Excite’s  daily  traffic,  down  from 
95%  less  than  two  years  ago. 

It  is  still  unclear  exactly  how  Excite 
will  leverage  Netscape’s  traffic  to  boost 
its  own,  said  Jill  Frankie,  an  analyst  at 


tern  and  give  it  to  x  number  of  sales¬ 
people  and  ask  them  to  act  and  talk  and 
walk  the  same  way  using  it,”  Palmer 
said.  Now,  “they  don’t  have  to  go  through 
five  steps  to  do  their  job.” 

TESTING  NEW  SOFTWARE 

Pennsylvania  Power  &  Light  in  Allen¬ 
town,  Pa.,  is  also  considering  Web-based 
software,  Aurum  Software’s  Web-based 
FrontOffice  system,  said  product  manag¬ 
er  James  Evans.  The  utility’s  sales  force 


International  Data  Corp.  in  New  York.  “I 
think  it’s  a  very  good  deal  for  Netscape 
and  also  for  Excite.  .  .  .  But  will  there  be 
dilution  between  the  two  portals  and 
hubs?” 

“In  some  senses,  we  will  compete  with 
each  other.  In  other  ways,  we  will  need 
each  other,”  Bell  said  last  week  at  a  press 
conference. 

Excite,  in  Redwood  City,  Calif.,  will  pay 
Netscape  a  guaranteed  $70  million  over 
two  years.  In  return,  Netscape  will  guar¬ 
antee  Excite  a  certain  level  of  page-view 
traffic.  □ 

Staff  writer  Tom  Diederich  contributed 
to  this  report. 


now  uses  Aurum’s  SalesTrak  software  to 
track  customer’s  utility  needs,  forecast 
sales  and  do  team  selling.  The  utility 
plans  to  begin  testing  Aurum’s  Web- 
based  FrontOffice  components  in  the  fall 
for  its  125  mobile  users. 

“The  big  plus  is  in  the  support  area," 
Evans  said.  “Now  we  send  [upgrades  by] 
E-mail  so  they  can  install  new  software. 
[But]  we  don’t  know  that  they’ve  done  it.” 
Web-based  upgrades  will  simplify  the 
process  for  everyone,  he  said.  □ 


Sales  forces  benefit  from  Web-based  tools 
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The  HP  NetServer  LXr  Pro8  with  Intel®  Pentium®  Pro  processors  running  the  Enterprise  Editions 
of  Microsoft®  Windows  NT® Server  and  SQL  Server  is  not  only  more  powerful,  it's  less  expensive. 
It  can  perform  40%  mor  tr  sactions  per  minute  and  osts  40%  less  per  transaction 
than  Sun's  Ultra  Enterprise  450  Workgroup  Server™  running  Solaris"  while  supporting  your 
enterprise  mission-critical  environments.  Windows  NT  has  all  the  application  services  you 
need  built  in,  like  a  transaction-processing  mo  itor  and  a  fully  featured  Web  server.  A 
HP  brings  you  the  best  service  and  support  in  the  industry.  All  at  a  lower  cost  per  transaction 
for  performance  you  just  can't  outrun.  For  info:  www.microsoft.com/backoffice/hp_ms. 
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Java  marketer  discusses  reorganization 


NEW 

PRODUCTS 
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performing]  platforms  to  licensees. 

CW:  How  much  pressure  do  you  feel 
from  Microsoft,  which  keeps  coming  out 
with  shortcuts? 

SCHWARTZ:  The  pressure  we  feel  is 
much  more  from  customers  than  it  is 
from  Microsoft.  What 
we’ve  heard  from  cus¬ 
tomers  time  and  again  is 
that  they  see  an  enor¬ 
mous  amount  of  value 
in  the  preservation  of 
their  existing  IT  assets, 
as  well  as  the  evolution 
of  new  systems  that  are 
freed  from  any  propri¬ 
etary  underlying  operat¬ 
ing  system.  So  we  feel  constant  pressure 
from  them  to  deliver  upon  “write  once, 
run  anywhere.” 

CW:  Is  the  notion  of  cross-platform  on 
the  client  side  really  dead,  as  some 
observers  have  said?  Is  server-side  Java 
where  you’re  going  to  concentrate  your 
efforts? 

SCHWARTZ:  I  think  1998  and  1999 
will  begin  to  show  the  fruits  of  what  an 


alternative  platform  can  be.  It’s  tough 
when  you’re  in  an  environment  where 
97%  of  the  desktops  are  owned  by  a 
monopoly  to  suggest  that  write  once,  run 
anywhere  on  the  client  really  means  any¬ 
thing  other  than  “write  once,  run  on  a 
Microsoft  Windows  box.”  But  I  think  as 
alternative  platforms 
evolve,  the  definition  of 
“anywhere”  really  takes 
on  a  different  character, 
especially  when  that 
anywhere  is  no  longer 
just  what  is  run  on  a 
desktop  for  the  user,  but 
what  is  run  on  a  kiosk, 
what  is  run  in  a  hotel 
room,  what’s  run  in  a 
set-top  box,  what’s  run  in  your  kitchen. 

CW:  Can  you  envision  where  you  think 
Java  will  be  a  year  from  now? 

SCHWARTZ:  I  think  you’ll  see  move¬ 
ment  on  four  fronts.  One,  I  think  that 
you’ll  see  the  next  release  of  the  [Java 
Development  Kit],  1.2  —  and  it  may  be 
renamed  —  will  have  stabilized  to  the 
point  where  from  a  functionality  per¬ 
spective  it’ll  be  as  mature  as  if  not  supe¬ 


rior  to  all  the  other  desktop  environ¬ 
ments  around.  It  really  provides  enter¬ 
prises  with  an  alternative  platform  for 
the  delivery  of  network  stable  apps. 

Secondly  I  think  you’ll  see  Sun  as  a 
company  being  a  lot  more  focused 
around  the  delivery  of  and  the  evolu¬ 
tion  of  platform-independent  systems. 
Java  will  really  begin  to  catch  some  mo¬ 
mentum  in  the  smaller  spaces,  both 
smart  cards  and  embedded  and  personal 
devices. 

Thirdly,  I  think  you’ll  begin  to  see 
the  absorption,  if  not  establishment,  of 
the  enterprise  side  of  Java  really  be¬ 
ginning  to  take  hold  with  our  partners. 
The  amount  of  momentum  around  the 
Enterprise  JavaBean  spec  has  really 
been  surprising  to  me.  It’s  been  very 
successful. 

And  fourthly,  I  think  we’ll  really  begin 
to  see  in  this  fiscal  year  and  in  the  com¬ 
ing  calendar  year  the  large-scale  deploy¬ 
ment  of  enterprise  custom  applications 
really  begin  to  leverage  the  network  in 
all  of  its  forms  —  not  just  that  which 
attaches  a  server  to  client  but  that  which 
attaches  customer  to  infrastructure  and 
customer  to  customer.  □ 


INTERNET  iMAGE,  INC.  has  announced 
Version  1.0  of  TargetLink,  a  Java- 
based  software  distribution  applica¬ 
tion.  The  application  uses  a  TCP/IP 
transport  layer  to  move  content  to 
networked  clients  using  the  Inter¬ 
net.  It  can  target  Windows,  Unix, 
Macintosh  or  network  computer 
clients.  Agents  create  two-way  links 
between  senders  and  recipients,  so 
it  can  monitor  information  delivery, 
track  client  requests  and  keep  client 
profile  records  in  the  server. 

A  100-seat  server  costs  $6,000. 
Internet  Image 
(51°)  739-2020 
www.internetimage.com 

ADOBE  SYSTEMS,  INC.  has  announced 
ImageReady  1.0,  image  processing 
software  that  tests  graphics  for 
World  Wide  Web  site  design.  The 
software  tells  users  how  a  graphic 
will  appear  on  the  Web,  its  file  size 
and  its  download  time. 

ImageReady  costs  $299. 

Adobe  Systems 
(650)  961-4400 
www.adobe.com 


"I  think  you'll  see  Sun 
as  a  company  being  a 
lot  more  focused  around 
the  delivery  of  and  the 
evolution  of  platform- 
independent  systems." 

Jonathan  Schwartz, 
Sun  Microsystems 
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Above  and  beyond  the 
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The  Total  Solution  to  Rapid  R/3  Implementation  A 

_ _ _ _ _ _ _ _ _ / 


Among  the  many  options  you  have  in  choosing  a  partner  for  the  successful  implementation  of  your 
R/3  investment,  Softline  is  a  choice  of  a  clearly  different  nature.  We  have  successfully  packaged  the  elements 
of  skill,  experience,  industry  knowledge  and  implementation  methodology  into  one  unique  Total  Solution, 
resulting  in  faster,  more  efficient  and  cost-effective  R/3  implementations.  -  Our  highly  skilled  team  of  over 
200  consultants  is  well-versed  in  specific  industry  segments  and  brings  to  the  job  a  wealth  of  experience  and 
expertise  in  Project  Management,  Application  and  Technical  areas.  -  A  state-of-the-art  Solution  Center  can 
RapidStart  your  R/3  implementation,  with  a  Help  Desk  providing  ongoing  custom  support.  Softline  s 
Total  Solution  is  rounded  out  by  Value-Added  Products  and  Services,  such  as  SecurityWizard,  our  end-to- 
end  security  solution,  and  our  Internet  Group,  dedicated  to  web-enable  your  enterprise  in  a  wide  range  of 
areas.  When  agility,  precision  and  innovation  matter  most,  Softline  is  a  choice  that  clearly  stands  apart.  Call 
us  at  408.467.8900  or  visit  us  on  the  Internet  at  www.softline-us.com. 

0  SOFT  LINE ,« 


5585513 


SAP  National 

Implementation 

Partner 


...the  Total  Solution 


SAP.  R/3  and  AcceleratedSAP  are  trademarks  and  registered  trademarks  ol  SAP  AG.  SecurityWizard  is  a  trademark  of  Softline,  Inc. 
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LOW  ROUTE 


This  year,  for  the  first 
time,  users  are  expected 
to  spend  more  for  low-end 
routers  than  for  high-end 
routers.  The  average  rev¬ 
enue  growth  rate  for  low- 
end  routers  from  last  year 
to  2001  is  predicted  to  be 
a  healthy  24%  per  year. 

Source:  The  Dell’Oro  Group,  Portola  Valley,  Calif. 

tow-cost  switching 

3Com  Corp.  announced  at 
Networld/lnterop  '98  last 
week  in  Las  Vegas  a  low-cost 
Layer  3  switch  designed  to  ex¬ 
tend  switch-based  routing  to 
the  masses.  The  SuperStack 
3800  provides  routing  at  up 
to  5  million  packet/sec.  on 
top  of  its  LAN  switching 
duties.  The  switch  costs  $399 
per  port  The  system  has  24 
ioM/iooM  bit/sec.  ports  and 
one  Gigabit  Ethernet  port  It 
will  ship  this  month. 

Pager  access  to  mail 

Lotus  Development  Corp.  is 
shipping  the  Lotus  Pager 
Gateway  2.02,  software  for 
accessing  Notes  mailboxes 
using  pagers  and  cellular 
phones.  The  upgrade  in¬ 
cludes  Wireless  Domino  Ac¬ 
cess,  software  for  accessing 
Notes  mailboxes  from  tele¬ 
phones  over  wireless  IP  net¬ 
works.  It  costs  $3,058. 

Lucent  buys  Yurie 

Lucent  Technologies  in  War¬ 
ren,  N.J.,  recently  said  it  will 
spend  about  $1  billion  in  cash 
for  Yurie  Systems,  Inc.  in  Lan- 
dover,  Md.  Yurie  makes  Asyn¬ 
chronous  Transfer  Mode  ac¬ 
cess  products  for  funneling 
voice,  data  and  video  traffic 
over  wide-area  networks. 
Yurie  CEO  jeong  Kim  will  join 
Lucent  as  president  of  carrier 
networks. 


2000 


$9.2B* 


*  Projected 


Source:  Marketing  Technology  Group. 
Amherst.  N.H. 
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SUPPORT  ISSUES 

CA  to  create 
own  service 
division 

By  Patrick  Dryden 


computer  associates  Interna¬ 
tional,  Inc.  tried  to  buy  itself  a 
global  technology  services 
provider,  but  that  didn’t  work. 
So  now  it  will  attempt  to  build 
its  own. 

CA  previously  tried  to  buy  its 
way  into  the  services  market  by 
pursuing  Computer  Sciences 
Corp.  (CSC),  which  rebuffed  its 
overtures.  Then,  news  that  CA 
was  back  on  the  acquisition 
path  may  have  triggered  Wang 
Global,  a  $3  billion  service 
provider  with  headquarters  in 
Billerica,  Mass.,  to  adopt  a 
shareholders  rights  plan  May  1 
to  blunt  takeovers,  analysts  said. 

Now,  the  goal  is  to  hire  2,000 
more  support  specialists,  ac¬ 
quire  smaller  systems  integra¬ 
tors  in  key  global  markets  and 
reap  $1  billion  in  service  rev¬ 
enue.  Those  were  among  the 
promises  made  by  Charles 
Wang,  CA  chairman  and  CEO, 
to  25,000  users,  partners  and 
staff  at  the  recent  CA-World  ’98 
conference. 

“We  will  grow  organically  and 
acquire  strategically,”  he  said. 

Wang  joked  that  the  growth 
plan  is  “Plan  B  after  the  CSC 
acquisition  didn’t  work  out.” 

CA  announces,  page  52 


'net  helps  wither 
winery  phone  cost 


Robert  Mondavi's 
Mike  Davis: 

The  winery's 
move  to  a  virtual 
network  "was  a 
dollars-and-cents 
decision" 


By  Bob  Wallace 


even  robert  mondavi  Winery’s 
most  expensive  bottle  of  wine 
costs  less  than  what  its  field 
salesman  in  Thailand  was  pay¬ 
ing  to  check  his  E-mail  and 
product  sales  data. 

The  Mondavi  worker  was 
running  up  a  $2,000  monthly 
telephone  bill  in  international 
calls  to  the  winery’s 
Napa,  Calif.,  headquar¬ 
ters.  He  now  pays  only 
$100  per  month  to  ac¬ 
cess  the  Internet. 

Winery  employees  are  raising 
a  glass  to  the  answer  to  the 
high-priced  phone  bill:  a  virtual 
private  network  (VPN)  that  sup¬ 
ports  remote  workers. 

“It  was  a  dollars-and-cents  de¬ 
cision  to  go  with  a  VPN  because 
we  have  remote  employees 
logged  on  for  long  periods  of 
time  from  places  like  hotels,” 
said  Mike  Davis,  director  of  in¬ 
formation  systems  at  the  win¬ 


ery.  The  virtual  network  sup¬ 
ports  roughly  100  mobile  users. 

With  a  virtual  network,  which 
sends  data  over  the  Internet 
protected  by  encryption  or 
other  security,  Mondavi  found 
that  it  didn’t  have  to  worry 
about  line  quality.  It  could  also 
let  employees  stay  connected  as 
long  as  they  needed  and  get  bet¬ 
ter  throughput.  The  winery 
hasn’t  determined  total 
REMOTE  savings. 

ACCESS  A  virtual  network 
perform  better 


can 

than  international  phone  lines, 
even  if  the  same-speed  modem 
is  used.  “You  can  never  get 
28. 8K  bit/sec.  on  an  interna¬ 
tional  line;  you  can  when  you’re 
dialing  a  local  [point  of  pres¬ 
ence],”  Davis  said. 

“Users  can  save  up  to  28%  by 
outsourcing  remote  access  to 
things  like  VPNs,”  said  Kitty 
Weldon,  a  senior  analyst  at  The 
Yankee  Group,  a  Boston  con¬ 
sulting  and  research  firm.  “But 


if  you  don’t  already  have  securi¬ 
ty  products,  the  savings  will  be 
a  little  less.” 

Most  companies  that  use  vir¬ 
tual  networks  for  remote  access 
applications  launched  them 
within  the  past  six  to  eight 
months,  she  said. 

But  Mondavi’s  virtual  net¬ 
working  effort  began  roughly  a 
year  ago. 

Phone  bills  were  manageable 
when  remote  workers  were  dial¬ 
ing  in  to  the  winery’s  Microsoft 
Winery,  page  52 


Central  E-mail  server  tempts  users 


►  Netscape  announces  high-volume 
E-mail  server,  for  release  this  year 

By  Barb  Cole-Gomolski 


blair  dill,  manager  of  messaging  and  collabora¬ 
tion  at  The  Sabre  Group,  Inc.  in  Fort  Worth, 
Texas,  found  some  appeal  in  Netscape  Communi¬ 
cations  Corp.’s  recent  promise  that  it  can  save 
users  money  by  concentrating  more  E-mail  users 
on  one  server. 

“If  you  can  centralize  E-mail,  you  can  reduce 
your  administrative  costs,”  Dill  said.  Netscape 
previewed  its  new  E-mail  server,  code-named 
Troopers  ISP,  at  last  month’s  Electronic  Messag¬ 
ing  Association  ’98  conference  in  Anaheim,  Calif. 

CENTRAL  SERVER 

The  product  is  scheduled  to  ship  by  year's  end.  It 
was  designed  as  a  scalable,  centralized  corporate 
E-mail  server  based  on  the  Internet  Message  Ac¬ 
cess  Protocol  4,  which  gives  users  more  flexibility 
in  the  way  they  download  and  store  mail  than  the  jjj 
current  Post  Office  Protocol  specification. 

Netscape  executives  said  the  server  will  be  able  ? 

Netscape,  page  52  l 


►  Virtual  net  links  remote  Mondavi  workers  cheaply 
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Netscape  takes  new  E-mail  tack 
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CA  announces  plans 
to  form  services  division 


to  support  an  almost  unlimited 
number  of  users. 

Sabre  already  uses  some 
Netscape  Messaging  Servers  for 
users  who  want  native  IP  sup¬ 
port.  But  most  of  its  users  are 
on  Lotus  Notes  and  Microsoft 
Mail,  both  of  which  support  IP 
by  layering  support  for  it  on 
proprietary  protocols. 

To  date,  Netscape’s  E-mail 
strategy  has  been  to  play  up  its 
support  for  IP  standards,  which 
the  company  said  result  in  low¬ 
er  administrative  costs. 

“Netscape  is  now  ready  to 
be  considered  by  big  cus¬ 
tomers,  so  the  fur  is 

really  going  to  fly.” 

-  Nina  Lytton, 

Open  Systems  Advisors 

US  West  Communications, 
Inc.,  on  the  other  hand,  has 
about  15,000  users  on 
Netscape’s  E-mail  and  can  sup¬ 
port  thousands  of  users  on  a 
server  now,  said  Barbara  Bauer, 
senior  director  at  US  West  in 
Denver. 

“If  [Troopers  ISP]  lets  us 
consolidate  [E-mail]  servers, 
one  less  box  is  always  better,” 


Bauer  said. 

The  downside  of  a  centralized 
server  based  on  IP  standards  is 
that  users  may  have  to  sacrifice 
client  functionality  such  as  inte¬ 
grated  calendars  and  contact 
managers,  Dill  said. 

FOLLOW  THE  LEADERS 

“[Internet  service  providers] 
are  the  only  ones  with  rock- 
solid  E-mail,  so  let’s  follow  their 
lead,”  said  Jason  Erickson, 
associate  consultant  at  Quality 
Consulting  Services,  Inc.  in 
McLean,  Va. 

Internet  providers  often  sup¬ 
port  thousands  or  hundreds  of 
thousands  of  users,  and  their 
uptime  generally  is  pretty  good, 
Erickson  said. 

He  said  Netscape  is  a  logical 
choice  for  companies  looking 
for  Internet  provider-quality  E- 
mail  because  “they  most  closely 
follow  the  IP  standards.” 

Users  are  intrigued  by 
Netscape’s  latest  E-mail  offer¬ 
ing,  but  analysts  are  quick  to 
point  out  that  few  users  so  far 
have  picked  Netscape  as  their 
core  messaging  vendor. 

At  the  end  of  last  year, 
Netscape  had  about  2  million 
E-mail  seats,  or  about  8%  of  the 
market. 

“A  lot  of  my  corporate  clients 
just  aren’t  interested  [in 
Netscape  for  messaging]  any- 


Winery  withers  costs 
with  virtual  network 
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Mail  system.  But  that  changed 
when  the  firm  installed  the 
more  capable  Microsoft  Ex¬ 
change  and  more  sales  tools. 

“People  began  using  Ex¬ 
change  to  send  E-mail  with  at¬ 
tachments  and  presentations 
back  and  forth,”  Davis  recalled. 
“That  exploded  their  online  con¬ 
nection  times.” 

Because  toll-free  numbers 
were  deemed  too  expensive  and 
had  uneven  line  quality,  Davis 
had  the  remote  users  with  Win¬ 
dows  95  laptops  and  VPN  en¬ 
cryption  software  use  IBM’s 
Global  Network  to  reach  a 
Check  Point  Software  Technolo¬ 
gies  Ltd.  firewall  in  Napa 
through  the  Internet. 

Before  implementing  the 
VPN,  Davis  tested  Check 
Point’s  encryption  client  soft¬ 
ware  in  the  company’s  laborato¬ 
ry  and  didn’t  encounter  prob¬ 


lems.  Davis  then  set  up  a  VPN 
pilot  test  with  six  remote  users; 
testing  ran  for  three  months 
and  the  results  convinced  him 
the  plan  was  sound. 

"The  business  benefit  is  that 
the  VPN  gave  us  quicker  and 
easier  access  to  information 
such  as  inventory  figures  and 
shipment  data  that  we  need  to 
be  more  effective  in  field  sales,” 
said  Jim  Oliver,  vice  president 
of  sales  at  Mondavi’s  North 
Central  division  in  Chicago. 
“And  it  did  this  without  all  the 
stress  and  headaches  associated 
with  the  old  way”  —  regular 
dial-up  access. 

And  because  long-distance 
calling  rates  are  out  of  the  pic¬ 
ture,  Oliver  doesn’t  care  how 
long  he  stays  connected  to 
Napa.  "It’s  not  uncommon  for 
me  to  be  online  for  six  to  eight 
hours  at  a  time,”  he  said.  □ 


more,”  said  Gary  Rowe,  a  prin¬ 
cipal  at  Rapport  Communica¬ 
tions,  Inc.  in  Atlanta. 

Rowe  said  some  users  have 
backed  off  Netscape  for  E-mail 
because  some  of  its  messaging 
products  lack  key  features  —  an 
integrated  management  con¬ 
sole,  for  instance  —  that  large 
organizations  need. 

With  its  latest  moves,  “I  can’t 
tell  if  [Netscape  executives]  are 
brilliant  or  just  panicking,” 
Rowe  said. 

But  Nina  Lytton,  president  of 
Open  Systems  Advisors,  a 
Boston-based  consultancy,  said, 
“Netscape  is  now  ready  to  be 
considered  by  big  customers,  so 
the  fur  is  really  going  to  fly.”  □ 


INSECURITY 


What  is  your  top 
security  problem? 

Inadequate  security  policies  (for 
password  management,  inci¬ 
dent  response,  internal  data 
destruction  and  A  A  ft  / 

physical  access):  iU  /O 

Nonsecure  services  (NetBIOS, 
echo,  telnet  and 
FTP  services): 


25% 


Undocumented  services 
(dial-up  modem  lines,  test 
servers  and  backup 
Web  servers): 


20% 


Inadequate  data  backup  policies 

(infrequent  or  nonexistent  back¬ 
ups,  inappropriate  backup 
media  and  poor  data  1 A  0/ 

recovery  planning):  IU  /U 

Outdated  software  (firewall  or 
operating  systems  lacking 

latest  updates  5% 


and  patches): 


Base:  200  Internet-connected 
organizations 


Source:  International  Computer  Security 
Association,  Carlisle,  Pa. 


Percentage  of  organizations 
with  security  flaws  that  left 
them  vulnerable  to  rudimentary 
attacks,  even  with 
a  firewall: 


93% 


Base:  200  Internet-connected 
organizations 

Source:  International  Computer  Security 
Association,  Carlisle,  Pa. 


Organizations  that  don’t  have  a 
policy  for  preserving 
evidence  for  civil  or 
criminal  proceedings 
after  an  intrusion: 


63% 


Base:  516  computer  security  officials 

Source:  Computer  Security  Institute,  San  Francisco; 
FBI.  Washington 


But  building  a  support  organi¬ 
zation  is  no  laughing  matter, 
analysts  and  users  said. 

“Where  do  they  hope  to  find 
2,000  techs  to  hire  this  year?” 
asked  Ray  Pacuet,  an  analyst  at 
Gartner  Group,  Inc.  in  Stam¬ 
ford,  Conn.  Every  other  vendor 
and  information  systems  group 
is  beating  the  bushes  for  the 
same  experts,  he  said. 

CA  may  be  more  interested 
in  the  higher  profit  margins  of 
the  services  business  than  in 
users’  best  interests,  said  Chip 
Gliedman,  an  analyst  at  Giga 
Information  Group  in  Cam¬ 
bridge,  Mass.  “Vendors  can 
earn  two  to  three  times  as 
much  from  service  than  from 
software,”  Gliedman  said.  But 
CA’s  Unicenter  management 
suite  requires  less  integration 
effort  than  other  management 
products,  and  CA  support  has 
improved  already,  he  said. 

Wang  said  the  support  orga¬ 
nization  will  help  CA  sell  Uni¬ 
center.  Revenue  from  Unicenter 
and  other  client/server  software 


CA  CEO  Charles  Wang: 

The  support  organization 
is  "Plan  B  after  the  CSC 
acquisition  didn't  work  out" 

grew  44%  this  year,  “but  it 
could  be  more  if  we  could  de¬ 
ploy  faster,”  he  said. 

To  speed  deployment  and  ex¬ 
pand  support,  CA  also  is  ex¬ 
panding  its  channel  program 
for  resellers  and  integrators. 

For  example,  resellers  will 
handle  a  dozen  new  stand-alone 
management  products  CA  is 
building  for  workgroups  and 
enterprises.  And  integrators  can 
offer  bundles  of  hardware,  soft¬ 
ware  and  services.  □ 


SWAT  team  for  hire 

As  part  of  its  new  global  services  division,  Check  Point  Software 
Technologies  Ltd.  in  Redwood  City,  Calif.,  is  offering  to  help  fire¬ 
wall  customers  whose  networks  are  under  siege.  It  created  an 
emergency  response  team  it  can  assign  to  customers  under  at¬ 
tack  by  hackers  seeking  entry  to  the  network  or  launching  denial- 
of-service  attacks.  The  team  can  work  remotely  or  on-site. 

Bringing  networks  to  life 

NetCracker  Technology,  Inc.  in  Waltham,  Mass.,  has  shipped  a 
network  design  tool  that  does  more  than  draw  a  picture  and  doc¬ 
ument  its  contents  and  connections.  NetCracker  Designer  ani¬ 
mates  traffic  flow  so  network  planners  can  disable  links  or  de¬ 
vices  to  see  the  impact  and  click  on  a  packet  to  reveal  its  source, 
destination  and  contents.  The  modeling  software  runs  on  Win¬ 
dows  95  and  Windows  NT  and  costs  $1,995. 

App  awareness  for  Cisco  nets 

Packeteer,  Inc.  in  Campbell,  Calif.,  has  introduced  software  for  its 
PacketShaper  bandwidth  management  devices  to  prioritize  traffic 
flow  through  routers  and  switches  from  Cisco  Systems,  Inc.  By 
adding  Enterprise  Software  to  one  of  the  vendor’s  PacketShapers, 
network  managers  can  differentiate  among  four  application  ac¬ 
cess  protocols:  Java,  CORBA  HOP,  HTTP  and  DCOM.  They  then 
can  control  performance  for  those  applications  by  allocating 
bandwidth  to  them  and  protecting  them  from  bursty  IP  traffic. 

New  Novell  Web  site 

Novell,  Inc.  in  Provo,  Utah,  will  unveil  a  Web  site  with  technical 
white  papers,  training  materials  and  sales  presentations  for  Nov¬ 
ell  resellers.  The  address  is  www.novell.com/passport. 
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PC  EXPO  in 


New  York 


Where  the  corporate 
world  comes  to  shop. 


If  you’re  a  corporate  professional  looking  for  real  solutions 
to  your  most  challenging  IT  problems,  PC  EXPO  is  the  one  event 
that  delivers  all  the  goods. 

More  than  800  IT  suppliers  will  come  to  PC  EXPO 
with  one  thing  in  common:  corporate  IT  solutions  — 
and  to  attend  over  50  sessions  within  our  Corporate 
Education  Program. 

We  deliver  virtually  every  technology  for  serious  profit 
-  along  with  the  resources  and  information  you  need  to 
leverage  them.  From  the  desktop  to  the  enterprise,  it’s  all 


here.  Hardware.  Software.  Peripherals.  Notebooks.  Servers.  Storage. 
Networking.  Telecommunications.  Mobile/wireless.  Computer  tele¬ 
phony.  NT.  Java. 

We  mean  all.  Including  an  explosion  of  new  Web  and 
e-commerce  solutions  at  our  best-ever  WEB.X  —  The 
Internet  Event  for  Business,  held  concurrently  during  PC 
EXPO. 

The  world’s  full  of  IT  events.  But  for  corporate 
professionals,  there’s  really  only  one.  PC  EXPO  in  New 
York. 


EXPD 


Exhibitors!  Reach  one-half- trillion  dollars  in  IT  buying  power! 

Call  Laura  McQuaid  at  800-829-3976  ext.  2932,  or  e-mail:  lmcquaid@mfi.com 


PC  EXPO  Exhibits  •  June  16-18, 1998  •  Jacob  K.  Javits  Convention  Center  •  New  York  City 
Corporate  Education/ Conference  Program  •  June  15-18, 1998  •  Held  at  the  Marriott  Marquis 
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There's  only  one  thing  spreading  more 
quickly  than  Year  2000  madness,  and  that's 


a  proven  solution  to  the  dilemma  —  EMC 
Enterprise  Storage.™  With  EMC  TimeFinder™ 
you  can  quickly  and  easily  segregate  test 

will  have  you  reach 

data  from  production  data,  without  monopo¬ 
lizing  host  resources,  thus  reducing  the 
time  to  Year  2000  compliance.  And  insuring 
continuous,  uninterrupted  business  oper¬ 
ations  throughout  conversion,  testing 

for  the  champagne, 

and  migration.  In  addition,  EMC  offers  the 
first  storage  architecture  to  simultaneously 
support  mainframe, open  systems  and  NT 
environments.  So  once  you've  achieved 
Year  2  000  compliance,  your  company  can 

instead  of  the  aspiri 

redeploy  its  EMC  solution  for  maximum 
return  on  investment.  The  next  millennium 
should  give  you  reason  to  celebrate, 
not  hyperventilate.  Call  1-800-424-EMC2, 
ext.  302.  Or  visit  www.EMC.com. 


EMC2 

The  Enterprise  Storage  Company 


ing 
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PRODUCTS 


IBM  has  announced  the  International 
56K  PC  Card  Modem,  a  PC  notebook 
modem  for  international  travelers. 

According  to  the  Armonk,  N.Y. -based 
company,  the  modem  complies  with  in¬ 
ternational  standards,  so  users  don’t 
have  to  change  hardware  as  they  change 
geographies.  It  supports  Europe’s  Global 
System  for  Mobile  Communications 


telecommunications  standard  and  North 
America’s  PCS  1900  mobile  phone  pro¬ 
tocol.  The  modem  costs  $255. 

IBM 

(914)  765-1900 
www.ibm.com/pc 

ODS  NETWORKS,  INC.  has  announced 
CryptoCom  Virtual  Private  Network,  a 


combination  of  gateway  hardware  and 
client/server  software  for  creating  virtu¬ 
al  networks. 

According  to  the  Richardson,  Texas, 
company,  the  product  was  designed  for 
companies  that  have  10  to  10,000  re¬ 
mote  users.  It  enables  secure  access  to 
corporate  networks  over  the  Internet  or 
other  wide-area  network  technologies.  It 
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was  designed  to  work  with  existing  fire¬ 
walls  and  routers  and  includes  password 
protection,  military-grade  encryption  and 
automatic  key  expiration  and  renewal. 

Pricing  is  $5,000  for  the  server  for  up 
to  250  users,  and  $100  per  user  for  the 
client  software. 

ODS  Networks 
{972)  234-6400 
www.ods.com 

ARGENT  SOFTWARE,  INC.  has  announced 
Argent  Global  Alert  with  Simple  Net¬ 
work  Management  Protocol  (SNMP) 
support,  monitoring  and  alerting  soft¬ 
ware  for  Windows  NT  networks. 

According  to  the  Torrington,  Conn., 
company,  the  software  monitors  perfor¬ 
mance  metrics,  event  logs  and  services. 
When  problems  occur,  it  can  send  notifi¬ 
cation  via  E-mail,  alphanumeric  pager  or 
SNMP  traps.  Pricing  starts  at  $9,800  for 
software  to  monitor  10  nodes. 

Argent  Software 
{603)  883-6000 
www.argentsoftware.com 

NETCOM  SYSTEMS,  INC.  has  announced 

SmartBits  ML-7710,  a  hardware  and  soft¬ 
ware  system  for  monitoring  multilayer 
Fast  Ethernet  networks. 

According  to  the  Chatsworth,  Calif., 
company,  the  system  tracks  Layer  2, 
Layer  3  and  Layer  4  LAN  traffic  to  help 
users  create  cost-effective  configurations 
that  match  service-level  agreements.  It 
can  monitor  packet  sequence  tracking, 
latency  and  latency  variation.  It  was  de¬ 
signed  for  networks  with  thousands  of 
PC  clients  and  servers  operating  at  up  to 
full  100M  bit/sec.  wire  speeds.  The  price 

is  $3-995- 

Netcom  Systems 
(818)  700-cnn 
www.netcomsystems.com 

MOBILE  AUTOMATION,  INC.  has  announced 
RightState,  remote  management  soft¬ 
ware  for  users  with  a  growing  number  of 
non-networked  mobile  PCs. 

According  to  the  Los  Angeles  firm,  the 
software  lets  administrators  create  a  “cor¬ 
rect  configuration”  profile  for  each  PC. 
Remote  client  agents  programmed  with 
the  correct  configurations  periodically 
check  for  changes  or  errors  and  send 
administrator  alerts  via  E-mail  when  they 
occur.  List  price  per  node  is  $175. 

Mobile  Automation 
(800)  344-nSO 
www.mobileautomation.com 
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Technology.  It’s  moving  fast.  And  our  schools  are  falling  behind.  Why? 
Lack  of  funds.  Lack  of  resources.  Lack  of  expertise.  That’s  where  your 
company  comes  in.  By  supporting  Tech  Corps.  A  grassroots  effort  to 
enhance  teaching  and  learning  through  technology. 
And  give  students  the  advantage  they  need  to 
get  ahead  in  the  game  of  life.  Discover  the  rewards 
of  becoming  a  Tech  Corps  Corporate  Sponsor. 
508/620-7751  •  http://www.ustc.org 
America  needs  to  know. 


Organizations  already  providing  national  sponsorship  include: 

Cellular  Telecommunications  Industry  Association  Foundation  (CTIA),  Digital  Equipment  Corporation,  and  MCI  Foundation 
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Percentage  of  companies 
using  or  evaluating 
data  mining  technology 


10  to  99  employees  18% 

100  to  999  28% 

employees 

1,000  or  more  46% 

employees 

Base:  810  IS  directors  or  other  se¬ 
nior  executives  at  U.S.  companies 

Source:  International  Data  Corp.,  Framingham, 
Mass. 

R/3  adds  HR  links 

SAP  AC  last  week  announced 
plans  to  add  links  between 
the  human  resources  piece  of 
its  R/3  applications  suite  and 
third-party  products  and  ser¬ 
vices  that  handle  payroll,  tax 
filing  and  check  printing.  The 
ties  will  be  provided  through 
new  application  programming 
interfaces  scheduled  to  be 
available  in  the  third  quarter. 
SAP,  with  U.S.  headquarters 
in  Wayne,  Pa.,  said  it  also  has 
signed  deals  involving  the  in¬ 
terfaces  with  Automatic  Data 
Processing,  Inc.  and  two  oth¬ 
er  payroll  services  firms. 


Conduit  Software  in  Nor- 


cross,  Ga.,  last  week  released  * 

an  upgrade  of  its  HRConnect  ; 

self-service  human  resources  “ 

a 

software  with  new  wizard  1 

technology  to  guide  users 
through  processes  such  as 
benefits  enrollment. 

The  HRConnect  Version  3 
software  runs  on  corporate 
intranets  and  lets  workers 
access  up  to  300  prebuilt  hu¬ 
man  resources  functions. 
Pricing  starts  at  $120,000. 

Oracle  PeopleSoft  kit 

Oracle  Corp.  has  announced 
a  data  warehouse  tool  kit  de¬ 
signed  specifically  for  People- 
Soft,  lnc.’s  enterprise  re¬ 
source  planning  system.  The 
tool  extracts  and  organizes 
data  from  PeopleSoft  applica¬ 
tions.  The  kit  includes  query 
and  reporting  tools,  relational 
and  multidimensional  online 
analytical  processing  and 
Internet  publishing  technolo¬ 
gy.  The  base  price  is  $50,000 
per  server. 
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Migration  may  help  sell  shoes 


By  Craig  Stedman 


after  nearly  three  years  of  trying,  Ital¬ 
ian  footwear  maker  Bruno  Magli’s  U.S. 
subsidiary  is  giving  its  aging  minicom¬ 
puter  applications  the  boot. 

Bruno  Magli  USA  in  Carlstadt,  N.J.,  is 
one  of  the  first  companies 
implementing  a  new  ver¬ 
sion  of  SAP  AG’s  R/3  soft¬ 
ware  tailored  to  the  apparel  and  footwear 
industries.  The  Windows  NT-based  R/3 
setup  is  due  to  go  live  in  July  and  will  re¬ 
place  financial,  order  processing  and  dis¬ 
tribution  applications  that  run  in  green- 
screen  mode  on  an  IBM  AS/400. 

The  12-year-old  AS/400  applications 
require  large  amounts  of  manual  data 
entry  and  are  having  trouble  keeping  up 


with  Bruno  Magli  USA’s  sales  growth 
and  expanding  product  line,  said  Peter 
Grueterich,  president  of  the  $60  million 
company.  The  applications  also  face  a 
big  year  2000  problem  and  don’t  let  ex¬ 
ecutives  analyze  the  performance  of  in¬ 
dividual  products. 

Grueterich  said  he  ex¬ 
pects  R/3  to  change  that. 
Improved  forecasting  and 
automated  order  allocation,  for  example, 
should  let  Bruno  Magli  process  orders 
and  get  shoes  out  the  door  to  retailers  in 
one  day,  rather  than  the  three  it  now 
takes,  he  said. 

“We  want  to  give  [shipping]  lists  to 
our  warehouse  people  before  the  shoes 
actually  arrive  [from  Italy],”  he  said. 

SAP,  page  58 
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NT  5.0  won't  ship  in  '98; 
users  don't  really  care 


By  Sharon  Gaudin 


corporate  users  said  they  are 
getting  ready  to  ride  out  the 
wait  for  Microsoft  Corp.’s  great¬ 
ly  anticipated  release  of  Win¬ 
dows  NT  5.0. 

Even  though  NT  5.0  still 
lacks  an  official  release  date 
after  more  than  two  years  on 
the  drawing  board,  users  said 
they  aren’t  surprised.  Actually, 
they  said,  they  figured  the  wait 
into  their  plans. 

“I’d  rather  wait  and  have 
them  get  it  right,”  said  Rick 
Smith,  vice  president  of  systems 


at  House  of  Blues  Entertain¬ 
ment,  Inc.  in  Hollywood,  Calif. 

“Just  to  be  on  the  latest  and 
greatest  [release]  isn’t  a  business 
reason  to  me,”  Smith  said.  “Up¬ 
grading  isn’t  an  easy  task,  espe¬ 
cially  when  you’ve  got  six  or 
eight  servers  and  they’re  all  do¬ 
ing  something  important  in  life. 
I  figured  I  wouldn’t  see  it  for  a 
while,  anyway.” 

Microsoft  claims  that  NT  5.0 
isn’t  late  because  the  company 
never  set  a  release  date.  But 
users  and  analysts  said  the  com¬ 
pany  touted  the  upgrade  for  sev¬ 
eral  years  and  unofficially  talked 


about  it  shipping  this  year. 

Ed  Muth,  Microsoft’s  group 
product  manager  for  Windows 
NT,  two  weeks  ago  said  he  ex¬ 
pects  NT  5.0  to  ship  in  the  sec¬ 
ond  quarter  of  1999.  Several 
users  and  analysts  said  Mi¬ 
crosoft  is  going  to  roll  out  the 
second  beta  at  its  annual  Tech 
Ed  Conference  in  New  Orleans 
the  first  week  in  June.  Microsoft 
wouldn’t  confirm  or  deny  it. 

SEEING  IS  BELIEVING 

Michael  Wolfe,  a  senior  engi¬ 
neer  at  Chevron  Corp.  in  San 
Ramon,  Calif.,  said  he  has  been 
hearing  about  NT  5.0  for  quite 
some  time,  but  he  isn’t  figuring 
it  in  to  his  rollout  schedule  until 
he  sees  some  product. 

“We’ll  wait,"  Wolfe  said.  “I’ll 
look  at  NT  5.0  when  it’s  real. 
I’m  not  going  to  do  anything 
before  then.”  He  also  said 
Chevron  is  in  the  middle  of  an 
NT  4.0  rollout,  putting  it 
on  35,000  desktops  and 
laptops.  Chevron  wanted 
an  NT  upgrade  and  had 
no  intention  of  waiting 
for  NT  5.0. 

Muth  said  users  can 
expect  many  new  features 
in  NT  5.0,  including  support 
for  the  next  generation  of  mi¬ 
croprocessors,  both  Intel  and 
Alpha;  increased  memory;  im¬ 
proved  communications  ser¬ 
vices,  which  should  help  con¬ 
nect  networks;  an  active  directo¬ 
ry,  which  will  put  directory 
information  in  one  place;  and 
Zero  Administration  Windows 
Windows  NT  5.0,  page  58 


C++  tool 
'Builder'  of 
champions 

By  Howard  Millman 

in  the  two  years  since  Inprise 
Corp.,  formerly  known  as  Bor¬ 
land  International,  Inc.,  re¬ 
turned  to  its  roots  as  a  language 
developer,  it  has  released  a  se¬ 
ries  of  first-rate  application  de¬ 
velopment  tools.  The  company 
continues  that  trend  with 
C++Builder  Version  3. 

C++,  page  58 

PRODUCT  REVIEW 

►  C++Builder  3.0 

INPRISE  CORP. 


Scotts  Valley,  Calif. 
(800)  233-2444 
www.inprise.com 


Pros:  Strong  debugging 
tools,  a  fast  incremental 
compiler  and  extensive 
back-end  database  connec¬ 
tivity.  Comprehensive  online 
examples  for  novices. 

Cons:  Doesn’t  compile  in 
background.  IDE’s  windows 
should  automatically  resize 
to  fill  the  available  space. 
Price:  Standard,  $99;  Pro¬ 
fessional,  $799;  Client/ 
Server,  $2,499. 
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SAP's  R/3  release 

CONTINUED  FROM  PAGE  57 


Inprise's  C++Builder  3.0 

CONTINUED  FROM  PAGE  57 


“And  we  hopefully  can  react 
much  faster  than  we  have  been 
if  we’re  short  on  supply 
or  we  get  a  large  amount  of 
orders.” 

But  untying  the  minicomput¬ 
er  knot  has  been  a  long,  slow 
process.  The  company  scrapped 
a  project  started  in  1995  after  18 
futile  months  of  trying  to 
get  another  vendor’s  order  pro¬ 
cessing  software  to  work  as 
advertised. 

SAP  had  to  make  "signifi¬ 
cant  changes”  to  R/3's 
basic  structure  so  it  could 
handle  the  complexity  of 
footwear  categorization. 

-  Jim  Shepherd 
Advanced  Manufacturing 

Meanwhile,  R/3  and  other  top 
application  packages  couldn’t 
handle  the  need  to  categorize 
apparel  and  footwear  products 
in  multiple  dimensions,  such  as 
size,  color,  width  and  quality  of 
materials. 

“Software  programs  under¬ 
stand  color  and  size,  but  put 
width  in,  and  they’re  gone,” 
said  Barbara  Lefkowitz,  mer¬ 
chandise  and  customer  service 
manager  at  Bruno  Magli  USA. 
“That  just  pretty  much  blows 
everyone  out  of  the  water.” 

KEEPING  TRACK 

The  multiple  variables  also 
mushroom  the  number  of  ap¬ 
parel  and  footwear  products  that 
an  application  needs  to  track. 
Magli  isn’t  a  big  company,  but 
its  menu  of  universal  product 
codes  is  in  the  “tens  of  thou- 


technology  to  remotely  manage 
Windows  systems. 

)oe  Barkan,  a  research  direc¬ 
tor  at  Stamford,  Conn.-based 
Gartner  Group,  Inc.,  said  some 
users  remain  hopeful  that  Mi¬ 
crosoft  will  get  NT  5.0  out  late 
this  year.  But  that  is  no  longer 
realistic,  he  said. 

Barkan  also  said  most  compa¬ 
nies  won’t  go  with  an  upgrade 
until  NT  5.0  has  a  few  service 
packs  with  bug  fixes  and  feature 
additions  under  its  belt.  So  if 


sands,”  Grueterich  said.  “We 
swallow  them  whole.” 

SAP  had  to  make  “significant 
changes”  to  R/3’s  basic  struc¬ 
ture  so  it  could  deal  with  that 
complexity,  said  Jim  Shepherd, 
an  analyst  at  Advanced  Manu¬ 
facturing  Research,  Inc.  in 
Boston. 

VERTICAL  PUSH 

But  SAP  is  making  a  big  push 
into  vertical  markets  outside 
traditional  manufacturing,  he 
added.  SAP  announced  the 
apparel/footwear  add-on  for  R/3 
two  weeks  ago.  Besides  Bruno 
Magli  USA,  other  early  cus¬ 
tomers  include  sneaker  and  golf 
shoemaker  Reebok  Interna¬ 
tional,  Inc.  in  Stoughton,  Mass., 
and  jeans  maker  VF  Corp.  in 
Greensboro,  N.C. 

Bruno  Magli  USA  began  im¬ 
plementing  R/3  in  January  and 
plans  to  start  testing  the  soft¬ 
ware  this  month.  The  project’s 
cost  is  approaching  $1  million 
and  could  take  up  to  five  years 
to  be  recouped,  Grueterich 
said.  “It’s  certainly  a  long-term 
investment,  but  I  think  it’s 
necessary.” 

R/3  is  still  missing  some  fea¬ 
tures  that  Bruno  Magli  USA 
wants  to  see,  such  as  the  ability 
for  customers  to  specify  deliver¬ 
ies  to  multiple  retail  stores  on 
one  purchase  order,  Lefkowitz 
said. 

But  she  said  customer  service 
employees  should  be  able  to  use 
R/3  to  quickly  answer  questions 
from  retailers  about  their  orders 
—  a  process  that  can  take 
several  hours  on  the  AS/400, 
where  the  data  has  to  be  printed 
out  and  manually  keyed  in  to  a 
spreadsheet. 

R/3’s  user  interface  also  is  ex¬ 
pected  to  be  easier  for  new  em¬ 
ployees  to  learn,  she  said.  □ 


NT  5.0  does  come  out  next  year 
in  the  second  quarter,  that  puts 
the  release  of  service  packs  well 
toward,  if  not  into,  2000  be¬ 
cause  it  takes  about  six  months 
to  get  a  service  pack  out. 

Barkan  said  a  few  months’ 
difference  won’t  really  matter 
because  during  the  next  year 
and  a  half  most  information 
systems  managers  will  be  more 
focused  on  fixing  year  2000 
problems  than  on  upgrading  to 
NT  5.0. 


This  new  C++Builder  delivers 
a  variety  of  intelligent  time- 
savers  and  performance  en¬ 
hancements.  Chief  among 
those  is  the  ability  to  fully  meet 
the  needs  of  development  shops 
that  require  high-level  tools 
(rapid  application  development 
and  forms-oriented)  for  their 
application  designers  as  well  as 
low-level  tools  (assembler  and 
application  programming  inter¬ 
face,  or  API)  for  systems  devel¬ 
opers.  Neither  Microsoft  Corp. 
nor  Sybase,  Inc.  offers  a  compa¬ 
rable  dual-level  development  en¬ 
vironment. 

I  tested  the  client/server  ver¬ 
sion;  Inprise  also  offers  Stan¬ 
dard  and  Professional  versions. 
The  Standard  edition  lacks  class 
libraries  and  advanced  develop¬ 
ment  tools,  so  it  is  suitable  only 
for  novices.  The  Professional 
version  lacks  SQL  and  database 
connectivity  features  but  is  fine 
for  individual  programmers. 

Other  key  enhancements  in¬ 
clude  an  advanced  proj¬ 
ect  manager,  greater 
scalability,  advanced  de¬ 
bugging  tools  and  im¬ 
proved  database  devel¬ 
opment  capabilities. 


FASTER  COMPILING 

Version  3’s  incremental 
compiler  runs  about 
50%  faster  than  the 
one  in  Version  1  (In¬ 
prise  bypassed  Version 
2).  In  my  informal 
tests,  Version  3’s  compiler  also 
outpaced  Microsoft’s  Visual  C++ 
4.0,  typically  running  20%  to 
25%  faster.  But  C++Builder 
doesn’t  compile  in  the  back¬ 
ground,  as  does  Microsoft’s  Vi¬ 
sual  C++. 

C++Builder’s  advanced  de¬ 
bugger,  previously  sold  sepa¬ 
rately  as  the  Turbo  Debugger, 


Lyle  Anderson,  chief  informa¬ 
tion  officer  at  News  America 
Publishing  Group  in  New  York, 
agreed  with  Barkan. 

Anderson  said  he  will  think 
about  NT  5.0  after  he  has  fin¬ 
ished  focusing  on  getting  past 
the  millennium. 

“I  don’t  care  if  it’s  late,”  An¬ 
derson  said.  “It’s  a  complicated 
product,  and  I’ll  be  pleasantly 
surprised  if  it  makes  [the  sec¬ 
ond  quarter  of  1999].  If  it  came 
out  this  year,  we  wouldn’t  mi¬ 
grate  to  it  anyhow  because  of 
the  year  2000  problem.  I  don’t 
think  many  corporations  will  be 
making  many  migrations  in  '98 
or  ’99.”  □ 


has  been  improved,  so  develop¬ 
ers  can  optimize  their  programs 
and  improve  their  productivity. 

To  accelerate  low-level  debug¬ 
ging,  C++Builder’s  integrated 
development  environment  (IDE) 
provides  three  convenient  tools: 
Debug  Inspector,  CPU  View 
and  Module  View. 

For  high-level  debugging,  the 
IDE  provides  event  logs,  data- 
watch  breakpoints,  local  variable 
inspection,  Dynamic  Link  Li¬ 
braries  debugging  and  ActiveX 
debugging.  One  thoughtful 
time-saver  provides  the  value  of 
an  expression  as  you  run  your 
mouse  pointer  over  it. 

Developers  who  want  direct 
API  access  or  prefer  to  write 
low-level  code,  such  as  their 
own  device  drivers,  can  use  the 
TurboAssembler  feature.  To 
ease  navigation  between  the 
TurboAssembler  code  and  high- 
level  code,  C++Builder  syn¬ 
chronizes  its  editor  and  forms 
designer. 


Other  significant  new  fea¬ 
tures  in  Version  3  include  mi¬ 
gration  tools  to  help  you  load 
existing  C++,  Micro-soft  Foun¬ 
dation  Classes,  Microsoft’s  Vi¬ 
sual  C++  and  Object  Window¬ 
ing  Library  applications. 

C++Builder  now  also  helps 
accelerate  development  of  in¬ 
tranet/Internet  applications  and 
aids  decision-support  analysis. 
It  also  provides  active  templates 
so  you  don’t  have  to  build  all 
modules  from  scratch. 

The  extensive  use  of  wizards, 
samples  and  templates  helps 
compensate  for  C++Builder’s 
meager  online  help.  That  par¬ 
ticularly  benefits  novices.  All 
versions  ship  with  printed 
manuals. 

Additional  shortcuts  include 
more  than  25  ready-to-use  Inter¬ 
net  components  that  can  make 
the  construction  of  dedicated 
applications  such  as  mail 
servers,  event  dispatchers  and 
newsgroup  readers  easier. 

The  ActiveForm  Wizard 
guides  you  through  the  creation 
and  setup  of  Web-deployed  ap¬ 


plications.  You  build  an  active 
form  just  as  you  would  any  C++ 
application  by  dropping  compo¬ 
nents  onto  the  form  designer; 
C++Builder  automatically  cre¬ 
ates  the  associated  Hypertext 
Markup  Language  code.  You 
then  can  debug  your  application 
from  within  Microsoft  Internet 
Explorer,  which  is  included. 


The  former  Borland 
appears  to  have 
watched  and  carefully 
listened  to  C++  devel¬ 
opers  since  it  released 
Version  1. 


The  Business  Insight  tool  lets 
the  developer  perform  multi¬ 
dimensional  analysis  of  data 
and  graph,  chart,  and  generate 
reports,  perhaps  avoiding  the 
cost  of  a  full  decision-support 
system.. 

SHARING  AND  EASE 

The  hierarchical  project 
manager  lets  develop¬ 
ers  compile  projects  to 
multiple  targets  —  in¬ 
cluding  .exe,  .lib,  .res 
and  .dll  files  —  thereby 
greatly  enhancing  the 
development  team’s 
ability  to  share  code. 

To  ease  database  con¬ 
nectivity  chores,  C++¬ 
Builder  creates  data¬ 
base  relationships  in  a 
central  location  and  browses 
live  data  in  the  design  mode. 
You  select  the  fields,  and 
C++Builder  instantly  builds  all 
the  connections  to  a  live  data¬ 
base,  saving  hours  of  program¬ 
ming  and  testing  time.  The 
component  palette  has  more 
than  25  components  for  data  ac¬ 
cess  and  display. 

C++Builder  provides  a  variety 
of  tools  to  ease  the  manage¬ 
ment  of  SQL  queries.  For  exam¬ 
ple,  SQLBuilder  allows  develop¬ 
ers  to  create  and  execute  SQL 
queries  without  having  to  know 
SQL  syntax. 

Inprise  appears  to  have 
watched  and  carefully  listened 
to  C++  developers  since  it  re¬ 
leased  Version  i  a  little  more 
than  a  year  ago.  In  this  all-in- 
one  development  environment, 
the  company  delivers  everything 
they  asked  for.  □ 


Millman  operates  Data  System 
Service  Group,  LLC,  a  network¬ 
ing  consultancy  in  Croton,  N.  Y. 
He  can  be  reached  at  (91 4)  271- 
6883  or  hmillman@ibm.net. 


Windows  NT  5.0  delays 
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C++Builder  now  also  helps  accelerate  devel¬ 
opment  of  intranet/Internet  applications 


Arbor  Essbase  was  Arbor  Essbase  was  Arbor  Essbase  required  Arbor  Essbase  was 


6  I 

19.5  | 

130 

!  2.7 

TIMES 

TIIVIES 

TIIVIES 

TIIVIES 

FASTER 

FASTER 

LESS 

FASTER 

in  overall  performance  loading  and  calculating  data  lines  of  procedural  code  for  analytical  query  time  (AQT) 


Which  OLAP  server  would  you  rather  use?  Arbor®  Essbase®  completed  the  entire  OLAP  Council 
APB-i  benchmark  6  times  faster  than  Oracle  Express— same  servers,  clients,  networking 
and  auditor.  In  fact,  Arbor  Essbase  finished  the  benchmark  more  than  three  hours  before 
Oracle  Express  had  even  completed  loading  the  data.  What's  more,  while  Oracle  Express 
required  1,176  lines  of  procedural  code  to  implement  the  benchmark,  Arbor  Essbase  needed 
only  nine.  That's  right.  Nine.  With  OLAP  so  vital  to  the  success  of  your  data  warehouse  and 
critical  enterprise  applications  like  sales  analysis,  customer  profitability,  management 
reporting,  budgeting,  and  planning,  second  best  is  not  an  option.  Which  is  why  more  than 
1,500  organizations  worldwide  have  already  chosen  Arbor  Essbase.  It's  faster,  more  scalable, 
and  vastly  easier  to  deploy.  The  result?  Your  users  save  a  lot  of  time  analyzing  data,  and 
you  can  rapidly  deploy  powerful  analytic  applications.  Want  more  proof?  Call  us  today 
or  visit  our  Web  site  at  www.arborsoft.com  for  the  official  audited  benchmark  results. 


Arbor* 

Software 


Driving  Business  Performance 


©1998  Arbor  Software  Corporation  Ail  rights  reserved.  Arbor  and  Essbase  are  registered  trademarks  of  Arbor  Software  Corporation.  All  other  names  are  trademarks  of  their  respective  owners  Audited  OLAP  Council  APB  1  Benchmark  results 
for  Arbor  Essbase  5  as  of  March  11. 1998.  Oracle  Express  6.1  results  from  published  APB-i  Benchmark  results  available  as  of  April  6. 1998.  Overall  performance  includes  results  for  historical  load,  incremental  load  and  250.000  queries. 
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[  Expanding  Possibilities 


COMBINE  1  PART  HP  VECTRA  VL  WITH  1  PART 
WINDOWS  NT®  WORKSTATION. 


Our  HP  Vectra  VL  with  Windows  NT  has  just  won  PC 
Magazine's  Editors  Choice  Award.  What  else  would 
you  expect  from  the  fastest  growing  PC  supplier'? 
The  HP  Vectra  running  on  Windows  NT  can  provide 
your  business  with  reliability,  scalability,  manageability 
and,  of  course,  performance.  For  info  on  the  affordable 
HP  Vectra  with  NT:  www.hp.com/go/vectra/wnt. 


Intel  233.  266  300  or  333MHz,  Pentium  If  processor 

32M3  64MB  SDRAM,  expandable  to  361MB. 

3.2GB,  4.3GB  or  6.4GB  SMART  II  Ultra  ATA  33  hard-disk 
drive,  expandable  up  to  12  8GB 

HP  TopTools  PC  m a ” a g e men:  software 

Windows  NT  Workstation 

Starting  at  Si  GO'S" 


(www.computerworld.com)  May  11,  1998  Computerworld 


Servers  &  PCs 


Large  Systems  ♦  Workstations  ♦  Portable  Computing 
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Briefs  Thin  clients  move  into  retail  world 


TELECOMMUTING  INDEX 


59% 


People  who  telecommute 
regularly  (on  the  road 
more  than  seven  days  per 
month  or  work  from  home 
more  than  three  O  Oil 
days  per  month):  U«6iYI 

Telecommuters  who  say 
their  employers  don't  pro¬ 
vide  ergonomic 
support  to 
prevent  injury: 

Companies  that  inspect 
or  reguire  photos  of 
employees'  telecom-/Q/ 
muting  workspace:  0/0 

Employers  that  don't 
provide  formal  training  or 
manuals  to  help  employ¬ 
ees  telecommute  /QQ/ 
productively:  0U  /Q 

Employers  that  don't  pay 
for  telecommu-  i  Jfl/ 

ting  tools:  44/0 


Employers  that  paid 
for  computer  acces 
sories  used 
at  home: 


29% 


Base:  123  telecommuters 


Source:  Opinion  Research  Corp.  International, 
Princeton,  N.J. 


Compaq  price  cots 

Compaq  Computer  Corp., 
hoping  to  self  some  of  its 
inventory  overload,  has  cut 
prices  by  an  average  of  9% 
on  some  ProSignia  and  Pro¬ 
Liant  servers.  The  largest  re¬ 
duction,  a  20%  cut,  was  on 
the  200-MHz  ProLiant  800. 
The  price  of  the  4.3G-byte 
server  was  cut  from  $3,031  to 
$2433. 

Cheap  supercomputer 

Physicists  at  Columbia  Uni¬ 
versity  in  New  York  have  built 
a  supercomputer  they  claim 
can  more  cheaply  perform 
400  billion  calculations/sec. 
The  supercomputer  was  de¬ 
signed  to  simulate  the  3  tril¬ 
lion-degree  conditions  that 
existed  at  the  birth  of  the  uni¬ 
verse  10  billion  years  ago. 
Run  in  tandem  with  a  sister 
machine,  the  machine  will 
reach  peak  performance  for 
less  than  $4  million.  A  super¬ 
computer  of  that  speed  typi¬ 
cally  would  cost  $50  million. 


►  Users  save  money  at  checkout,  in  hack  office 


By  April  Jacobs 

network  computers  are  mak¬ 
ing  their  way  into  some  of  the 
largest  retail  environments  in 
the  country,  serving  as  point-of- 
sale  machines  and  back-office 
computers. 

Observers  said  thin-client  de¬ 
vices,  such  as  IBM’s  Network 

Benefits  of  thin  clients 
in  a  retail  environment: 

►  Cheaper  to  own 
than  PCs 

►  Training  costs  are  lower 

►  Software/hardware 
easier  to  implement 

Stations,  are  easier  to  use  than 
traditional  green  screens  and 
cost  less  than  PCs. 

“[Network  computers]  are  a 
pretty  good  application  for  the 
retail  environment  because  the 
data  being  generated  is  small,” 


said  Roger  Kay,  an  analyst  at 
Framingham,  Mass.-based  In¬ 
ternational  Data  Corp.  “For  ex¬ 
ample,  with  an  individual  gro¬ 
cery  item,  you  are  talking  small 
numbers  of  bytes  per  transac¬ 
tion,  so  what  you  have  in  terms 
of  traffic  are  a  large  number  of 
low-density  items  contending 
for  the  network,  which  is  fine. 
This  is  the  old  terminal  argu¬ 
ment  to  a  great  degree,  because 
the  only  moving  parts  are  the 
keyboard  and  the  mouse.” 

GOOD  EXPERIENCE 

At  Montgomery  Ward  &  Co.  in 
Chicago,  results  from  a  pilot 
test  of  several  Network  Stations 
have  produced  a  good  business 
case  for  installing  them,  said 
Chief  Information  Officer  Don 
Bemheisel. 

The  company  probably  will 
roll  out  about  3,000  of  the  ma¬ 
chines  but  hasn’t  reached  a  final 
decision  on  them,  he  said. 

The  Network  Stations  would 
replace  old  386-  and  486-based 


Users  try  outsourcing  to 
make  PCs  managemenWeady 

►  Also  await  bundling  of  Microsoft,  other  agents 


By  Patrick  Dryden 

EMERGING  PLANS  tO  bundle 
management  agents  with  future 
Windows  operating  systems 
[CW,  May  4]  pro¬ 
mise  a  little  help 
bringing  these 
servers  and  stations 
under  central  con¬ 
trol.  But  some  IS 
groups  want  help 
sooner.  And  that 
has  meant  two  op¬ 
tions:  outsourcing 
systems  prepara¬ 
tion  or  hoping  for 
autoload  capability 
in  new  PCs. 

QUICKER 
ROLLOUT 

The  goal  of  the  planned  bun¬ 
dles  is  to  speed  the  rollout  of 
systems  that  can  interact  with 
enterprisewide  management 
tools  from  vendors  such  as 


Computer  Associates  Interna¬ 
tional,  Inc.,  Hewlett-Packard  Co. 
and  Tivoli  Systems,  Inc. 

Including  basic  software  for 
these  tools  as  an  installation 
option  can  stream¬ 
line  one  aspect  of 
setup,  users  said, 
but  then  they  still 
need  to  tweak  con¬ 
figuration. 

Besides,  informa¬ 
tion  systems  man¬ 
agers  have  diverse 
systems  and  sched¬ 
ules  that  won’t  wait 
for  Microsoft  Corp. 
deliveries. 

“We  have  servers 
of  every  ilk,  and 
we’re  adding  hun¬ 
dreds  every  week,” 
said  Prabakar  Sundarrajan,  di¬ 
rector  of  Internet  applications  at 
Exodus  Communications,  Inc. 
in  Santa  Clara,  Calif. 

PC  management,  page  62 


Exodus’  Prabakar 
Sundarrajan  wants 
to  receive  ready- 
to-manage  servers 


PCs.  Bemheisel  said  he  could 
use  the  machines,  which  cost 
about  $1,000  each,  at  checkout 
counters  or  in  administrative  of¬ 
fices. 

The  company  would  use  Mi¬ 
crosoft  Corp.’s  Windows  Termi¬ 
nal  Server,  a  multiuser  version 
of  the  Windows  NT  operating 
systems,  to  run  Windows-based 


applications.  “We  believe  these 
are  going  to  be  easier  to  support 
than  PCs,”  Bemheisel  said. 

He  said  the  thin  clients  won’t 
have  the  local  support  head¬ 
aches  desktops  do,  because  the 
hardware  is  simpler  and  soft¬ 
ware  is  mn  on  the  server.  That 
makes  it  easier  to  upgrade  and 
Thin  clients,  page  62 


NT  rollouts  spike  need  for 
storage  management  tools 

►  Administrators  seek  centralized  control 


By  Nancy  Dillon 


as  companies  embark  on  rapid 
Windows  NT  server  rollouts, 
NT  administrators  are  demand¬ 
ing  more  tools  to  centrally  man¬ 
age  distributed  storage  re¬ 
sources. 

“With  NT,  it’s  like  we’re  back 
in  the  ’60s,”  said  user  Dan  Mc¬ 
Donald,  referring  to  the  fact 
that  NT  Server  4.0  lacks  the  ba¬ 
sic  ability  to  set  quotas  on  how 
much  storage  users  can  use. 

NT  5.0,  due  by  the  middle  of 
next  year,  will  offer  some  relief 
(see  related  story,  page  57). 


But  analysts  said  feature-rich 
third-party  tools  will  still  be  in 
demand. 

“Right  now,  we  just  throw 
more  storage  at  an  NT  server 
whenever  needs  come  up,”  said 
McDonald,  director  of  comput¬ 
er  services  at  Alaska  Air  Group, 
Inc.  in  Seattle.  “This  solves 
growing  storage  needs,  but  it 
certainly  doesn’t  add  to  the  sta¬ 
bility  of  the  growing  network.” 

McDonald  said  his  140  NT 
servers  haven’t  had  any  storage 
problems  yet,  but  some  are  get¬ 
ting  close.  He  is  evaluating  tools 
NT  rollouts,  page  62 


MANAGING  STORAGE  RESOURCES 


SAMS:  Vantage  for  Dis¬ 
tributed  Platforms  4.2 

Sterling  Software 

•  Can  create  highly 
customized  reports 

o  •  Can  monitor  NT,  Net- 
“  Ware,  Unix,  OS/2  and 
MVS  storage 

•  Highly  scalable 

•  No  Web  administra- 
tion  console  until  1999 

o 

<■>  •  Doesn't  report  on 
disk  errors 


ui  •  $7,000  for  server 
g  and  $400  per  man- 
Q-  aged  client 


Storage  Resource 
Manager  (SRM)  2.0 

HighCround  Systems 

•  Web-based  manage¬ 
ment  interface 

•  Can  report  on  disk 
errors 


•  NT  only 

•  One  SRM  server  can 
support  only  up  to  50 
monitored  clients 


•  $995  for  manage¬ 
ment  server  and  $399 
per  managed  client 


Both  products  offer  scan  automation,  quota  management,  file 
statistics,  and  usage  and  trend  reports.  Both  can  provide  thresh¬ 
old  alerts  via  E-mail,  the  NT  event  log  or  SNMP  frameworks. 
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NT  rollouts  spike  need  for  storage  tools 

CONTINUED  FROM  PAGE  61 


Chips  are  targelled 
at  sub-$1,000  PCs 


to  deal  a  preemptive  strike. 

One  new  tool  is  Storage  Re¬ 
source  Manager  (SRM)  2.0  for 
NT  from  Boxboro,  Mass.-based 
HighGround  Systems,  Inc. 

The  resource-mapping  appli¬ 
cation,  which  was  announced 
last  week,  has  a  centralized 
Web-based  management  con¬ 
sole  and  helps  NT  administra¬ 
tors  determine  how  much  space 
is  being  used  per  server  or  per 
user;  where  the  network  bottle¬ 
necks  are;  which  aging  files  can 
be  deleted;  and  which  disks  are 
the  most  prone  to  failure. 


Exodus  hosts  customers’ 
ever-growing  Internet  business 
presence  with  servers  in  five 
data  centers,  all  centrally  man¬ 
aged  via  CA’s  Unicenter  TNG 
suite. 

“It  would  help  us  if  servers 
came  to  us  enabled  with  Uni¬ 
center  TNG,”  Sundarrajan  said. 

Fortunately,  such  help  is  be¬ 
coming  more  available. 

For  example,  CA  and  Com¬ 
paq  Computer  Corp.  recently 
launched  a  program  to  support 
custom  preconfiguration  ser¬ 
vices  through  service  organiza¬ 
tions  such  as  CompuCom  Sys¬ 
tems,  Inc.  and  Vanstar  Corp. 

"Preloading  services 
offers  more  value  to  IS 
groups  than  partner¬ 
ships  to  distribute  limit¬ 
ed  samples  of  manage¬ 
ment  tools." 

-  Paul  Mason, 
International  Data  Corp. 

Like  Compaq,  Dell  Computer 
Corp.  announced  plans  to  offer 
CA’s  Unicenter  TNG  Frame¬ 
work  —  a  subset  of  the  full 
management  suite  —  to  inter¬ 
ested  customers. 

But  perhaps  more  beneficial 
is  Dell's  current  service  for  load¬ 
ing  and  preconfiguring  man¬ 
agement  software  from  CA,  HP, 
Tivoli  and  other  vendors. 

“Preloading  services  offer 
more  value  to  IS  groups  than 
partnerships  to  distribute  limit¬ 
ed  samples  of  management 
tools,”  said  Paul  Mason,  an  ana¬ 
lyst  at  International  Data  Corp. 
in  Framingham,  Mass. 

Turning  the  tedious  setup 


Version  2.0  adds  support  for 
Alpha-based  servers,  alerts  via 
E-mail  or  Simple  Network  Man¬ 
agement  Protocol  traps  and 
group-based  monitoring. 

OTHER  OFFERINGS 

Similar  products  on  the  high 
end  include  SAMS  Wantage  for 
Distributed  Platforms  from 
Sterling  Software,  Inc.  in  Ran¬ 
cho  Cordova,  Calif,  (see  chart, 
previous  page). 

On  the  low  end  are  single¬ 
function  utilities  such  as  Quota 
Manager  from  NTP  Software  in 


task  over  to  someone  else  is  the 
way  to  go,  said  Kathleen  Mc¬ 
Nulty,  manager  of  core  systems 
at  Xerox  Corp.  in  Rochester, 
N.Y.  “We  define  it  and  let  Elec¬ 
tronic  Data  Systems  Corp.  build 
it,”  she  said. 

Now  Xerox  receives  all  PCs 
prepped  with  agents  for  CA’s 
Unicenter  TNG  so  they  can  be 
managed  promptly  by  EDS,  Mc¬ 
Nulty  said. 

The  initial  rollout  of  this 
management  infrastructure  to 
20,000  machines  took  eight 
weeks,  said  Walt  Stachura,  a  se¬ 
nior  infrastructure  specialist  at 
EDS. 

As  an  alternative  to  outsourc¬ 
ing  and  channel  preconfigura¬ 
tion,  automated  setup  is  on  the 
way.  PC  vendors  are  adopting 
the  Wired  for  Management 
specification  they  developed 
with  Intel  Corp. 

Part  of  that  specification  calls 
for  a  new  step  in  the  boot 
process.  When  such  systems 
start  up  on  a  network,  they  au¬ 
tomatically  scan  for  a  manage¬ 
ment  gateway  or  server.  Then 
they  download  designated  soft¬ 
ware,  ranging  from  an  entire 
operating  system  to  agents  and 
new  or  upgraded  applications. 

TO  ERR  IS  HUMAN 

This  step  can  do  more  than 
speed  software  deployment.  “It 
also  can  eliminate  human  er¬ 
ror,"  said  Martin  Neath,  senior 
vice  president  of  product  devel¬ 
opment  at  Tivoli. 

So  far  28  PC  vendors  have 
Tivoli’s  automated  installation 
code  for  configuring  manage¬ 
ment  functions  and  download¬ 
ing  software  in  models  coming 
this  year,  Neath  said.  □ 


Bedford,  N.H.,  and  Quota  Advi¬ 
sor  from  W.  Quinn  Associates, 
Inc.  in  Reston,  Va. 

Donald  Couture,  LAN  admin¬ 
istrator  at  Copyright  Clearance 
Center,  Inc.  in  Danvers,  Mass., 
said  SRM  saves  his  company 
about  $10,000  a  year  in  disk 
management  costs. 

He  said  before  he  started  us¬ 
ing  the  software,  he  would 
spend  five  hours  per  week  man¬ 
ually  checking  directories  and 
disk  health  in  his  five  NT 
servers. 

“Not  only  do  I  not  have  to 
manually  check  servers  any¬ 
more,  but  I  don’t  even  have  to 
check  the  event  log.  If  there’s  a 
problem  with  my  users  or  disks, 
the  system  E-mails  me,”  Cou¬ 
ture  said. 

His  one  complaint  is  that 
SRM’s  management  console  is 
exclusively  Web-based. 


"If  HighGround  can 
get  [on]  Unix,  I'll  jump 
on  it.  Half  the  world  is 
still  Unix,  and  that 

won't  change." 

-  Michael  Zanga, 
Greenwich  Capital 
Markets 


“Our  servers  didn’t  need  Web 
browsers  loaded  before  we  start¬ 
ed  using  this  software,”  he  said. 
“I  would  have  liked  another 
console  option.” 

GOTTA  HAVE  THE  WEB 

But  Michael  Zanga,  a  senior  NT 
engineer  at  Greenwich  Capital 
Markets,  Inc.,  an  investment 
banking  firm  in  Greenwich, 
Conn.,  said, 

“If  something  doesn’t  have  a 
Web-based  front  end,  forget  it.  I 
won’t  use  it,”  he  said. 

Zanga  said  he  is  using  SRM 
to  help  with  capacity  planning 
as  he  migrates  a  NetWare-based 
network  to  40  NT  servers. 

Zanga  said  he  considers  the 
software’s  restriction  to  NT  its 
biggest  problem. 

"If  HighGround  can  get  [on] 
Unix,  I’ll  jump  on  it,”  Zanga 
said.  “Half  the  world  is  still 
Unix,  and  that  won’t  change 
soon.” 

HighGround  officials  said 
Unix  agents  are  due  to  appear 
later  this  year  and  into  next 
year.  □ 


By  Terho  Uimonen 


Taiwanese  core  logic  vendor 
Silicon  Integrated  Systems 
Corp.  (SIS)  last  week  introduced 
two  low-cost  chip  sets  designed 
for  sub-$i,ooo  desktop  PCs 
powered  by  Intel  Corp.’s  Pen¬ 
tium  II  or  Celeron  processors. 

The  two  Pentium  II-class  SIS 
chip  sets  —  available  in  sample 
quantities  now,  with  volume 
production  scheduled  for  June 
—  cost  significantly  less  than 
comparable  Intel  offerings,  said 
Samuel  Liu,  president  and  CEO 
of  the  Hsinchu,  Taiwan-based 
company.  SIS  has  consulted  a 
U.S.  law  firm  to  ensure  that  the 
devices  don’t  infringe  on  any 
Intel  patents,  he  added. 

Intel  to  date  has  claimed  that 
it  won’t  license  its  so-called  P6 
bus  technology  to  competitors, 
effectively  trying  to  lock  them 
out  of  the  Pentium  II  market. 


Thin  clients 
go  retail 

maintain.  Network  Stations 
would  give  terminal  users  at 
Value  City  Furniture  in  Colum¬ 
bus,  Ohio,  a  friendlier  graphical 
user  interface  than  their  green- 
screen  terminals,  said  company 
CIO  Jerry  Kerr. 

Users  also  would  get  access 
to  Lotus  Notes  and  Domino, 
which  the  company  plans  to  im¬ 
plement  along  with  a  corporate 


NEOWARE  SYSTEMS,  INC.  has 

announced  NeoStation  200 
Pro,  a  thin-client  computer. 

According  to  the  King  of 
Prussia,  Pa.,  company,  the 
NeoStation  200  system  is  a 
Windows  terminal  that  oper¬ 
ates  with  a  multiuser  Win¬ 
dows  NT  server  such  as 
Microsoft  Corp.’s  Windows 
Terminal  Server  or  Citrix  Sys¬ 
tems,  Inc.’s  WinFrame. 

The  NeoStation  200  Pro 
includes  support  for  audio 
and  additional  memory. 

Pricing  for  the  product 
starts  at  $699  for  a  system 
with  audio  and  32M  bytes  of 
RAM. 

Neoware  Systems 


The  company  also  has  said  it 
will  vigorously  defend  its  intel¬ 
lectual  property  rights. 

But  SIS  has  done  its  home¬ 
work  on  the  matter,  Liu  said.  It 
is  so  confident  it  hasn’t  in¬ 
fringed  on  any  Intel  patents  that 
it  will  send  all  relevant  materi¬ 
als  to  Intel  for  reference,  he 
said. 

At  least  two  other  vendors  al¬ 
so  are  expected  to  ship  Pentium 
II-class  chip  sets  later  this  year. 
Integrating  a  feature  set  compa¬ 
rable  to  Intel’s  latest  Pentium  II 
core  logic  offering,  SIS’s  two- 
piece  chip  set  can  support  sys¬ 
tem  bus  speeds  up  to  100  MHz, 
but  it  costs  only  $29  in  quanti¬ 
ties  of  10,000  emits,  Liu  said. 

Intel’s  latest  chip  set,  mean¬ 
while,  costs  $57.50  in  10,000- 
unit  volumes,  said  Intel  officials 
here  last  month.  □ 

Uimonen  writes  for  the  IDG 
News  Service  in  Taipei. 


intranet  for  internal  communi¬ 
cations,  Kerr  said. 

“We  want  to  give  users  a  sys¬ 
tem  that  is  easier  to  learn  and 
use,”  said  Kerr,  noting  that 
training  is  an  area  in  which  the 
company  hopes  to  cut  costs. 

Kerr  also  said  he  hopes  Net¬ 
work  Stations,  which  are  in¬ 
stalled  in  one-third  of  the  com¬ 
pany’s  locations,  save  on 
support  costs.  The  company 
plans  to  roll  out  1,000  of  the 
machines,  he  said. 

“Maintenance  makes  it  a  lot 
more  expensive  to  have  PCs  out 
there,”  he  said.  □ 


(6no)  277-8300 
www. neoware.com 

BROCADE  COMMUNICATIONS 
SYSTEMS,  INC.  has  announced 
the  eight-port  Fibre  Channel 
SilkWorm  Express  switch. 

According  to  the  San  Jose, 
Calif.,  company,  the  switch 
was  designed  for  entry-level 
storage  area  networks. 

It  provides  full-duplex  giga¬ 
bit  speeds  from  each  port  and 
allows  direct  attachment  to 
servers  or  storage  devices. 

The  SilkWorm  Express 
switch  costs  $16,000. 

Brocade  Communications 
(408)  487-8000 
www.brocade.com 


Users  are  outsourcing 
their  PC  management 


NEVER  BEFORE  HAS  SO  LITTLE  MONEY  bought  so  much  performance.  Now  64MB  of  Kingston® 
memory  is  only  $199MSRP*  for  some  of  the  hottest  PCs  out  there.  Just  a  year  ago,  this  high-  performance 
upgrade  would  have  cost  twice  as  much.  This  offer  is  available  for  more  than  350  of  the  best  selling 
systems  from  Compaq,®  IBM,®  HP,®  Dell,®  and  Apple?  Soon  everyone  will  run  multiple 
applications  simultaneously,  smoothly  handle  huge  files  and  graphics, 
and  blaze  along  the  Internet.  You’ll  also  get  that  impeccable  Kingston 
i  quality,  which  is  especially  important  for  those  new  high-performance 
processors.  To  find  out  which  PC  models  qualify  for  this  extraordinary  offer, 
visit  our  Web  site  at  www.kingston.com/64MB.  For  a 
complete  listing  of  all  the  new  prices  available  on  over  650  Kingston  memory 
products,  call  your  Kingston  reseller.  Or  call  (800)  337-7028.  Go  ahead,  pick  up  the  phone.  A  deal  this  good 
won’t  last  forever. 


www.kingston.com/64MB 


Computing  Without  Limits.® 


•Special  prices  only  apply  to  select  part  numbers  as  referenced  on  list  at  the  Web  address  provided  $199  is  the  manufacturers  suggested  retail  price,  dealer  prices  may  vary.  Prices  subject  to  change  without  notice 
Manufacturers  listed  above  do  not  necessarily  endorse  the  products  advertised.  Kingston  Technology  Company,  17600  Newhope  Street.  Fountain  Valley,  CA  92708  USA,  (714)  435*2600,  Fax  (714)  435-2699  .0  1998  Kingston  Technology  Company 

All  rights  reserved.  All  other  trademarks  and  registered  trademarks  are  the  property  of  their  respective  owners 
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What's  next  on 
The  Road  Ahead! 

* 

Paul  Strassmann  says  Bill 
Cates  and  Microsoft  still 
have  some  explaining  to 
do  about  their  vision. 

Page  68 


Managing 


ANATOMY  of  a 


TH  he  announcements  hit 
■  with  virtually  no  fan¬ 
fare.  BellSouth  Telecom¬ 
munications  would  out¬ 
source  its  IT  efforts  to 
Electronic  Data  Systems 
Corp.  and  Andersen  Con¬ 
sulting. 

The  oh-so-small  news 
blurbs  offered  little  infor¬ 
mation:  For  io  years,  EDS 
would  have  prime  responsibility  for 
building  and  running  BellSouth’s  infor¬ 
mation  technology  operations,  and  An¬ 
dersen  would  be  responsible  for  Bell¬ 
South’s  application  development.  EDS 
would  take  over  1,200  employees,  six 
data  centers,  4,000  midrange  systems 
and  50,000  desktop  PCs.  Andersen 
would  assume  the  fates  of  900  Bell¬ 
South  employees  to  “handle  customer 
care,  billing,  marketing  and  finance”  ap¬ 
plications.  BellSouth  refused  to  disclose 
terms  of  the  deals. 

But  the  drab  little  announcements  by 
BellSouth  Telecommunications  —  the 
largest  subsidiary  of  Atlanta-based  Bell¬ 
South  Corp.  —  hid  the  fact  that  as  of 
Jan.  1,  it  had  joined  the  likes  of  Du  Pont 
Co.,  Swiss  Bank  and  J.  P.  Morgan  &  Co. 
in  the  rarefied,  enormously  complicated 
realm  of  the  IT  megadeal.  Industry 
wags  had  pegged  the  total  cost  at  a 
whopping  $5  billion. 

“Today’s  outsourcing  deals  can  be 
more  complex  than  an  acquisition  or  a 
divestiture,”  says  Dennis  McGuire,  pres¬ 
ident  of  Technology  Partners,  Inc.  (TPI) 
in  Houston,  which  has  helped  Bell¬ 
South,  Du  Pont,  J.  P.  Morgan  and 


others  decide  whether  to  outsource,  how 
and  to  whom.  “We  touch  all  of  the  same 
issues,  including  taxes,  pension  plans 
and  investor  relations.  Plus,  we  have  to 
develop  a  long-term  services  contract.” 

Small  wonder,  then,  that  a  cast  of 
hundreds  —  consultants,  attorneys  and 
myriad  company  employees  —  plays  a 
part  in  those  megadeals. 

Here’s  a  detailed  account  of  the  work 
that  went  on  behind  the  scenes  when 
BellSouth  chose  Andersen  and  EDS. 

WHO'S  ON  FIRST? 

Outsourcing  was  just  an  option  in 
August  1996,  when  Rick  Harder,  chief 
information  officer  at  BellSouth,  con¬ 
vinced  his  boss  that  it  was  time  to  trans¬ 
form  the  company’s  approach  to  run¬ 
ning  IT.  The  notion:  Despite  BellSouth’s 
IT  prowess,  telecommunications’  dereg¬ 
ulating  landscape  would  force  the  com¬ 
pany  to  invest  differently  in  both  people 
and  technology.  One  month  later,  Hard¬ 
er  chose  Bill  Cangelosi  to  lead  the  proj¬ 
ect  exploring  the  shape  of  things  to 
come. 

“We  did  not  go  into  the  initial  phases 
saying  we  were  going  to  outsource,” 
says  Cangelosi,  chief  financial  officer  for 
IT  at  BellSouth  Telecommunications. 
But  the  concept  was  worth  reviewing,  he 
says.  Involved  in  that  effort  was  a  core 
project  team  of  nearly  20  people,  which 
included  executives  from  corporate 
human  resources,  legal,  communica¬ 
tions,  purchasing,  process  management, 
audit/security  and  representatives  from 
each  functional  area  of  IT.  “Those  were 
people  who  knew  IT  from  the  ground 


Stay  in  touch, 

on  the  go, 

with  Windows  CE  2.0 


Why  are  companies  like  Litton/PRC  and  Vail 
Resorts  adopting  the  Microsoft®  Windows®  CE 
2.0  platform?  Because  their  employees  need 
information  at  their  fingertips,  whether  at  their 
desks,  at  home,  on  the  slopes  or  anywhere  in 
between.  And  with  PC  Companions,  such  as 
Handheld  PCs  and  Palm  PCs,  powered  by  the 
Windows  CE  operating  system,  they  have  the 
perfect  platform  for  mobile  information  access. 

Here’s  why:  Windows  CE  2.0  makes  them  feel  at  home,  with 
the  familiar  Microsoft  Windows  interface,  Pocket  versions  of 
their  favorite  applications  and  ActiveSync"  technology  for 
effortless,  bidirectional  data  sharing  synch  between  desktop 
and  the  road.  With  e-mail,  scheduling,  tasks,  calendar, 
contacts  and  Pocket  Internet  Explorer  built-in  to  the  Palm  PC 
and  Handheld  PC  (H/PC)  and  Microsoft  Pocket  Word,  Pocket 
PowerPoint®  and  Pocket  Excel  also  built-in  to  the  H/PC, 
Windows  CE  lets  them  be  productive  right  out  of  the  box. 

Users  like  its  familiar  feel;  so  do  the  information  professionals 
who  support  them.  With  open  standards,  extensive  connec¬ 
tivity  options  and  hundreds  of  off-the-shelf  programs, 
Windows  CE-based  products  feature  the  supportability  and 


extendibility  IT  (information  technology)  professionals 
count  on. 

All  this  is  available  today,  from  dozens  of  hardware  vendors. 
Here’s  how  two  companies  are  using  Windows  CE-straight 
out  of  the  box-so  that  their  employees  can  work  on  the  run. 

Litton/PRC 

How  do  executives  stay  up  to  date  no  matter  where  they  are, 
at  Litton/PRC,  a  large  federal  information  technology  con¬ 
tractor?  They  let  their  Handheld  PC  handle  it.  With  this 
small  computer  powered  by  Windows  CE,  management  can 
access  the  day’s  sales,  current  employee  retention  numbers, 
or  even  how  many  new  employee  requisitions  are  open. 

It’s  all  made  possible  through  Mobile  Pedestrian  (MOPED), 
an  executive  information  application  available  on  Litton’s 
company  intranet.  A  wide  variety  of  company  performance 
metrics  are  available  through  MOPED,  which  employees 
access  through  launching  Pocket  Internet  Explorer  on  their 
Handheld  PC,  then  selecting  the  MOPED  intranet  site.  For 
even  faster  access,  users  can  choose  this  site  as  a  Favorite 
for  almost  instantaneous  viewing.  At  a  meeting  and  need 
some  numbers  to  answer  a  colleague’s  question?  No 
problem.  Just  think,  no  more  time  spent  rounding  up  infor¬ 
mation  to  e-mail  it  later.  Instead,  it’s  at  your  fingertips  with 
MOPED  and  a  Handheld  PC. 

And  it  didn’t  take  a  rocket  scientist  to  make  the 
application  run  on  Windows  CE.  Said  Randy  Allen,  chief 
engineer  for  Litton/PRC,  “The  cool  thing  about  it  is  that  we 
didn’t  have  to  do  anything  to  the  Handheld  PC.  The  Web 


www/microsoft.com/windowsce/itsolutions/ 


www/microsoft.com/windowsce/itsolutions/ 


browser  is  all  we  need.  The  only  thing  we’ve  actually  done 
on  the  Handheld  PC  is  build  forms  in  HTML” 

Vail  Resorts 

Handhelds  on  the  ski  lifts!  Yes,  it’s  true:  Vail  Resorts  in 
Colorado  is  using  Handheld  PCs  powered  by  Windows  CE 
to  schedule  ski  school  instructors  in  real  time  and  in  real 
snow.  Handheld  PCs  are  small  and  durable  enough  to  fit  in 
a  jacket  pocket,  and  powerful  enough  to  run  the  Pocket  Ski 
School  scheduling  application,  which  uses  radio  frequency 
wireless  Ethernet  to  connect  to  an  SQL  Server  database. 
And  because  Handheld  PCs  run  Windows  CE,  there’s  no 
learning  curve,  either  for  the  users  or  the  developers. 


The  users  in  this  case  are  the  ski  school  instructors,  who 
teach  at  the  largest  ski  school  in  North  America. 
Supervisors  need  to  know  which  of  the  1,500  instructors  are 
booked  on  private  lessons,  and  for  those  lessons,  the 
instructors  need  to  know  the  guest’s  name,  where 
to  meet  them  and  what  kind  of  lesson  is 
expected.  The  Pocket  Ski  School 
does  all  that  and  more.  Now, 
at  a  glance,  supervisors  can 
know  the  status  of  any  instructor, 
whether  they  went  home  with  the 
flu  or  whether  they  moved  from  full- 
to  part-time  status.  Thus,  they  can 
make  better,  more  efficient  staffing 
decisions  for  better  skier  service. 


The  H/PCs  made  the  developers 
happier,  too.  Using  the  develop¬ 
ment  system  they  already  knew— 
Microsoft  Visual  C++®—  the  IT 
staff  at  Vail  wrote  the  application  to 
run  SQL  queries  from  the  Handheld 
PC  to  the  host  network.  Said  Mark 
Roebke,  senior  programmer  at  Vail 
Resorts,  "With  MFC  for  Windows  CE, 


we  are  able  to  leverage  our  existing  knowledge  of  writing 
Windows  applications  to  quickly  produce  powerful  solutions 
for  the  Handheld  PC.  And  the  common  user  interface 
exposed  by  Windows  CE  allows  us  to  create  applications  that 
are  extremely  easy  to  learn  and  use.” 


To  move  most  of  the  pro¬ 
cessing  off  the  Handheld 
PC,  the  developers  creat¬ 
ed  a  Windows  Socket  host 
on  the  network  that  does 
most  of  the  interaction 
with  the  SQL  Server.  As  a 
result,  supervisors  can 
update  and  view  the 
scheduling  database,  all 
in  real  time. 


Users  like  its  familiar 
feel;  so  do  the  informa¬ 
tion  professionals  who 
support  them.  With 
open  standards,  exten¬ 
sive  connectivity 
options  and  hundreds 
of  add-on  programs, 
Windows  CE  products 
feature  the  supportability 
and  extendibility  IT 
professionals  count  on. 


Instead  of  relying  on  10  sheets  of  paper  stuffed 
into  pockets,  supervisors  can  send  instant 
queries  to  an  SQL  Server  database  over 
wireless  Ethernet.  Supervisors  can  spend 
more  time  outside  with  guests  and  instruc¬ 
tors,  and  less  time  going  inside  to  update 
the  database.  Skiers  also  get  better 
service,  because  their  instructors 
know  where  to  find  them,  when. 
How’s  that  for  the  personal  touch? 


Custom  applications 

3t  hand  with 

Windows  CE 


Windows  CE  uses  the  same  Microsoft  Win32®  application 
programming  interface  (API),  Visual  tools  and  develop¬ 
ment  expertise  that  developers  for  Windows  are  already 
familiar  with.  That  means  there’s  no  extra  learning  curve. 
In  addition,  code  written  for  desktop  PCs  can  be  quickly 
ported  to  Windows  CE. 


PC  Companions  can  quickly  turn  into  an  organiza¬ 
tion’s  unique  tool,  as  pharmaceutical  giant 
Hoechst  Marion  Roussel  and  the  Pittsburgh  Police 
Department,  have  found.  These  organizations 
have  developed  custom  applications  that  run  on 
Windows  CE,  all  utilizing  existing  Windows-based 
development  expertise. 


Both  independent  developers  and  internal  IT  people  agree: 

It  makes  sense  to  take  advantage  of  existing  expertise  to 
create  portable  applications.  And  it  makes  sense  to 
write  for  platforms  that  are  well-supported  and  will  be 
there  tomorrow.  Which  points  to  Windows  CE  as  the 
development  platform  of  choice  for  custom  mobile 
applications. 

Hoechst  Marion  Roussel  (HMR) 

You’re  a  high-powered  sales  rep  for  a  global 
pharmaceutical  company.  Your  customers— busy  physi¬ 
cians— give  you  about  two  minutes  of  their  time  to  hear  your 
presentation  and  sample  products.  You  need  to  grab  their 
signature  in  the  clinic  and  then  send  information  and  the 
signature  into  headquarters.  If  you  work  at  HMR,  you 
use  in-house  developed  TIM  Jr.,  software— running  on  a 
Handheld  PC— for  managing  the  distribution  of  prescription 
drug  samples. 


Organizations  like  these  need  unique  types  of  applications 
and  information  specific  to  them.  But  like  all  companies, 
they  want  information  at  hand,  wherever  they  go,  quickly. 
And  they  don’t  want  to  spend  a  lot  of  time  getting  up  to 
speed  on  new  systems.  That's  why  Windows  CE-based  plat¬ 
forms  are  a  good  deal  for  custom  development. 


Doctors  don’t  have  to  wait  on  HMR  reps,  because  Handheld 
PCs  have  the  battery  life  for  a  full  day’s 
work  and  turn  on  instantly,  ready  for  the 
custom  software  that  digitizes  and 
captures  the  physician’s  signature. 

Explains  Kevin  Greenlee,  manager  of  1  Microsoft 
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Commercial  Information  Systems  at 
HMR,  “The  physicians  don’t  want  to  wait 
on  us.  The  H/PC  allows  reps  to  get  in 

and  out  fast,  so  they  don’t 
lose  an  opportunity.” 

Then  headquarters  doesn't  have  to  wait,  either,  because  the 
call  and  sample  information,  as  well  as  the  signature,  are 
Instantly  synched  with  the  laptop  via  a  serial  cable  and 
proprietary  synch  software. 

Developing  TIM  Jr.  was  a  cinch,  because  it  was  based  on  a 
laptop  version  that  was  easily  ported  to  the  small,  light¬ 
weight  H/PCs.  Using  TIM  Jr.  is  likewise  no  problem,  because 
the  reps  were  familiar  with  the  laptop  version  running  on 
Windows  95. 

Because  using  TIM  Jr.  on  an 
H/PC  can  save  each  rep  a 
minimum  of  five  minutes  on 
each  sales  call,  they  can  make 
more  of  them,  and  make  the 
company  an  extra  $5  million  a 
year,  due  to  increased  efficiency  and  volume.  That  kind  of 
money  can  come  in  pretty  handy. 


police  on  the  street  can  securely  tap  into  the 
Commonwealth  of  Pennsylvania's  vehicle  and  driver 
registration  databases  to  find  out. 

•  Is  a  speeder  also  a  dangerous  criminal?  The  law  enforce¬ 
ment  agent  can  find  out  quickly  and  easily  by  tapping  into 
the  FBI’s  crime  computers  through  a  familiar  interface. 

Before  the  advent  of  the  H/PC  database  application,  police 
called  in  their  plate  requests  to  a  dispatcher,  who  was  often 
backlogged  up  to  20  minutes.  That  20  minutes  could  spell 
danger  as  a  police  officer  approached  a  car  without  know¬ 
ing  what  he  was  getting  into  or  could  allow  the  suspect  to 
get  away.  But  now,  police  practically  have  the  resources  of 
their  whole  office  with  them,  on  the  street  corner,  in  less 
than  10  seconds.  And  because  Handheld  PCs  turn  on 

instantly,  the  police  can  get  the 
information  they  need  to  prevent 
crime,  faster. 

Writing  the  database  application 
for  the  Handheld  PC  was  a  sim¬ 
ple  process.  The  city  used  exist¬ 
ing  development  environments  and  knowledge  to  quickly 
port  the  desktop  version  to  the  Handheld  PC. 


Says  Steve  Schmitt,  CIO  for  the  City  of 
Pittsburgh,  “The  Handheld  PC  is  able  to 
provide  information  to  police  officers 
where  and  when  they  need  it.  They  can 
pull  it  right  out  of  their  pockets  on  a 
street  corner  and  run  a  plate.” 


Pittsburgh  Police 

What’s  the  most  dangerous  part  of  being  a  police  officer? 
Walking  into  a  situation  without  information.  But  now  the 
cop  walking  the  beat  has  almost  instant  access  to  the  city, 
state  and  federal  crime  databases  at  hand,  with  a  City  of 
Pittsburgh  application  for  Handheld  PCs. 

•  Does  a  suspect  have  outstanding  warrants?  Using  a  small 
wireless  modem,  the  Handheld  PC  can  quickly  connect  via 
Microsoft  BackOffice"-based  servers  to  Pittsburgh’s  local 
database  to  check.  In  10  seconds,  the  police  officer  knows. 

•Is  a  car  stolen?  Using  the  cellular  digital  packet  data 
(CDPD)  infrastructure,  with  encryption  on  both  ends,  the 


"We  like  Windows  CE  because  we  can  extend  the 
manageability  of  our  Windows  95-based  desktops  to  the 
wireless  environment,”  says  Steve  Schmitt,  CIO  for  the  City 
of  Pittsburgh,  "The  Handheld  PC  is  able  to  provide 
information  to  police  officers  where  and  when  they  need  it. 
They  can  pull  it  right  out  of  their  pockets  on  a  street  corner 
and  run  a  plate.” 

That  means  there’s  no  e; 
learning  curve.  In  additi 
code  written  for  desktop 
can  be  quickly  ported  to 
Windows  CE. 


To  market  faster,  with 

embedded  systems 


powered  by 
Windows  CE 


•  Familiar  development  tools  and  environments,  including  the 
Windows  CE  Embedded  Toolkit  for  Visual  C++®  and  Win32®  API 

•  Rich  support  for  connectivity  and  interoperability 
between  devices,  PCs,  servers  and  the  Internet 

•  Libraries  of  services,  such  as  GUIs  and  controls 

•  A  modular  design  that  enables  componentized 
software 


"Usable”  means  you  can  take  advantage  of  knowledge, 
code,  tools  and  add-ins  that  already  exist,  rather  than 
create  it  all  from  scratch.  This  means  faster  time  to 
market  and  lower  development  costs  for  all  kinds  of 
specialized  systems. 


Specialized  devices  have  long  been  developed 
with  proprietary  operating  systems.  The  draw¬ 
backs? 

•  Steep  learning  curves  for  development  tools 
and  operating  systems  (OS). 

•  Little  compatibility  or  connectivity  between 
devices. 

•  No  standard  APIs 


Radiant  Systems  discovered  the  Windows  CE 
quick-time-to-market  advantages  when  creating  a 
Windows  CE-based  retail  platform.  DATUS  found  that 
Windows  CE  offered  lower  development  costs  for  its  car  navi¬ 
gation  system.  They  are  just  two  of  many  companies  designing 
their  embedded  systems  around  Windows  CE  2.0,  the 
operating  system  that  can  take  advantage  of  tools,  code  and 
expertise  developers  already  have. 

Radiant  Systems 

Point-of-sale  (POS)  systems  are  a  staple  in  the  retail  world. 
And  increasingly,  retailers  are  also  using  interactive  kiosks  to 

present  in-store  information  directly  to  _ 

consumers  in  a  compelling  manner. 


Windows  CE,  on  the  other  hand,  is  the  ideal  operating 
system  for  embedded  systems.  It's  the  most  usable 
embedded  operating  system  available,  featuring: 


An  innovative  entry  in  this  category  is 
Radiant  Systems'  MediaClient-CE,  a  new 
Windows  CE  2.0-powered  retail  platform. 


I  m 


www/microsoft.com/windowsce/itsolutions/ 


www/microsoft.com/windowsce/itsolutions/ 


Used  as  a  mini-kiosk,  the  device  can  be  tailored  to  a  wide 
variety  of  promotional  needs,  since  it  supports  a  built-in  touch¬ 
screen  and  a  magnetic  stripe  reader  for  swiping  credit  cards. 
Its  versatility  doesn’t  stop  there:  As  a  POS,  MediaClient-CE 
supports  a  wide  range  of  retail  environments  through  its 
connectivity  to  a  variety  of  retail  peripherals  such  as  scanners, 
PIN  pads,  and  cash  drawers.  With  100BaseT  networking,  it 
provides  high-speed  connectivity  to  local  media  servers  and 
the  home  office. 

Store  employees  and  consumers  alike  find  the  Windows  and 
multimedia  Ul  provided  by  the  MediaClient-CE  completely 
intuitive.  They  will  also  appreciate  the  quality  of  video  made 
possible  by  the  kiosk’s  support  of  the  MPEG  standard. 

The  developers  who  created  MediaClient-CE  cited  two  key 
benefits  from  using  Windows  CE— openness  and 
compatibility.  Because  MediaClient-CE  was  developed 
within  a  familiar  development  environment,  developers  had 
a  higher  level  of  confidence  in  the  resulting  application.  And 
because  MediaClient-CE  is  based  on  an  established 
standard  from  a  leading  operating  system  supplier,  the 
developers  could  be  assured  their  kiosk  would  be  compati¬ 
ble  with  other  Windows-based  platforms. 

“Windows  CE  offers  a  reliable  platform 

based  on  the  same  standards  as  that  of  a 
mass-market  success  like  Windows  NT®  —  yet 
it’s  customizable  to  meet  the  needs  of  the 
vertical  market,”  said  Jimmy  Fortuna, 
product  manager  for  advanced  platforms  at 
Radiant  Systems.  "This  is  exactly  what  our 
customers  need." 

In  the  highly  competitive  world  of  retail  merchan¬ 
dising,  the  race  is  to  the  swift  and  creative. 

Windows  CE  let  Radiant  Systems  be  both. 

DATUS 

Getting  lost  in  an  unfamiliar  town  or  city  can 
be  one  of  life’s  aggravations.  That’s  why  car 
navigation  systems  are  one  of  the  hot  new 
embedded  systems  helping  sell  luxury  vehicles 
today.  DATUS,  a  subsidiary  of  Daewoo  Telecom, 

Ltd.  and  manufacturer  of  car  navigation  systems,  has 


introduced  RouteFinder  PNA,  an  all-in-one  portable  car 
navigation  system  powered  by  Windows  CE  2.0,  that  makes 
getting  lost  (or  suffering  the  humiliation  of  asking  directions) 
a  thing  of  the  past. 

RouteFinder  PNA  provides  address-to-address  route  genera¬ 
tion  and  turn-by-turn  driving  directions.  It  does  this  through  a 
global  positioning  system  (GPS)  receiver  that  takes  satellite 
information  and  pinpoints  a  person’s  current  location.  Then, 
through  text-to-speech  voice  instructions,  RouteFinder  PNA 
directs  the  driver  to  the  correct  route.  As  the  driver  approach¬ 
es  each  turn,  the  device  speaks  the  instruction,  such  as  “Turn 
right  on  Harbor  Lane,  drive  0.5  miles.” 

The  RouteFinder  PNA  development  team  used  the  Windows  CE 
Embedded  Toolkit  for  Visual  C++  to  adapt  the  Windows  CE 
operating  system  to  their  hardware  platform.  The  software 
developers  were  then  able  to  build  and  debug  the  software  for 
the  RouteFinder  PNA  from  inside  the  familiar  Microsoft  Visual 
C++  development  environment.  What’s  more,  the  Windows  CE 
operating  system  is  based  on  the  industry  standard  Win32  API, 
making  it  easy  for  the  developers  to  reuse  their  code  base 
across  other  Windows  projects.  That  means  existing  services, 
such  as  the  text-to-speech  application,  can  be  leveraged  for 
lower  development  costs.  And  because  Windows  CE  uses 
the  most  popular  development  tools,  including  Visual  C++, 
programming  resources  were  easier  to  find  and  faster 
to  train.  All  that  means  faster  time  to  market  and  lower 
development  costs  for  RouteFinder  PNA. 

These  lower  development  costs  were  then  passed  on 
to  consumers.  “The  RouteFinder  PNA  represents  an 
important  breakthrough  for  car  navigation  sys¬ 
tems,”  said  Andy  Khanna,  president  of  DATUS 
Inc.  "Its  lower  price  point  will  make  car 
navigation  affordable  and  acceptable  to  a 
much  wider  market  for  both  commercial  and 
consumer  use." 


Windows  CE  brings 

ation 
at  hand- 

matter  what  you're  handy  at. 


Whether  you  want  to  use  Windows  CE  out  of  the  box  via  PC 
Companions,  customize  applications  for  them  or  embed  the 
operating  system  into  a  specialized  device,  you’ll  find  it  an 
ideal  environment.  It’s  as  easy  to  use  as  Windows,  uses 
familiar  development  tools  and  features  all  the 
standard  connectivity  and  extendibility  people  have  come  to 
expect  from  Windows. 

For  users  of  H/PCs  and  Palm  PCs  powered  by  Windows  CE, 
they'll  find  it  easy  to  access  their  desktop  data  and  stay  in 
touch  from  anywhere,  due  to  their  automatic  synch  and  wire¬ 
less  capabilities  and  familiar  Pocket  applications. 

For  IT  departments  supporting  users  of  PC  Companions,  they'll 
enjoy  the  fact  that  they: 

•  Don’t  have  to  retrain  users  in  either  using  the  GUI  or  the 
applications, 

•Can  utilize  PC  source  code, 

•  Can  manage  PC  Companions  just  the  way  they  manage 
desktop  PCs,  and 

•Are  using  a  standard  technology  supported  by  a 
long-term  player. 

For  developers  customizing  applications  for  Handheld  PCs  and 
Palm  PCs,  they’ll  appreciate  the  quick  learning  curve  and  the 
ability  to  apply  their  existing  Windows  development  expertise  to 
applications  for  Windows  CE-based  devices. 


Where  to  turn  for 
Windows  CE-powered 
products? 

PC  Companions  powered  by 
Windows  CE  come  in  many 
designs  and  with  customized 
features.  Multiple  hardware 
partners  offer  Handheld  PCs 
and  Palm  PCs. 

For  more  information  about 
how  to  license  the  Windows  CE 
operating  system,  or  where  to 
purchase  PC  Companions  and 
Microsoft  development  tools  for 
Windows  CE,  please  visit: 
www.microsoft.com/ 
wirtdowsce/itsolutions/. 

While  you’re  there,  check  out 
ordering  a  free  kit  that  includes 
additional  information  about 
Windows  CE-based  products 
and  the  operating  system. 
Simply  fill  out  an  online  form, 
and  we’ll  send  it  to  you. 


And  for  embedded  systems  programmers,  the  ability  to  take 
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advantage  of  the  connectivity,  interoperability  and  existing 


code  and  services,  as  well  as  a  modular  OS,  will  help  them 
get  to  market  with  their  specialized  devices  faster  and  more 
efficiently. 
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BellSouth's  huge  10-year  outsourcing 
pact  with  EDS  and  Andersen  took  intense 
planning,  hard  work  and  a  cast  of  hundreds 


BY  ROCHELLE  GARNER 


up,”  Cangelosi  says.  Inside  and  outside 
legal  counsel  were  involved,  too. 

A  pecking  order  was  established:  An 
executive,  with  day-to-day  responsibili¬ 
ties  for  the  project,  would  report  to  Can¬ 
gelosi.  Cangelosi  reported  to  Harder. 
Above  that  core  project  team  was  an  ex¬ 
ecutive  steering  committee  composed  of 
BellSouth  Corp.’s  president,  its  chief 
financial  officer,  all  senior  leadership  at 
BellSouth  Telecommunications  and  sev¬ 
eral  business  unit  officers. 

“We  established  checkpoints  to  go 
back  to  that  committee  and  say  ‘Here’s 
where  we  stand,’  and  to  offer  our  rec¬ 
ommendations  about  whether  to  go  for¬ 
ward  or  not,”  Cangelosi  says. 

For  many  companies, 
the  next  step  is  to  call  in 
an  outsourcing  consul¬ 
tant,  whose  specialties  in¬ 
clude  helping  customers 
determine  whether,  and 
how,  to  outsource.  “After 
going  through  the  initial 
evaluation  process,  about 
30%  of  the  companies 
that  come  to  us  decide  not  to 
outsource,”  McGuire  says. 

“That’s  higher  than  it  sounds  because 
customers  that  come  to  us  already  have 
some  predisposition  to  outsource." 

Clearly,  that  evaluation  effort  deter¬ 
mines  what  lies  ahead.  The  first  topic  to 
assess  is  your  organization’s  IT  capabil¬ 
ities  by  analyzing  such  metrics  as  total 
cost  of  ownership,  help  desk  response 
time,  customer  satisfaction,  software  de¬ 
fect  rates,  staff  retention,  and  on  and  on 
and  on.  It’s  a  she-  to  eight-week  process. 


“We  had  100  people  inputting  met¬ 
rics,  collecting  data  and  making  sure  we 
understand  what  we  do,”  says  Patrick 
Fortune,  corporate  vice  president  and 
CIO  at  St.  Louis-based  Monsanto  Co., 
which  last  year  signed  a  10-year  out¬ 
sourcing  contract  with  IBM  Global  Sys¬ 
tems.  “Before  you  can  appropriately 
look  at  outsourcing,  you  have  to  have  a 
valid  comparison  of  what  you’re  achiev¬ 
ing  now  vs.  what  you  want  to  get.” 

The  next  step?  Create  a  request  for 
information  (RFI),  McGuire  says.  Not 
familiar  with  the  term?  In  TPI’s  process 
(see  box  at  right),  that  fairly  detailed 
document  lists  the  10  or  so  key  things  a 
supplier  absolutely  must  do.  The  RFI 
should  give  ven¬ 
dors  a  sense  of 
whether  they  want 
to  continue  down 
the  expensive  road 
of  responding  to 
a  forthcoming  re¬ 
quest  for  proposals 
(RFP).  After  send¬ 
ing  out  its  RFI, 
BellSouth  asked  each  of  the  six  or  seven 
vendors  to  respond  to  certain  areas, 
such  as  operations  or  solutions.  “It  gives 
us  a  sense  of  how  candid  they  are,” 
McGuire  says. 

PROJECT  SCOPE 

BellSouth’s  IT  folks  examined  their  own 
IT  organization  to  the  nth  degree  and 
laid  it  all  out  in  the  RFP,  which  extends 
beyond  the  information  request  to  spell 
out  the  size  and  scope  of  what  would  be 
outsourced. 


Picture  it:  A  3-in.-thick,  three-ring 
binder  accompanied  by  22  equal-size 
binders  of  addenda,  covering  Bell¬ 
South’s  computing  assets,  staffing  skills 
and  financial  expectations. 

“This  is  not  something  you  can  do  on 
a  wing  and  a  prayer,”  Cangelosi  says. 
“You  have  to  share  with  vendors  the 
number  of  data  centers,  your  midrange 
computers,  PCs,  help  desk  positions, 
the  skills  sets  that  people  possess,  the 
contracts  you  have  with  other  vendors 
and  a  host  of  things  that  indicate  the 
size  and  scope  of  what  you  are  thinking 
about  outsourcing.” 

And  yes,  people  actually  read  that 
stuff.  With  billions  of  dollars  on  the 
line,  no  one  can  afford  to  get  lazy. 
"Once  companies  have  put  together  an 
RFP,  they  have  in  their  hands  a  really 
good  look  at  the  organization,”  McGuire 
says.  “That’s  when  it’s  time  to  review 
everything  with  the  major  steering  com¬ 
mittee.  And  then  we  decide  whether  to 
distribute  the  RFP  to  three  or  four  ven¬ 
dors,  with  the  idea  of  narrowing  it  down 
to  two  for  final  consideration.” 

BellSouth,  which  wanted  to  distin¬ 
guish  between  outsourced  operations 
and  outsourced  application  develop¬ 
ment,  ended  up  distributing  the  RFP  to 
four  candidates  (two  for  each  contract). 
After  the  responses  came  in,  things 
really  kicked  into  gear.  “We  inspected 
their  proposed  solutions,  looked  at  their 
teams,  looked  at  their  technology  and 
reviewed  their  references  by  visiting 
with  and  talking  to  their  customers,” 
Cangelosi  says.  “At  the  same  time,  those 
vendors  went  through  our  data  and 


TPI'S  SOURCING 
EVALUATION  PROCESS 

(also  used  by  BellSouth) 

BellSouth  Telecommunications  fol¬ 
lowed  this  four-phase  process  — 
plus  reviews  —  to  develop  an  out¬ 
sourcing  plan  and  select  vendors: 

PHASE  1:  Assessment.  Conduct  the 
internal  assessment,  document  the 
objectives,  evaluate  service  levels 
and  metrics,  distribute  a  hybrid  re¬ 
quest  for  information,  develop  a 
multiyear  financial  model  and  devel¬ 
op  the  request  for  proposals  (RFP). 

—  Management  checkpoint 

PHASE  2:  Develop  a  short  list. 

Select  initial  vendors,  distribute  the 
RFP  to  at  least  three  vendors,  evalu¬ 
ate  and  select  the  two  best  propos¬ 
als. 

—  Management  checkpoint 

PHASE  3:  Vendor  selection.  Refine 
requirements,  complete  due  dili¬ 
gence,  complete  detailed  human  re¬ 
sources  evaluations,  conduct  de¬ 
tailed  negotiations,  define  contract 
management  structure  and  staffing, 
and  select  best  vendor  for  contract 
negotiation. 

—  Management  checkpoint 

PHASE  4:  Contract  negotiation.  De¬ 
velop  the  contract  and  complete  all 
preimplementation  activities. 

Source:  Technology  Partners,  Inc.,  Houston 


toured  our  facilities  to  see  if  we  had 
what  we  said  we  did.” 

As  the  final  selection  drew  near,  more 
BellSouth  people  pored  over  those  pro¬ 
posals  to  assess  every  possible  ramifica¬ 
tion.  “These  are  very  confidential  issues, 
so  only  a  very  few  of  us  knew  all  of  the 
details,”  Cangelosi  says.  “We  had  sub¬ 
ject  matter  experts  all  working  on  their 
individual  pieces  —  like  state  taxes,  fed¬ 
eral  tax  issues  and  auditing  —  with  the 
lead  team  constantly  pulling  that  kind  of 
information  into  a  picture  that  makes 
sense.  This  is  the  sort  of  sensitive  infor¬ 
mation  that  really  should  be  compart¬ 
mentalized  on  a  need-to-know  basis.” 

Eventually,  up  to  500  BellSouth  peo¬ 
ple  were  involved  in  conducting  due 
diligence,  examining  tax  ramifications, 
human  resources  concerns  and  a  raft  of 
other  business  issues. 

At  last,  a  decision  was  made:  EDS 
would  oversee  operations  at  BellSouth 
Telecommunications,  and  Andersen 
would  handle  application  development. 
It  was  time  to  negotiate  the  contract. 

These  are  the  times  that  truly  try 
men’s  souls.  Delaware-based  Du  Pont, 
for  example,  went  so  far  as  to  rent  of- 
Mega-deal,  page  66 


Before  outsourcing, 
J.  P.  Morgan  developed 
380  different 
categories  by  which  to 
measure  its  IT 
capabilities. 
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It  was  a  stroke  of  marketing  brilliance.  On  the  first  day,  a 
vendor  proclaimed  its  product  a  “solution,”  and  forever¬ 
more  did  all  the  other  vendors  follow  suit. 


ANATOMY  of  a 

GA-DEAL 
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fices  in  New  York,  where,  for  a  month,  its  core 
project  team  and  soon-to-be  partners  worked  dou¬ 
ble  shifts  every  day,  weekends  included  —  except 
for  Mother’s  Day. 

Bell  South’s  team  went  through  double  shifts, 
too.  The  team  worked  to  spell  out,  with  no  ambi¬ 
guity,  the  financial  terms,  expectations  and  deliv¬ 
erables  that  EDS  and  Andersen  would  provide. 

BellSouth  won’t  disclose  those  terms.  But  it 
probably  followed  the  advice  of  its  legal  counsel, 
Milbank,  Tweed,  Hadley  &  McCloy  in  New  York. 

Take,  for  example,  the  all-important  considera¬ 
tion  of  pricing.  “Most  companies  don’t  understand 
the  actual  way  work  is  priced,”  says  Daniel  Mum¬ 
mery,  a  partner  at  the  law  firm.  “For  instance,  it's 
typical  to  value  a  baseline  level  of  service  at  a  fixed 
price,  then  pay  more  as  you  go  over  it  in  volume. 
But  too  many  companies  assume  that  certain 
kinds  of  service  are  included  in  that  baseline  when 
it’s  not  spelled  out.  And  if  it’s  not  spelled  out,  it’s 
a  separate  price.  Another  mistake  is  misinterpret¬ 
ing  what  ‘fixed  price’  means.  It  doesn’t  mean  a 
ceiling;  it’s  a  fixed  price  for  a  particular  compo¬ 
nent  of  service.” 

Another  mistake,  Mummery  says,  is  spending 
too  little  time  defining  technology  evolution.  “It’s 
important  that  contracts  distinguish  between  tech¬ 
nological  evolutions  and  complete  right-turns,” 
Mummery  says.  “Evolution  might  be  included  in 
the  price.  That’s  a  technical  discussion,  and  it’s  in 
the  vendor’s  interest  to  make  that  very  gray.” 

Finally,  after  nearly  18  months,  BellSouth  signed 
the  contracts.  They  commit  EDS  and  Andersen  to 
keeping  BellSouth’s  IT  operations  and  application 
development  capabilities  among  the  best  in  its  in¬ 
dustry.  The  vendors  must  benchmark  their  perfor¬ 
mance  against  other  telecommunications  players 
and  invest  in  technology  and  technical  skills  to  en¬ 
sure  BellSouth’s  best-in-class  standing. 

For  its  part,  Andersen  must  achieve  at  least  the 
fourth  level  of  the  five-level  Capability  Maturity 
Model.  The  term  is  defined  by  the  Software  Engi¬ 
neering  Institute  at  Carnegie  Mellon  University. 
Level  four  is  the  Managed  Level  and  uses  a  rigor¬ 
ous  measurement  program  to  anticipate  where  an 
organization  needs  to  change.  The  Optimizing 
Level  is  the  highest  level.  It  represents  that  nir¬ 
vana  where  organizations  prevent  defects  even  as 
their  technologies  and  management  processes 
constantly  evolve. 

BellSouth  created  what  it  calls  a  three-tier  struc¬ 
ture  for  managing  its  complex  relationships. 

The  top  tier,  called  the  “control  tower,”  manages 
daily  workflow  among  BellSouth  and  its  two  new 
partners.  The  middle  tier,  BellSouth’s  contract 
management  organization,  monitors  EDS’s  and 
Andersen’s  compliance,  measures  their  perfor¬ 
mance,  analyzes  usage  data  and  determines 
whether  the  need  arises  to  modify  the  contracts. 
The  third  tier  is  alliance  management,  led  by 
Harder.  It’s  his  job  to  meet  with  his  counterparts 
at  EDS  and  Andersen  and  generally  smooth  out 
any  contentious  issues  that  could  impede  Bell¬ 
South’s  alliance  with  either  partner. 

It’s  way  too  early  to  judge  BellSouth’s  success, 
but  one  thing  is  certain:  If  something  does  go 
wrong,  it  won’t  be  for  lack  of  attention.  “God  is  in 
the  details,"  Cangelosi  says.D 


After  all,  what  were  their  computers,  applica¬ 
tions,  development  environments  and  so  on,  if 
not  the  be-all  and  end-all  for  users?  Whatever 
the  vendor  made,  it  would  solve  a  user’s  prob¬ 
lem  —  or  all  of  a  user’s  problems,  or  problems 
a  user  didn’t  even  know  it  had  yet,  or  meet  busi¬ 
ness  needs  before  they  became  problems. 

Before  long,  of  course,  salespeople  and  mar¬ 
keters  ran  amok  with  the  term.  “Solution”  be¬ 
came  flippant  marketese,  belying  the  complex¬ 
ity  of  the  technology  underneath  it  and 
confounding  purchaser  and  user  over  what  ex¬ 
actly  the  products  did  and  didn’t  do. 

Not  that  it  bothered  the  product  pushers. 
Even  if  they  didn’t  truly  expect  their  “solution" 
to  solve  all  user  problems,  they  did  assume  that 
someone  else  would  figure  out  exactly  how  the 
product  worked  or  what  it  was  supposed  to  do. 
In  marketing,  such  wishful  thinking  is  often  the 
point. 

You’d  think  we’d  be  insulted  by  supposedly 
technosawy  vendors  belittling  our  intelligence 
by  calling  everything  they  make  a  solution  in¬ 
stead  of  what  it  really  is.  Instead,  I  see  many  of 
us  using  the  term  ourselves,  almost  in  self- 
defense. 

It’s  easier  to  tell  management  we  want  an 
end-to-end  electronic-commerce  solution  than 
to  explain  how  we  need  software  that  will  let  or¬ 
ders  from  a  company’s  Web  site  go  into  our  ac¬ 


counting  and  inventory  sys¬ 
tems,  and  how  that  works. 

It’s  easier,  but  it  isn’t 
smarter.  We  miss  an  oppor¬ 
tunity  to  explain  precisely 
what  needs  to  be  done,  and 
thereby  miss  the  opportu¬ 
nity  to  educate  and  build 
alliances  with  colleagues 
throughout  the  business. 

By  flinging  around  the 
word  “solution,”  we  forget 
that  what  the  vendor  is  sell¬ 
ing  isn’t  really  a  solution 
anyway  —  only  a  tool.  Get 
stuck  on  solution,  and  you 
risk  getting  stuck  with  a 
system  that  doesn’t  meet 
your  company’s  needs,  or 
requires  all  sorts  of  addi¬ 
tional  stuff  to  do  so.  If  you 
doubt  that,  wait  until  you  have  to  call  for  cus¬ 
tomer  service  or  support.  All  of  a  sudden,  that 
system  doesn’t  look  very  end-to-end,  much  less 
like  a  solution. 

So  call  it  a  product  or  a  system  or  explain 
what  it  is  in  whatever  depth  your  audience  can 
handle.  After  all,  as  they  say,  anything  that  isn’t 
part  of  the  solution  is  part  of  the  problem.  Best 
that  it  not  be  you. 


Does  any  high-tech 
jargon  have  YOU 
steamed?  Tell  Anne 
McCrory,  former 
Computerworld 
copy  desk  chief  and 
now  assistant  sections 
editor.  Her  Internet 
address  is  anne_ 
mccrory@cw.com. 


SOURCES:  FOR  IS  MANAGERS 


BOOKSHELF 


INSOURCING  AFTER  THE  OUTSOURCING: 

MIS  SURVIVAL  GUIDE 

By  Robert  B.  Chapman  and  Kathleen  R.  Andrade 
AMACOM  Books,  New  York;  224  pages;  $39.95 
(hardcover) 

A  more  appropriate  title  for  this  book  would  be 
“Is  Outsourcing  the  Right  Move?"  with  the  sub¬ 
title:  “And  If  It  Wasn’t,  We’ll  Tell  You  How  to  Get 
Out  of  It.” 

Chapman  and  Andrade  provide  valuable  advice 
on  how  a  company  can  take  the  information  sys¬ 
tems  function  back  from  an  outsourcer  —  once 
you  get  past  more  than  50  pages  on  how  an  out¬ 
sourcing  arrangement  can  outlive  its  usefulness. 
The  authors  devote  a  chapter  to  how  IS  managers 
who  oversee  an  outsourcer  can  build  the  best  pos¬ 
sible  case  to  reclaim  control  of  the  IS  function. 
That,  Chapman  and  Andrade  contend,  is  the  hard¬ 
est  work  IS  managers  can  encounter. 

Why?  It  comes  down  to  perception.  If  upper 
management  sees  IS  as  a  cost  center  rather  than  a 


source  of  strategic  value,  IS 
managers  have  a  tougher  job 
to  sell  the  higher-ups  on  in¬ 
sourcing.  If  both  sides  are  on 
the  same  page  regarding  IS 
value,  IS  managers  must 
painstakingly  craft  a  tactical 
strategy  detailing  what  the 
newly  insourced  organization 
will  look  like  and  how  it  will 
function. 

The  authors  show  how  an  outsourcing  arrange¬ 
ment  can  work  and  how  a  client  should  help  the 
arrangement  work. 

But  the  last  chapter,  Protecting  Against  Out¬ 
sourcing,  can  be  perceived  as  a  rallying  cry  for  IS 
managers  who  want  to  keep  the  barbarians  at  the 
gate.  Even  if  those  managers’  IS  organizations  lack 
proficiency  in  managing  themselves,  measuring 
their  performance  and  proving  to  their  companies 
that  IS  provides  strategic  value. 

—  Rick  Saia 


Gamer  is  a  freelance  writer  in  San  Carlos,  Calif. 


Enterprise  management  doesn't 
have  to  be  a  leap  of  faith. 


Do  you  know  where  your  enterprise 
management  vendor  is  taking  you? 


Will  you  reach  your  goal  or  get 
soaked  in  the  process?  Leading 
industry  analyst  studies  reveal 
that  most  major  framework 


- 

implementations  fail  to  deliver 
the  ROI.  After  years  of  work, 
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only  a  small  portion  of  purchased 


functionality  is  implemented. 


There's  a  better  way. 
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HP  OpenView  solutions  deliver 
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stworthy  leaders  don’t  talk  only  about 
stinations.  They  also  explain  how  to 
overcome  obstacles  along  the 
way.  Microsoft  still  has  a  lot  of 
explaining  to  do. 


BILL  GATES 


Bill  Gates  staked  out  his  vision  of 
the  decades  ahead  in  his  1995  mani¬ 
festo,  The  Road  Ahead. 

Since  then,  we’ve  been  exposed  to 
Gates’  vision  through  his  speeches 
and  Microsoft’s  advertising  cam¬ 
paigns,  such  as  the  recent  series  about 
delivering  a  Digital  Nervous  System 
that  will  make  information  systems 
“work  together.”  We’ve  also  heard  the 
promise  of  Zero  Administration  costs 
for  PC  software. 

None  of  those  marketing  initiatives, 
based  on  my  close  following  of  news 
from  Redmond,  alters  the  view  of  the 
future  as  it  was  articulated  in  Gates’ 
book. 

So  more  than  two  years  after  The 
Road  Ahead  was  published,  how  does 
Microsoft  propose  to  remove  the  boul¬ 
ders  blocking  the  information  super¬ 
highway  and  impeding  global  com¬ 
puting  in  the  Information  Age? 

A  BOULDER  ON  THE  ROAD: 
INTEROPERABILITY 

The  Holy  Grail  of  computerdom  is  the 
achievement  of  interoperability.  It 
means  not  having  to  worry  how  data, 
applications  and  hardware  will  work 
as  technology  changes.  Everyone  — 
including  readers  of  The  Road  Ahead 
—  has  run  into  problems  with  incom¬ 
patible  text,  data,  images  and  periph¬ 
erals.  The  CD-ROM  that  came  with 
Gates’  book  ran  on  Windows  95,  but 
not  Windows  NT. 

Today,  we’re  still  wondering  how 
Microsoft  will  deliver  on  the  book’s 
promise  that  “. . .  Microsoft  operating 
systems  provide  compatibility  and  in¬ 
teroperability  . .  .  developers  do  not 
need  to  worry  about  what  PC  their 
software  will  run." 

Today,  Microsoft  isn’t  fully  inter¬ 
operable  even  within  its  own  product 
line  and  certainly  doesn’t  practice  easy 
handshakes  with  software  and  hard¬ 
ware  vendors  who  don’t  strictly  and 
narrowly  comply  with  Microsoft’s  for¬ 
mats. 

How  those  barriers  will  be  removed 
is  something  that  concerns  every 
systems  manager.  We’re  still  waiting 
for  a  cogent  plan  —  other  than  ho¬ 
mogenizing  everyone  into  a  mold  set 
by  one  supplier  and  setting  propri¬ 
etary  standards  of  interoperability  for 
everyone  else. 


ANOTHER  BOULDER 
ON  THE  ROAD:  POWER 

Meanwhile,  Microsoft’s  ambitions  and 
aggressive  methods  have  caused  wide¬ 
spread  apprehensions.  The  paranoia 
of  software  companies,  antitrust 
lawyers  and  state  regulators  has 
spread  throughout  corporate  America. 
A  story  in  the  April  27  issue  of  For¬ 
tune  carries  the  headline:  “Microsoft: 
Is  your  company  its  next  meal?  Now 
even  the  giants  of  the  Fortune  500 
have  reasons  to  fear.” 

Simple  arithmetic  propels  those 
anxieties.  To  maintain  current  growth 
and  financial  performance,  Microsoft’s 
profits  must  rise  to  about  one-third  of 
all  profits  earned  by  the  3,000  largest 
U.S.  corporations.  If  that  happens,  Mi¬ 
crosoft’s  revenue  would  equal  three- 
quarters  of  the  combined  global  rev¬ 
enues  of  GM,  Ford,  Chrysler,  Honda 
and  Toyota. 

But  size  and  the  cash  in  Microsoft’s 
war  chest  aren’t  the  only  sources  of 
fears.  CEOs  finally  have  realized  that 
Microsoft’s  operating  system  straddles 
every  access  gate  to  their  information 
networks. 

It’s  as  if  a  single  locksmith  provided 
both  the  keys  and  the  locks  for  every 
door  in  the  world. 

The  Road  Ahead  avoids  the  issue  al¬ 
together.  I  did  a  full-text  search  in  the 
book  for  words  such  as  “monopoly,” 
“obstacles”  and  “dominance”  and 
found  one  reference  to  the  game  of 
Monopoly,  one  to  the  late  An  Wang 
and  electronic  calculators  and  two  ref¬ 
erences  to  telephone  company  mo¬ 
nopolies. 

Meanwhile,  Microsoft  continues  to 
deny  that  it’s  exhibiting  any  monopo¬ 
listic  tendencies,  as  evidenced  in  re¬ 
cent  Senate  hearings. 

The  only  obstructions  to  creating 
the  information  society  mentioned  in 
the  book  are  the  bandwidth  barriers 
put  in  place  by  telephone  and  cable 
companies.  Those  themes  continue  to 
be  repeated  in  most  of  Gates’  recent 
talks  and  are  supported  with  an  ag¬ 
gressive  investment  and  acquisition 
agenda  in  cable  companies  and  satel¬ 
lite  ventures. 

To  me,  talking  about  bandwidth 
barriers  instead  of  addressing  the 
acute  issues  around  Microsoft’s  domi¬ 
nance  in  operating  systems  and  desk- 


THE'' 

ROAD 

AHEAD 


The  Road  Ahead  may  look 
unimpeded  on  the  book  jacket, 
but  Bill  Gates  and  Microsoft 
have  some  obstacles  to  clear 
from  the  information  highway 

top  applications  looks  like  a  signal 
that  Microsoft  wants  to  extend  its 
reach.  Redmond  doesn’t  just  want  to 
supply  the  keys  and  locks  for  the 
world’s  computers.  It  also  wants  to 
manage  the  electronic  pathways  lead¬ 
ing  to  them.  No  wonder  such  aspira¬ 
tions  tend  to  increase  suspicions 
about  an  organization  with  that  much 
power. 

Microsoft’s  visions  about  the  road 
ahead  must  now  respond  to  rising 
concerns  over  whether  its  claims  to 
leadership  will  expose  its  followers  to 
unanticipated  risks. 

ADVICE  TO  TRAVELERS 
ON  THE  ROAD  AHEAD 

Microsoft  is  an  admirable  organiza¬ 
tion.  It  has  delivered  universal  solu¬ 
tions  that  have  made  it  possible  to  ex¬ 
tend  computing  power  beyond  the 
limits  and  imagination  of  companies 
that  initially  possessed  greater  re¬ 
sources  and  superior  technologies.  Its 
success  has  been  well-earned  because 
it  has  consistently  delivered  good  val¬ 
ue,  compared  with  what  competitors 
offered. 

But  nothing  dominates  forever,  as  I 
found  out  after  years  of  committing 
my  companies  to  follow  the  comput¬ 
ing  path  as  preached  and  delivered  by 
IBM.  IBM  failed  to  recognize  that  its 
chosen  “road  ahead”  didn’t  lead  where 
its  customers  wanted  to  go. 

We  should  remain  skeptical  about 
Bill  Gates’  vision  until  he  and  his  as¬ 
sociates  tell  us  how  they  propose  to 
cope  with  the  obstacles  to  their  ideal¬ 
istic-sounding  visions.  □ 

Strassmann  (paul@strassmann.com ) 
used  Microsoft  software  to  write  this 
column,  though  he  diversifies  his  appli¬ 
cations  with  an  eye  toward  interoper¬ 
ability. 
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Are  you  prepared  for  a 
disruption  to  your  critical 
business  operations?  Our 
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and  SELF-ASSESSMENT  can 
help  you  determine  just  how 
vulnerable  your  networks 
and  systems  are.  And  more 
important,  what  you  can 
do  to  change  that.  Call 
1-800-272-9792  for  your 
copy  today.  It's  your  best 
bet  against  risk  in  this  wild 
and  crazy  world.  And  it's 

free.  How  cool  is  that? 
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John  Keast,  CIO  at 
PG&E  Energy  Ser¬ 
vices,  scrambling 
to  build  sales- 
support  am  ck- 
ffice  systems 
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it’s  Monday  morning.  More  than  200  wet- 
behind-the-ears  sales  representatives  for  PG&E 
Energy  Services  are  on  the  road  hard-selling  nat¬ 
ural  gas,  billing  and  metering  services,  efficiency 
evaluations  and  voltage  upgrades  to  businesses 
and  consumers. 

A  sign  of  the  times. 

On  March  31,  California  deregulated  energy 
sales,  releasing  27  million  consumers  from  the 
iron  grip  of  the  state’s  three  largest  utilities. 

As  a  result,  California  utilities  are  grappling 
with  two  major  changes  to  their  business  models. 
First,  regulated  utilities  can’t  compete  with  300 
energy  start-ups  registered  by  the  California  Pub¬ 
lic  Utilities  Commission  (PUC)  to  service  lucra¬ 
tive  business  accounts. 

So  to  play  on  the  new,  deregulated  field,  those 
utilities  have  spun  off  deregulated  subsidiaries  of 
their  own. 

The  utilities  themselves  are  moving  in  another 
direction.  Whether  they  like  it  or  not,  their  role  is 
changing.  No  longer  one-stop  energy  miners, 
deliverers  and  service  providers,  utilities  must 
become  delivery  and  switching  facilitators  for 
consumers  and  new  marketers. 

From  a  technology  standpoint,  adapting  to 
those  changes  hasn’t  been  easy.  Especially  be¬ 
cause  the  PUC  gave  utilities,  encumbered  as  they 
are  with  bureaucratic  red  tape,  only  four  months 
to  make  the  changes. 

“These  utilities  will  have  to  reinvent  themselves 
and  their  IT  departments,”  says  Jack  Ellis,  execu¬ 
tive  vice  president  at  Automated  Power  Exchange, 
Inc.  in  Los  Altos,  Calif.  “Fluge  systems  have  had 
to  be  built  very  quickly  and  at  great  expense.” 

Things  aren’t  as  dire  as  they  may  first  appear 
for  the  old-guard  utilities.  They  continue  to  get 
a  big  piece  of  the  pie  until  2002  in  the  form  of 
an  energy-delivery  surcharge  that  amounts  to 
40%  of  every  energy  bill.  That  gift  from  the 
PUC  is  intended  to  help  offset  the  utilities’ 
switchover  costs. 

But  the  utilities  risk  losing  lucrative  customer- 
service  value-adds  to  out-of-state  conglomerates 
such  as  Houston-based  Enron,  Inc.  and  its  year- 
old  spin-off  division,  Enron  Energy  Services,  or  to 
start-up  niche  marketers  such  as  Green  Mountain 
Energy  Resources  LLC  in  San  Francisco. 


THE  UTILITIES 

The  future  success  of  those  new  combatants 
hinges  on  their  information  systems  depart¬ 
ments,  which,  in  a  very  short  time,  have  built  sys¬ 
tems  to  support  entirely  new  and  fluxing  business 
processes. 

Steve  McMenamin,  division  vice  president  of 


UTILITIES  FURIOUSLY  REVAMP 
TO  FEND  OFF  HUNGRY  START- 
INDUSTRY  GETS  COMPETITIVE 


customer  services  at  Southern  California  Edison, 
says,  “We’ve  had  to  make  approximately  ioo 
major  business  process  changes  since  November. 
The  time  frame  is  driving  virtually  our  entire 
process.” 

To  prepare  for  a  more  complex  and  fluid  cus¬ 
tomer  base,  Southern  California  Edison’s  IS  de¬ 
partment  is  modifying  its  system  to  support  cus¬ 
tomer  switchovers  and  use-monitoring,  and  to 
network  new  retailers. 

Because  billing  and  other  services  are  now 
unbundled.  Southern  California  Edison’s  new  sys¬ 
tem  must  support  several  new  variables.  For  ex¬ 
ample,  customers  may  buy  energy  or  metering 
from  a  new  reseller  but  still  want  the  utility  to 
handle  billing.  “The  dimensions  have  five  vari¬ 
ables  from  business  to  business  and  from  house 
to  house,”  McMenamin  says. 

His  department  was  hit  with  the  PUC  mandate 
while  it  was  upgrading  Southern  California  Edi¬ 
son’s  customer  service  and  back-office  systems. 

Now  McMenamin  is  trying  to  roll  out  entirely 
new  applications  on  top  of  that  upgrade.  "In 
some  cases,  we  recognized  we  couldn’t  get  full 
automation,  so  we  launched  a  second  project  to 
do  partially  automated  processes  in  time  to  make 
the  opening  date,”  he  says. 

Some  automation  projects  simply  were 
dropped.  For  example,  at  a  late  date.  Southern 
California  Edison  scrapped  attempts  to  automate 
its  meters  because  of  cost  and  new  competition. 

OPPORTUNITY  KNOCKS 

That  was  great  news  for  Enron  Energy  Services, 
which  is  staking  much  of  its  business  on  auto¬ 
mated  meter  reading. 

Tim  Vail,  Enron’s  vice  president  of  new  tech¬ 
nology,  says  automated  meter  reading  is  vital  be¬ 
cause  it’s  a  foot  in  consumers’  doors  that  could 
lead  to  other  sales. 

Enron’s  meter-reading  system  has  been  ready 
for  business  clients  since  Jan.  i.  When  Califor¬ 
nia’s  residential  meter  system  is  unbundled  next 
January,  the  company  plans  to  have  the  service 
available  for  home  users. 

The  system  uses  Motorola  devices  to  send  read¬ 
ings  via  radio  signal  to  an  Oracle  database  every 
15  minutes. 

One  beauty  of  the  system  is  that  the  data  can 
be  mined  to  suggest  custom  efficiency  tips  to 
users.  Then,  through  applications  developed  in- 
house,  the  system  ties  in  to  back-end  accounting 
and  billing  systems,  so  those  recommendations 
can  be  printed  on  customers’  bills. 

Enron  rolled  out  its  technology  in  a  year.  It’s 
nearly  impossible  for  utilities  —  and  even  their 


unregulated  divisions  —  to  be  so  nimble. 

“The  existing  utilities  are  awfully  big  and  com¬ 
plex,  which  makes  it  difficult  for  them  to  make 
decisions,”  says  David  Cain,  IS  manager  at  the 
Electric  Power  Research  Institute,  a  Palo  Alto, 
Calif.-based  consulting  and  research  firm. 

It  doesn’t  help  matters  that  in  this  market, 
prices  fluctuate  by  the  minute,  tariffs  and  taxes 
differ  from  state  to  state,  and  customer  volume  is 
constantly  changing  as  consumers  play  the 
switching  game. 

John  Keast,  chief  information  officer  at  PG&E 
Energy  Services,  the  San  Francisco-based  unreg¬ 
ulated  subsidiary  of  holding  company  PG&E 
Corp.,  took  a  priority  approach  to  developing  new 
systems  in  a  scant  eight  months. 

That  meant  arming  his  forces  so  they  could  go 
forth  and  sell. 

“This  is  a  sales-driven  organization,”  Keast  says 
amid  the  hum  of  construction  work  on  his  unfin¬ 
ished  32nd-floor  suite  of  offices.  “We  needed  to 
get  tools  into  the  hands  of  our  sales  force.” 

Given  the  tight  deadline,  Keast  both  bought 
and  built  a  World  Wide  Web-based  client/server 
sales  management  system.  His  department  inte¬ 
grated  an  off-the-shelf  sales  automation  database 
tool  from  Aurum  Software,  Inc.  in  Santa  Clara, 
Calif.  According  to  PG&E,  sales  representatives 
who  use  that  system  have  presold  more  than  $1 
billion  in  business  energy  services  contracts. 

With  phase  one  behind  him,  Keast  is  grappling 
with  phase  two,  back-office  development  and  sup¬ 
port  issues,  which  will  continue  into  next  year. 

As  Keast’s  staff  creates  bridges  to  integrate  the 
sales  automation  package  into  a  back-office  SAP 
AG  R/3  system  for  billing  and  account  informa¬ 
tion,  PG&E  Energy  Services  staff  will  use  interim 
solutions  —  rudimentary  databases  and  Excel 
spreadsheets  —  for  back-office  accounting  and 
human  resources. 

And  then  there  are  the  details.  In  the  midst  of 
all  those  rollouts,  Keast  is  staffing  his  IS  shop 
while  simultaneously  attending  to  the  hardware 
and  software  needs  of  new  employees  pouring 
in  to  26  (and  growing)  field  sales  offices.  “We’re 
trying  to  keep  up  with  a  growth  treadmill,” 
he  says. 

THE  COMPETITION 

Utility  spin-offs  are  up  against  not  only  main¬ 
stream  players  such  as  Enron,  but  also  niche  mar¬ 
keters  such  as  Green  Mountain  Energy  Re¬ 
sources.  Those  new  guns  require  little  more 
than  an  interface,  a  PC  and  a  good  slogan  to  set 
up  shop. 

“You’re  already  paying  the  lowest  price  for  en¬ 


Click  henelor  gas 

Power  deregulation  is  increasing  consumers’  need  for  informa¬ 
tion.  Confusion  over  new  carriers,  switchovers,  services  and  bills 
calls  for  more  than  mass  mailings  and  television  ads. 

To  address  that  need,  Southern  California  Edison,  Pacific  Gas 
&  Electric  Co.  and  San  Diego  Gas  &  Electric,  California’s  domi¬ 
nant  utilities,  have  partnered  in  www.energymarketplace.com,  an 
Internet  “retail  shopping  center”  for  natural  gas. 

just  click  on  your  local  utility  and  up  pops  a  limited  list  of  par¬ 
ticipating  energy  services  providers.  The  site  concentrates  on  nat¬ 
ural  gas  sales  to  businesses  and  manufacturers  —  a  high-return 
market  segment. 

More  aggressive  Web  applications  also  are  in  the  works  that 
would  go  beyond  the  utilities’  shopping-mall  approach  and  actu¬ 
ally  address  billing  and  other  transactional  issues  for  business  and 
home  consumers  of  energy. 

Enron,  for  example,  is  developing  a  site  that  will  allow  cus¬ 
tomers  to  mine  their  own  energy-use  information  and  check  their 
bills.  —  Deborah  Radcliff 


ergy,  the  commodity,  in  your  existing  utility  bill,” 
says  Julie  Blunden,  Green  Mountain’s  vice  presi¬ 
dent  of  customer  services.  “Anybody  —  power 
marketers  or  retailers  included  —  who  comes  in¬ 
to  the  game  now  .  .  .  can’t  compete  directly  on 
price.  They  have  no  margin.  You  must  provide 
value  above  and  beyond  cost.” 

Green  Mountain’s  spin  is  clean,  renewable  en¬ 
ergy  that  appeals  to  the  socially  responsible, 
though  it  may  actually  cost  more. 

The  start-up  didn’t  want  to  tie  itself  up  in  tech¬ 
nology  and  indeed  has  no  in-house  technical  sup¬ 
port.  Instead,  it  turned  to  outsourcers  to  develop 
and  manage  a  customer  operations  system  that 
links  to  nine  suppliers  and  will  support  thou¬ 
sands  of  customer  switches  each  day. 

Unlike  Green  Mountain  and  other  start-ups, 
utilities  are  encumbered  by  government  scrutiny, 
according  to  Cain. 

Moreover,  utility  spin-offs  are  under  the  PUC’s 
microscope  to  make  sure  no  dollars  flow  from 
regulated  customers  to  the  unregulated  divisions. 

For  now,  most  players  (Green  Mountain  ex¬ 
cluded)  are  concentrating  on  winning  lucrative 
business  accounts,  which  constitute  half  of  Cal¬ 
ifornia’s  $20  billion  energy  consumption  market. 
Although  the  odds  may  seem  to  favor  the  newer 
players,  things  are  in  no  way  bleak  for  utility 
companies.  Most  consumers  probably  won't 
change  their  service  to  independents,  leaving  the 
utilities  to  service  those  accounts  by  default, 
according  to  Cain. 

Service-oriented  spin-offs,  however,  are  under 
the  gun.  If  they  can’t  provide  true  added  value  to 
business  consumers,  they  —  and  their  expensive 
new  systems  —  will  be  left  out  in  the  cold  while 
their  newborn  competitors  heat  things  up. 

The  ultimate  outcome  of  energy  deregulation 
will  likely  mirror  the  Big  Bang  experience  of  long¬ 
distance  telephone  company  deregulation. 

First  will  come  an  explosion  of  new  players 
that  will  ultimately  shrink,  thanks  to  consolida¬ 
tion  and  acquisitions,  to  a  handful  of  national 
players.  □ 


Radcliff  is  a  freelance  writer  in  Northern  California. 
Her  Internet  address  is  derad@aol.com. 
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the  opportunities.  IDG  has  always  provided  the  timely,  relevant  product 
information  to  help  buyers  throughout  the  world  make  smart  decisions. 
Decisions  that  push  the  world  forward.  Today,  IDG’s  globally  integrated 
marketing  resources  reach  90  million  buyers  in  75  countries  —  95%  of 
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When  the  information  age  was  born, 
we  delivered  the  birth  announcement 


Answers  for  the  Information  Age 


(www.computerworld.com)  May  11,  1998  Computerworld 


73 


IT  Careers 


They  are  among  the  best 
programming  talent  on  campus  today. 

They  have  huge  ambitions ,  lots  of  attitude 
and  are  out  to  change  your  world 

ne  wants  to  develop  a  piece  of  software  so  ingenious  that  it  will 
forever  alter  the  course  of  business. 

One  wants  to  be  a  chief  information  officer  so  enlightened 
and  successful  that  she’s  featured  on  the  cover  of  Fortune. 

One  wants  to  become  a  household  name  eternally  associated 
with  transforming  common  technology  beliefs, 
ne  wants  to  head  the  company  that  manages  to  do  to  Microsoft 
what  Microsoft  did  to  IBM. 

They  are  just  four  of  the  determined  young  computer  science  students  who  will 
enter  the  information  systems  workforce  by  2000.  You  certainly  can’t  call  them 
slackers.  These  four  students  were  among  the  participants  in  the  recent  22nd 
Annual  ACM  International  Collegiate  Programming  Contests;  three  made  the 
world  finals.  They  competed  against  1,249  other  programming  teams  in  21 
regional  contests  around  the  world.  Of  those  teams,  54  went  to  the  world  finals  in 
Atlanta  in  February. 


i: 


NATHAN  BRONSON,  23 
Junior,  Duke  University,  Durham,  N.C. 
Will  graduate  in  May  1999  with  a 
bachelor's  in  electrical  engineering 
and  computer  science 


Bronson  started  programming 
at  14  when  his  parents’  jobs 
took  the  family  to  Togo,  Africa. 

“It  was  a  French-speaking 
country,  but  1  couldn’t  speak 
French,  so  I  didn’t  have  a  lot 
of  friends,”  he  recalls.  "Plus,  it  was  really  hot, 
and  the  computer  room  was  the  only  air- 
conditioned  place  around,  so  I  spent  a  lot  of 
time  in  there  and  learned  Turbo  Pascal  4.0.” 

Today,  Bronson  is  also  fluent  in  C++,  Unix 
and  Perl,  and  he’s  coming  up  to  speed  in  Win¬ 
dows  NT  and  Java.  He’s  already  held  several 
information  technology-related  jobs. 

Bronson  provided  user  support  and  systems 
and  network  administration  for  a  now-defunct 
Internet  services  provider,  Cybernetics,  in 
Charlotte,  N.C.  He  was  a  founding  member  of 
Transworld  Numerics,  which  developed  a  fu¬ 
tures  market  trading  model  in  C++  and  Perl 
for  a  commodities  trader  based  in  Bermuda. 
And  at  the  Institute  for  Defense  Analysis,  he 
had  one  unpaid  and  two  paid  internships  do¬ 
ing  research  in  computational  number  theory 
for  a  classified  development  project. 

“I’m  a  perfectionist,  so  I'm  good  at  keeping 
track  of  all  the  details  and  the  intended  and 
unintended  consequences  instead  of  glossing 
over  them.  That  helps  me  write  more  robust, 
reliable  code,”  Bronson  says.  “I’m  good  at  deal¬ 
ing  with  that  type  of  complexity.  And  I  see  my¬ 
self  as  a  good,  creative  problem-solver." 
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Long  Term  -  Atlanta-based  positions 
(100%  travel  throughout  Georgia): 

FI/CO,  MM,  HR: 
TEAM  LEADS  (2yrs+) 
SUPER  USERS 
TRAINERS 


1975  North  Park  Place 
Atlanta,  GA  30339 
800-599-9550  •  770-955-1714 
FAX:  770-937-0423  •  800-457-9776 
e-mail:  slc11@aol.com 
EOE,  MEMBER  NACCB 


#  STRUCTURED 
LOGIC 

COMPANY,  INC. 

SAP  NATIONAL  Implementation  Division 


(Information  technology  services 


COMSYS  is  a  leader  in  the  national  IT  mar¬ 
ker  with  over  4.000  consultants  nationwide. 
Our  strong  ethics  have  led  the  Portland 
branch  to  1 1  years  of  strong  local  marker 
leadership  &  local  success  measured  in  dou¬ 
ble  digits. 

COMSYS  has  various  openings  in  Portland 
for  consultants  with  3+  years  of  experience. 

COMSYS  offers  a  competitive  compensa¬ 
tion  &  benefits  package.  For  immediate  con¬ 
sideration.  mail,  fax  or  e-mail  your  resume  to: 

COMSYS  Information  Technology  Services 
10220  SW  Cireenburg  Road,  Suite  301, 
Dept  C,  Portland,  OR  97223, 

Fax:  (503)  293-3898. 

Tel:  (503)  293-2499, 

Foil  free:  (888)  882-8326 

E-mail:  jpatterson^comsysportland.com 
Web:  http://www.cotmysinc.com 

lqu.il  Opportunity  Employer 


Year  2000 

•  Assembler,  CICS 

•  IDEAI. 

•  IIJMS,  ADS/0 

•  GOBOt,,  DB2 


\({r  .4|#  ] .  Business 
J.  Alliance 
Programme 


Senior  Programmer/Analyst 
Multiple  Positions)  Design,  de¬ 
velopment,  implementation  & 
testing  ot  tinancial  8  administra¬ 
tive  software  in  SAPIENS  under 
CICS  8  DB2.  On  line  &  batch 
program  design,  development  8 
team  leadership  in  COBOL  8 
SAPIENS.  $83,00(yyr.  40  hours/ 
week.  REQD  Bachelor's  in  Com¬ 
puter  Scienoe.  Math  or  techni¬ 
cal  discipline  8  minimum  ol  1 
year  experience  in  job  duties  8 
willingness  to  relocate  at 
employer's  expense  to  variable 
job  sites  at  6  months  to  1  year 
interval  throughout  US.  Send  re 
sume  to  the  TEXAS  WORK 
FORCE  COMMISSION.  DAL 
LAS.  TEXAS,  OR  SEND  RE 
SUME  TO  THE  TEXAS  WORK 
FORCE  COMMISSION.  117 
TRINITY.  ROOM  424T,  AUSTIN, 
TEXAS  78701 .  J.O.  #TX061 071 4. 
AD  PAID  BY  AN  EQUAL  OP¬ 
PORTUNITY  EMPLOYER. 


SOFTWARE  ENGINEER 
(ACMSA/AX)  required. 
Design,  analysis  and  imple¬ 
mentation  of  systems  and 
applications  on  DEC  VAX 
platforms  using  the  VAX 
application  control  manage¬ 
ment  system  (ACMS). 
Manage  source  code  &  sys¬ 
tem  resources.  Two  years 
experience  required  in  the  job 
duties  described  above.  Must 
have  proof  of  legal  authority 
to  work  in  the  U.S.  Salary: 
$78, 000/year  for  a  40-hour 
work  week  8am  to  5pm. 
Interested  applicants  contact 
the  Arkansas  Employment 
Security  Department,  2346 
West  Sixth  St.  Fayetteville, 
AR  or  send  resume  to  P.O. 
Box  2981.  Little  Rock,  AR, 
72203.  Refer  to  Job  Order 
#941773.  Attn:  David  Hayes. 
Ad  paid  by  an  Equal 
Opportunity  Employer. 


SENIOR  SYSTEMS  CONSUL¬ 
TANT  -  Customize  and  imple¬ 
ment  financial  software  applica¬ 
tions  to  suit  client  requirements. 
Design  and  prepare  financial  and 
accounting  system  needs  to  facil¬ 
itate  client  transition  to  new  soft¬ 
ware  application.  Convert  client 
data  to  new  system  format  by 
designing  and  developing  soft¬ 
ware  interface  to  transfer  current 
date  to  new  system  modules. 
Train  workers  on  new  system 
applications.  Motivate  individ¬ 
ual  and  team  performance  to 
improve  employee  contributions 
and  responsibility  level.  Must 
have  a  Bachelor  Degree  in 
Computer  Science  or 
Management  Information 
Systems  and  2  years  experience 
in  job  offer  or  as  an  Accountant. 
Experience  must  include 
accounting  principles  and  finan¬ 
cial  systems,  core  financial  mod¬ 
ules  (GI,  AP,  AR,  IV,  OE,  PO  and 
CM)  and  Implementation  of 
accounting  systems,  relational 
database  management  systems 
and  Microsoft  Access.  40 
hrs/wk.  8am  to  5pm  M-F. 
$44,640/yr  salary.  Job  interview 
location:  Oakbrook  Terrace, 
Illinois.  Must  have  proof  of  legal 
authority  to  work  permanently 
in  the  U.S.  Send  ad  and  resume 
to  Illinois  Department  of 
Employment  Security,  401  S. 
State  St.  -  7  North  Chicago,  IL. 
60605,  Attn:  Shelia  Lindsey,  Ref#: 
V-IL  17786-L;  AN  EMPLOYER 
PAID  AD,  NO  CALLS  -  SEND  2 
COPIES  OF  BOTH  RESUME 
AND  COVER  LETTER 


Programmer  Analyst  [J.O.N. 
7035664]  [10  Openings]  Plan, 
develop,  test  and  document  com¬ 
puter  programs;  evaluate  user 
requests  for  new  or  modified  pro¬ 
grams;  and  use  Visual  Basic, 
C++,  and  Shell  Programming. 
Reqs.  a  Bachelor’s  Degree  in 
Computer  Sci.,  Systems  Anal., 
Computer  Into.  Systems,  Comp¬ 
uter  Applications,  Computer 
Engg.,  Electrical  Engg., 
Electronic  Engg.,  Electronics  and 
Communication  or  Mathematics, 
or  its  equivalent  in  educ.  and  exp. 
Will  accept  3  yrs.  of  college  plus 
3  yrs.  in  the  job  offered  or  in  a 
related  occupation,  in  lieu  ot  the 
required  educ.  and  exp.  Reqs.  1 
yr.’s  exp.  in  the  job  ottered  or  in  a 
related  occupation  such  as 
Programmer,  Programmer  Anal¬ 
yst,  Systems  Analyst,  Analyst/ 
Programmer,  Software  Engineer, 
or  Consultant.  1  yr.  exp.  in  the 
related  occupation  must  include 
use  of  Visual  Basic,  C++,  and 
Shell  Programming.  Will  also 
accept  any  equally  suitable  com¬ 
bination  of  educ.,  training  and/or 
exp.  which  would  quality  an  appli¬ 
cant  to  perform  the  duties  of  the 
job  offered.  40  hr./wk„  9a  -  5p,  M 
-  F,  $66,000.00/yr.  Send  resumes 
with  the  J.O.N.  to  Stan  Majesky, 
Manager,  Greene  County  Job 
Center,  653  East  High  Street, 
Waynesburg,  PA  15370 


Programmer/Analyst  (Client  sites 
in  Dallas,  TX  area;  subsequent 
placements  throughout  TX)  Ana¬ 
lyze,  design,  develop,  code,  test, 
implement,  and  maintain  pro¬ 
grams  for  commercial  and  finan¬ 
cial  applications  systems  using 
COBOL,  CICS,  and  IMS  in  an 
IBM  mainframe  environment. 
Bachelor’s  degree  in  Comp.  Sci., 
Engineering,  or  Math,  and  1  yr. 
exp.  in  job  req.  Will  accept  3  yrs. 
exp.  in  lieu  of  Bachelors  degree 
and  1  yr.  exp.  40  hrs/wk,  8:30am- 
5:00pm,  $42,120/yr.  Apply  at  the 
Texas  Workforce  Commission, 
Dallas,  TX,  or  send  resume  to 
1117  Trinity,  Room  424T,  Austin, 
TX  78701,  J.O.  #TX0610816.  Ad 
Paid  by  an  Equal  Opportunity 
Employer. 


MIS 

Seeking  an  experienced 
Director  of  MIS  to  support  a 
NYC  based  textile  manufactur¬ 
ing  operation.  At  least  5  years 
Management  and  Pro¬ 
gramming  experience  using 
RPG,  and  an  understanding  of 
the  AS/400  file/subfile  struc¬ 
ture  and  AS/400  utilities. 
System  36  conversion  helpful. 
Competitive  Salary.  Excellent 
position  tor  the  right  individual 
who  can  work  closely  with 
the  Company's  Management 
group.  Position  requires  East 
Coast  travel. 

Fax  resume  to  212-944-5704 


Data  Mining  -  Extending 
the  Value  of  your 
Enter  rise  Data" 


This  half-day  forum  will  provide  high-level 
executives  with  an  informative  look  at  the 
importance  of  Data  Mining. 

The  Data  Mining  Market  Today  &  Tomorrow 

Aaron  Zornes,  Executive  Vice  President,  Application  Delivery  Strategies,  META 

If  Data  Mining  is  so  great,  why  is 
it  so  hard  to  get  results? 

Michael  J.  A.  Berry,  Founder  and  Principal,  Data  Miners 

Data  Mining  in  Production  Systems  - 
Closing  the  Decision  Loop 

Dr.  Robert  L.  Grossman,  Founder  &  President,  Magnify,  Inc. 

May  19, 1998 

New  York  Marriott  Marquis 
R.S.V.P. 

888-336-4768 
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CONTINUED  FROM  PAGE  73 

Based  on  his  experience,  Bronson 
says  finance  is  an  area  where  he  could 
apply  his  problem-solving  and  math 
skills.  Looking  forward,  he  says,  “I  see 
myself  as  a  research  and  development 
type,  in  a  fringe  vendor  market,  coming 
up  with  things  that  haven’t  been  done 
before  or  new  approaches  to  existing 
problems.” 

Bronson  says  he  expects  that  a  career 
in  IT  will  afford  him  the  opportunity  “to 
continue  learning  instead  of  just  doing. 
I’d  like  to  get  to  a  point  where  I  don’t 
have  to  work  all  the  time,  and  I’m  will¬ 
ing  to  make  sacrifices  at  this  point  so  I 
can  have  more  time  later  for  mountain 
climbing  and  hiking.” 

If  he  achieves  only  one  moment  of 
greatness,  he’d  like  to  “come  up  with  an 
idea  —  a  paradigm  shift  —  that  once  I 
come  out  with  it,  is  so  obvious,  everyone 
wonders  why  they  didn’t  think  of  it.” 

JOHN  LARKIN,  22 
Senior,  Harvey  Mudd  College, 
Claremont,  Calif. 

Will  graduate  this  month  with  a 
bachelor's  in  math  and  computer 
science,  and  a  minor  in  philosophy 

Since  he  learned  Basic  at  the  ripe  age  of 
8,  developing  games  on  an  IBM  PC  Jr., 
Larkin  has  wasted  no  time  picking  up 
new  skills. 

He  can  program  in  C,  C++,  Unix,  Perl, 
Assembly,  Pascal  and  Ada.  He’s  experi¬ 
enced  in  Windows  95,  Windows  NT, 
Novell,  Mac  OS,  Linux,  Sun  OS,  Solaris 
and  HP/UX  systems  administration.  He 
can  take  on  Ethernet,  ioBase-T,  iooBase- 
T  and  Asynchronous  Transfer  Mode  net¬ 
work  administration.  And  he’s  spent  his 
senior  year  developing  the  software  that 
will  provide  the  intelligence  for  a  walk¬ 
ing  robot. 

“I  have  a  certain  way  of  looking  at  and 
thinking  about  problems,”  Larkin  says. 
"A  math  background  helps  a  lot  —  the 
rigorous  proofs,  starting  with  simple 
assumptions  and  building  on  them.  In 
programming,  you  start  by  trying  to 
prove  something  and  do  it  by  writing 
code  instead  of  theorems.” 

Last  summer,  Larkin  had  a  paid  in¬ 
ternship  on  Project  GlobalStar  at  cellular 
telephone  company  Qualcomm,  Inc.  in 
Boulder,  Colo.,  where  he  was  on  a  team 
developing  a  tool  in  C++  to  debug  cellu¬ 
lar  phones  that  use  satellite  signals.  With 
graduation  nearing,  he’s  weighing  job 
offers  for  software  engineering  positions 
at  Qualcomm;  Advanced  Graphics,  Inc. 
in  Malvern,  Pa.;  and  Ball  Aerospace  & 
Technologies  Corp.  in  Boulder. 

The  salary  offers,  he  says,  were  about 


what  he  was  expecting  —  averaging 
about  $50,000.  In  early  March,  he  was 
leaning  toward  Qualcomm  because  of 
the  location  and  the  people  he  worked 
with  last  summer. 

“Boulder  has  a  lot  of  good  things  for 
me:  world-class  rock  climbing,  good 
cross-country  skiing,  mountains.  Unlike 
here,  there’s  no  appreciable  smog.  And 
my  girlfriend  lives  there  —  she’s  very 
important  to  me,”  Larkin  says.  “A  couple 
of  years  ago,  I  would  probably  have  cho¬ 
sen  the  most  interesting  work  or  the 
most  money  or  a  combination  of  those, 
but  now  they  are  secondary  to  quality  of 
life.  I’m  no  longer  so  interested  in  huge 
sums  of  money.  There’s  no  point  in  hav¬ 
ing  it  if  you  don’t  have  a  fun  way  of 
spending  it. 

“At  one  point  in  time,  I  wanted  to  be  a 
household  name  like  Einstein  or  Soc¬ 
rates,”  Larkin  says.  “I  don’t  know  if  I’m 
still  looking  for  that,  but  it  would  be  very 
good  to  have  thought  about  something 
in  a  sufficiently  new  and  interesting  way 
that  I’d  be  associated  with  it  from  that 
point  on.” 

ANN  MARIE  O'MEARA,  21 
Junior,  Duke  University, 

Durham,  N.C. 

Will  graduate  in  May  1999  with  a 
bachelor's  in  computer  science 

0  O’Meara  learned  Basic  in 
a  gifted-and-talented  pro¬ 
gram  in  grade  school,  but 
her  all-girls  high  school  in 
Cleveland  offered  only  a 
few  computer  classes.  She 
helped  form  an  after-school  computer 
club,  but  she  didn’t  program  again  until 
her  freshman  year  at  Duke. 

Since  then,  O’Meara  has  been  making 
up  for  lost  time.  Her  proficiency  in  C++ 
and  Java  helped  her  win  a  place  last 
summer  in  a  competitive  internship  pro¬ 
gram  in  the  electronic-commerce  sys¬ 
tems  group  at  Ford  Credit  Co.  in  Dear¬ 
born,  Mich. 

“A  lot  of  programming  is  just  pa¬ 
tience,”  she  says.  “[Sometimes]  you  just 
have  to  trace  back  through  all  your  code 
for  over  an  hour  until  you  find  what  you 
did  wrong.  A  lot  of  people  would  just 
give  up  at  that  point.  You  also  need  to 
think  about  abstract  things  because  if 
you  think  of  it  from  the  start  in  terms  of 
code,  you’ll  miss  the  high-level  design 
issues  and  the  opportunity  to  design  a 
better  program.” 

At  Ford  Credit,  O’Meara  was  on  a 
cross-functional  team  of  eight  people 
who  created  an  online  registration  form 
for  an  automatic  account  debit  program. 
She  also  wrote  Java  utility  classes  for 
other  World  Wide  Web  applications. 


O’Meara  says  she  learned  a  lot  at  Ford 
about  the  nontechnical  aspects  of  work¬ 
ing  in  corporate  IS.  “You  have  lots  of 
legal  and  operations  issues  related  to 
putting  a  form  like  that  out  to  the  pub¬ 
lic,”  she  says,  “and  we  were  also  looking 
ahead  to  when  it  would  be  more  auto¬ 
mated,  so  there  were  a  lot  of  security 
issues.” 

The  teamwork  that  brought  together 
systems,  marketing  and  operations  also 
prepared  her  for  what  to  expect  after  col¬ 
lege,  she  says.  IS  professionals  “rarely 
work  in  a  vacuum,  so  getting  used  to 
working  with  people  who  aren’t  comput¬ 
er  people  is  important,”  she  says. 

Ford  has  invited  O’Meara  back  this 
summer.  She’s  also  being  wooed  for  in¬ 
ternships  by  seven  other  companies,  in¬ 
cluding  IBM,  AMS  Consulting,  Evans  & 
Sutherland  Computer  Corp.  and  GTE 
Internetworking. 

After  graduation,  she’ll  seek  an  appli¬ 
cations  development  position  and  give 
herself  time  to  choose  between  a  man¬ 
agement  or  technical  career  path,  she 
says.  She  favors  large  companies  because 
“they  have  a  lot  of  employee  programs.” 
Depending  on  her  choice,  she’ll  pursue 
either  an  MBA  or  a  master’s  in  comput¬ 
er  science.  A  company  that  doesn’t  offer 
tuition  reimbursement  has  little  chance 
of  hiring  her,  she  says. 

“I  want  to  be  challenged.  I  want  to  be 
on  the  cutting  edge  of  technology  and 
make  computers  work  better  for  people. 
I  think  we’re  only  starting  to  realize  what 
computers  can  do  for  us,”  O’Meara  says. 
If  she  achieves  only  one  moment  of 
greatness,  “I  would  love  to  be  a  CIO  with 
my  name  in  Fortune  magazine.  Or  if  I 
pursue  the  systems  end,  I’d  like  to  in¬ 
vent  some  incredibly  clever  software  that 
everyone  wants  to  use  and  does  the  job 
better  than  any  that  came  before  it.” 

THOMAS  WYNNE,  22 
Senior,  University  of  Arkansas, 
Fayetteville,  Ark. 

Will  graduate  in  December  with  a 
bachelor's  in  computer  science 

B  Wynne  played  around  with 
Basic  on  a  Commodore  64 
when  he  was  a  kid,  but 
he  began  seriously  pro¬ 
gramming  only  as  a  col¬ 
lege  freshman,  when  he 
learned  C++.  During  his  second  semes¬ 
ter,  he  used  the  language  to  create  a 
database  that  tracks  scores  and  statistics 
for  a  bowling  league. 

Wynne  parlayed  his  newfound  skills 
into  a  job  developing  ActiveX  add-on 
modules  for  a  patient  care  database 
and  tracking  system  at  a  local  medical 
software  firm,  Docs,  Inc.  located  in 


Springdale,  Ark. 

Over  the  past  four  years,  Wynne  has 
gained  experience  in  C++,  Windows  95, 
Windows  NT,  Unix,  Linux,  ActiveX, 
MS-Access  and  Visual  C++  5.0.  Now 
he’s  learning  various  Java  tools  such  as 
VisualAge,  J  Builder  and  J++  as  he  re¬ 
searches  potential  new  applications  for 
Docs’  Web  site.  “We’re  looking  at  how 
to  tie  together  the  product  and  the  Web 
site,  like  enabling  people  to  download 
the  software  or  exchange  templates 
online,”  he  says. 

Wynne  wasn’t  sure  what  to  major  in 
at  first,  he  says,  so  he  registered  for 
classes  in  computer  science,  business, 
history  and  music  to  determine  his  real 
interests. 

“History  was  cool,  but  you’re  not  go¬ 
ing  to  become  Bill  Gates  majoring  in 
history,”  Wynne  says.  “Business  was  bor¬ 
ing.  Computer  science  was  the  most  in¬ 
teresting  because  they’d  assign  you  a 
project,  and  you  could  actually  get  on  the 
computer  and  solve  a  problem  and  be 
doing  what  you’d  be  doing  in  real  life.” 

Wynne  considers  his  career  choice  for¬ 
tuitous,  given  the  high  demand  for  IS 
professionals.  “I  wasn’t  aware  of  the 
long-term  opportunities  when  I  chose 
the  degree;  I  just  chose  the  one  that  was 
most  interesting  to  me.  I  like  program¬ 
ming  and  discussing  philosophies  of 
programming.” 

When  he  starts  his  job  search,  he’ll  be 
looking  for  employers  that  “have  the  best 
benefits  and  realize  a  programmer  can’t 
work  80  hours  a  week,”  he  says.  Also 
high  on  his  priority  list  are  opportunities 
to  participate  in  many  types  of  projects, 
and  to  work  at  a  company  with  the  latest 
technology  and  a  commitment  to  his 
continued  education. 

Wynne  says  he’s  more  intrigued  by 
product  development  than  corporate  IS 
“because  it  gives  you  a  good  feeling 
to  see  people  getting  benefits  out  of 
the  product  you  created.”  He’d  jump  at 
the  chance  to  get  into  video  game  devel¬ 
opment  —  he  attends  Siggraph  every 
year  —  but  adds  that  he  could  be  per¬ 
suaded  to  join  the  ranks  of  the  right  IS 
team.  He’s  aiming  for  an  above-average 
entry-level  salary  of  more  than  $50,000 
because  he’s  been  working  in  the  indus¬ 
try  while  attending  school. 

“I  definitely  want  to  move  up  the 
management  ranks  —  you  can’t  code 
forever,”  Wynne  says.  If  he  achieves  only 
one  moment  of  greatness,  he’d  like 
“to  be  known  as  the  guy  who  brought 
down  Bill  Gates.  The  guy  is  still  kicking, 
but  if  he  brought  down  IBM,  another 
company  could  bring  him  down  any 
day  now.”  □ 

Goff  is  a  freelance  writer  in  New  York. 
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BAAN 

MidMarket  Solutions 
Senior  Consultant 

Work  as  a  pari  of  a  Business  Parmer  team  to  provide  product, 
process  or  technical  support  to  our  customers  in  the  mid-size  mar¬ 
ket.  Assist  with  the  mapping  of  business  functionality  using  Dynamic 
Enterprise  Modeling  techniques.  Assist  with  customer  training,  and 
provide  consulting  support  for  piloting  and  migration  activities. 
Provide  expertise  in  major  functional  or  technical  areas  of  Baan 
and  related  products. 

Candidates  will  have  a  four  year  degree,  MBA,  or  equivalent  work 
experience  with  practical  knowledge.  Minimum  two  years’  industry 
experience  required.  Advanced  Certification  in  at  least  one 
functional  or  technical  area  of  the  Baan  Software  product,  or 
considerable  skills  in  the  broad  product  are  necessary.  Critical 
competencies  include  client  interface,  communications  skills,  and 
project  management  Baan  MidMarket  Solutions  offers  a  compre¬ 
hensive  compensation  package.  This  is  an  excellent  career  oppor¬ 
tunity  in  the  fastest  growing  marketplace  of  Enterprise  Resource 
Planning  software  today. 

Positions  available  throughout  the  United  States. 

Please  e-mail  or  Fax  resumes  to:  ltnda_jones@baan.com 
or  sandy_hartwig@baan.com  Fax:  (210)  734-5797.  EOE 

B(MN 


Information  technology  services 


COMSYS  s  a  leader  in  the  national  IT  mar¬ 
ket  with  over  4,000  consultants  nationwide. 
COMSYS  Portland  is  also  a  leader  in  helping 
clients  solve  business  problems.  The  COM¬ 
SYS  Development  Center  allows  our  teams 
to  provide  quality  client/server,  internet  and 
legacy  system  services 

COMSYS  is  looking  for  experienced  IT  pro-  | 
fessionals  with  7+  years  of  experience. 

COMSYS  offers  a  competitive  compensation 
&  benefits  package.  For  immediate  consid¬ 
eration,  mail,  fax  or  e-mail  your  resume  to: 

COMSYS  Information  Technology  Services 
10220  SW  Greenburg  Road,  Suite  301, 
Dept  C,  Portland,  OR  97223, 

Fax:  (503)  293-3898. 

Tel:  (503)  293-2499, 

Toll  free:  (888)  882-8326 
E-mail:  jpatterson0comsysportland.com 
Web:  http://www.comsysinc.com 
Equ.il  Opportunity  Employer 


Client/Server 

Project 

Managers 


Business 

Alliance 

Programme 


Technical 

Practices 

Managers 


Faculty  Positions 


( 'omputer  In  formation 
Systems  ct  Technology 


Purdue  University’s  Department  of  Computer  Technology 
invites  applications  for  one  or  more  tenure-track,  assistant  pro¬ 
fessor  positions  at  its  West  Lafayette  and  statewide  outreach 
locations  beginning  in  August  1998.  The  department's  mission 
focuses  primarily  on  teaching  and  educational  scholarship  (not 
basic  or  applied  research).  At  the  main  campus,  the  department 
is  actively  seeking  both  an  individual  with  senior-level  infor¬ 
mation  systems  and  technology  management  experience,  as 
well  as  an  individual  with  contemporary  information  systems 
development  experience  (e.g.,  programming,  systems  analysis, 
database,  etc.).  Statewide  outreach  campuses  seek  candidates 
who  can  deliver  most  of  an  associate  degree  cuniculum  that 
focuses  on  applications  programming  in  the  context  of  infor¬ 
mation  systems  and  development.  Candidates  must  have  earned 
Masters  Degree  in  a  relevant  field  (the  doctorate  is  not  a 
requirement  for  employment,  promotion,  or  tenure  for  these 
positions).  All  candidates  must  have  at  least  three  years  of  full¬ 
time,  relevant,  industrial  experience  in  information  systems, 
business  computing,  and  the  subject  areas  listed  above.  Prior 
teaching  experience  is  also  preferred.  Applications  will  be 
accepted  until  the  position  is  filled.  Send  a  detailed  resume  and 
three  letters  of  reference  and  academic  transcripts  to  Professor 
Lonnie  D.  Bentley,  Code:  CW,  Department  of  Computer 
Technology,  Purdue  University,  1421  Knoy  Hall  242,  West 
Lafayette,  IN  47907.1421.  Questions  should  be  directed  to 
Professor  Bentley  at  phone  (765)  494-4545,  or  on  the  Internet 
at  ldbentley@tech.purdue.edu.  Visit  us  on  the  WWW  at 
http://tech.purdue.edu/cpt/  Purdue  University  is  an  equal  oppor¬ 
tunity,  affirmative  action  employer. 


Programmer  Analyst  [J.O.N. 
6017811]  [10  Openings]  Plan, 
develop,  test  and  document 
computer  software  programs; 
evaluate  user  requests  for  new 
or  modified  programs;  and  use 
Oracle  7,  Pro*C  and  PL/SQL. 
Reqs.  a  Bachelor’s  Degree,  in 
Computer  Sci.,  Systems  Anal., 
Computer  Info.  Systems, 
Computer  Engg.,  Electrical 
Engg.,  Electronic  Engg., 
Electronics  and  Communication 
or  Mathematics  or  its  equivalent 
in  educ.  and  exp.  Will  accept  3 
yrs.  of  college  educ.  plus  3  yrs. 
in  related  occupation,  in  lieu  of 
the  required  educ.  and  exp. 
Reqs.  2  yrs.  exp.  in  the  job 
offered,  or  in  a  related  occupa¬ 
tion  such  as  Programmer, 
Programmer  Analyst,  Systems 
Analyst,  Software  Engineer,  or 
Consultant.  The  related  occupa¬ 
tion  must  include  the  use  of 
Oracle  7,  Pro'C  and  PL/SQL. 
Will  also  accept  any  equally 
suitable  combination  of  educ., 
training,  and/or  exp.  which 
would  qualify  an  applicant  to 
perform  the  duties  of  the  job 
offered.  40  hr./wk.,  9a  -  5p,  M-F, 
$69,000.00/yr.  Send  resumes 
along  with  the  J.O.N.  to  Greg 
Schwing,  Manager,  Office  of 
Employment  Security,  2100 
Wharton  St.,  Pittsburgh,  PA 
15203. 


Software  Consultant  /  SAP  [5 

Openings]  Consulting  with 
clients  to  define  their  data  pro¬ 
cessing,  computer  system 
needs;  developing  SAP  design 
requirements;  using  SAP  R/3, 
C++.  Reqs.  a  Master’s  Degree 
in  Computer  Sci.,  Systems 
Anal.,  Computer  Info.  Systems, 
Management  Info.  Systems, 
Info.  Technology,  Computer  Info. 
Technology,  Computer  Applica¬ 
tions,  Computer,  Electrical,  or 
Electronic  Engg.,  Computer 
Sci.  Engg.,  or  Mathematics,  or 
its  foreign  educ.  equivalent,  or 
its  equivalent  in  educ.  and  exp. 
Will  accept  a  Bachelor’s  Degree 
and  five  yrs.  of  progressive, 
post-baccalaureate  exp.,  in  the 
software  specialty,  in  lieu  of  a 
Master’s  Degree.  40  hr./wk.,  8a 
-  5p,  $60,000.00/yr.  Send  2 
resumes  to  the  Georgia  Depart¬ 
ment  of  Labor,  Job  Order  #  GA 
6227171,  2943  N.  Druid  Hills 
Rd„  Atlanta,  GA  30329  or  the 
nearest  Department  of  Labor 
Field  Service  Office. 


When  was  the  last  time 
a  great  job  found  you? 


That's  what  we  thought. 

You  already  know  Computerworld  as  a  great  resource  for  career  opportunities. 
Now  we're  bringing  you  Computerworld  Career  Central,  the  service  where 
the  jobs  find  you. 

If  you're  a  software  development  professional,  visit 
www.computerworldcareers.com,  fill  out  a  Member  Profile  and  submit  it. 
We'll  find  jobs  matched  to  your  skills,  experience  and  preferences  and  send 
them  to  you,  confidentially,  via  e-mail.  Computerworld  Career  Central  is  the 
hassle-free,  cost-free,  we-do-the-work-so-you-don't-have-to  job  matching 
service  that  works. 

You  work  hard.  Go  to  www.computerworldcareers.com  and  let  us  do  the  rest. 


COMPUTERWORLD 

9  Career  Central" 

wwwxomputerworldcareersxom 
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►  Industry  Hiring  Trends 

Overall  growth  rate: 


11.9% 


CAREER  SURVEY 


Database  Management 

►Projected  Regional  Growth  Analysis 


Stable 

Growing  at 
more  than  25% 


Growing  at 
less  than  25% 

Shrinking 


16%  7.2% 
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107  Technology  Firms  involved  In  Database  Management 
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Survey  conducted  between  February  ’98  and  April  '98; 

CorpTech,  a  directory  publisher  in  Woburn,  Mass,,  tracks  the  U.S.  45,000  technology  manufacturers. 
This  survey  relates  to  the  31,693  tracked  firms  with  fewer  than  1,000  employees. 

<t>  Copyright  1998,  Corporate  Technology  Information  Services,  Inc,  Woburn.  MA 
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Programmer  Analyst  -  Sought  by 
Clearwater,  FI,  Co.,  to  work  in 
various  unanticipated  locations 
throughout  the  U.S.,  Plan,  devel¬ 
op,  test  and  document  computer 
programs;  evaluate  user  requests 
tor  new  and  modified  programs. 
Consult  with  clients  to  ascertain 
their  programming  needs  and 
analyze  user  requirements  and 
procedures  to  reach  program 
objects;  design,  development, 
programming  and  implementa¬ 
tion  ot  MIS  applications;  develop¬ 
ment  of  software  applications  in 
client-server  technology  using 
Oracle,  Sybase,  DB2,  Visual 
Basic  am)  Powerbuilder.  Reqs. 
Bachelors  in  Comp.  Sci., 
Electrical  or  Electronic  Eng,  Math 
or  its  foreign  educational  equiva¬ 
lent.  2  yrs  in  the  job  offered  or  two 
yrs.  in  a  related  occupation  such 
as  Programmer  Analyst,  Prog¬ 
rammer,  or  Project  Manager. 
Related  exp.  must  include  design 
and  development  of  MIS  applica¬ 
tions;  development  of  software 
applications  using  client-server 
technology,  Oracle,  Sybase, 
DB2,  Visual  Basic  and  Power- 
builder.  $40,QQO/yr.  8:30  AM-5:30 
P.M.  40  hrs.  per  week.  Send 
resume  to  the  FDLES  Bureau  of 
Operations,  1320  Executive 
Center  Dr.,  Ste.  1 10,  Tallahassee, 
FL,  32399-0667,  RE:  JO 
FL1 778936 


Software  Engineer.  Designs, 
develops,  &  integrates  comp, 
software  systems  applying  prin¬ 
ciples  of  comp,  sci.,  engineer., 
&  mathematical  analysis.  Imple¬ 
ments  cross-platform  enter¬ 
prise  solutions  using  Microsoft 
NT,  UNIX,  &  Open  VMS  oper. 
sys.  Provides  techn.  expertise 
in  develop,  tools  (C/C++,  Visual 
Basic,  DEC/Intel  Assembler), 
client-server  architectures  (SQL 
databases,  ODBC,  data  model¬ 
ing,  ERWin)  and  communic. 
protocols  &  standards  (OSI, 
TCP/IP,  RPC,  X.25,  DECnet). 
Must  be  willing  to  relocate  with¬ 
in  U.S.  on  project-by-project 
basis.  Must  have  Bach,  of  Sci. 
Degree  or  foreign  degree  equiv. 
in  Engineer/Math,  Comp.  Sci.  or 
related  &  8  yrs’  work  experience 
in  job  offered  or  8  years  as  a 
Programmer,  Analyst,  or  relat¬ 
ed.  Hrs:  9a-5p,  M-F,  $62,600 
per  yr.  Apply  to  Georgia  Dept, 
of  Labor,  Job  Order  #GA 
6228646,  2943  N.  Druid  Hills 
Rd.,  Atlanta,  GA  30329-3909  or 
the  nearest  Dept,  of  Labor  Field 
Service  Office. 


SOFTWARE  ENGINEER:  Design 
and  develop  business  Internet 
client  software  for  Microsoft 
Windows  platforms;  design  user 
interface  based  on  user  require¬ 
ments  and  interviews;  build 
design  mockups  and  prototypes, 
participate  in  formal  usability 
tests  and  usability  focus  groups; 
write  functional  specifications; 
participate  in  peer  level  design 
and  code  reviews;  responsible  for 
individual  task  scheduling,  code 
implementation  and  product 
quality;  work  with  other  develop¬ 
ment  team  members  and  quality 
assurance  engineers  to  meet 
product  release  commitments. 
Requires:  B.S.  in  Computer 
Science  and  6  months  experi¬ 
ence  in  software  development. 
Ability  in  GUI  design  including 
Object  Pascal.  Demonstrated 
knowledge  of  C,  C++,  object  ori¬ 
ented  design,  client/server  archi¬ 
tecture,  UNIX  and  UNIX  tools. 
Skill  in  SQL  and  source  control 
systems.  Knowledge  of  database 
systems.  40hrs/wk  (9  to  5); 
$59,500/yr.  Send  2  resumes/ 
respond  to:  Case  #71831,  P.O. 
Box  8968,  Boston,  MA  02114. 


SOFTWARE  ENGINEER  to  de¬ 
sign,  develop,  test,  implement, 
maintain  and  support  client-serv¬ 
er  based  software  systems  for 
the  telecommunications  and  dis¬ 
tribution  industries  using  4GL 
Informix  database  and  RDBMS, 
C,  C++,  Pascal,  Delphi,  Shell 
Scripts,  SAS,  MS-Access,  Visual 
Basic,  and  Mapinfo/Mapbasic, 
under  UNIX,  Windows  and  DOS 
operating  systems.  Require:  M.S. 
degree  in  Computer  Science, 
Industrial  &  Management  Sys¬ 
tems  Engineering,  or  a  closely 
related  field;  Must  have  one  year 
ol  experience  in  Informix  and 
4GL  programming;  15%  travel  to 
customer  sites  required.  Salary: 
$59, 700/per  year,  8:30  am  to 
5:30  pm,  M-F.  Send  resume  to: 
Georgia  Department  of  Labor, 
Job  Order  #  GA  6227182,  2943 
N.  Druid  Hills  Rd.,  Atlanta,  GA 
30329  or  the  nearest  Department 
ot  Labor  Field  Service  Office. 


President  and  Chief  Technical 
Officer  Provide  leadership,  direc¬ 
tion  and  control  for  company’s 
diversified  activities,  with  particu¬ 
lar  emphasis  on  corporate  goals 
and  objectives  in  technical  prod¬ 
uct  development.  Direct  the  activ¬ 
ities  of  and  have  budget  respon¬ 
sibility  for  approximately  150  pro¬ 
fessional  staff  members,  includ¬ 
ing  software  engineers,  software 
developers,  and  systems  ana¬ 
lysts  engaged  in  commercial 
product  development  covering 
planning,  development,  quality 
assurance,  and  documentation. 
Confer  with  clients  to  ascertain 
and  define  business  needs  and 
technical  solutions.  Establish  ap¬ 
plications  and  systems  develop¬ 
ment  planning.  Manage  groups 
involved  in  product  development 
covering  MVS,  UNIX  and  Micro¬ 
soft  platforms.  Manage  develop¬ 
ment  process  as  it  pertains  to 
complex  products  written  in  mul¬ 
tiple  languages  including  C,  37Q 
Assembler,  advanced  4th  gener¬ 
ation  languages,  and  COBOL  for 
use  in  high  volume  production 
environments  by  large  customers. 
Manage  the  delivery  of  fixes  for 
maintenance  releases  as  well  as 
new  functional  releases.  Manage 
change  control  groups  for  han¬ 
dling  diverse  code  bases.  Re¬ 
quires:  Master's  in  Comp.  Sci¬ 
ence  or  related  field.  Six  yrs.  exp. 
in  the  job  offered  or  6  yrs.  exp.  as 
a  Manager  of  Applications  and 
Systems  Development.  Experi¬ 
ence  must  involve  direction  of 
and  budget  responsibility  for 
1 00+  staff  involved  in  commercial 
product  development  covering 
planning,  development,  quality 
assurance  and  documentation. 
Management  of  product  develop¬ 
ment  covering  MVS,  UNIX  and 
Microsoft  platforms.  Manage¬ 
ment  of  development  process  for 
complex  product  written  in  multi¬ 
ple  languages  including  C,  370 
Assembler,  advanced  4th  gener¬ 
ation  languages,  and  COBOL,  for 
high  volume  production  environ¬ 
ments.  Management  of  delivery 
of  fixes;  and  working  with  large 
production  environments.  40  hr. 
wk.  8:30  am.  -  5:30  pm.  Mon.-Fri. 
$150,000/yr.  Overtime  N/A. 
Overtime  $N/A.  Interested  appli¬ 
cants  to  apply  to  the  nearest  Job 
Service  office  or  submit  a  resume 
to:  Job  Service,  742-F  East 
Chatham  St.,  Cary,  NC  27511. 
All  resumes  must  include  the 
applicant’s  Social  Security  num¬ 
ber  and  Job  Order  number 
NC5701 127  and  DOT  code 
189.117-034. 


Operations  Supervisor.  Plan, 
direct,  coordinate,  and  super¬ 
vise  OS/MVS  and  DOSA/SE 
software  operating  systems  for 
the  Data  Center  of  a  textile  man¬ 
ufacturer  with  multiple  locations. 
Utilize  PC  System  STX  soft¬ 
ware,  McCormick  and  Dodge 
financial  software,  EPIC  tape/ 
disk  management  system,  IBM 
ES9000  and  3480  tape  car¬ 
tridges,  Xerox  4090  printer,  IBM 
RJE  Network  system,  JES2, 
TSO,  CICS,  ICCF,  CA7,  CMS, 
CORPTIE,  VSAM,  JCL,  and 
Cobol  programming.  Resolve 
network  and  computer  software 
and  hardware  problems.  Ana¬ 
lyze  user  requirements  for  new 
software  and  hardware  equip¬ 
ment.  Evaluate  MIS  configura¬ 
tion  procedures  and  ensure 
their  adherence.  Plan  and 
implement  cost  reduction  strate¬ 
gies  and  disaster  recovery  pro¬ 
cedures.  DOT  code  039.162- 
010.  Requires:  7  yrs  exp.  as 
Computer  Operator  or  in  the  job 
offered.  (B.S.  Computer  Science 
may  substitute  for  up  to  2  yrs  of 
exp.)  Salary  $41,000/yr  exempt; 
8  a.m.-5  p.m.,  M-F.  Submit 
resume  to  J.O.  #  NC2607106  to 
nearest  Job  Service  Office  or 
Job  Service,  500  W.Trade  St., 
Charlotte,  NC  28202.  Resume 
must  include  Social  Security 
number. 


AL-KHALEEJ 
Computers  & 
Electronic  Systems 
one  of  the  fastest 
growing  and  most 
experienced  m.  pro¬ 
viding  of  Computer 
&  Communications 
Consultants  to  a 
large  multinational 
oil  company,  has 
IMMEDIATE 
OPENINGS  with 
technical  expertise, 


Please  send  or 
preferably  FAX  your 
resume  to: 


SAP  PROFESSIONAL  3+  years  extensive  experience  in  several  func¬ 
tional  areas  of  SAP  R/3  and  ABAP  /  4  tools,  with 
significant  experience  developing  extensions  and 
reports  to  enhance  SAP’s  functionality.  Recent 
Human  Resources  customization  and  program¬ 
ming  experience.  Experience  with  Oracle 
RDBMS,  UNIX  and  SAP's  reporting  tools. 

I  POWERBUILDER  SPECIALISTS  To  design,  analyze  and  develop  applications  in 


ORACLE  SPECIALISTS 


SYSTEMS  ADMINISTRATORS 
DATABASE  ADMINISTRATORS 
APPLICATION  DEVELOPERS 


HRD 


Al-Khaleej  Computers 
P.O.  Box  2062, 

Al-Khobar  31952 
Saudi  Arabia 
Fax:  (966)  3-894-6032 
Email:  carlito@batelco.com.bh 


HL-KHHIEET 


a  Client-Server  environment.  Candidates  with 
exp.  developing  Graphical  User  Interface.  Test  & 
implement  PC/LAN  C/S  applications. 
Knowledge  in  ORACLE,  C++,  MS  SDK. 

To  design,  analyze  and  enhance  applications  in 
a  Client-Server  environment.  Candidates  with 
exp.  in  one  or  more  of  the  following  areas:  UNIX, 
ORACLE,  PL/SQL,  MSSQL,  Visual  Basic, 
ORACLE  Designer  2000,  “C”,  OOA/OOD, 
SUN/Solaris,  Ultrix,  MSWindows,  PERL, 
Kerberos,  TIVOLI,  Ecotools,  WinNT,  AIX/SP2, 
HP-UX/MOTIF,  CORBA,  SGI,  PowerTool, 
ErWin,  SPX/IPX. 

LAN/WAN  SPECIALISTS  With  at  least  3-5  years  experience  in  engineer¬ 
ing,  planning  &  design  corporate  data  commu¬ 
nications  networks  in  some  of  the  following: 
Windows  NT,  EMail  Systems,  MS  Exchange, 
ATM,  Internet/Intranet,  HTML,  Cisco  Routers, 
Bay  Networks,  HPOpenview,  Novell,  WWW  & 
Gateway  Servers,  TCP/IP,  Token  Ring. 

COMMS.ENGINEERS  With  at  least  5  to  8  years  experience  in  planning 
&  design  telecommunications  for  both 
Microwave  and  Fiber  Optic  Systems.  Exp.  in 
Project  Management  PDS/OSP  installations. 
SDH  Transmission  and  Telephone  Switching 


We  offer  extremely  attractive  TAX-FREE 
salaries  with  expat/repat  tickets,  housing 
&  car  allowance,  medical  insurance, 
paid  vacation  leave. 


SOFTWARE  CONSULTANT  - 
Will  work  with  clients  to  extend 
and  produce  custom  data  cap¬ 
ture  systems  in  WINDOWS  for 
legacy  LINO  systems;  consult 
with  clients  to  perform  feasibility 
studies,  produce  requirements 
analysis,  time  and  cost  esti¬ 
mates,  technical  specifications 
and  design  documents  to 
ISO9001  standards;  design  & 
build  multi-component  communi¬ 
cations  systems  using  3-tier 
client-server  architectures;  ana¬ 
lyze  complex  enterprise-wide 
systems  to  achieve  optimal  user- 
response  times  over  multiple 
connection  mediums  including 
dialup  and  LAN-based  communi¬ 
cations  systems.  Will  work  with  C, 
BASIC,  VISUAL  BASIC,  PAS¬ 
CAL,  INFOConnect,  T27  termi¬ 
nals  &  VISUAL  C++.  Requires 
Bachelor’s  degree  in  computer 
science  or  an  evaluated  foreign 
equivalent  degree  and  either  4 
yrs  exp  in  described  duties  or  4 
yrs  exp  in  WINDOWS  application 
development  to  include  working 
with  C,  VISUAL,  VISUAL  BASIC, 
PASCAL,  INFOConnect,  T27  ter¬ 
minals  &  VISUAL  C++.  Hrs:  8  am 
-  5  pm  Mon-Friday.  Must  be  will¬ 
ing  to  work  at  unanticipated  loca¬ 
tions  throughout  the  U.S.  on  a 
project-by-project  basis.  Salary: 
$62,774.00  per  yr.  Plus  $31.39 
for  all  hours  over  40  worked  each 
week.  Must  be  authorized  to  work 
in  U.S.  Qualified  applicants 
should  apply  with  two  (2) 
resumes  only  to:  GA  Dept,  of 
Labor,  Job  Order  #GA  6224624, 
2943  N.  Druid  Hills  Rd.,  Atlanta, 
GA  30329  or  to  the  nearest  Dept, 
of  Labor  Field  Services  Office. 


PROGRAMMER  ANALYST  - 
Central,  KY  -  Analyze  user  re¬ 
quirements,  design,  test  & 
implement  AS/400  based 
software.  Use  COBOL/400, 
CL/400,  DB2/400  &  SQLV400. 
Reqs:  Bach  in  Comp.  Sci., 
Math  or  Engr  &  2  yrs  exp. 
M-F,  8AM-5PM,  40  hrs/wk, 
$48,000/yr.  Send  resume  to: 
Jane  Hosley,  JO#  KY0369598, 
Dept,  for  Employment  Ser¬ 
vices,  275  East  Main  St.,  2W, 
Frankfort,  KY  40*621.  Only 
persons  with  authorization  to 
work  permanently  in  the  US 
need  to  apply.  Equal  Oppor¬ 
tunity  Employer. 


Network  Consultant  (Enterprise 
E-Mail  Systems).  Design  and 
implement  corporate  enterprise 
networked  electronic  mail  sys¬ 
tems  using  Windows  NT  Server 
operating  environment,  MS  Ex¬ 
change  Server  e-mail  software, 
and  Novell  networking  software. 
Replace  or  modify  existing  e-mail 
systems,  including  Internet  ac¬ 
cess  and  mail,  using  software  as 
stated.  Train  corporate  user  staff 
in  use  of  these  systems.  Must 
have  B.S.  in  Comp.  Sci.  or  Elec. 
Engg.  or  Comp.  Studies  or  equiv¬ 
alent,  and  two  yrs  exp.  in  job 
offered.  Must  be  willing  to  travel  to 
client  sites  in  CT,  Southeast  NY, 
Northern  NJ,  using  own  auto 
w/per  mile  reimbursement,  or 
using  public  transportation  at  Co. 
expense.  Proof  of  valid  MV  op.  lie., 
insurance,  reqd  if  employee  will 
use  own  auto.  Must  hold  Novell 
4. xx  Certified  Network  Engineer 
(ONE)  status,  MS  Certificates  in 
Windows  NT  Server  3.5  and 
Exchange  Server  4.0  software.  40 
hrs/wk.  8:00  a  m.  to  6:00  p.m.  Sal¬ 
ary  $77,000/yr.  Job  Site;  Milford. 
CT.  Send  resume  and  cover  letter 
documenting  minimum  qualifica¬ 
tions  to:  Attn.  Job  Order  # 
3211758,  Program  Support  -  3rd 
Floor,  Connecticut  Department  of 
Labor,  200  Folly  Brook  Boulevard, 
Wethersfield,  CT  06109.  Appli¬ 
cants  will  be  required  to  present 
proof  of  legal  authority  to  work  in 
the  United  States. 


SENIOR  SOFTWARE  ENGI¬ 
NEER  to  design,  develop,  ana¬ 
lyze,  test,  debug,  enhance,  main¬ 
tain  and  customize  for  OEMs 
Device  Drivers,  BIOS,  FIRM¬ 
WARE,  Configuration/Manage¬ 
ment  Utilities,  and  Libraries  for 
PCI  RAID  SCSI  Controllers 
under  DOS,  UNIX,  NETWARE, 
Windows/NT  platforms  using  C, 
Assembly  (80x86  and  i960), 
Shell  programming  languages, 
SCSI  scripts,  UNIX  Kernel 
debugger,  Netware  debuggers, 
SoftICE,  CodeView,  SCSI  Ana¬ 
lyzer  and  Serial  Port  Method 
debugging.  Require:  M.S.  degree 
in  Computer  Science  with  four 
years  of  experience  in  the  job 
ottered.  Salary:  $65,100/yr„  8:30 
AM  to  5:30  PM,  M-F.  Send 
resume  to:  Xina  Tuerke,  Admini¬ 
strator,  AMI,  6145-F  Northbelt 
Parkway,  Norcross,  GA  30071; 
Attn.  Job  TP. 


Programmer/Analyst;  Design, 
dev,  implement  software  prog, 
inc:  Oust  Billing  Systems,  Market¬ 
ing  Analysis  &  Report  Gen  Sys¬ 
tems,  Mgmt  Info  Systems,  Defect 
Info  Tracking  Systems  &  Em¬ 
ployee  Info  Systems,  to  suit 
clients  req  taking  into  acc't: 
Cost/time  req,  feasibility,  compat¬ 
ibility  w /  client’s  current  system  & 
client’s  comp  capabilities  using 
indepth  knowledge  of  comp  prog, 
software  dev/design/systems 
analysis.  Design,  dev,  implement 
systems  to  monitor/test  perform 
of  software,  modify  software  to 
increase  op  efficiency/user 
friendliness.  Prep  user-friendly 
tech  manuals  for  clients,  train 
end-users,  provide  tech  support. 
Direct/manage  instal  of  software. 
Use  Visual  Works  2.0,  Smalltalk- 
80,  Gemstone  4.1.  Job  is  in 
Miami,  FL  &  various  client  sites  in 
South  FL.  Req:  Bachelor’s  in 
Electrical/Computer  Eng  +  1  yr 
exp  or  1  yr  as  Systems  Analyst/ 
Programmer  &/or  Research 
Associate.  $45,000/yr,  40hrs, 
8am-5pm.  Submit  resume  to: 
Department  of  Labor/Work  Force 
Support,  P.O.  Box  10869,  Talla¬ 
hassee,  FL  32302,  Attn:  EH.  Re: 
JO# -FL  1781953. 


DATABASE  ADMINISTRA¬ 
TOR.  Installs  SYBASE  RDBMS. 
Design,  create  &  maintain  data¬ 
base,  migrate/upgrade  data¬ 
bases  on  various  SYBASE  ver¬ 
sions  utilizing  SYBASE  DBA 
Tools  &  relational  database 
(RDB)  performance  tuning  & 
admin.  Create  backup  and 
recovery  schemes.  Ensure  the 
integrity  &  access  security. 
Assist  client  server  applications 
developers  in  troubleshooting 
problems  encountered  on  HP 
platform  with  Unix  Operating 
system.  Require  Master's 

Computer  Science  and  1  yr  exp 
in  job  or  related  EDP  occupa¬ 
tion.  $60.000/yr.  40hrs/wk. 
Mo-Fri  8:00am-5:00pm.  Job  Site: 
Atlanta,  GA  Please  mail  resume 
and  ad  to  Georgia  Department 
of  Labor,  Job  Order,  #  GA 
6221841  2943  N.  Druid  Hills 
Road,  Atlanta,  GA  30329. 


Systems  Analyst  -  Financial  Ap¬ 
plications:  Utilizing  databases  for 
financial  applications  such  as 
DMS  Oracle,  OMF  &  DB2,  as 
well  as  COBOL,  C++,  and  REXX, 
analyze,  develop  and  program 
sophisticated  software  applica¬ 
tions  for  banking  and  financial 
industry.  Customize  codes  and 
meet  with  users  to  determine  and 
prepare  precise  program  specifi¬ 
cations  for  developing  new  and 
enhanced  applications.  Perform 
unit  and  system  tests  to  verity 
and  fine  tune  system  perfor¬ 
mance.  Create  record  activities 
using  INFOMAN  and/or  LOAD- 
LIB,  PROCLIB,  CARDLIB  and 
JCLLIB  members.  Create  record 
activities  for  VSAM,  NONE- 
VSAM  files  and  job  scheduling 
requests.  Utilize  CAST  tor  lock¬ 
ing,  compiling  and  promoting 
source  members.  Using  CICS, 
ISPF,  CSP,  JCL,  VSAM,  table- 
BASE,  DYL-280,  SAS,  EZYEDIT. 
NDM,  TELEFILE,  UNITECH, 
INTEREST,  EXPEDITER/TSO 
and  FILE-AID,  update  and  test 
various  computerized  financial 
applications.  Required  a  mini¬ 
mum  of  a  Bachelor’s  degree  in 
Computer  Engineering  and  a 
minimum  of  two  years  of  experi¬ 
ence  in  above.  Annual  salary: 
$54,724,40  hours  per  week  from 
8:00  a.m.  to  5:00  p.m.  Mail  two 
copies  of  resume  and  copy  of  ad 
to:  Department  of  Labor,  Licens¬ 
ing  and  Regulation,  1100  North 
Eutaw  Street,  Room#201,  Balti¬ 
more,  MD  21201.  Job  order  No. 
9679950,  job  location:  Hagers¬ 
town,  MD. 


Software  Engineer,  East 
Hartford,  CT.  Researches, 
designs,  and  develops  computer 
software  systems,  in  conjunction 
with  hardware  product  develop¬ 
ment  for  industrial  applications  by 
applying  principles  and  tech¬ 
niques  of  computer  science, 
engineering,  and  mathematical 
analysis.  Uses  Powerbuilder, 
Unix  and  Sybase.  Analyzes  soft¬ 
ware  requirements  to  determine 
feasibility  of  design  within  time 
and  cost  constraints.  Consults 
with  hardware  engineers  and 
other  engineering  staff  to  evalu¬ 
ate  interface  between  hardware 
and  software,  and  operational 
and  performance  requirements  of 
overall  system.  Formulates  and 
designs  software  system  using 
scientific  analysis  and  mathemat¬ 
ical  models  to  predict  and  mea¬ 
sure  outcome  and  consequences 
of  design.  Develops  and  directs 
software  system  testing  proce¬ 
dures,  programming,  and  docu¬ 
mentation.  Consults  with  cus¬ 
tomer  concerning  maintenance 
ot  software  system.  Requires 
B.S.  in  Computer  Science  &  2 
yrs.  exp  in  job  or  as  Systems 
Engineer  including  Powerbuilder, 
Unix  and  either  Sybase  or 
Oracle.  40hrs/wk,  $86,400/yr. 
Send  resume  and  cover  letter 
documenting  minimum  qualifica¬ 
tions  to  Attn:  Job  Order 
#3211720,  Program  Support,  3rd 
FI.  Connecticut  Department  ot 
Labor,  200  Folly  Brook 
Boulevard,  Wethersfield,  CT 
06109.  Applicants  will  be 
required  to  present  proof  of  legal 
authority  to  work  in  U.S. 


EMPLOYMENT 


User  Support  Analyst 

Must  have  BS  in  Science,  Engineering  or  Business 
Administration.  Will  provide  full  customer  support  lor  SAP  sys¬ 
tem.  Must  have  at  least  two  (2)  years'  experience  in  all  levels  ot 
SAP  system,  functional,  theoretical,  practical  and  technical 
expertise  required.  Must  have  documented  knowledge  of  follow¬ 
ing  SAP  system  basics:  Screen  painter,  ABAP/4,  Data 
Dictionary,  R/2  and  R/3  versions.  Will  confer  with  users  regarding 
needs  and  ascertain  system  requirements,  develop  conceptual 
design  for  various  SAP  modules,  including  objective,  organiza¬ 
tional  structure  and  description  of  processes,  customize  SAP 
system  to  customer  applications.  Will  provide  project  status 
reports  to  user  management,  and  develop  accurate  documenta¬ 
tion  that  complies  with  company  standards. 

If  no  experience  in  SAP,  do  not  apply.  Must  be  willing  to  travel. 
Salary  range  from  $95, 000/year  to  $1 1 0,000  depending  on  expe¬ 
rience.  40hpw.  Several  positions  available. 

Send  resumes  to  James  Hosner  at  Bureau  Van  Dijk  Computer 
Services,  Inc.,  Five  Concourse  Parkway,  Suite  2875,  Atlanta, 
Georgia  30328. 


OPPORTUNITY 


PROGRAMMER  II 

Watson  Clinic  LLP,  a  renowned  multi-specialty 
physician  group  practice  located  in  Lakeland, 
Florida,  is  currently  seeking  a  Programmer 
to  coordinate  application  development  and 
maintenance  in  COBOL  and  other  tools. 

A  BS  degree  in  Computer  Science  and  3 
years  of  recent  programming  experience  in 
COBOL,  CICS,  and  IBM  mainframe/software 
are  required.  Medical  and  financial  computer 
applications  experience  is  a  definite  plus. 

Watson  Clinic  LLP  is  a  quiet  strength  in  this 
exceptional  Central  Florida  community,  where 
you  will  enjoy  a  relaxed  suburban  lifestyle, 
offering  easy  access  to  both  Orlando  and 
Tampa.  For  consideration,  please  forward 
resume  with  salary  requirements  to:  WATSON 
CLINIC  LLP,  Human  Resources,  1430  Lake 
land  Hills  Blvd.,  Lakeland,  FL  33805.  Phone 
(800)  356-5736  or  Fax  (941)  680-7598.  EOE. 


\  i 
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Configuration 

Analysts/Managers 

DALY  A  COMPANY  is  *  30  year  old  technical  consulting  firm  that  has 
co-invested  in  a  venture  specializing  in  providing  only  SAP  profession¬ 
als  in  the  North east-Travel  or  non-travel  positions  with  consulting  or 
end  user  firms  on  a  permanent  or  a  contract  basis.  SAP  experience  is 
required.  Contact  Bob  Carper,  Sr. VP,  directly,  evening  V/M.  EOE. 

Daly  &  Company,  Inc. 

1 75  Federal  St  •  Boston,  MA  02 1 1 0 
Tel.  6 1 7-262-2800  •  Fax  6 1 7-728-4477 
Email:  DalyCoRC@aol.com 


webmaster 


The  world's  leading  commercial  weather 
service  seeks  Webmaster  to  manage  Internet 
projects  and  supervise  staff  of  designers  and 
programmers.  This  350  person  company  is 
located  in  central  PA  and  would  require  on-site 
employment.  Knowledge  of  Internet  technolo¬ 
gy,  graphics,  software,  HTML  and  programming 
applications  required.  Minimum  of  two  years  of 
supervisory/project  management  experience. 
UNIX  and/or  VMS  systems  knowledge  pre¬ 
ferred.  Competitive  salary,  excellent  benefits. 
Send  resume  and  salary  requirements  to: 
AccuWeather,  Inc.,  Dept.  WEB,  385  Science 
Park  Road,  State  College,  PA  16803. 

Fax  (814)  235-8519.  EOE/AA. 

http://www.accuweather.com 


PROGRAMMER  ANALYST  - 

Central,  KY  -  Under  supervision 
work  on  learn  to  design,  test  & 
implement  client/server  sys¬ 
tems  on  Windows-NT  operating 
systems  using  Gupta  SQL 
Base,  Gupta  SQL  Windows, 
Centura  TeamBuilder  &  Team 
Windows.  Reqs:  Bach  in  Comp. 
Sci.,  Math  or  Engr  &  6  mos  exp. 
M-F,  8AM-5PM,  40  hrs/wk, 
$55,000/yr.  Send  resume  to: 
Jane  Hosley,  JO#  KY0369609. 
Dept,  for  Employment  Services, 
275  East  Main  St.,  2W,  Frank¬ 
fort,  KY  40621  Only  persons 
with  authorization  to  work  per¬ 
manently  in  the  US  need 
to  apply.  Equal  Opportunity 
Employer 


Product  Area  Support  Analyst 
(Finance-H/R)  needed  F/T  for 
Miami  Info  Tech  Consulting  Co. 
Must  have  2  yr  exp  marktg,  | 
installg  &  customize  Windows-  | 
based  financial  &  human  [ 
resources  s/ware  sys  incl  j 
Solomon,  Great  Plains,  Plati-  j 
num,  Unitime  Time  Clocks,  ; 
Abra  Human  Resource  &  pay-  j 
roll;  devlp  training  materials  &  j 
train  users  on  s/ware  &  h/ware  I 
Bach  deg  needed.  Respond  to  j 
HR  Dept,  Initiatives  Corpora-  j 
tion,  3625  NW  82nd  Ave,  Ste 
312,  Miami,  FL,  USA  33166 
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IT  CAREERS  EAST 


SENIOR  SOFTWARE  ENGI¬ 


NEER  to  design,  develop,  imple¬ 
ment,  test  and  document  soft¬ 
ware  systems  for  the  health  care 
industry  in  an  object-oriented, 
client/server  based  environment 
using  C/C++  on  Windows  95 
and  NT  platforms;  Develop 
front-end  Graphical  User  Inter¬ 
face  applications  for  Windows 
95/NT  using  Visual  C++;  Pro¬ 
vide  interface  (middleware)  be¬ 
tween  company’s  software  and 
clients'  hospital  information  sys¬ 
tems  using  sockets  and  TCP/IP; 
Utilize  Visual  SourceSafe  source 
code  version  control  system; 
Develop  and  implement  Java 
based  applications  using 
J-Builder  for  clients  to  access 
data  and  reports  through  the 
WWW.  Require:  M.S.  degree  in 
Computer  Science  with  two 
years  of  experience  in  the  job 
offered  or  as  a  Programmer/ 
Analyst.  Salary:  $60,000/yr., 
8:30  AM  to  5:30  PM,  M-F.  Send 
resume  to:  Paul  Morris,  VP,  Per- 
Se  Technologies,  2849  Paces 
Ferry  Road,  Suite  400,  Atlanta, 
GA  30339;  Attn.  Job  RV. 


PROGRAMMER  ANALYST  - 
Perform  analysis,  design,  cod¬ 
ing,  testing,  implantation,  sup¬ 
port,  and  maintenance  of  com¬ 
puter  applications  software  uti¬ 
lizing  AIX  ORACLE,  SQL, 
INFORMIX,  UNIX  C.  C++  and 
RS6000,  PC,  and  LAN  links. 
Develop  and  direct  software 
systems  and  testing  proce¬ 
dures  programming  and  docu¬ 
mentation.  Consult  with  cus¬ 
tomers  concerning  mainte¬ 
nance  of  software  systems  and 
coordinate  installation  of  same. 
Must  have  Bachelors  Degree  in 
computer  science  plus  2  yrs. 
exp.  in  job  to  be  performed.  40 
hrs/wk.  9-5,  $45,000,  Orlando 
area.  Must  have  proof  of  legal 
authority  to  work  in  U.S.  Send 
resumes  to  FDLES  Bureau  of 
Operations,  1320  Executive 
Center  Drive,  Tallahassee,  FL 
32399-0677  RE:  Job  order 
number  FL-1786751. 


Data  Recovery  Planner,  Atlan¬ 
ta.  Responsible  for  direct  sys¬ 
tems  work  to  recover  business 
data  processing  operations  & 
communications  lost  by  natural 
disaster/contamination.  Select 
comparative  sys.  to  replace 
damaged  sys.  Provide  techni¬ 
cal  support  for  data  recovery. 
Provide  operational  assist, 
diagnostic  reports,  &  cost 
analysis.  Req.  MS  in  Comp. 
Sci.  or  Comp.  Engineering.  1  yr. 
exp.  as  Data  Recovery  Planner 
or  as  systems/software/com¬ 
puter  support  or  engineering. 
Exp.  to  include  installation  & 
configuration  of  network  oper¬ 
ating  sys.  (May  substitute  BS  in 
req.  field  of  study  &  addit’l  2  yr 
exp.  for  MS  degree.)  $42K/yr. 
Resume  to:  Coastal  Technical 
Services,  Box  100,  3898  Oak- 
cliff  Industrial  Court,  Doraville, 
GA  30340. 


Sales  Engineer  -  Latin  America 
DUTIES:  Will  consult  with 
mechanical  engineering  firms  in 
Latin  America  in  order  to  assist 
these  firms  to  analyze  their 
requirements  in  order  to  maxi¬ 
mize  their  resources  such  that 
they  will  deliver  services  to  their 
clients  in  a  cost  effective  manner 
by  integrating  the  appropriate 
types  of  computer  hardware  and 
software  systems  through  value 
added  re-sellers.  REQUIRE¬ 
MENTS:  Bachelor’s  Degree,  with 
a  major  field  of  study  in 
Mechanical  Engineering,  and  one 
year  of  experience  in  the  job 
offered.  SALARY:  $39,780.00  per 
year.  HOURS:  40  hours  per  week 
(Monday-Friday,  9:00  A.M.  to  5:00 
P.M.).  CONTACT:  interested  ap¬ 
plicants,  please  submit  resume 
only  to:  Department  of  Labor/ 
Bureau  of  Workforce  Program 
Support,  P.O.  Box  10869,  Atkins 
Building,  Suite  110,  Tallahassee, 
Florida  37302.  JOB  ORDER 
NUMBER:  FL-1 780432. 


dream  salary. 

dream  location. 

dream  boss. 

in  your  dreams? 


SOFTWARE 


ENGINEER: 


QUALITY  ASSURANCE  ENGI- 


Design,  develop  test  plans  and 
integrate  applications  on  multiple 
environments  of  Windows  NT, 
UNIX  and  VMS  operating  sys¬ 
tems.  Will  be  involved  in  the 
installation  of  developed  applica¬ 
tions  and  configurations  of 
client/server  database  environ¬ 
ments  at  the  customer  sites. 
Requires.  B.S.  in  Computer 
Science  or  Electrical  Engineering 
and  5  years  experience  in  data¬ 
base  applications  development  of 
which  two  years  is  in  client/serv¬ 
er  development.  Must  have 
demonstrated  ability  to  program 
in  Oracle  in  multi-platform/multi¬ 
user  environments  with  demon¬ 
strated  knowledge  of  Power¬ 
Builder,  C,  PERL,  Shell  Scripts, 
Unix,  Windows  NT  and  VMS. 
40hrs/wk  (8  to  5);  $65,000/yr. 
Send  2  resumes/respond  to: 
Case  #  72047,  P.O.  Box  8968, 
Boston.  MA  02114. 


NEER  to  plan  and  direct  develop¬ 
ment,  application  and  mainte¬ 
nance  of  quality  standards  for 
complex,  multi-platform  software 
products  for  the  complete  prod¬ 
uct  life  cycle;  develop  test  specifi¬ 
cations  and  plans;  develop, 
implement  and  oversee  software 
defect  prevention  program 
according  to  recognized  ISO 
9001  quality  standards;  design, 
implement  and  maintain  testing 
software  using  automated  soft¬ 
ware  testing  tools  operating  in 
VMX,  MS-DOS,  MS-Windows 
and  Windows  NT.  Require:  M.S. 
in  Computer  Science  and  three 
years  experience  in  the 
described  job  duties.  Salary: 
$48,600  per  year,  8  am  to  5  pm, 
M-F.  Job  location:  Seneca,  SC. 
Mail  resume  in  duplicate  to:  Ms. 
Regina  D.  Ratterree,  E&T 
Technical  Services,  SCESC- 
SC2000722,  P.O.  Box  1406, 
Columbia,  SC  29202. 


PROGRAMMER  ANALYST 
(Princeton,  NJ)  Design/develop 
math  models  in  Microsoft  Visual 
Basic  for  use  in  actuarial  ratings 
applications.  Design  software 
programs  for  users  to  access 
actuarial  data  by  PC.  Use  dBase 
database  to  develop  network 
applications  such  as  Loss  Rating 
models,  and  design/test  client- 
server  applications.  40  hrs/wk,  9-5. 
$49,950/yr.  Reqs  Bachelors  in 
Comp.  Sci  or  Elect  Engnrng  &  2 
yrs  exp  as  above  or  as  a  Systems 
Designer  or  Analyst  or  Computer 
Consultant.  Send  resume  in  dupl 
to:  Business  &  Worker  Develop¬ 
ment,  RL073096101,  P.O.  Box 
053,  Trenton,  NJ  08625.  NO  FEE 
CHARGED. 


Find  I.T. 
Consulting 
Careers  Here 


computerworldcareers.com 
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1-800-488-9204 

CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 


Not  anymore. 


Got  big  dreams?  We'd  like  to  help  make  them  come  true. 

You  already  know  that  Computerworld  is  the  best  place  to  begin  your  job  search.  Now,  it's 
also  the  place  where  your  search  ends.  Introducing  Computerworld  Career  Central,  where  you 
don't  have  to  find  the  jobs,  because  the jobs  find  you. 

If  you're  a  software  development  professional, Computerworld  Career  Central  is  the  most 
effective,  hassle-free  way  for  you  to  find  a  newjob-and  it  costs  you  nothing.  Just  visit 
www.computerworldcareers.com,  fill  out  a  Member  Profile  and  submit  it.  We  find  jobs 
matched  to  your  skills,  experience  and  preferences  and  send  them  to  you,  confidentially,  via 
e-mail.  We  do  the  work,  so  you  don't  have  to. 

It's  free,  it's  easy,  and  most  important,  it  works. 

So  you've  got  nothing  to  lose,  except  maybe  your  dream  job. 


COMPUTERWORLD 

9  Career  Central" 

www.computerworldcareers.com 


COMPUTERWORLD 


N  w  Yoi  i/Philadelphia  Career  Opportunities  //// 


SALES 
ENGINEER 
needed  by  NYC  Inter¬ 
net  Advertising  Co. 
Must  have  2  years 
experience  doing  net¬ 
work  troubleshooting, 
using  internet  protocols 
like  HTML,  FTP,  telnet 
&  programming  langs 
like  C++,  JAVA  &  Perl 
for  implementation  of 
commercial  websites. 
Must  have  Bachelors 
in  Business  Admin. 
Respond  by  resume  to: 
HR  Dept,  Doubleclick, 
41  Madison  Ave,  32nd 
FI.,  NY,  NY.  10010 


SYSTEMS 

ANALYST 

needed  by  Edison,  NJ 
Computer  Co.  Must 
have  2  years  exp  in 
development  of  inter¬ 
face  programs  &  cod¬ 
ing  stds  using  LINC  & 
LINCLITE  on  Unisys 
A  series  and  dvlpmt  of 
prototypes  using  GUI 
front  ends.  Must  have 
Bach  in  Engg.  Send 
resumes  to:  Technical 
Personnel  Manager, 
Horizon  Computers, 
Inc.,  5  Lincoln  High¬ 
way,  Edison,  NJ  08820 


ANALYST/PROGRAMMER  (AS/400) 

We’re  a  $430  million  NYSE  direct  marketer  with  50+ 
years  of  success!  We’re  the  17th  largest  company  on 
Long  Island  &  our  growth  rate  is  PHENOMENAL! 

Participate  in  the  full  project  life  cycle  including  defining 
requirements,  analysis,  programming,  testing  & 
implementation  of  programs  &  applications.  Requires: 
min  1  yr.  exp  in  an  AS/400  RPG  environment.  Experi¬ 
ence  with  financials  &  replenishment  systems  a  plus 
(esp.  E3).  Consideration  also  will  be  given  to  those 
w/o  AS/400  exp.  that  desire  to  work  in  this  environment. 
This  position  requires  excellent  communication  skills, 
professional  attitude,  ability  to  work  in  fast  paced  team 
environment. 

We  are  an  equal  opportunity  employer  offering 
competitive  salary  &  benefits  including  medical/dental, 
401  k  &  tuition  reimbursement.  Please  send  resume  and 
salary  requirements  to:  MSC  -  Dept.  Career  Ops,  P.O. 
BOX  331,  Plainview,  NY  11803,  Fax:  516-349-7653  or 
Email:  LohseD@MSCDirect.com. 


Get  tli 


e  e 


But  there's  more  to  our  service  than  just 
publishing  ads.  We  can  introduce  you  to  IT 
opportunities  that  match  your  exact 
requirements  and  background. 

Give  us  information  about 
yourself  ind  the  type  of 


opportunity 
you're  looking  for  by 
filling  out  a  brief 
questionnaire  on  the 
Web  site.  Then,  using 
advanced  push  technology, 
we'll  e-mail  you  ti  rgeted 
jobs — only  those  that  are  the 
perfect  fit. 


www.metrocareers.com 

and  register  for  our  free  e-mail  employment  service. 


IT  Professionals 

Technically  Speaking.... 


About 

The  Company 


With  over  1  million  customers  and  a  $100+  billion 
loan  portfolio,  people  know  GE  Capital  Mortgage 
Services  as  one  of  the  nation’s  premier  financial 
services  companies.  But  technically  speaking,  we’re 
also  a  great  Information  Technology  company. 

We  grew  over  25%  in  1997  and  a  big  part  of  the 
reason  is  our  dedicated  team  of  IT  professionals. 
Since  we  plan  on  having  another  banner  year  in 
1998,  we  invite  motivated,  hardworking  individuals 
to  join  us  at  our  Cherry  Hill,  NJ  headquarters. 


Exceptional  IT  Join  us  and  make  a  true  impact  on  our 
Opportunities  success.. .and  your  own. 

•PROGRAMMER/ ANALYSTS 
Progress.  Minimum  2  years  of  experience. 

•SR.  BUSINESS  ANALYST 

Data  Warehousing.  Team  Leader  responsibility. 

•APPLICATION  SPECIALIST 
Delphi/Oracle  and  Mainframe  experience 
required. 

•TEAM  LEADER-SECONDARY  OPERATIONS 
Delphi/Oracle,  Visual  Basic.  Manage  team  to 
support  replacement  of  existing  secondary  system. 
Maintain  legacy  system;  end-user  interface.  Recom¬ 
mend/develop  technology  solutions. 


Join  Us  We  offer  a  competitive  salary  and  excellent 

benefits  package.  Please  forward  your  resume, 
indicating  salary  requirements  and  position 
preference,  to:  GE  Capital  Mortgage  Services,  Inc., 
Attn:  Human  Resources/SS,  3  Executive  Campus, 
Cherry  Hill,  NJ  08034-0455.  FAX  609-661-7715. 

No  phone  calls,  please.  An  equal  opportunity 
employer. 


GE  Capital 

Mortgage  Services 

We  bring  good  things  to  life. 


DATABASE 

ADMINISTRATOR 

needed  F/T  for  NY 
Internet  Advertising 
Co.  Must  have  2  years 
experience  in  internet 
applications  using 
UNIX,  Win  NT,  Oracle 
7  &  Oracle  8  server 
RDBMS,  C++,  SQL, 
PERL,  &  Oracle 
Enterprise  Manager. 
Bachelors  in  Comput¬ 
ing  &  Information  Sci¬ 
ence  needed.  Respond 
to:  HR  Dept.  Dou¬ 
bleclick,  Inc.,  41  Madi¬ 
son  Avenue,  32nd  FI., 
NY,  NY  10010 


www.metrocareers.com 


SYSTEMS 

ANALYST 

wanted  by  Systems 
development  firm  with 
2  years  exp  as  Systems 
Analyst  or  as  Sys¬ 
tems/Programmer 
Analyst.  Must  have 
experience  in  Network¬ 
ing,  Unix,  Windows  NT, 
SQL,  C,  Oracle,  Visual 
Basic,  PowerBuilder 
and  Masters  in  Comp 
Science  or  Electronics 
Engg.  Apply  by  resume 
to:  HR  Dept.  Emax 
Solution  Partners,  18 
Campus  Blvd,  Newton 
Square,  PA.  19073 


SOFTWARE 
ENGINEERS 
(Multiple  Open¬ 
ings)  needed  in 
Parsippany,  NJ. 
Must  have  experi¬ 
ence  in  various 
technologies 
including  Unix,  C, 
&  C++.  Apply  to 
Global  Consul¬ 
tants,  Inc.,  601 
Jefferson  Rd.,  Par¬ 
sippany,  NJ  07054 
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IT  CAREERS 


Programmer/Analyst  needed 
for  computer  software  develop¬ 
ment  and  consulting  firm 
located  in  Duluth,  Georgia. 
Job  duties  include:  Analyze, 
design,  develop,  test  and  imple¬ 
ment  computer  software  appli¬ 
cations  on  a  variety  of  business 
and  industry  applications. 
Software  consulting  on  various 
in-house  projects  and/or  con¬ 
tract  basis  throughout  the 
United  States.  Re-engineer  soft¬ 
ware  applications  using  state- 
of-the-art  tools  and  techniques. 
Use  RPG/400,  CL/400,  PDM, 
SEU,  SDA,  RLU  and  DFU  on 
IBM  AS/400  machine. 
Applicant  must  have  B.S. 
degree  in  Computer  Science, 
Math  or  Engineering. 
Applicant  must  also  have  2  yrs. 
exp.  in  the  job  duties  described 
above  or  as  a  Programmer 
Analyst  which  includes  2  yrs. 
designing  and  developing  com¬ 
puter  applications  on  IBM 
AS/400  with  RPG/400,  SEU, 
SDA,  RLU,  and  DFU.  40 
hrs/wk.  8:00  am  -5:00  pm, 
Mon-Fri,  $52,997/yr.  Report 
to  or  send  2  resumes  to: 
Georgia  Department  of  Labor, 
Job  Order  #GA  6225 1 06,  1 535 
Atkinson  Rd.,  Lawrenceville. 
GA  30243-560 1  or  the  nearest 
Department  of  Labor  Field 
Service  Office. 


Systems  Analyst  -  Analyze 
reqs,  design,  develop  &  imple¬ 
ment  Into.  Mgt.  sys.  on  IBM/ 
MVS  hardware  using  CICS, 
COBOL  &  DB2.  Reqs:  Bach  in 
Comp.  Sci.,  Math  or  any  Engr 
field  &  2  yrs  exp.  Employer  is  a 
Consulting  company.  Reloca¬ 
tion  required  to  various  client 
sites.  Assignments  vary  from  6 
mos  to  2  yrs.  M  -  F,  40  hrs/ 
week,  8AM  -  5PM,  $51,000/yr 
Apply  at  the  Texas  Workforce 
Commission,  Dallas,  Texas  or 
send  resume  to  the  Texas 
Workforce  Commission,  1117 
Trinity,  Room  424T,  Austin,  TX 
78701,  JO#  TX0610813.  Ad 
Paid  by  an  Equal  Opportunity 
Employer 


Programmer  Analyst  [J.O.N. 
9081593]  [10  Openings] 

Feasibility  testing,  analysis,  data 
modeling  and  preparing  specifi¬ 
cation;  and  use  PFC,  Oracle  PL 
SQL  and  inter  Active  -  T  Ocx 
Toolkit.  Reqs.  a  Bachelor’s 
Degree  in  Computer  Sci., 
Systems  Anal.,  Computer  Info. 
Systems,  Computer  Engg., 
Electrical  Engg.,  Electronic 
Engg.,  Electronics  and  Comm¬ 
unication  or  Mathematics  or  its 
foreign  educ.  equivalent.  Reqs. 
1  yr.’s  exp.  in  the  job  offered.  40 
hr./wk.,  9a  -  5p,  M-F, 

$58,000. 00/yr.  Send  resume 
along  with  J.O.N.  to  Duane  M 
Brentzel,  Manager,  Office  of 
Employment  Security,  599  Sells 
Lane,  Greensburg,  PA  1 5601 . 


<&,  SPL  World- 
group  is  an 
international 
con9ultimb  builder  of  busi- 
ness  solu¬ 
tions.  We  are  currently  looking 
for  individuals  with  Natural/DB2, 
Natural  Oracle,  Natural/Construct, 
Natural/Adabas,  Visual  Basic, 
Smalltalk,  C++,  Java,  Cobol,  OO 
skills  to  work  in  our  development 
centers  in  California,  New 
Jersey  and  Chicago  as 
Programmer/Analysts 
Software  Engineers 
Systems  Analysts 
Project  Leaders 
Designers  •  Architects 
Email,  fax  or  mail  your  resume  to: 
Jos  Barnett,  Fax:  415-541-0224, 
E-mail:  Jos_Barnett@splwg.com, 
www.splworldgroup.com.  EOE 


System  Analysts  -  Analyze, 
design  &  develop  Info.  Mgt.  sys. 
on  IBM  hardware  using  CICS, 
COBOL  &  DB2.  Reqs:  Bach  in 
Comp.  Sci.,  Math  or  any  Engr 
degree  &  2  yrs  exp.  Employer  is 
a  Computer  Consulting  firm 
relocation  to  various  client  sites 
required  for  periods  of  6  mos  to 
2  yrs.  M-F,  40  hrs/week,  8AM  - 
5PM,  $60,000/yr.  Apply  at  the 
Texas  Workforce  Commission, 
Dallas,  Texas  or  send  resume 
to  the  Texas  Workforce  Com¬ 
mission,  1117  Trinity,  Room 
424T,  Austin,  TX  78701,  JO# 
TX0610811  Ad  Paid  by  an 
Equal  Opportunity  Employer 


SAP  Practice  Leader.  40  hrs/wk, 
9am-5pm.  $130,000/yr.  Oversee 
operations  management  &  busi¬ 
ness  planning  for  SAP 
Consulting  Division.  Recruit, 
assign  &  supervise  teams  con¬ 
sisting  of  one  manager  &  four 
consultants.  *B.S.  in  Computer 
Science  as  well  as  5  yrs.  in  job 
offered  or  Systems  or  Logistics 
Manager  required,  ("four  years 
exp.  in  software  development 
acceptable  in  lieu  of  B.S.) 
Previous  experience  must 
include:  project  management, 
training,  SAP  implementation. 
Must  have  proof  of  legal  authori¬ 
ty  to  work  permanently  in  the 
U  S.  Send  two  copies  of  both 
resume  and  cover  letter  to:  ILLI¬ 
NOIS  DEPARTMENT  OF 
EMPLOYMENT  SECURITY,  401 
South  State  Street  -  7  North, 
Chicago,  IL  60605,  Attention: 
Joan  Sykstus,  Reference  #V-IL- 
18876-S.  NO  CALLS.  An 
Employer  Paid  Ad. 


Software  engineer  with  2  years 
of  experience  as  a  s/w  engineer 
or  computer  professional,  who 
will  develop  s/w  systems,  apply¬ 
ing  computer  science,  engi¬ 
neering,  and  mathematical 
analysis,  with  2  years  of  experi¬ 
ence  using  Oracle  RDBMS  and 
UNIX,  with  one  year  experience 
with  PL/SQL,  SQL'Plus  and 
MS-DOS.  Analyzes  s/w  reqs. 
and  performs  testing  and  user 
training  after  development. 
Extensive  travel  and  frequent 
relocation.  Master's  degree  in 
one  of  several  limited  fields:  en¬ 
gineering,  mathematics,  com¬ 
puter  applications  or  physics. 
$64,000/yr.  40  hours/  wk.,  9:00 
am  -  5:00  pm.  Send  resumes, 
listing  job  order  number 
9081468,  to:  Mr.  Tom  Dem- 
bosky,  Manager,  Indiana  Job 
Center,  350  N.  Fourth  Street, 
Indiana,  PA  15701. 


Software  Engineer  to  design, 
develop,  and  test  computer  pro¬ 
grams  for  business  applica¬ 
tions;  analyze  software  require¬ 
ments  to  determine  feasibility  of 
design;  direct  software  system 
testing  procedures  using  exper¬ 
tise  in  New  Era,  Informix  4GL, 
Informix  7.1,  ESQL/C,  and 
Unix.  Requirements:  Bachelor’s 
degree  in  electronics,  computer 
science  or  related  field,  1  year 
experience  as  a  software  engi¬ 
neer  or  computer  programmer, 
and  knowledge  of  New  Era, 
Informix  4GL,  Informix  7.1, 
ESQL/C,  and  Unix.  Salary: 
$58, 000/year.  Working  condi¬ 
tions:  8:00  A.M.  to  5:00  P.M.,  40 
hours/week.  Apply:  Pennsylva¬ 
nia  Job  Center,  3  Kensington 
Square,  New  Kensington,  PA 
15068.  Job  No.  8035896. 


Consultant.  40  hrs/wk,  9am-5pm. 
$60,881/yr.  Design,  develop, 
implement  &  test  software  for 
management  information  sys¬ 
tems,  incld’g  real-time  telecom¬ 
munications  systems,  using 
object-oriented  technology.  Tools: 
C;  C++;  Rose;  SoDA;  SNIFF+ 
Framemaker;  Framebuilder; 
Chorus;  Multi;  HTML;  EPROM. 
M  S.  in  Computer  Science  as  well 
as  1  yr.  in  job  ottered  or  Software 
Engineer  required.  Previous 
experience  must  include:  object- 
oriented  design  &  analysis;  C; 
C++;  real-time  applications; 
EPROM;  HTML.  Must  have  proof 
of  legal  authority  to  work  perma¬ 
nently  in  the  U.S.  Send  two 
copies  of  both  resume  and  cover 
letter  to:  ILLINOIS  DEPART¬ 
MENT  OF  EMPLOYMENT 
SECURITY,  401  South  State 
Street  -  7  North,  Chicago,  IL 
60605,  Attention:  Arlene  Thrower, 
Reference  #V-IL-18896-T.  NO 
CALLS.  An  Employer  Paid  Ad. 


Programmer  Analyst  [J.O.N. 
7035668]  [10  Openings]  Plan, 
design,  develop  and  test  comput¬ 
er  programs;  evaluate  user 
requests  for  new  or  modified  pro¬ 
grams;  and  use  Oracle  Financial 
Modules,  Oracle  Manufacturing 
Modules,  and  Pro'C.  Reqs.  a 
Bachelor’s  Degree  in  Computer 
Sci.,  Systems  Anal.,  Computer 
Info.  Systems,  Computer  Engg., 
Electrical  Engg.,  Electronic 
Engg.,  Electronics  and  Comm¬ 
unication  or  Mathematics  or  its 
equivalent  in  educ.  and  exp.  Will 
accept  3  yrs.  of  college  educ. 
plus  3  yrs.  in  a  related  occupa¬ 
tion,  in  lieu  of  the  required  educ. 
and  exp.  Reqs.  1  yr.’s  exp.  in  the 
job  offered,  or  in  a  related  occu¬ 
pation  such  as  Programmer, 
Programmer  Analyst,  Systems 
Analyst,  Systems  Engineer, 
Systems  Trainee,  Software 
Engineer,  or  Consultant.  The 
related  occupation  must  have 
included  the  use  of  each  of  the 
following:  Oracle  Manufacturing, 
Oracle  Financial  and  Pro'C.  Will 
also  accept  any  equally  suitable 
combination  of  educ.,  training 
and/or  exp.  which  would  qualify 
an  applicant  to  perform  the  duties 
of  the  job  offered.  40  hr./wk.,  9a  - 
5p,  M-F,  $75, 000. 00/yr.  Send 
resumes  with  the  J.O.N.  to  Terry 
Kinney,  Manager,  Armstrong 
County  Job  Center,  1270  N. 
Water  St.,  PO  Box  759, 
Kittanning,  PA  16201. 


Software  Engineer  to  design, 
develop,  and  test  computer  pro¬ 
grams  for  business  applications; 
analyze  software  requirements 
to  determine  feasibility  of 
design;  direct  software  system 
testing  procedures  using  exper¬ 
tise  in  Powerbuilder  5.0,  Power- 
script,  Oracle,  PL/SQL  and  S 
Designer.  Requirements:  Bach¬ 
elor’s  degree  in  engineering, 
computer  science  or  related 
field,  1  year  experience  as  a 
software  engineer  or  computer 
programmer,  and  knowledge  of 
Powerbuilder  5.0,  Powerscript, 
Oracle,  PL/SQL  and  S  Design¬ 
er.  Salary:  $65, 000/year.  Work¬ 
ing  conditions:  8:00  A.M.  to  5:00 
P.M.,  40  hours/week.  Apply:  Pen¬ 
nsylvania  Job  Center,  1270  N. 
Water  St.,  P.O.  Box  759,  Kittan¬ 
ning,  PA  16201 .  Job  No.  1017867. 


Software  engineer  with  3  years 
of  experience  as  a  s/w  engineer 
or  computer  professional,  who 
will  develop  s/w  systems,  apply¬ 
ing  computer  science,  engi¬ 
neering,  and  mathematical 
analysis,  with  3  years  of  experi¬ 
ence  using  SAP  R/3,  Material 
Management  Module,  MS  Word, 
MS  Excel,  and  Lotus  Notes. 
Analyzes  s/w  reqs.  and  per¬ 
forms  testing  and  user  training 
after  development.  Extensive 
travel  and  frequent  relocation. 
Master’s  degree  in  one  of  sev¬ 
eral  limited  fields:  engineering, 
mathematics,  computer  appli¬ 
cations  or  physics.  $95,000/yr. 
40  hours/wk.,  9:00  am  -  5:00 
pm.  Send  resumes,  listing  job 
order  number  6017743,  to:  Mr. 
Terry  Faust,  Manager,  Washing¬ 
ton  Job  Center,  75  East  Maiden 
Street,  Washington,  PA  15301. 


Systems  Analyst  -  Analyze, 
design,  develop  &  implement 
business  Info.  Mgt.  sys.  on 
IBM/MVS  hardware  using  DB2, 
CICS  &  COBOL.  Reqs:  Bach  in 
Comp.  Sci.,  Math  or  any  Engi¬ 
neering  degree  &  2  yrs  exp. 
Employer  is  a  Computer  Con¬ 
sulting  firm  relocation  to  various 
client  sites  required  for  periods 
of  6  mos  to  2  yrs.  M-F,  40  hrs/ 
week,  8AM  -  5PM,  $61,900/yr. 
Apply  at  the  Texas  Workforce 
Commission,  Dallas,  Texas  or 
send  resume  to  the  Texas 
Workforce  Commission,  1117 
Trinity,  Room  424T,  Austin,  TX 
78701,  JO#  TX0610812.  Ad 
Paid  by  an  Equal  Opportunity 
Employer. 


Senior  Software  Developer 
Analyze,  des,  dev,  imple¬ 
ment  and  suppt  client/ 
server  business  oriented 
Windows  or  NT 
apps  using  Visual  C  +  +  . 
$70,000/yr;  40  hrs./wk., 
9am-5pm.  Must  poss.  MSc. 
deg  or  equiv  foreign  deg  in 
Comp  Sc.  or  related  field, 
plus  3  yrs  exp  in  job  offered 
or  3  yrs  exp  in  S.W.  Eng. 
Place  of  employment  and 
interview;  Atlanta,  GA.  If 
offered  employment,  must 
have  proof  of  legal  authority 
to  work  in  the  U.S.  Clip  aa 
and  send  with  two  resumes 
to:  Job  No.  GA 
6221847,  2943  N.  Druid 
Hills  Rd.,  Atlanta,  GA 
30329  or  the  nearest 
Department  of  Labor  Field 
Service  Office. 
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REGIONAL  SCOPE 

Columbus  and  Pittsburgh 


MIDWESTERN 

MATCHMAKING 


Times  aren't  quite 
so  desperate  here, 
so  both  IT  employers 
and  employees  can 
be  more  picky  in 
a  relationship. 
Here's  what  each  is 
looking  for 

BY  JILL  VITIELLO 


most  of  us  want  more  — 
money,  training,  technology. 
And  these  days,  it  seems  as  if 
an  information  technology  pro¬ 
fessional  almost  has  to  work  at 
not  landing  all  three  in  a  new 
job. 

But  despite  the  pressure  on 
managers  to  hire,  the  best  job 
matches  still  “come  down  to 
talent  and  chemistry,”  says 
Debbie  Reed,  vice  president  of 
systems  and  programming  at 
Dollar  Bank  in  Pittsburgh. 
Here’s  what  some  hiring  man¬ 
agers  and  information  systems 
professionals  in  Pittsburgh, 
Cleveland  and  Columbus, 
Ohio,  say  they  really  look  for  in 
each  other. 


OPPORTUNITY: 

THE  RUST  BELT  ROCKS 

Like  everywhere  else  in  the 
known  universe,  “the  IS  job 
market  is  outstanding  in  the 
Rust  Belt,”  says  Wiley  Farler, 
managing  director  of  Source 
Services.  “Columbus  is  the 
hottest”  among  this  trio  of 
cities,  he  says. 

Ohio’s  capital  has  plenty  of 
IS  jobs.  The  city  recently  un¬ 
veiled  a  communitywide  initia¬ 
tive  called  Tech  Town.  Part  im¬ 
age  campaign,  part  technology 
rollout,  the  initiative  is  meant 
to  attract  more  high-tech  com¬ 
panies  to  the  area  and  provide 
citizens  with  free  access  to 
computers  and  the  Internet. 

Columbus  was  the  first  ma¬ 
jor  U.S.  city  to  appoint  a  chief 
technology  officer  and  create  a 
department  of  technology,  says 
Steve  Brennen,  deputy  chief  of 
staff  at  the  mayor's  office. 

As  for  Pittsburgh,  Yahoo 
Magazine  named  it  the  14th 
most  wired  city  in  the  nation, 
based  on  how  frequently 
residents  use  the  Internet. 
Pittsburgh  is  home  to  more 
than  2,200  technology-inten¬ 
sive  companies,  including  soft¬ 
ware  engineering,  industrial 
automation  and  mobile  robot¬ 
ics,  that  employ  more  than 
84,000  people. 

Cobol  programmers,  net¬ 
working  experts,  Internet-expe¬ 
rienced  professionals  and  pro¬ 
grammers  with  track  records 


in  SAP,  PeopleSoft,  C++  and 
Oracle  are  the  most  sought- 
after  IS  professionals  in  Cleve¬ 
land,  Columbus  and  Pitts¬ 
burgh.  Salaries  range  from 
about  $40,000  for  help  desk 
administrators  to  $65,000 
for  Cobol  programmers  and 
$80,000  to  $100,000  and 
more  for  people  with  experi¬ 
ence  in  specialized  applica¬ 
tions,  Farler  says. 

INCENTIVES:  ADVANCEMENT 
AND  ENVIRONMENT 

Although  demand  for  IS  talent 
continues  to  outpace  local  sup¬ 
ply,  the  desperation  so  obvious 
in  other  markets  isn’t  apparent 
in  these  Midwestern  cities. 

IT  managers  usually  can 
find  qualified  candidates  with¬ 
in  salary  guidelines,  often  with¬ 
out  the  help  of  technical  re¬ 
cruiters.  Sign-on  bonuses 
aren’t  ubiquitous,  and  benefits 
are  fairly  similar  from  com¬ 
pany  to  company.  So  what  do 
IS  professionals  look  for  when 
picking  one  employer  over  an¬ 
other? 

“I  was  looking  for  a  new 
challenge  and  an  opportunity 
for  advancement,”  says  John 
Uhring,  who  joined  Dollar 
Bank  as  a  programmer/analyst 
last  December.  He  also  likes 
the  40i(k)  plan,  business-casual 
dress  code,  free  parking  and 
gym. 

“The  reason  I  started  look¬ 
ing  for  a  new  job  was  for  more 


opportunity,”  says  Aaron  Mar- 
kel,  an  applications  analyst 
who  joined  Battelle  Memorial 
Institute  in  Columbus  last 
month.  “Battelle  offers  the 
chance  to  work  with  the  latest 
and  greatest  technology.”  The 
research  and  development  firm 
also  offered  a  sign-on  bonus, 
help  with  relocation  expenses, 
a  40i(k)  plan  and  flextime. 

Jeet  Basu,  a  senior  program¬ 
mer/analyst  who  joined  Pro¬ 
gressive  Insurance  Co.  in 
Cleveland  about  a  year  ago, 
says,  “I  wasn’t  looking  for  a 
job,  but  when  I  came  here,  I 
was  really  impressed  with  the 
people  and  the  atmosphere.” 

RECRUITING: 

MATCHES  MADE  IN  HEAVEN 

To  find  the  “right  fit”  candi¬ 
date,  Marc  Brown,  general 
manager  of  information  ser¬ 
vices  at  Heinz  U.S.A.  in  Pitts¬ 
burgh,  uses  behavioral  inter¬ 
viewing.  “We  ask  the  candidate 
about  past  situations  and  how 
they  behaved.  We  want  to 
know,  What  did  they  think  and 
do?  and  How  did  it  make  them 
feel?”  Brown  says. 

The  best  candidate  is  one 
who  shows  excitement  about 
the  company’s  business  and  is 
flexible  about  learning  new 
technologies,  he  says. 

“I’m  impressed  when  some¬ 
one  has  done  research  on  the 
company,"  Reed  says.  “The 
candidate  has  to  demonstrate 
that  he  or  she  is  interested  in 
the  position.  I  don’t  like  it 
when  they  sit  back  and  wait  for 
me  to  tell  them  about  it.” 

Reed  also  looks  for  a  combi¬ 
nation  of  technical  talent  and  a 
capacity  for  teamwork.  “I  need 
people  who  work  well  together, 
who  can  solve  problems  and 
who  can  turn  to  the  person  in 
the  next  cube  and  get  help.”  □ 

Vitiello  is  a  freelance  writer  in 
East  Brunswick,  N.J. 


IS  SALARIES  IN  CLEVELAND, 
COLUMBUS  AND  PITTSBURGH 

I  Title 

Salary 

ClO/vice  president  of  IS 

$106,000 

Director  of  IS 

$79,000 

Project  manager 

$68,000 

Network  administrator 

$51,000 

LAN  manager 

$51,000 

Senior  programmer/analyst 

$48,000 

Computer  operations  manager 

$47,000 

Programmer/analyst 

$44,000 

PC  technical  support  specialist 

$33,000 

Computer  operator 

$27,000 

Source:  Computer  worlds  1997  Annual  Salary  Survey. 
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GROWTH. 


REAL  Entnspnsncurial 
Teams 

NEW  Devislopment 
Platform 

INNOVATIVE  Fh^ducte 


ENVIRONMENT 


YOU  HAVE  THE  EXPERIENCE.  .  .  ALL  YOU  NEED  IS  THE  CHALLENGE!  RELTEC 
Corporation  is  the  leading  provider  of  telecommunications  services  to  companies 
like  Southwestern  Bell,  Sprint,  Bell  South  and  several  international  PTTs.  We  inte¬ 
grate  the  range  of  our  product  technologies— transmission  electronics,  power,  heat 
management,  enclosures,  connection,  protection—  into  performance  and  innova¬ 
tive  systems  solutions.  Become  a  HOT  team  player  with  RELTEC.  You’ve  heard 
about  our  success,  now  come  experience  the  challenge! 


SAP  OPPORTUNITIES 


We  are  currently  implementing  SAP  throughout  our  global  organization  and  have 
the  following  rewarding  opportunities. 


5AP  Basis  Administrator 

SAP  Basis  experience  in  R/3  environment 
required.  Experience  with  installations, 
performance  tuning,  release  upgrades, 
security  functions  and  corrections  &  trans¬ 
ports,  Infomnix/HPUX. 

SAP  Help  Desk  Analysts 

Responsible  for  providing  help  desk  tele¬ 
phone  support  for  SAP  functional  areas. 
Basic  knowledge  of  SD,  PP,  MM  or  FL. 
These  positions  may  lead  to  advancement 
opportunities  in  our  SAP  initiatives  (training 
opportunities  available). 


ABAP  Developers 

SAP  training  with  at  least  6  months  experi¬ 
ence  with  ABAP/4  (Ft/3).  Experience  with 
data  conversion  efforts,  reporting,  inter¬ 
faces  and  SAP  Script.  Training  opportuni¬ 
ties  available. 

SAP  Trainers 

Experience  with  developing  and  delivering 
SAP  training  material.  Will  be  involved  in 
rolling  out  SAP  training  in  a  multi-location 
environment. 


IT  POSITIONS 


RELTEC  has  a  strong  communication  commitment,  which  has  fueled  our  need  to  continu¬ 
ally  enhance  our  processes.  As  a  Lotus  Notes/Domino  corporation,  we  are  seeking  Lotus 
Notes  administrators  to  complement  our  I.T.  initiatives. 

Lotus  Notes  Administrator 

Responsible  for  set-up,  maintenance  and  administration  of  all  Lotus  Notes  GroupWare 
applications  and  databases,  while  assisting  in  the  worldwide  rollout.  Thorough  under¬ 
standing  of  Network  Technologies,  Microsoft  NT  and  Notes  4.x  or  greater  required. 


How  To  Apply 


To  pursue  these  openings  located  at  our  corporate  headquarters  in  Cleveland,  OH  and 
other  nationwide  opportunities  please  forward  your  resume  to  our  hiring  managers 
resume  database  at:  RELTEC  Corporation,  Attn:  PCWD,  P.O.  Box  8787,  Gaithersburg, 
MO  20898;  Fax  Number:  1-888-924-4747;  e-mail:  recruiting@relteccorp.com 


RELTEC 


See  Ue  On  The  Web  www. retteccorp.com 


Raan 


OPPORTUNITIES 

Transcomm  Consulting  Services  is  an  authorized  Baan 
consulting  and  customization  partner.  We  are  currently 
seeking  qualified  professionals  for  full-time  positions. 
Opportunities  exist  for  both  entry-level  and  experienced 
candidates.  Successful  applicants  will  be  trained  toward 
Baan  certification.  Travel  required. 

Technical  Consultants/ 
Application  Developers 

Responsible  for  creating  technical  designs,  application 
development  and  unit  testing  using  the  Baan  toolset  and 
methodology  (training  provided).  Relevant  college  degree 
or  experience  in  one  or  more  of  the  following  areas  and 
operating  systems  required:  4GL  languages,  C,  Visual 
Basic,  SQL,  UNIX,  or  NT. 

Functional  Consultants/ 
Business  Analysts 

Manufacturing,  distribution  and  finance  package  imple¬ 
mentation  experience  desired.  Candidate  must  be  able  to 
understand  complex  business  processes  and  provide  solu¬ 
tions  within  the  framework  of  an  ERP  solution.  Ability  to 
understand  operational  requirements  and  write  functional 
specifications  is  essential.  Systems  implementation,  busi¬ 
ness  experience  and/or  APICS  certification  a  plus. 


TRANSCOMM 


Consulting  Services 

1 380  Old  Freeport  Road 
Pittsburgh,  PA  15238 
Fax:  412/963-6971 
Attn:  Kelly  Behrik 
email: 

kelly,  behrik  @  transcommcs.com 
EOE 


u 

to 

<D 

CD 

i— 

O 

u 


o 

£ 

L. 

0) 

"5 

CL 

E 
o 

u 

COMPUTERWORLD 

careers 


Vice  President 

The  Danzer  Group  is  the  world  leader 
in  hardwood  veneer  production.  Its 
seven  North  American  companies 
have  just  begun  a  major  IT  project  to 
install  SAP  software  m  an  IBM  AS/400 
client/server  environment.  Danzer's 
corporate  services  group,  based  in 
Darlington,  needs  an  experienced 
professional  to  lead  ana  manage  this 
project  and  future  IT  developments 
from  a  technical  standpoint. 

Ideal  candidates  will  have  AS/400 
client/server  and  SAP  installation 
experience,  a  thorough  knowledge 
of  networking,  a  manufacturing  back¬ 
ground  involving  plant  data  collection, 
and  experience  managing  large  devel¬ 
opment  projects  in  a  decentralized 
environment. 

Please  mail  (no  calls,  please)  your 
resume,  salary  history  and  a  letter 
detailing  why  your  background  is 
appropriate  for  this  position  to: 


MIS 


DSI  EVP,  PO  Box  444 
Darlington,  PA  16115 


OPPORTUNITY  >  FOR 
SYSTEMS  PROFESSIONALS 


creation,  mchemy  inc,  on  established  leader  in  healthcare  and  information 
technology,  has  immediate  openings  for  systems  professionals  We  offer  a 
highly  competitive  benefits  package,  flexible  hours  and  a  progressive  work  en¬ 
vironment. 

Developers/Detigners/Progrommers  Knowledge  and  use  of  UNIX 
C+  +,  DEL,  Informix,  Oracle,  Windows  NT,  COBOL  or  client  seiver  environ¬ 
ments  are  preferred. 

Systems  Analysts/Business  Analysts  Candidates  should  have  phor- 
macy/pharmoceutical  background  wilh  experience  in  Oracle,  Oracle  Developer 
2000,  COBOL,  ond/or  C.  Candidates  must  possess  excellent  interpersonal  and 
presentation  skills  and  be  willing  to  travel. 

Database  Administrator  with  Orade  and  Infoimh  knowledge  helpful.  Must 
have  a  proven  track  record  of  maintaining  databases  independently  as  a  DBA. 

Finandal  Project  Manager  with  knowledge  of  Orade  Financials  is  required. 

creehan,  mchenry  inc. 


m 


300  Mr  Lebonon  Boulevord.  Sui'e  2207 
Pittsburgh  PA  15234  1508 
FOE  Fo<  412/531-7959  •  www  rreehan-mchenry  tom 


SOLD  OUT 


2S 


CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 

COMPUTERWORLD 


ORLANDO 

FLORIDA 

May  17-20,  1998 
Marriott’s  Orlando 
World  Center  Resort 

1-800-488-9204 


Call  to  be  placed  on  our 
waiting  list 
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OHIO  JOBS 


Ohio's  X«T«  Recruiting  Experts 


Finding  the  right  company  to  leverage  your  career  goals  can  be  a  time 
consuming  and  sometimes  frustrating  process.  At  Emerald  Resource 
Group,  we  have  an  experienced  staff  of  recruiters  chat  is  dedicated  to 
help  you  identify  the  right  opportunity.  Our  clients  range  from  Fortune 
500  companies  to  small  start-ups.  Many  of  the  positions  are  listed 
exclusively  with  Emerald.  Below  is  sampling  of  opportunities. 


Manages  of  Applications 
Project  Leaders 
Technology  Architect’s 
DBAs 


Businea/Anafyst’s 
Programmers/ Analyst 
Software  Developers 
UNIX  Systems/Administtatnre 
Network  Administrator 
Programmer  Trainees 


System  Analysts 

For  more  information,  please  contact.  Made  Krusinski, 

CPC,  at  extension  1 04,  or  check  out  our  web  site  at 
http://www.emeraldresourcegroup.oorn.  Resumes  can  be  sent 
or  raxed  to: 


Emerald  Resource  Group 
12395  McCracken  Rd.,  Suite  1 
Garfield  Hts.,  OH  44125 

(216)  518-4048  •  (216)  518-4057/fax  Client  paid  fees. 


*  *  CLEVE  ND 
NE  OHIO  OPPORTUNITIES 


S  &  P  Solutions  is  looking  for  Developers  and  Database 
Administrators  for  Full-Time  and  Sub-Contracting  posi¬ 
tions.  We  have  numerous  opportunities  available  for  any  of 
the  following: 

DI2  -  COBOI/CICS  -  IMS/MSO  -  ORACLE  -  SYBASE  - 
MICROSOFT  SQL  SERVER  -  PROGRESS  -  INFORMIX 

We  offer  a  competitive  compensation  and  benefit  package. 
If  you  would  like  more  information,  please  send  resume  to: 

S&PSOLimONS 

35000  Chardon  Road,  #200 
Cleveland,  OH  44094 
440-918-9111  •  440-91 8- 1429/fox 


In  information  technology  consulting,  the  right  contract  agency  can  help  make  the  difference  between  a  good  career  and  a  great 
one.  Our  preferred  vendor  relationships  can  help  you  secure  challenging  and  rewarding  opportunities  with  some  of  North 
America’s  most  exciting  employers  so  you  can  perfect  your  skills  and  improve  your  marketability.  We  reward  you  with  attractive 
rates  and  provide  support  that  helps  you  focus  on  the  work  that’s  important  to  you: 

•  Cafeteria  benefits  plan  •  Direct  deposit  •  Weekly  paycheck 

•  A  401(k)  that  matches  contributions  up  to  50%  •  VIP  placement  program  to  reduce  downtime  between  assignments. 

To  join  the  New  Boston  team,  send  your  resume  to  resumes.cw@newboston.com  or  fax  to  781/935-6152. 

Search  our  nationwide  database  ot  current  opportunities  at  www.newboston.com. 

33  regional  offices  in  the  US,  Europe  and  India  •  National  Division  serving  all  of  North  America 

A  Member  of  the  Select  Appointments  (Holdings)  PLC  Group  of  Companies  Equal  Opportunity  Employer 


NEW  BOSTON 
SYSTEMS 


Global  Presence,  local  Focus. 


email:  recruit  ingtVsps -solutions,  com 


SOFTWARE 


ENGINEER 


WISDOM  Technologies  (Pitts¬ 
burgh,  PA)  is  commercializing 
a  suite  of  Common  Lisp-based 
financial  expert  systems  and  is 
looking  for  energetic  profes¬ 
sionals  to  join  its  software 
development  team.  This  posi¬ 
tion  will  be  responsible  for 
helping  to  integrate  our  system 
into  a  client-server  based  model. 

The  Ideal  Candidate 
possesses: 

•  B.S.  in  Computer  Science 

•  3+  years  experience  using 
Common  Lisp 

•  Knowledge  of  Software 
Engineering  Principles 

•  Development  experience  on 
Microsoft  Windows  platform, 
including  IPC 

•  Excellent  communication 
and  teamwork  skills 

Also  beneficial  are: 

•  ODBC  development 
irience 

integration  experience 

For  an  opportunity  to  be  part  of 
an  innovative,  fast-growing 
organization  with  tremendous 
growth  opportunities,  please 
send  your  resume  to: 

WISDOM 

Technologies  Corporation 

Attn:  Recruiting 
414  S.  Craig  Street,  Ste  304 
Pittsburgh,  PA  15213 
Fax:  (412)  268-6298 
email: 


COMPUTERWORLD 

c@reers  E 

O 


Information  Alliance  Company,  an  affiliate  of  GE,  is  a  global  provider  of  key 
computer  services  to  its  customers.  Our  Pittsfield,  MA;  Parkersburg,  WV;  and 
Montgomery,  AL  offices  currently  have  positions  available.  We  are  offering  a  variety 
of  challenging  career  opportunities. 


Manager  -  Global  Networks 

(Pittsfield,  MA) 

Database  Administrator 

(Pittsfield,  MA) 

NT  System  Administrator 


(Pittsfield,  MA) 

MVS  /  ESA  System  Programmer 

)R 


Oracle  Database 


UNIX  System 


STRATOR 


1  mm;,:  m:4 

' 


E-Mail  ( MSX )  System  Administrator 

(Pittsfield,  MA) 


We  offer  a  competitive  salary,  relocation  assistance  and  a  comprehensive  benefits 
package.  For  consideration,  please  send  cover  letter  and  resume,  indicating  the  job 
title  of  the  position  of  interest,  to: 


Information  Alliance  Company 
Attn:  Human  Resources 
877  South  SL,  P.O.  Box  3079 
Pittsfield,  MA  01202 

Email: 

information-alliance  @  gep.ge.com 
Fax:  (413)448-7249 

An  Equal  Opportunity  Employer. 


INFORMATION 
ALLIANCE 
COMPANY,  INC. 


\  ii  a  I ]ll idle  of  (Hi 


You've  always  dreamed  of  working 
for  a  System  Thinking"  company. 


State-of  the-art  outside  as  well  as  in,  Owens  Comings 
stunning  World  Headquarters  is  also  the  nerve  center 
for  the  company’s  technically  advanced  IS  operations. 
Ranked  for  three  consecutive  years  as  one  of 
Computerworld’s  100  Best  Places  To  Work,  we  offer 
world-class  technologies  (including  SAP),  top  rated 
training,  a  diverse  work  force,  and  a  working  environ¬ 
ment  you  have  to  see  to  truly  believe.  We  are  currently 
hiring  in  our  Information  Systems  Organization.  For 
the  inside  story  on  our  facilities,  philosophies  and  glob¬ 
al  career  paths,  please  visit  our  home  page  at 
www.owenscorning.com  or  send  inquiries  or  resumes 
to  Maureen  Comes,  Corporate  Staffing  1-F  (cw), 
Owens  Corning,  One  Owens  Corning  Parkway, 
Toledo,  OH  43659.  Resumes  or  inquiries  can  also  be 
sent  to  maureen.comes@owenscorning.com. 


(  OWENS 
CORNING 


We  Make  The  Difference 

An  Affirmative  Action/Equal  Opportunity  Employer,  M/F/D/V 
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India  Iselin,  NJ  Los  Angeles  Malden,  MA  Mountain  View,  CA  Netherlands 


Computerworld 


May  11,  1998  (computerworldcareers.com) 

&  PITTSBURGH  CAREERS 


Your  Expert  Euide 
to  tT  nonsuiting. 

CTC 


As  one  of  Computerworld’s  “Top  25  Employers  for  I/S  Training”  (1997)  and  “100  Best 
Places  to  Work  in  I/S”  (1996  &  1 997),  CTG  has  the  expertise  to  put  your  career  on  the  path 
to  success.  Explore  IT  consulting  in  Cleveland,  Columbus,  or  Pittsburgh  with  the  guidance 
of  an  industry  leader.. .CTG. 

We  currently  have  the  following  opportunities  for  talented  professionals  skilled  in  the  following: 

Pittsburgh 

•  COBOL 
•CICS 

•  DB2 

•  Lotus  Notes 

•  QA/Software  Coordinator 

•  Oracle  DBA 

•  Network  Designer 

•  VAX/Fortran 

•  Visual  Basic 

•  SAP 


Columbus 

•  COBOL 
•CICS 

•  DB2 

•  AS/400 

•  Visual  Basic 

•  RPG 

•  IMS 


Cleveland 

•  Oracle 

•  DB2 

•  PowerBuilder 
•IMS 
•CICS 

•  Lotus  Notes 

•  COBOL 

•  Network  Administration 

•  Data  Modeling 

•  Project  Management 

For  opportunities  in  Cleveland  submit  your  resume  to  Cyril  Pavka  or  David  Reaves  via 
fax  to:  216-524-0622.  Or,  e-mail:  cyril.pavka@ctg.com  or  david.reaves@ctg.com  Or,  call: 
216-642-2414  or  800-486-6441  ext.  2441  or  2416. 


For  opportunities  in  Columbus  submit  your  resume  to  Kelly  Persichetti  via  fax  to: 
614-268-9149.  Or,  e-mail:  kpersichetti@gw.ctg.com 

For  opportunities  in  Pittsburgh  submit  your  resume  to  Kim  Baierl 
via  fax  to:  412-323-8088.  Or,  e-mail:  kim.baierl@ctg.com  Or,  call: 

412-323-8600. 


equal  opportunity  employer 


Ctg 


M°!i  -  Real  People , 


Real  World  Solutions 


WWW 


Info  Sys 


A  heritage 
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To  get  to  the  Fortune  50  there  are  no  shortcuts.  Anheuser-Busch  has 
become  the  brewer  of  the  two  best  selling  beers  in  the  country  by  rely¬ 
ing  on  a  rich  heritage  of  innovation,  responsibility  and  excellence.  Our 
Columbus,  OH  brewery  currently  has  the  following  position  available: 


SYSTEMS  ENGINEER 


As  a  Systems  Engineer,  you  will  participate  in  the  design,  installation, 
and  ongoing  support  of  information  networks,  client-server  applications, 
and  process  automation  systems.  We  offer  training  and  hands-on  experi¬ 
ence  with  the  newest  workstation  and  network  technologies.  Our  plants 
are  fast-paced,  around-the-clock  operations.  If  you  desire  a  challenge 
and  would  like  to  engineer  technology  in  a  rapidly  changing  field,  join 
our  team  as  we  install  leading-edge  systems  in  our  breweries. 

Qualifications  include  a  Bachelors  degree  in  Computer  Engineering, 
Electrical  Engineering,  Computer  Science  or  equivalent  field  from  an 
accredited  college  or  institution.  Ideal  candidate  will  have  2-5  years' 
experience  with  networked  process  automation  systems,  C++,  Visual 
Basic,  Windows  NT,  Relational  database,  Allen  Bradley  PLCs,  data 
acquisition,  and  MMI  systems.  FactoiyLink  and  Intellution  FIX  experi¬ 
ence  preferred.  UNIX  experience  a  plus.  Relocation  may  be  required. 
(Dept.  SE) 


If  you  would  like  to  find  out  more  about  making  a  world  of  difference 
with  an  industry  leader,  please  send  your  confidential  resume  to: 


Anheuser-Busch,  Inc. 
Human  Resources 
Dept.  SE 
700  Schrock  Rd. 
Columbus,  OH  43229 

Equal  Opportunity  Employer 


* 


INFORMATION  SYSTEMS 


Full  time  and  long  term  consulting  positions  in 
Pittsburgh,  PA  and  Columbus,  Ohio.  Needs  include: 


Legacy 

•  D82/CSP 

•  IMS/IDMS 

•  Cobol/CICS 

•  Natural/Adabas 

•  EDI,  Gentran 

•  MVS,  Assembler 


Client  Server 

•  Oracle,  Ingres 

•  Progress.  Sybase 

•  VB,  SQL  Server 

•  Powerbuilder 

•  Visual  C/C++ 

•  Java,  Perl 


acCog  — 


Always  on  Target 


Reply  to 

A  C. Coy,  Dept  CW,  P  O  Box  1262 
Canonsburg,  PA  15317$  Fax:  800-784-8776 
Voice:  (724)  941-2220  $  (614)  759-0008 
www  accoy  com  $  jobs@accoy  com 
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Data  Mining  -  Extending 
he  Value  of  your 


Ent  rprise  Data 


This  half-day  forum  will  provide  high-level 
executives  with  an  informative  look  at  the 
importance  of  Data  Mining. 


The  Data  Mining  Market  Today  &  Tomorrow 

Aaron  Zornes,  Executive  Vice  President,  Application  Delivery  Strategies,  META 


If  Data  Mining  is  so  great,  why  is 
it  so  hard  to  get  results? 

Michael  J.  A.  Berry,  Founder  and  Principal,  Data  Miners 


Data  Mining  in  Production  Systems 
Closing  the  Decision  Loop 

Dr.  Robert  L.  Grossman,  Founder  &  President,  Magnify,  Inc. 


May  20, 1998 

Boston,  Marriott  Copley  Place 


R.S.V.P. 

888-336-4768 
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Magnify 


(computerworldcareers.com) 


May  11,  1998  C  o  m  p  u  t  e  r  w  o  r  I  d 

IT  CAREERS 


A  Successful  Partnership 


Tivoli  has  grown  to  become  a  leader  in  the  industry  because  of  our  innovative 
practices  and  our  dedicated  employees.  We  have  a  strong  commitment  to  both 
our  employees  and  the  marketplace  and  believe  the  best  way  to  become 
successful  is  to  invest  in  the  right  people,  the  right  products,  and  the  right 
technology  that  allow  you  to  be  your  best.  Right  now,  we  have  the  following 
opportunities  at  our  state-of-the-art  facility  in  Austin,  TX: 


*  LOTUS  NOTES  ADMINISTRATOR 
■UNIX  ADMINISTRATOR 
IT  APPLICATIONS  DEVELOPER 
1  SAP  ABAP  DEVELOP  R 


•  MANAGER.  DATABASE  ADMINISTRATOR 

•  DATABASE  ADMIT  ITRATOR 

•  MANAGER.  INTERNAL  APPLICATIONS 

•  WEB  AND  LOTUS  NOTES  MANAGER 


Tivoli  is  committed  to  your  success!  For  immediate  consideration,  please  forward 

your  resume  to:  Samantha  Silver,  TIVOLI  SYSTEMS,  Inc.,  9442  Capital 
of  Texas  Hwy.,  North,  Suite  500,  Austin,  TX  78759.  Fax:  512-418-4151. 
Ph:  512-436-8404.  E-mail:  samantha.silver@tivoli.com  An  equal  opportunity 
employer,  we  value  the  diversity  of  our  workplace. 


www.tivoli.com 


Grace  Technologies  is  a  nationwide,  senior-level 
systems-integration  and  application-development  firm. 
Currently,  we  have  the  following  opportunities: 

Oracle  Financials  Technical  Architects 

•  Oracle  Financials  Practice  Manager 

•  Sr.  Oracle  Financials  Architect 

•  Oracle  Financial  Programmers 

Peoplesoft  Technical  Architects 


•  PeopleSoft  Practice  Manager 

•  Sr.  Pe  -  - 


’eopleSoft  Architects 

Data  Warehousing/DSS 

•  Oracle  Express,  Brio,  Informatica,  COGNOS,  MicroStrategy, 
Information  Advantage,  Business  Objects 

DBS  (GEAC) 

•  M&D/MSA 

•  AP/PO,  CR  HR,  GL,  FA,  AR,  1C,  on-site/off-site 


«  North  Carolina  Office 


Sr.  Account  Executive 

•  New  Jersey  Office 
For  immediate  consideration,  please  call/fax  or  send  resume 
including  position  of  interest  to:  GRACE  TECHNOLOGIES, 
TEL:  800-767-7017,  ext  341  or  353,  FAX:  800-241-2620 
E-mail:  Recruiting@gracetech.com 

In  Southeast  Region,  contact  Tom  McCann,  TEL:  704-571' 
FAX:  704-571-3936,  E-mail:  tomm@gracetech.com 


3935, 


Do  you  feel  the  need  to  be  part  of  a  world  class  organization  where 
the  individual  counts? 


Are  you  a  team  player  who  likes  to  have  fun  but  takes  pride  in  their  work? 

Enter  Optimum  Consulting,  Inc 


Optimum  Consulting  was  started  by  former  employees  of  SAP,  America  with  the  intent  of  becoming  the  best  of  the 
boutique  consulting  firms.  Optimum  is  solely  dedicated  to  SAP  Consulting  assignments  and  has  undertaken  pro¬ 
jects  on  three  continents:  Europe,  Asia  and  North  America.  We  are  currently  running  projects  in  Europe  and  the 
l.S.  We  are  a  firm  that  is  structured  upon  the  European  Model  and  we  believe  that  you  will  be  pleasantly  sur¬ 
prised  as  to  what  we  offer  our  employees.  If  you  are  SAP  experienced  either  as  a  user  or  consultant  and  would 
like  a  refreshing  alternative  to  Corporate  America,  then  kindly  contact  us  al  your  earliest  convenience. 

Optimum  Consulting,  Inc. 

5  Great  Valley  Pkwy,  Ste.  317 

Malvern,  PA  19355  ^^ptimUID  QonSUltltiQ  ,  yjut 


Phone:  (610)  648-3909 
Fax:  (610)  648-3912 

email:  nick.mastrandrea@optimum-team.com 
httpyAvww.optimum-team.com 


Software  Developer  needed  for 
research  institution  located  In 
Cambridge,  Mass.  Job  duties 
include:  Perform  systems 
analysis  and  development 
Including  the  Identification  doc¬ 
umentation  of  system  and 
database  requirements,  the 
modeling  of  requirements 
using  various  dataflow  dia¬ 
graming  and  entity  relationship 
techniques  In  the  application  of 
computer  assisted  systems 
engineering  or  CASE  Tools  for 
the  construction  of  various 
models.  Will  translate  concep¬ 
tual  data  models  into  logical 
and  physical  data  models; 
translate  functional  require¬ 
ments  into  programming 
designs  and  flowcharts.  Will 
use  Microsoft  ACCESS, 
Progress.  ORACLE,  SQL, 
PL/SQL,  UNIX,  and  DOS. 
Applicant  must  have  B.S. 
degree  in  Computer  Science  or 
Technology,  Electronic 
Engineering  Technology. 
Engineering  or  Math.  Applicant 
must  also  have  2  yrs.  exp.  in 
the  job  duties  described  above 
or  as  a  Programmer  Analyst  or 
Database  Developer  which 
includes  2  yrs.  exp.  in  software 
development  with  MS  Access, 
Progress,  Oracle,  PL/SQL,  and 
UNIX.  40hrs/wk,  8:00  am-5:00 
pm,  Mon-Fri,  $47,736/yr.  Send 
2  resume  &  cover  letter  to: 
Commonwealth  of 
Massachusetts,  DEI,  Case 
#71738,  P.O.  Box  8968,  Boston, 
MA  02114. 


Senior  Systems  Analyst 
Design,  develop,  implement,  ana¬ 
lyze,  &  modify  sophisticated  cus¬ 
tomized  SAP  FV3  Materials  Man¬ 
agement  &  Production  Planning 
Software  Systems  for  use  by 
large  multi-divisional  companies. 
Confer  with  clients  in  analyzing 
operational  software  procedures, 
requirements,  &  products  to 
improve  existing  software  com¬ 
puter  systems;  &  identifying  & 
resolving  system-specific  issues. 
Design  &  modify  computer 


ware  systems  &  functional  speci¬ 
fications  as  required  for  various 
modules.  Implement  software  de¬ 
sign  changes  according  to  client 
objectives.  Create  user  docu¬ 
mentation  requirements,  generic 
user  documentation  for  use  by 
end-users,  &  module  applications 
systems  testing  methodology. 
Other  duties  &  responsibilities 
include  but  are  not  limited  to  pro¬ 
viding  high-level  technical  advice 
&  training  to  on-site  System 
Analysts,  Programmers,  &  pro¬ 
fessional  computer  staff,  &  docu¬ 
menting  assigned  phases  of 
each  aspect  of  software  design. 
Requirements:  B.S.  in  Computer 
Science  or  related  discipline  & 
one  (1)  year  of  work  experience 
in  SAP  R/3.  Must  be  knowledge¬ 
able  &  proficient  in  SAP  R/3  soft¬ 
ware  systems,  &  highly  special¬ 
ized  computer  software  systems 
applications.  40  hrs./wk.,  Mon.- 
Fri„  8  a.m.-5  p.m.,  $140,000/yr. 
Send  resumes  to  CW-6633,  Com- 
puterworld.  Box  9171,  Framing¬ 
ham,  MA  01701  or  fax  508-620- 
7739  Attn:  CW-6633. 


Full-time  National  Implementa¬ 
tion  Manager  based  in  Atlanta, 
Georgia.  Responsibilities  in¬ 
clude:  managing  Sales  Force 
PC  platform  content  and  deliv¬ 
ery  utilizing  C,  C++  and  Rela¬ 
tional  Database  Tools;  manag¬ 
ing  NT  Server  development 
including  Network  Architecture 
and  managing  1 50  MS  Windows 
NT  Servers  configuration  and 
deployment  nationwide;  manag¬ 
ing  implementation  of  data  con¬ 
version  and  deployment  of 
8,000  plus  laptops  nationwide  in 
conjunction  with  NT  Server 
deployment;  managing  stan¬ 
dardization  of  e-mail  services 
and  client  configuration;  manag¬ 
ing  the  development  and  main¬ 
tenance  of  Asset  Management 
Application;  managing  integrat¬ 
ed  implementation  of  LAN 
Management  Services  and 
Enterprise  Help  Desk  during 
technology  deployment;  estab¬ 
lishing  and  managing  compli¬ 
ance  with  project  budgets:  and 
site  travel  throughout  the  United 
States  Monday  through  Friday. 
Must  have  a  bachelor's  degree 
in  mathematics  and  two  years 
experience  as  a  Programmer 
Analyst.  Salary  Range:  $72,000 
to  $90,000  per  year.  Must  have 
proof  of  legal  authority  to  work 
in  the  United  States.  MCI  is 
proud  to  be  an  equal  opportuni¬ 
ty  employer,  M/F/D/V.  If  interest¬ 
ed,  submit  resume  in  duplicate 
to:  MCI  Telecommunications,  Re¬ 
sponse  Code  EPCWKMM,  PO 
Box  10130,  Gaithersburg,  MD 
20898;  FAX:  (800)  691-6982. 


here 


you'll  have  the  power  to  connect  people 
and  redefine  communications. 


The  5,000  employees  of  U  S  WEST’S  Information  Technologies  are  the  team  that  provides  a 
full  range  of  telecommunications  services  including  wireline,  wireless  PCS  and  data  net¬ 
working  to  more  than  25  million  customers  in  14  states.  Now  we  need  your  talent  and  high- 
tech  knowledge  to  take  us  even  further.  Consider  the  following  immediate  opportunities  in 
Denver,  CO,  Seattle/Bellevue,  WA,  Omaha,  NE,  and  Salt  Lake  City,  UT,  site  of  the 
2002  Winter  Olympics  at  which  U  S  WEST  is  the  selected  telecommunications  sponsor. 


Software  Systems  Engineers 


•  Requirements  analysis,  ability  to  map  client  requirements  to  systems  and  current  architec¬ 
ture,  design,  software  project  management  and  interface  specification  experience  required 

•  Technical  and  organizational  process  direction  and  problem  resolution 

•  Industry  experience  with  GUI  design/functionality,  C,  C++,  Java,  Perl,  client/server, 
UNIX,  Netscape,  HTML,  Oracle,  EC-Lite  (CMIP),  Sybase,  Architel  and  EDI 

•  Solid  telecommunications  experience  a  plus 


Software  Developers,  Testers,  Y2K 


•  Software  development  practices,  change  management,  software  lifecycle  and  testing 
methodologies,  large  system  end-to-end  testing,  system  program  testing,  loadtest 
automation  and/or  regression  automation  solutions 


Billing  programs  in  mainframe  environment 

Industry  experience  with  UNIX/NT,  JCL,  IMS,  COBOL  I/II,  DB2,  MQ,  PL/SQL,  TSO, 
ISPF,  Control  M 


We  are  also  looking  for: 


Oracle  Developers,  Oracle  DBAs,  Oracle  System  Administrators 
Systems  Administrators,  UNIX  Systems  Administrators  for  Call  Center  Architectures 
Software  Development  Project  Managers 
Data  Warehousing/ Architects  •  Telecommunications  Business  Analysts 
System  Designers/Architects 


Here,  progressive  thinking  isn’t  limited  to  technology.  We  offer  an  excellent  compensa¬ 
tion  and  benefits  package  along  with  a  flexible  work  environment.  For  immediate 
consideration,  please  indicate  Job  Code  COMPW98,  and  send  your  resume  to:  U  S  WEST 
Communications,  Staffing,  1801  California  St.,  Ste.  295,  Denver,  CO  80202,  or  fax  to: 
(303)  965-9940.  Visit  our  Web  site:  www.uswest.com 


An  affirmative  action/equal  opportunity  employer. 


LIJSWESr 

life's  better  here' 


Contractors 


JOBS  on  the 

INTERNET:  www.winterwyman.com 


INFORMATION  SYSTEMS 

1  Visual  Basic/Powerbuilder  Programmers 
1  Messaging:  cc:Mail,  MS  Exchange,  MS  Mail 

■  SAS  Programmers 

<  Lotus  Notes  Developers/Administrators 

>  Oracle  Developers,  Des/Dev  2000,  Financials 
» HTML/Java/JavaScript  Developers 

>  Integration  Engineer  (LAN/WAN) 

>  Mainframe  (Cobol,  CICS,  DB2,  JCL) 

>  UNIX  System  Administrators  (Sun,  DEC,  HP,  AIX) 

■  AS400  (JD  Edwards) 

>  Oracle/Sybase/SQL  Server  DBA’s 
•  NT/Win  ’95/MS  Office  Support 

>  Phone  Support 

>  PC/MAC  Support 

1  Novell  Admin  &  Support 


*  * 


SOFTWARE  ENGINEERING 

■  VC++,  MFC,  NT,  OLE,  ActiveX 

■  Powerbuilder,  Sybase,  or  Oracle 
1  Oracle  DBA 

1  C++,  Corba 
1  ATM  Developer 

1  Release  Engineer,  Sun,  NT,  Installshield 
1  E-Commerce,  IIS,  ASP,  JavaScript 

■  QA  Fluent  Speaking 
Hebrew/Arabic/Japanese/Korean 

■  Internationalization  QA 

1  Japanese/German/French  Technical  Translators 
1  Spanish  Product  Developer/Marketing  Manager 
1  QA:  Unix,  SQL  Automation  a  plus 
1  QA:  Win,  Imaging,  Pre-Press,  Graphics 
1  QA:  QA  Analyst,  Year  2000  Test 
1  QA:  Unix  (C++,  Perl),  Telephony 
1  QA:  Java,  ecommerce,  Automation 


Winter. ;  Wxman  yjj 


BOSTON  AND  NATIONAL  CONTRACTS: 

Contact:  Donna  Byrne  781  -890-7007 
Outside  MA:  800-890-7002  Fax:  781-890-4433 
400-1  Totten  Pond  Road,  Dept.  CW.  Walttiam,  MA  02154-2000 
Email:  contract@wintefwyman-contract.com 


ATLANTA: 

Contact:  Lang  Norris 
770-933-1525  Fax:  770-933-1526 
1 1 00  Circle  75  Pkwy..  Ste  800  Dept  CW.  Atlanta.  GA  30339 
Email:  atlanta@winterwyman.coin 


Programmer/Analyst  (Client  sites 
in  Dallas,  TX  area;  subsequent 
placements  throughout  TX)  De¬ 
sign,  develop,  code,  test,  imple¬ 
ment,  and  maintain  programs  tor 
commercial  and  financial  applica¬ 
tions  systems  using  COBOL  and 
CICS  in  an  IBM  mainframe  envi¬ 
ronment.  Bachelor’s  degree  in 
Comp.  Sci.,  Engineering,  or  Math, 
and  2  yrs.  exp.  in  job  req.  40 
hrs/wk,  8:30am-5:00pm.  $42,120/ 
yr.  Apply  at  the  Texas  Workforce 
Commission,  Dallas,  TX,  or  send 
resume  to  1117  Trinity,  Room 
424T,  Austin,  TX  78701,  J.O. 
#TX0241 116.  Ad  Paid  by  an 
Equal  Opportunity  Employer 


Programmer/Analyst  (San  Di¬ 
ego,  CA;  Pittsburgh.  PA  &  other 
US  client  sites):  Program,  ana¬ 
lyze,  design  &  implement  new 
computer  application  s/ware; 
develop,  maintain  &  trouble¬ 
shoot  existing  systems.  Pre¬ 
pare  program  specs  &  docu¬ 
mentation;  provide  tech’l  sup¬ 
port.  Environment:  iBM  Main¬ 
frame;  COBOL;  COBOL  II; 
CICS;  DB2:  REXX;  JCL;  As¬ 
sembler;  MS  Access.  BS  in 
Comp.  Sci.  or  Math  or  Engg  +  2 
yrs  exp  in  job  off’d.  $50/hr;  40 
hr/wk  9-5.  Send  resume  to:  JO 
#5017685,  Mr.  Richard  Intro- 
caso,  Actg.  Mgr;  Beaver 
County  Job  Ctr;  120  Merchant 
St.,  Ambridge,  PA  15003. 


Programmer/Analyst  (Client  site 
in  Houston,  TX  area)  Analyze, 
design,  develop,  code.  test, 
implement,  and  maintain  pro¬ 
grams  for  commercial  and  finan¬ 
cial  applications  systems  using 
ORACLE.  Bachelor’s  degree  in 
Comp.  Sci.,  Engineering,  or 
Math,  and  2  yrs.  exp.  in  job  req. 
40  hrs/wk,  8:30am-5:00pm, 
$42,224/yr.  Apply  at  the  Texas 
Workforce  Commission,  Hous¬ 
ton,  TX,  or  send  resume  to  1117 
Trinity,  Room  424T,  Austin,  TX 
78701,  J.O.  #TX0241 1 17.  Ad 
Paid  by  an  Equal  Opportunity 
Employer. 
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Magneto  Opt i c a  L 


The  all  new  RCD 
4x12,  a  powerful 
4x  writer  12x  reader  Recordable  CD 
System.  Now  users  can  easily  create 
custom  CDs  up  to  650  MB  or  74  min¬ 
utes  of  audio  in  approximately  15  min¬ 
utes. 


APEX  4.6  GB 


The  industry’s 
highest  capacity 
removable  disk  storage  system:  the 
Apex  4.6  GB  Optical  Hard  Drive. 

With  speed  comparable  to  a  hard 
drive  and  unsurpassed  reliability. 

prices  from .  *1395 


prices  from .  . 

PINNACLEMICRO  800.553.7070 

Telephone  949.789.3000  www.pinnaclemicro.com 


ATTENTION! 


Year  2000  Solution  Center 

Leonia,  New  Jersey 


LooUag  for  an  Alternative  to  tike  High 
Price  of  Y2K  Teat  Facilities? 

We  have  Test  Time  available  on: 

IBM  Mainframe;  IBM  AS/400;  DEC  Alpha;  FISC  6000 
We  can  provide: 

•  Operating  System  Software 

•  Technical  and  Operational  Support 

•  Console  Support  —  Local  or  Remote 

•  High  Speed  Telecommunications  Links 

•  On  site  user  Workstations 

•  Over  50  years  of  combined  experience  in  providing  Information 


%/  Supports  UNIX,  Windows  NT, 
Windows  95,  and  Open  VMS 

%/  Notification  via  numeric  and  alpha 
pagers,  telephones,  and  custom 
methods 

t/  Interfaces  with  all  leading 
system/network  management 
products 

%/  Unlimited  escalation  guarantees 
the  right  people  are  contacted 


Attention!™  will  page  you, 
or  call  you  on  the  phone 
when  critical  system 
or  network 
problems  occur. 

\/  Personnel  call  in  to  Attention!  to 
acknowledge  receipt  of  page 

%/  Fault  tolerant  design  supports 
redundant  Attention!  servers  for 
immediate  failover 

\/  Event  filtering  suppresses  redundant 
notification  for  same  problem 

t/  Heartbeat  monitoring  guarantees 
systems  and  critical  applications  are 
running  24x7 


www.  attentionsoftware.  com 


Technology  Solutions 

1201-840-4900 


2175  N.  Academy  CMe  ■  Suite  100  •  Colorado  Springs,  CO  80909 
(719)591-9110  -  fax  (719)  591-9590 


Alicomp 


800-274-5556 


Call j  \free  demo  software  80  i-684-1  684 


'Law  Offices  of 
William  Pryor 

Over  22  Years 
Immigration  Law 
Experience 

Experienced  Immigration  Law  Firm 
will  process  your  H-1B  visa  petitions 
(foreign  temporary  workers). 

Fee:  From  $500  plus  disbursements 
per  applicant. 


Thousands  of  Successful  Cases 


277  Broadway,  Ste.  #1208 
New  York,  New  York  10007 
Tel:  (212)  227-7150 
Fax:  (212)  585-4779 


CITY  OF  NEW  YORK 


Request  for  Information 


The  Office  of  Management  and  Budget  and  the  Office  of  the  Comptroller  of  the  City  of  New 
York  (collectively  the  "City")  are  jointly  requesting  information  regarding  the  design,  develop¬ 
ment  and  maintenance  of  a  database  system  for  the  City's  General  Obligation  debt  and  debt 
issued  by  the  New  York  City  Transitional  Finance  Authority.  The  City  may  use  this  information  to 
enter  into  negotiations  with  selected  firms  responding  to  the  Request  for  Information  ("RFI"). 

The  City  encourages  responses  to  this  RFI  from  Minority-  and  Women-Owned  Business 
Enterprises. 

Interested  parties  who  wish  to  receive  a  copy  of  the  RFI  may  obtain  one  by  faxing  a  request  to 
Barry  Valentinsen,  Public  Resources  Advisory  Group,  the  City's  financial  advisor,  at  (212)  566-7816; 
the  telephone  number  is  (212)  566-7800.  Please  specify  your  company  name,  contact  person, 
address,  telephone  and  fax  number  and,  if  overnight  delivery  is  requested,  your  FedEx  account 
number.  The  deadline  for  responses  to  the  RFI  is  May,  29, 1998. 


I 
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TRAINING 

HP  SUN  MICRO  IBM  DEC 


3  to  5  day  Classes 

Hardware 

Customized 


•  Software 

•  Maintenance 

•  On-Site 


•16  Meg  RAM 

•  1 .44  Floppy 

•  Mini  Tower  Case 

•  2.0  Gig  Hard  Drive 


•  24X  CD-ROM 

•  Sound/Spkrs/Mike 

•  4  Meg  EDO  Video 

•  Keyboard/Mouse/Pad 


DXIY1  Computer,  Inc.  www.dxmusa.com 
1  (888)  434-0017  •  Fax  1  (401)  434-0260 

Prices  subject  to  change  without  notice. 

Complete  spec's  visit  our  web  site 


www.aaronsolutions.com 

training@aaronsolutions.com 

CALL 

Aaron  Solutions  Inc. 

ph:  320-573-4446 
fax:  2120-573-4447 


A IX  OS/400  HP/UX  SOLARIS 


A  Alicomp 


Which  has  serviced  over  1 95  diverse  clients, 
specializes  in  providing  VM,  MVS,  VSE  service  to  clients  who  need: 

•OUTSOURCING 
•REMOTE  COMPUTING 

•YEAR  2000:  Mainframe  Conversion  Test  Environment 
•TAPE  CONVERSIONS 

•SYSTEMS  PROGRAMMING  &  NETWORKING  SUPPORT  SERVICES 


Industry 

experience 

includes: 


•Financial  Services  *Non  Profit  ‘Software  Developers 
•Healthcare  •Manufecturing/Distributing  'Publishing 


We  are  the“Boutique"  of  the  Computer  Services  World 
Serving  Clients  since  1 980 

(201)  840-4900  •  (800)  274-5556 


Computerworld  May  11,  1998  www.computerworld.com 


ADVERTISERS  INDEX 


Amdahl . C3 

http://www.amdahl.com 

Arbor  Software . . . 59 

http://www.arbor.com 

Caliber  Learning  Network. ......  44* 


http:  //www.  caliberleaming.  com 


Innovation  Data  Processing . 9 

http://www.innovationdp.fdr.com 

Inprise . 13 

http:  //www.  in  prise,  com 

Kingston  Technology . 63 

http:  //www.  kingston.  com 


SALES  OFFICES 


COMPUTERWORLD  HEADQUARTERS:  500  Old  Connecticut  Path,  PO  Box  9171,  Framingham,  MA  01701-9171 

Phone:  (508)  879-0700,  Fax:  {508)  875-4394 
Publisher 
Jim  Martin 


Vice  President/Enterprise  Publishing  Croup 
Elaine  R.  Offenbach 

Regional  Vice  President 
Southwest 

Ron  Hall 


Regional  Vice  President  North/Central 

Sherry  Driscoll 

Regional  Vice  President 
Northwest 

Linda  Holbrook 


Candle . 30.31 

http:/ /www.  candle,  com 

Canon  USA . .  17 

http://www.canon.com 

Citrix . 28/29 

http:  //www.  citrix.  com 

Comdisco . 69 

http://www.comdisco.com 

Compaq  Computer  Corp . G10 

http://www.compaq.com 

Computer  Associates . 5, 18-19 

http:  //www.  cai.  com 

Deloitte  &  Touche  Consulting 

Group  (ICS) . io 

http:  //www.  deloitte-ics.com 

Digital  Equipment  Corp.  . . .  22-23,  46 
http:  //www.  digital,  com 

EMC  Corp.. . . 54-55 

http:  //www.  emc.com 

Fort6 . 15 

http:  / /www. forte,  com 


Hewlett-Packard  .  34-35,  48-49,  60,  67 
http:  //www.  hp.com 

IBM . 36/37,  C4 

http:  //www.  ibm.com 


Lucent  Technologies . 39 

http:  //www.  lucent,  com 

Meta  Group . 28 

http:  //www.  metagroup,  com 

Microsoft . 26-27,  64/65 

http:  / /www.microsofi.  com 

Miller  Freeman . 53 

http://www.mfi.com 

Oracle  Corp . 7 

http://www.oracle.com 

SAS  Institute . 3,  21 

http://www.sas.com 

Softbank . 40 

Softline  Inc . 50 

http://www.sofiline-us.com 

Sun  Microsystems . 45 

http://www.sun.com 

Unisys . . . n 

http://www.unisys.com 
(800)  874-8647  Xioo 

Vantive . 25 

http://www.vantive.com 

ViewSonic . 43 

http:/ /www.  viewsonic.com 


*  Regional  Select 


This  index  is  provided  as  an  additional  service.The  publisher  does  not  assume  any  liability  for  errors  or  omissions. 


Name 


Company 


Address 


City 


State 


Zip 


Other  Questions  and  Problems 

It  is  better  to  write  us  concerning  your  problem  and  include  the  magazine  label. 
Also,  address  changes  are  handled  more  efficiently  by  mail.  However,  should  you 
need  to  reach  us  quickly  the  following  toll-free  number  is  available:  1-800-552- 
4431  Outside  U.S.  call  (740)  382-3322.  Internet  address:  circulation@cw.com 


COMPUTERWORLD  allows  advertisers  and  other  companies  to  use  its  mailing  list  for  selected 
offers  we  feel  would  be  of  interest  to  you.  We  screen  these  offers  carefully.  If  you  do  not  want  to 
remain  on  the  promotion  I 
Circulation  Department,  r* 


HAVE  A  PROBLEM  WITH  YOUR  COMPUTERWORLD  SUBSCRIPTION? 


We  want  to  solve  it  to  your  complete  satisfaction,  and  we  want  to  do  it  fast. 
Please  write  to: 

Computerworld,  P.O.  Box  2043,  Marion,  Ohio  43305-2043. 

Your  magazine  subscription  label  is  a  valuable  source  of  information  for  you 
and  us.  You  can  help  us  by  attaching  your  magazine  label  here,  or  copy  your 
name,  address,  and  coded  line  as  it  appears  on  your  label.  Send  this  along 
with  your  correspondence. 

Address  Changes  or  Other  Changes  to  Your  Subscription 

All  address  changes,  title  changes,  etc.  should  be  accompanied  by  your 
address  label,  if  possible,  or  by  a  copy  of  the  information  which  appears  on 
the  label,  including  the  coded  line. 

Your  New  Address  Goes  Here  Address  shown:  □  Home  □  Business 


NORTH/CENTRAL 

Director:  Isabelle  Kane;  Senior  District  Manager:  Laurie 
Marinone;  Account  Executive:  Dianne  McNeil;  Sales 
Operations  Manager:  Leslie  Murray;  Sales  Associates: 
Cheryl  Giangregorio,  Samantha  Hadley,  500  Old 
Connecticut  Path,  Framingham, MA  01701  (508)  879- 
0700  Fax:  (508)  270-3882  TDD: 

(800)  428-8244 

Senior  District  Manager:  Blayne 
Long;  Sales  Associate:  Jasmine 
Huffman,  875  N.  Michigan 
Avenue,  Suite  2846,  Chicago,  IL 
60611  (312)  943-4266  Fax:  (312) 

943-2214 


Senior  District  Manager:  Jennifer 
Hedges;  Senior  Sales  Associate:  Brenda 
Shipman,  14651  Dallas  Parkway,  Suite  118, 

Dallas,  TX  75240  (972)  233-0882  Fax:  (972)  701- 
9008  TDD:  (800)  822-4918 

EAST 

Director:  Fred  LoSapio;  District  Manager:  John  Bosso; 
Account  Executive:  Maureen  Grady;  Sales  &  Office 
Associate:  Susan  Kusnic;  Senior  Sales  Associate:  Jean 
Dellarobba;  Sales  Associates:  Kristen  Majerczak,  John 
Radzniak,  Mack  Center  1,  365  West  Passaic  St.,  Rochelle 
Park,  NJ  07662  (201)  587-0090  Fax:  (201)  587-9255, 
(201)  587-1289  TDD:  (800)  208-0288 


Mack  Center  1,  365  West  Passaic  St.,  Rochelle  Park,  NJ 
07662  (201)  587-0090  Fax:  (201)  587-9255,  (201)  587- 
1289  TDD:  (800)  208-0288 

Director:  Lisa  Ladle- Wallace,  5242  River  Park  Villas  Dr., 
St.  Augustine,  FL  32092,  (800)  779-5622  Fax:  (800)  779 
8622 


NORTHWEST 

Senior  District  Manager:  Leslie  Hutchison;  District 
Managers:  Angela  Flores,  Denyce  Kehoe;  Account 
Executives:  Kevin  Ebmeyer,  Larisa  Gagainis,  Monica 
Kormoczy,  Marc  Wilkie;  Sales  Associates:  Bonni-Jo 
Bouchard,  James  Dunn,  Alicia  Giovannini,  Amy 

Hudson,  Carrie  Peterson; 
Operations  Coordinator: 
Emmie  Hung;  Office 
Services:  Jessica  Abude; 

Sales  Coordinator:  Yvonne 
Zuniga,  500  Airport 
Boulevard,  Suite  400, 
Burlingame,  CA  94010  (650) 
347-0555  Fax:  (650)  347-8312 
TDD:  (800)  900-3179 
Director:  Sharon  Chin;  Senior  Sales 
Associate:  Jill  Colley,  10900  N.E. 

8th  Street,  Suite  820,  Bellevue,  WA 
98004  (425)  451-0211  Fax:  (425) 
451-3822 

SOUTHWEST _ 

Director:  Ernie  Chamberlain;  Senior  Account  Executive: 
Claude  Garbarino;  Sales  Associate:  Brian  Shindledecker; 
Operations  Coordinator:  Madeleine  Fortich;  Office 
Services:  Jessica  Abude;  Sales  Coordinator:  Yvonne 
Zuniga,  500  Airport  Boulevard,  Suite  400,  Burlingame, 
CA  94010  (650)  347-0555  Fax:  (650)  347-8312  TDD: 

(800)  900-3179 

Senior  District  Manager:  Cindy  Wager;  Account 
Executive:  Robert  Pietsch;  Senior  Sales  Associate:  Pat 
Duhl,  2171  Campus  Drive,  Suite  100,  Irvine,  CA  92612 
(949)  250-3942  Fax:  (949)  476-8724 

ADVERTISING  OPERATIONS  PRINT  &  ON-LINE 

Display  Advertising  Coordinators:  Lisa  Tanner,  Gregg 


ENTERPRISE  PUBLISHING  GROUP 


Boston:  Director  of  Operations/Carolyn  Medeiros;  Project 
Coordinator/Heidi  Broadley;  Managing  Editor/Peter  Bochner; 
Graphic  Designer/Gail  Varney,  500  Old  Connecticut  Path,  Box 
9171,  Framingham,  MA  01701-9171  (508)  879-0700  Fax:  (508) 
875-6310 

San  Francisco:  Director/Michele  Gerus;  Account  Executive/ 
Andrea  Zurek;  Senior  Sales  Operations  Coordinator/Nikki 
Wilson,  500  Airport  Boulevard,  Suite  400,  Burlingame,  CA 
94010  (415)  347-0555  Fax:  (415)  347-8312 
East:  Director/Kim  Bailey,  Mack  Center  1,  365  West  Passaic  St., 
Rochelle  Park,  Nj  07662  (201)  587-0090  Fax:  (201)  587-9255, 
(201)  587-1289 


MARKETPLACE/DIRECT  RESPONSE  CARDS 


Sales  Manager/Laurie  Gomes,  500  Old  Connecticut  Path,  Box 
9171,  Framingham,  MA  01701-9171  (508)  820-8249  Fax:  (508) 
875-3701 

East:  Account  Director/Norma  Tamburrino,  Mack  Center  l,  365 
West  Passaic  St.,  Rochelle  Park,  NJ  07662  (201)  587-8278  Fax: 
201-712-0430 

Midwest:  Account  Director/ Linda  Clinton,  500  Old  Connecticut 
Path,  Box  9171,  Framingham,  MA  01701-9171  (508)  820-8288 
Fax:  (508)  875-3701 

California,  Alaska,  Hawaii:  Account  Executive/Jason  Bishop, 

500  Old  Connecticut  Path,  Box  9171,  Framingham,  MA  01701- 
9171  (508)  271-8009  Fax:  (508)  875-3701 
West:  Account  Executive/Maureen  Roberti,  500  Old  Connecti¬ 
cut  Path,  Box  9171,  Framingham,  MA  01701-9171  (508)  271- 
8007  Fax:  (508)  875-3701 


COMPUTERWORLD  INFORMATION  MANAGEMENT  GROUP 


Computerworld  Buyers  Database  East:  (508)  879-0700  Fax: 
(508)  879-0184 

Computerworld  Buyers  Database  West:  (415)  347-0555  Fax 
(415)  347-8312 


RECRUITMENT  ADVERTISING  SALES  OFFICES 


Marketing  Director/Derek  E.  Hulitzky;  Operations  Director/ 
Cynthia  Delany,  500  Old  Connecticut  Path,  Framingham,  MA 
01701-9171  (800)  343-6474 

New  England  &  Upstate  New  York:  Regional  Manager/Nancy 
Percival,  500  Old  Connecticut  Path,  Framingham,  MA  01701 
(800)  343-6474,  Senior  Account  Executive/Nancy  Mack,  (800) 

343-6474 

Mid-Atlantic:  Regional  Manager/Jay  Saveil,  961  Marcon  Blvd., 
Suite  409,  Allentown.  PA  18103  (610)  264-7700,  Senior  Account 
Executive/Caryn  Dlott,  (8oo)  343-6474  TDD:  (800)  208-0288 
South  Atlantic:  Regional  Manager/Katie  Kress-Taplett,  3110 
Fairview  Park  Drive,  Suite  1100,  Falls  Church,  VA  22042  (703) 
876-5053,  Product  Manager/Pauline  Smith  (800)  343-6474 
Midwest:  Regional  Manager/Pat  Powers,  ion  EastTouhy 
Avenue,  Suite  550,  Des  Plaines,  IL  60018  (847)  827-4433, 
Account  Executives/Nicholas  Burke,  Susan  Hammond,  (800) 
343-6474  TDD:  (800)  227-9437 

Northwest:  Regional  Manager/Christopher  Glenn,  500  Airport 
Blvd.,  Ste.  400,  Burlingame,  CA  94010  (415)  665-2443,  Account 
Executive/Chris  Connery,  (800)  343-6474 
West:  Regional  Manager/Ellen  Moody,  2171  Campus  Drive.  Ste. 
100,  Irvine,  CA  92715  (949)  250-0164,  Account  Executive/Kate 
Angelone  (800)  343-6474  TDD:  (800)  203-5867 
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The  Week  in  Stocks 


Gainers  0  Losers 


R  C  E  N  T 


...35.4  SystemSoft  Corp . -25.2 

,...32.4  Radius  Inc.  - . 19.0 

. 31.6  Sapient  Corp . -17.3 

....26.9  Omtool  Ltd  . -15.6 

. 23.1  Network  Solution  Inc  . -15.3 

. 18.3  Data  Race  Inc.  (L) . -11.6 

....16.8  Computer  Task  Group . -10.4 

. 16.3  Red  Brick  Systems  Inc . . . -9.8 


D 

0  L 

L  A  R 

America  On-Line  (H) . 

. 9.13 

Sapient  Corp . 

. -8.38 

Dell  Computer  Corp.  (H) . 

. 6.31 

Network  Solution  Inc . . 

. . -8.38 

At  Home  Corp.  (H) . 

. 5.50 

BMC  Software  Inc . 

. . . -4.25 

Newbridge  Networks  Corp.  ... 

. 3.00 

Computer  Task  Group  .... 

. . -4.00 

IBM . 

. . 

. 2.94 

Keane  Inc . 

. . . -4.00 

Apple  Computer  Inc.  (H) . 

. 2.94 

Microsoft  Corp . 

. -3.66 

Digital  Equipment  Corp . 

. 2.88 

Gateway  2000  Inc.  (H).... 

Compaq  Computer  Corp . 

. 2.69 

AT  &  T  . 

. -3.19 

Centura  Software . 

Proteon  Inc.  . . 

Netrix  Corp.  (H) . 

Banyan  Systems  Inc.  . 

NetManage  Inc . 

Picturetel  Corp . 

Spyglass  Inc . 

Edify  Corp . 


Informix  posts  profit 

Despite  its  recent  history  of  poor  results,  database  ven¬ 
dor  Informix  Corp.  (Nasdaq:IFMX)  recently  turned  the 
tables  on  Wall  Street  forecasters  by  posting  a  $4.9 
million  quarterly  profit,  or  3  cents  per  share.  That 
beat  analysts’  projections  of  a  loss  of  4  cents  per 
share  for  the  company. 

Revenue  was  $167.2  million  —  up  12%  compared  with  rev¬ 
enue  in  the  similar  quarter  last  year,  when  the  database  ven¬ 
dor  recorded  a  $144.2  million  loss. 

Analysts  say  Informix  is  showing  new  signs  of  life  with 
important  customer  wins.  Informix’s  rivals  include  Oracle 
Corp.  (Nasdaq:  ORCL)  and  Sybase,  Inc.  (Nasdaq:  SYBS)  — 
each  of  which  has  stumbled  in  recent  quarters. 

James  K.  Pickrel,  an  analyst  at  Hambrecht  &  Quist  in  San 
Francisco,  says  the  turnaround  is  startling. 

Informix  lost  $356.9  million  last  year,  and  Pickrel  says  a 
significant  rebound  from  such  a  loss  usually  takes  several 
more  quarters.  “[Informix  Chairman  and  CEO]  Bob  Finocchio 
came  in  during  the  third  quarter  of  last  year  and  pretty  much 
hit  the  reset  button.  As  far  as  they  had  fallen,  to  now  have 
two  quarters  in  a  row  of  profit  is  really  a  remarkable  story,” 
Pickrel  says,  (see  related  story,  page  28) 

Despite  the  company’s  upturn,  Brian  L.  Eisenbarth,  an 
analyst  at  Collins  &  Co.  in  Larkspur,  Calif.,  says  his  firm  has  a 
Hold  rating  on  Informix  stock. 

“We’re  still  digesting  the  recent  numbers  and  trying  to 
make  some  adjustments  as  to  what  our  expectations  for  the 
rest  of  the  year  will  be,”  Eisenbarth  says.  “The  last  three 
months,  they  brought  in  some  new  customers  that  were  kind 
of  a  shock,  like  Lucent  [Technologies]  and  Kroger  supermar¬ 
kets,  along  with  other  big  names  that  typically  would  have 
gone  to  Oracle.  Some  of  Informix’s  strong  technology  base  is 
starting  to  pay  off.”  —  Tom  Diederich 


COMEBACK  COMPANY 


Analysts  say  Informix  returned  to  profitability  by  slashing  costs 
and  focusing  on  core  products 


Dec.  1,  Dec.  31,  Feb.  2,  March  2,  April  1,  May  1, 
1997  1997  1998  1998  1998  1998 
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52-Week 

Range 

May  8 

Wk  Net 

Wk  Pct 

2pm 

change 

CHANGE 

Communications  and  Network  Services 

UP  3.1% 

COMS 

59.69 

28.38 

3  COM  Corp. 

31.75 

-2.31 

-6.8 

AIT 

50.25 

30.13 

AMERITECH  Corp. 

44.00 

1.19 

2.8 

ASND 

60.00 

22.00 

Ascend  Communications 

44.72 

1.72 

4.0 

T 

68.50 

31.88 

AT  &T 

57.75 

-3.19 

-5.2 

BNYN 

13.38 

1.34 

Banyan  Systems  Inc. 

10.31 

2.19 

26.9 

BAY 

41.88 

19.13 

Bay  Networks  Inc. 

24.94 

0.94 

3.9 

BEL 

106.00 

67.38 

Bell  Atlantic  Corp. 

94.88 

-2.31 

-2.4 

BLS 

68.69 

42.38 

BellSouth  Corp. 

64.88 

0.19 

0.3 

BRKT 

22.75 

9.25 

Brooktrout  Technology 

19.50 

-0.94 

-4.6 

CS 

46.50 

12.63 

Cabletron  Systems 

14.19 

0.94 

7.1 

CCRM 

21.88 

8.56 

Centigram  Communications 

12.75 

-0.38 

-2.9 

CSCO 

76.56 

37.63 

Cisco  Systems  Inc.  (H) 

75.75 

2.13 

2.9 

CMNT 

6.13 

3.31 

Computer  Network  Tech. 

4.31 

0.06 

1.5 

CNCX 

30.00 

7.88 

Concentric  Network  Corp. 

23.75 

1.75 

8.0 

DICI 

32.75 

16.50 

DSC  Communications 

18.31 

0.59 

3.4 

FORE 

24.88 

13.25 

FORE  Systems  Inc.  (H) 

22.94 

-0.81 

-3.4 

GDC 

9.50 

3.25 

General  Datacomm  Inds. 

5.69 

0.69 

13.8 

GSX 

53.00 

36.63 

General  Signal  Networks 

42.63 

-0.69 

-1.6 

GTE 

64.38 

40.50 

GTE  Corp. 

58.44 

-0.19 

-0.3 

LU 

79.00 

30.38 

Lucent  Tech. 

73.50 

-1.63 

-2.2 

MADGF 

9.19 

3.25 

Madge  Networks  NV 

6.69 

0.00 

0.0 

MCIC 

53.00 

27.31 

MCI  Com  mm  unications  Corp. 

50.13 

0.63 

1.3 

NETM 

5.25 

2.09 

NetManage  Inc. 

4.00 

0.75 

23.1 

NTRX 

3.13 

0.63 

Netrix  Corp.  (H) 

3.13 

0.75 

31.6 

NCDI 

14.50 

5.88 

Network  Computing  Devices 

8.81 

-0.44 

-4.7 

NWK 

22.38 

11.63 

Network  Equipment  Tech. 

19.50 

-0.63 

-3.1 

NN 

69.38 

18.94 

Newbridge  Networks  Corp. 

31.88 

3.00 

10.4 

NT 

67.00 

37.19 

Northern  Telecom  Ltd. 

61.63 

0.94 

1.5 

NOVL 

11.13 

6.28 

Novell  Inc. 

9.97 

0.03 

0.3 

ODSI 

16.50 

5.19 

Optical  Data  Systems  Inc. 

9.03 

0.72 

8.6 

PCTL 

14.13 

5.63 

PICTURETEL  CORP. 

11.09 

1.72 

18.3 

PTON 

3.50 

0.97 

Proteon  Inc. 

1.41 

0.34 

32.4 

RACO 

4.13 

1.00 

Racotek  Inc. 

3.44 

-0.06 

-1.8 

RADS 

29.38 

12.50 

Radiant  Systems  Inc 

20.75 

-1.63 

-7.3 

VRTL 

7.63 

3.94 

Retix 

5.06 

-0.31 

-5,8 

SBC 

46.56 

26.75 

SBC  Communications 

42.88 

1.13 

2.7 

SFA 

26.13 

14.00 

Scientific  Atlanta  Inc. 

23.25 

-1.13 

-4.6 

SHVA 

16.44 

8.06 

Shiva  Corp. 

10.75 

-0.94 

-8.0 

FON 

75.63 

44.00 

Sprint  Corp. 

67.44 

-0.56 

-0.8 

QWST 

41.06 

13.19 

QWest  Communications 

38.63 

0.31 

0.8 

SMSC 

18.13 

8.00 

Standard  Microsystems  Corp. 

10.38 

-0.50 

-4.6 

USW 

58.00 

34.13 

U  S  West  Inc. 

51.06 

-0.94 

-1.8 

XIRC 

18.00 

8.63 

Xircom 

17.13 

-0.13 

-0.7 

XYLN 

31.31 

13.38 

Xylan  Corp. 

30.56 

1.19 

4.0 

PCs  and  Workstations 

UP  2.6% 

AAPL 

30.63 

12.75 

Apple  Computer  Inc.  (H) 

30.19 

2.94 

10.8 

CPQ 

39.75 

17.69 

Compaq  Computer  Corp. 

32.13 

2.69 

9.1 

DELL 

89.31 

22.13 

Dell  Computer  Corp.  (H) 

89.31 

6.31 

7.6 

GTW 

59.25 

19.38 

Gateway  2000  Inc.  (H) 

55.38 

-3.56 

-6.0 

HWP 

78.00 

50.13 

Hewlett  Packard  Co.  (H) 

77.00 

2.56 

3.4 

MUEI 

25.38 

8.44 

Micron  International  Inc. 

14.06 

-0.06 

-0.4 

NIPNY 

74.00 

48.63 

NEC  America 

54.25 

-1.56 

-2.8 

SGI 

30.31 

10.94 

Silicon  Graphics 

13.00 

0.13 

1.0 

SUNW 

53.31 

29.75 

Sun  Microsystems  Inc. 

41.69 

0.38 

0.9 

Large  Systems  UP  1.7% 

DGN 

37.94 

13.38 

Data  General  Corp. 

15.69 

0.50 

3.3 

DEC 

62.63 

30.50 

Digital  Equipment  Corp. 

59.63 

2.88 

5.1 

BM 

120.00 

81.13 

IBM 

119.25 

2.94 

2.5 

MDCD 

6.63 

3.13 

Meridian  Data  Inc. 

5.72 

0.03 

0.5 

NCR 

38.50 

25.63 

NCR  Corp 

37.13 

-0.13 

-0.3 

PRCM 

18.63 

6.75 

ProCom  Technology,  Inc. 

8.22 

-0.03 

-0.4 

SQNT 

31.25 

14.88 

Sequent  Computer  Sys. 

19.47 

-0.22 

-1.1 

TEXM 

6.00 

2.50 

Texas  Micro  Inc 

3.63 

0.00 

0.0 

SRA 

60.75 

31.00 

Stratus  Computer  Inc. 

43.81 

-0.25 

-0.6 

UIS 

24.50 

6.13 

Unisys  Corp.  (H) 

24.50 

1.88 

8.3 

Software 

OFF  -0.5% 

ADBE 

53.13 

33.50 

Adobe  Systems  Inc. 

50.38 

0.56 

1.1 

AM  SWA 

15.63 

6.50 

American  Software  Inc. 

7.88 

-0.19 

-2.3 

APLX 

12.50 

3.81 

Applix  Inc. 

5.25 

-0.31 

-5.6 

ARSW 

53.25 

24.75 

Arbor  Software 

45.50 

0.22 

0.5 

ARDT 

15.88 

6.38 

Ardent  Software 

13.81 

-0.56 

-3.9 

ARSC 

36.38 

17.75 

Aris  Corp. 

31.63 

0.88 

2.8 

ADSK 

51.13 

30.50 

Autodesk  Inc. 

48.56 

2.56 

5.6 

BMCS 

98.63 

46.75 

BMC  Software  Inc. 

89.00 

-4.25 

-4.6 

BOOL 

25.69 

13.13 

Boole  and  Babbage 

23.38 

-0.56 

-2.3 

BORL 

12.19 

5.88 

Borland  Int  l  Inc. 

9.63 

-0.31 

-3.1 

BOBJY 

20.00 

6.63 

Business  Objects  (H) 

18.63 

-0.63 

-3.2 

CAYN 

4.25 

0.94 

Cayenne  Software  Inc. 

2.03 

-0.19 

-8.5 

CNTR 

3.31 

0.88 

Centura  Software 

2.75 

0.72 

35.4 

CHKPF 

50.50 

21.75 

Checkpoint  Software 

28.88 

1.38 

5.0 

COGNF 

35.00 

17.63 

Cognos  Inc. 

27.78 

1.03 

3.9 

CA 

61.31 

33.19 

Computer  Associates  (H) 

61.06 

1.81 

3.1 

CPWR 

53.38 

19.38 

Com puware  Corp. 

45.75 

-2.50 

-5.2 

CSRE 

14.00 

4.25 

Comshare  Inc. 

8.00 

0.56 

7.6 

COSFF 

6.69 

1.40 

Corel  Corp. 

2.44 

-0.19 

-7.1 

DWTI 

5.38 

2.13 

Dataware  Technologies  Inc. 

4.13 

-0.13 

-2.9 

FILE 

60.25 

11.00 

Filenet  Corp. 

55.50 

0.25 

0.5 

FRTE 

16.88 

4.94 

Forte  Software 

6.94 

0.06 

0.9 

FTPS 

6.38 

1.50 

FTP  Software  Inc. 

3.31 

0.41 

14.0 

GPSI 

39.75 

20.38 

Great  Plains  Software,  Inc 

36.00 

-1.25 

-3.4 

HUMCF 

54.25 

24.38 

Hummingbird  Comm.  Ltd. 

33.75 

0.13 

0.4 

HYSW 

48.63 

17.00 

Hyperion  Software  Corp. 

41.75 

-2.00 

•4.6 

IRIC 

20.00 

12.50 

Information  Resources 

18.75 

0.00 

0.0 

IFMX 

12.44 

4.00 

Informix  Corp. 

8.66 

-0.75 

-8.0 

INGR 

14.19 

6.38 

Intergraph  Corp. 

8.63 

0.19 

2.2 

LEAF 

4.00 

1.00 

Interleaf  Inc. 

3.06 

0.38 

14.0 

ISLI 

21.25 

8.00 

Intersolv  Inc. 

15.25 

-0.25 

-1.6 

INTU 

54.94 

22.63 

Intuit  Inc. 

51.38 

-1.63 

•3.1 

JDEC 

42.50 

24.88 

J.D.  Edwards  Co. 

35.63 

-1.56 

-4.2 

TLC 

29.06 

6.50 

Learning  Co.  (The)  (H) 

27.44 

0.25 

0.9 

LGWX 

16.00 

5.00 

Logic  Works 

15.44 

0.50 

3.3 

MAPS 

14.25 

8.38 

MapInfo  Corp 

12.38 

•0.38 

-2.9 

MATH 

4.63 

2.38 

MathSoft 

4.13 

0.19 

4.8 

MENT 

13.13 

6.53 

Mentor  Graphics 

11.31 

0.63 

5.8 

MIFGY 

60.63 

23.00 

Micro  Focus 

43.00 

1.00 

2.4 

MGXI 

14.00 

4.75 

Microcrafx  Inc. 

11.38 

-0.25 

•2.2 

MSFT 

99.13 

57.44 

Microsoft  Corp. 

85.53 

-3.66 

-4.1 

OBJS 

5.25 

0.44 

ObjectShare,  Inc. 

3.56 

-0.19 

-5.0 

OMTL 

15.00 

8.25 

Omtool  Ltd 

10.13 

-1.88 

-15.6 

ORCL 

42.13 

17.75 

Oracle  Corp. 

26.50 

0.88 

3.4 

PMTC 

35.25 

19.06 

Parametric  Technology 

32.81 

1.59 

5.1 

PS  FT 

57.44 

22.75 

Peoplesoft 

46.88 

1.63 

3.6 

PTEC 

18.38 

11.00 

Phoenix  Technologies 

11.56 

0.06 

0.5 

PSQL 

25.00 

7.63 

Platinum  Software 

21.38 

0.00 

0.0 

PLAT 

31.13 

12.63 

Platinum  Technology 

26.94 

0.94 

3.6 

PROS 

34.63 

15.75 

Progress  Software  Corp. 

30.63 

•1.38 

-4.3 

RNBO 

30.00 

14.31 

Rainbow  Technologies  Inc. 

24.13 

•0.94 

-3.7 

REDB 

11.63 

5.00 

Red  Brick  Systems  Inc. 

5.75 

•0.63 

-9.8 

ROSS 

5.40 

2.00 

Ross  Systems,  Inc. 

4.06 

-0.38 

•8.5 

SCOC 

7.25 

3.13 

SCO  Inc. 

6.13 

0.31 

5.4 

SDTI 

44.38 

20.13 

Security  Dynamics  Tech. 

24  38 

0.44 

1.8 

Exch 

52-Week 

Range 

may  8 

Wk  Net 

Wk  Pct 

2pm 

chance 

change 

SSW 

28.88 

15.13 

Sterling  Software  Inc. 

28.13 

1.63 

6.1 

SDRC 

30.00 

15.25 

Struct.  Dynamics  Research 

26.81 

-0.44 

-1.6 

SYBS 

23.63 

6.88 

Sybase  Inc. 

8.75 

0.41 

4.9 

SYMC 

31.88 

15.88 

Symantec  Corp. 

29.63 

0.56 

1.9 

SNPS 

47.13 

29.13 

SynOpsys 

41.13 

■1.94 

-4.5 

SSAX 

17.63 

5.25 

System  Software  Assoc. 

8.81 

0.25 

2.9 

SYSF 

14.50 

2.88 

SYSTEMSOFT  CORP. 

2.88 

-0.97 

-25.2 

BAANF 

55.50 

27.50 

The  Baan  Co. 

43.00 

-2.41 

-5.3 

TRUV 

5.19 

1.63 

Truevision  Corp. 

2.06 

-0.06 

-2.9 

VSIO 

50.88 

25.25 

Visio  Corp.  (H) 

48.25 

-1.38 

-2.8 

WALK 

20.44 

11.88 

Walker  Interactive  Systems 

17.94 

-1.06 

-5.6 

WALL 

29.13 

11.31 

Wall  Data  Inc. 

15.19 

0.06 

0.4 

WANG 

32.25 

18.63 

Wang  Laboratories  Inc. 

25.00 

-2.31 

•8.5 

internet 

UP  1.1% 

AMZN 

100.00 

15.75 

Amazon.com 

92.63 

0.50 

0.5 

AOL 

92.25 

24.06 

America  On-Line  (H) 

89.38 

9.13 

11.4 

ATHM 

39.50 

16.63 

At  Home  Corp.  (H) 

39.50 

5.50 

16.2 

EDFY 

22.13 

10.63 

Edify  Corp. 

12.94 

1.81 

16.3 

XCIT 

93.31 

8.50 

Excite,  Inc. 

64.56 

-2.44 

•3.6 

SEEK 

45.00 

4.38 

Infoseek  Corp. 

31.63 

-1.94 

-5.8 

LCOS 

79.13 

11.19 

Lycos  Inc. 

61.31 

-1.06 

-1.7 

NSCP 

49.50 

14.88 

Netscape  Comm.  Corp. 

28.31 

0.56 

2.0 

NSOL 

58.00 

11.75 

Network  Solution  Inc 

46.25 

-8.38 

-15.3 

OMKT 

29.13 

8.25 

Open  Market  Inc. 

17.50 

-1.63 

-8.5 

PEGS 

31.00 

12.50 

Pegasus  Systems 

26.38 

-1.38 

•5.0 

PSIX 

15.25 

4.25 

PSINet 

12.38 

-1.13 

-8.3 

QDEK 

3.50 

1.19 

Quarterdeck  Corp. 

1.66 

0.09 

6.0 

SCUR 

15.25 

5.38 

Secure  Computing  Corp. 

11.06 

-0.19 

-1.7 

SPYG 

15.38 

4.06 

Spyglass  Inc. 

11.94 

1.72 

16.8 

YHOO 

129.63 

19.94 

Yahoo!  Inc. 

116.19 

-1.81 

-1.5 

Semiconductors 

OFF  -0.6% 

AMD 

45.75 

17.13 

Advanced  Micro  Devices 

25.75 

-1.25 

•4.6 

ADI 

39.63 

23.75 

Analog  Devices  Inc.  (H) 

38.00 

-0.88 

-2.3 

CRUS 

17.75 

9.38 

Cirrus  Logic 

10.81 

0.38 

3.6 

CY 

18.94 

7.38 

Cypress  Semiconductor  Corp. 

9.44 

-0.44 

-4.4 

NTC 

102.00 

67.38 

Intel  Corp. 

83.63 

1.25 

1.5 

LSCC 

74.50 

39.75 

Lattice  Semiconductor 

48.00 

1.63 

3.5 

LSI 

46.88 

18.63 

LSI  Logic  Corp. 

25.00 

-1.88 

-7.0 

MCRL 

46.88 

21.00 

Micrel  Semiconductor  Inc. 

38.38 

-1.25 

-3.2 

MU 

60.06 

22.00 

Micron  Technology 

31.56 

0.56 

1.8 

MOT 

90.50 

52.00 

Motorola  Inc. 
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Microsoft  CEO  Gates 
pulls  out  all  the  stops 


Attempts  to  sway  public  opinion  by  both  sides  include  the  following: 


PRO-MICROSOFT 

May  1 - 

►  Microsoft  drafts  a  letter  for  26  PC 
companies  to  sign  and  send  to  state 
attorneys  general  warning  of  dire  economic 
effects  if  Windows  98  is  delayed 

May  4 - 

►  A  similar  letter,  also  signed  by  Microsoft 
partners,  is  sent  to  the  DOJ 

May  5 - 

►  Microsoft  holds  rally  in  New  York  for 
opponents  of  legal  action  against  Windows 
98  to  show  solidarity 

►  Sen.  Slade  Gorton  (R-Wash.)  defends 
Microsoft  to  the  Senate,  saying  the  Rolling 
Stones'  song  "Satisfaction"  aptly  describes 
what  the  vendor  does  for  its  customers 


ANTI-MICROSOFT 

April  20 - 

►  Netscape,  Sun  and  some  non-computer 
firms  fund  ProComp,  a  new  lobbying  group 
fronted  by  former  federal  Judge  Robert 
Bork  and  former  Sen.  Bob  Dole 

►  Ralph  Nader  reiterates  his  opinion  that 
the  "Microsoft  monopoly"  must  be  stopped 

May  5 - 

►  ProComp  leaders  do  counter-spin  outside 
Microsoft  rally 

►  Sen.  Orrin  Hatch  (R-Utah)  warns  Senate 
that  Microsoft  is  "predatory"  and  says  the 
theme  song  for  Windows  98  should  be  the 
Stones’  "Under  My  Thumb";  the  theme  for 
Window  95  was  the  group's  "Start  Me  Up” 


CONTINUED  FROM  COVER  1 

according  to  published  reports 
last  week  that  cited  sources 
close  to  the  matter.  The  Justice 
Department  declined  to  com¬ 
ment,  and  a  Microsoft  spokes¬ 
man  said  the  company  “can’t 
speculate”  about  any  Justice  De¬ 
partment  action. 

The  wide-ranging  lawsuit  re¬ 
portedly  would  accuse  Microsoft 
of  illegally  bundling  its  World 
Wide  Web  browser  with  the 
Windows  operating  system. 

Other  charges  are  said  to  in¬ 
clude  forcing  PC  makers  and 
online  content  providers  into 
unfavorable  contracts  and  inter¬ 
fering  with  the  Java  program¬ 
ming  language.  Those  are  the 
same  complaints  that  have  been 
forecast  since  the  Justice  De¬ 
partment  started  the  current  in¬ 
vestigation  of  Microsoft  in  Sep¬ 
tember  1996  following  a  1995 
consent  decree. 

The  immediate  fallout  of 
legal  action  would  likely  be  a 
delay  or  block  in  the  shipment 
of  Windows  98,  which  is  an  up¬ 
grade  slated  to  go  to  PC  makers 
Friday  and  consumers  June  25. 

Hoping  to  avoid  that,  Mi¬ 
crosoft  last  week  asked  a  federal 
appeals  court  to  exempt  Win¬ 
dows  98  from  an  order  issued 
in  December  that  required  the 
company  to  stop  shipping  Win¬ 
dows  95  integrated  with  the  In¬ 
ternet  Explorer  browser.  The 
Justice  Department  opposed  the 
motion.  A  ruling  is  due  this 
week. 

ONE  LAST  MEETING 

Microsoft  CEO  Bill  Gates  also 
flew  to  Washington  last  week 
for  the  company’s  second  audi¬ 
ence  in  a  month  with  Joel  Klein, 
the  government’s  lead  antitrust 
lawyer,  to  press  his  case.  Yet 
published  reports  late  last  week 
said  Klein  will  proceed  with  a 
formal  suit. 

Also  last  week,  the  Redmond, 
Wash.-based  vendor  took  the 
unusual  step  of  holding  a  rally 
to  urge  an  on-time  shipment  of 
Windows  98.  Microsoft  called 
on  60  PC  software  and  hard¬ 
ware  companies,  people  with 
disabilities,  representatives  of 
elderly  computer  users  and  a 
Harvard  University  economist 
to  present  its  “leave  us  alone” 
message. 

Microsoft  has  done  no  wrong, 
Gates  reiterated  at  the  rally. 
“The  government’s  argument 
boils  down  to  a  claim  we’re 
putting  too  much  Internet  sup¬ 


port  into  our  products,  [which 
is]  misguided,”  he  said. 

Gates  said  he  feared  for 
American  jobs  —  indeed  the 
entire  U.S.  economy  —  if  Win¬ 
dows  98  is  delayed.  He  said  any 
government  action  that  slows 
down  Microsoft  could  open  a 
hole  in  the  U.S.  economy  that  a 
foreign  competitor  might  fill. 

But  the  bigger  issue  at  stake, 
according  to  a  Microsoft  spokes¬ 
man  is  “the  ability  of  any  com¬ 
pany  to  define  its  own  products 
and  innovate  based  on  new 
technology  and  what  customers 
want.” 

However,  a  Computerworld 
survey  of  43  IS  executives  re¬ 
vealed  that  81%  have  no  plans 
to  buy  Windows  98  in  the  next 
four  months.  If  Microsoft  sepa¬ 
rates  the  browser  from  the  op¬ 
erating  system,  79%  said,  there 
would  be  no  change  in  their 
purchasing  plans. 

Microsoft  is  treating  its  anti¬ 
trust  headaches  like  a  political 
campaign,  said  Jefrey  Pollock,  a 
partner  at  Global  Strategy 
Group,  Inc.,  a  political  polling 
and  consulting  firm  in  New 
York.  The  key,  he  said,  “is  to  get 
out  as  much  positive  informa¬ 


lly  Kim  S.  Nash 


in  attacking  Microsoft  Corp., 
many  of  the  vendor’s  primary 
accusers  risk  bollixing  up  the 
roaring  market  from  which  they 
extract  healthy  sales  and  profits. 
And  with  federal  and  state  an¬ 
titrust  suits  looming,  the  threat 
is  bigger  than  ever. 

Take,  for  example,  Netscape 
Communications  Corp.  and 
Sun  Microsystems,  Inc.  Persis¬ 
tent  though  they  may  be  in 
their  complaints  against  Mi¬ 
crosoft’s  allegedly  unfair  busi¬ 
ness  practices,  Netscape  and 
Sun  are  equally  clear  that  they 
don’t  want  the  government  to 
rewrite  the  rules  of  the  comput¬ 
er  industry. 

“We  don’t  want  any  new 
laws,"  said  Mike  Pettit,  execu¬ 
tive  director  of  ProComp,  an 
anti-Microsoft  lobbying  group 
largely  funded  by  Netscape  and 
Sun.  “We  think  Microsoft  is 
breaking  laws,  and  we  want 


tion  about  your  candidate  as 
possible.  Microsoft  is  doing 
that.”  For  example,  Microsoft 
last  week  publicized  a  survey  it 
commissioned  by  a  political 
polling  company  that  found  that 
68%  of  1,002  adults  in  the  U.S. 
think  it  is  a  bad  use  of  tax  dol¬ 
lars  for  their  state  attorney  gen¬ 
eral  to  file  a  suit  that  blocks  the 
release  of  Windows  98. 

But  some  strategies  —  in¬ 
cluding  drafting  a  letter  to  Klein 
for  other  vendors  to  sign  — 
might  have  set  Microsoft  two 
steps  back,  said  Jim  Richardson, 


those  laws  enforced,”  he  added. 

Even  among  companies  that 
haven’t  accused  Microsoft  of 
anything  in  this  latest  flap, 
there  is  an  unease. 

TOUGH  SPOT 

PC  makers  such  as  Compaq 
Computer  Corp.,  for  example, 
are  in  the  sticky  position  of  hav¬ 
ing  to  provide  sensitive  infor¬ 
mation  about  their  dealings 
with  Microsoft  to  the  U.S.  De¬ 
partment  of  Justice.  But  the  PC 
companies  also  rely  on  Mi¬ 
crosoft  software  to  sell  their 
hardware. 

In  turning  over  the  informa¬ 
tion  the  government  wants, 
those  companies  could  be  con¬ 
tributing  to  an  effort  to  re¬ 
arrange  the  computer  industry 
in  ways  no  one  can  predict. 

The  Justice  Department  is  ill- 
qualified  to  muck  around  in  the 
information  technology  market, 
asserted  Robert  Levy,  a  senior 
fellow  at  The  Cato  Institute,  a 


POLITICAL  MACHINES 


president  of  Organized  Comedy 
in  Sebastopol,  Calif.  Richardson 
coaches  executives  and  politi¬ 
cians,  among  others.  “It  just  re¬ 
inforces  the  fact  that  Microsoft 
is  a  monopoly.  These  compa¬ 
nies  are  writing  the  letter  based 
on  their  own  self-interest,”  he 
said  (see  story  below). 

Microsoft’s  attempts  to  inject 
patriotism  and  economic  fear 
into  the  debate  have  gone  too 
far  for  some  critics.  Information 
technology  products  are  a  key 
driver  of  the  U.S.  economy,  they 
said.  But  Microsoft  is  only  one 


libertarian  think  tank  in  Wash¬ 
ington.  Indeed,  as  much  as  Mi¬ 
crosoft  wanted  to  paint  last 
week’s  Windows  98  media 
event  as  a  rally  to  protect  con¬ 
sumer  choice  and  American 
jobs,  the  picture  that  emerged 
was  one  of  hardware  and  soft¬ 
ware  vendors  guarding  their 
own  profits.  Indeed,  the  vendor 
officials  who  spoke  harped  on 
the  theme  that  their  companies 
stand  to  lose  a  lot  of  money  if 
Windows  98  is  delayed. 

Compaq,  for  example,  was 
one  of  the  first  vendors  to  com¬ 
ply  with  a  subpoena  from  the 
Justice  Department  to  provide 
information  about  Microsoft’s 
contracts.  But  Eckhard  Pfeiffer, 
Compaq’s  CEO,  not  only  sat 
next  to  Gates,  but  also  was  the 
first  person  from  outside  of  Mi¬ 
crosoft  to  speak  at  last  week’s 
event. 

“Compaq  and  Microsoft  have 
made  significant  progress  in 
bringing  affordable  comput¬ 
ing  to  everyone,”  Pfeiffer  said. 
“I  don’t  think  we  can  deprive 


company  worried  about  the 
shipment  of  a  product  that  its 
own  executives  have  called  a 
“minor”  update. 

“We’re  just  talking  about  an 
$11  billion  company  in  an  $8 
trillion  economy,”  said  Law¬ 
rence  J.  White,  an  economist  at 
New  York  University.  “The 
world  will  not  come  to  an  end. 
Grass  will  not  grow  in  the 
streets.  Little  children  will 
not  go  hungry  if  Windows  98 
doesn’t  ship.”D 

Senior  editor  Barb  Cole-Gomol- 
ski  contributed  to  this  report. 


consumers  of  that  tremendous 
value.” 

Bill  Krause,  CEO  of  peripher¬ 
als  maker  Storm  Technology, 
Inc.,  came  closest  to  addressing 
the  dichotomy.  “I’m  not  here  as 
an  advocate  for  Microsoft,"  he 
said.  “I’m  here  as  an  advocate 
for  Windows  98.” 

The  software,  after  all,  repre¬ 
sents  “a  tremendous  opportun¬ 
ity”  to  sell  add-on  hardware,  he 
said. 

That  makes  sense  to  Law¬ 
rence  J.  White,  an  economist  at 
New  York  University. 

In  an  ideal  world,  PC  makers 
would  like  to  have  competing 
companies  offer  the  Windows 
operating  system,  to  lessen  their 
reliance  on  Microsoft,  White 
said.  But  because  that  isn’t  a 
real  option,  the  companies  must 
maintain  smooth  relations  with 
their  sole  supplier.  □ 

MQREQNUNE _ 

@Computerworld’s  links  to  letters 
from  the  various  camps  in  the 
Microsoft/DO]  antitrust  debate 
can  be  found  at 
www.computerworld.com/more 
under  “Research  Links: 

Microsoft  missives.” 


Vendors  walk  fine  antitrust  line 

►  Reining  in  Microsoft  may  constrain  them,  too 
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CEOs  united:  Compaq's  Eckhard  Pfeiffer  (left)  and  Digital's 
Robert  Palmer  say  they  will  detail  transition  plans  by  July 


Compaq's  got  other 
worries  besides  DEC 


Huge  job 
cuts  loom 
over  DEC 

CONTINUED  FROM  COVER  1 

Digital’s  per-employee  revenue 
at  the  time  of  the  bid  was 
$240,500,  compared  with  Com¬ 
paq’s  $736,000,  according  to  re¬ 
search  from  Technology  Busi¬ 
ness  Research,  Inc.  in  Hamp¬ 
ton,  N.H. 

“Look  for  the  cuts  to  come 
from  just  one  company,”  said  a 
Compaq  source,  responding  to 
reports  the  layoffs  may  include 
jobs  at  Compaq  and  Tandem. 

The  magnitude  of  the  pro¬ 
posed  cuts  continues  to  make 
Brian  Guttler  “cautious  about 
the  takeover,  the  future  of 
OpenVMS  and  the  fate  of  many 
products  at  Digital,”  said  the 
VMS  systems  manager  at  the 
State  University  of  Albany  in 
New  York. 

Compaq  CEO  Eckhard  Pfeif¬ 
fer  and  Digital  CEO  Robert 
Palmer  have  stressed  over  the 
past  two  months  that  the 
merged  entity  will  continue  to 
support  and  carry  forward  core 
Digital  technologies  such  as  its 
Unix,  OpenVMS  and  Alpha. 

CUTTING  DEEP 

But  the  depth  of  the  layoffs, 
which  represent  about  28%  of 
Digital’s  54,000-person  work¬ 
force,  will  make  it  hard  for 
those  units  to  remain  un¬ 
touched,  said  Terry  Shannon, 
editor  of  “Shannon  Knows 
DEC,”  a  newsletter  in  Ashland, 
Mass.  Most  of  the  cuts  will 
come  from  the  administration 
ranks  and  parts  of  the  direct 
sales  force,  but  some  may  have 
to  come  from  the  product 
groups,  he  warned. 

“If  Compaq  were  to  retain 
Digital’s  core  engineering  staff, 
I  would  take  that  as  a  very  posi¬ 
tive  sign”  of  continued  support 
for  many  of  Digital’s  core  tech¬ 
nologies,  Cuttler  said. 

But  “the  bigger  issue  right 
now  is  how  exactly  Compaq 
plans  to  directly  [support]  cus¬ 
tomers,”  said  Joseph  Pollizzi, 
president  of  the  Digital  Equip¬ 
ment  Computer  User  Society 
and  head  of  the  science  and  en¬ 
gineering  systems  division  of 
the  Space  Telescope  Science  In¬ 
stitute  in  Baltimore. 

As  a  Digital  customer,  the  in¬ 


stitute  spends  a  relatively  small 
amount,  $1  million,  on  Digital 
products  annually  but  still  has  a 
direct  representative  from  the 
company.  “The  question  now  is 
whether  we  have  to  initiate  the 
call  and  wait  for  someone  from 
Compaq  to  answer.  That  may  be 
a  great  way  to  sell  PCs,  but  not 
enterprise  servers,”  Pollizzi  said. 

Compaq,  which  has  made  no 
secret  of  wanting  to  compete 
head-on  with  IBM  as  an  enter¬ 
prise  player,  is  particularly  inter¬ 
ested  in  Digital’s  22,000-person 
worldwide  services  business. 

The  Houston-based  PC  mak¬ 
er  is  expected  to  address  service 
questions  when  it  announces  a 
merged  worldwide  services  or¬ 
ganization  as  early  as  July  1, 
according  to  a  Digital  channel 
source,  who  requested  anon¬ 
ymity.  But  full  details  won’t  be¬ 
come  clear  until  later  this  year, 
the  source  added. 

That’s  because  Compaq  cur¬ 


rently  relies  on  several  third- 
party  channel  partners  and  ser¬ 
vice  providers,  including  Digi¬ 
tal.  After  the  merger,  Compaq 
will  have  to  figure  out  a  way  to 
split  service  delivery  between  its 
services  organization  and  those 
of  its  partners,  a  process  that 
could  take  time  and  create  some 
channel  conflict. 

Compaq’s  planned  acquisi¬ 
tion  has  already  caused  Dell 
Computer  Corp.  and  NEC  Corp. 
to  pull  out  of  service  partner¬ 
ships  they  had  with  Digital. 

In  a  proxy  statement  sent  to 
Digital  shareholders,  Compaq 
said  it  would  set  aside  between 
$1.5  billion  and  $2  billion  to 
cover  consolidation  costs.  The 
unspecified  consolidations  are 
likely  to  reduce  Digital’s  sales, 
general  and  administrative  costs 
by  half  after  the  merger,  the 
statement  said.  □ 

Senior  editor  Craig  Stedman 
contributed  to  this  story. 


By  April  Jacobs 


a  bloated  Digital  Equipment 
Corp.  isn’t  the  only  thing  weigh¬ 
ing  down  Compaq. 

While  the  PC  maker  strug¬ 
gles  to  recast  itself  as  an  enter¬ 
prise  player  and  ward  off  accu¬ 
sations  that  it  is  losing  touch 
with  customers,  down  on  the 
desktop,  an  inventory  backlog  is 
choking  the  life  out  of  new  PC 
profits. 

Compaq  Computer  Corp.  is 
racing  to  refine  its  manufactur¬ 
ing  and  distribution  processes 
to  better  compete  with  Dell 
Computer  Corp.  and  prevent  a 
repeat  performance  of  the  first 
quarter  1998  disaster  that  left  it 
nearly  profitless. 

For  users,  the  immediate  con¬ 
cern  is  whether  Compaq  can 
successfully  tackle  the  many 
challenges  it  faces,  including 
diversifying  its  business  into 
new  arenas  and  redefining  its 
core  business. 

There  is  no  immediate  light 
at  the  end  of  the  tunnel,  howev¬ 
er.  Analysts  predicted  it  could 
take  the  Houston-based  com¬ 
pany  months  to  conquer  the 
myriad  challenges  it  faces,  in¬ 
cluding  the  following: 

■  Knee-deep  inventory  prob¬ 
lems  that  have  already  resulted 
in  a  two-week  factory  shutdown 
and  daily  reports  to  Chairman 
Eckhard  Pfeiffer.  It  could  take 
Compaq  until  year’s  end  to  rid 
the  channel  of  old  PCs  and 
servers  at  cut-rate  prices. 

■  The  need  to  integrate  prod¬ 
ucts,  personnel,  support  and 
services  of  its  Tandem  Comput¬ 
ers,  Inc.  acquisition  and  its 
pending  Digital  acquisition  (see 
story,  page  1). 

■  Finding  the  correct  manufac¬ 
turing  and  distribution  model 
for  what  will  be  a  low-  to  high- 
end  range  of  products,  from 
NetPCs  to  fault-tolerant  servers. 

But  one  of  its  biggest  chal¬ 
lenges  lies  in  keeping  in  touch 
with  an  increasingly  diverse  set 
of  customers. 

"They  have  been  bursting  at 
the  seams  [with  inventory]. 
What  they  haven’t  been  doing  is 
taking  care  of  their  channel 
partners,  suppliers  and  cus¬ 
tomers  in  some  cases,”  said 
Roger  Kay,  an  analyst  at  Fram¬ 
ingham,  Mass.-based  Interna¬ 


tional  Data  Corp.  (IDC).  He  ex¬ 
plained  that  inventory  overloads 
have  forced  retailers  to  accept 
lower  proportions  of  margin,  es¬ 
pecially  on  the  lower-end  PCs. 

At  Antelope  Valley  Healthcare 
in  Lancaster,  Calif.,  Chief  Infor¬ 
mation  Officer  Ash  Shehata 
said  he  recently  switched  from 
Compaq  servers  in  favor  of  ones 
from  Round  Rock,  Texas-based 
Dell. 

“We  just  felt  that  we  were  get¬ 
ting  better  customer  service 
from  Dell,”  Shehata  said.  He 
said  he  likes  having  a  direct  re¬ 
lationship  with  Dell  vs.  having  a 
reseller  in  the  middle  because  it 
brings  more  accountability. 

TOO  RIGID 

Others  said  that  although  Com¬ 
paq  is  able  to  get  machines 
through  the  door  in  a  timely 
fashion,  the  company’s  configu¬ 
ration  model  is  too  rigid. 

“They  try  to  force  Windows 
NT  on  us,”  said  Jim  Snively, 
systems  consultant  at  Sun  Co. 
in  Philadelphia.  He  said  the 
company  has  to  reload  Win¬ 
dows  95  onto  machines  because 
Compaq  preinstalls  only  Win¬ 
dows  NT  on  its  Pentium  II- 
based  machines. 

Compaq  two  weeks  ago  an¬ 
nounced  price  cuts  of  20%  on 
its  servers  and  has  been  consis¬ 
tently  cutting  prices  on  its  cor¬ 
porate  desktops,  as  well,  includ¬ 
ing  offering  free  monitors  as  a 
promotion  to  sell  more  PCs. 

Compaq  has  cut  prices  across 
its  PCs  and  servers  five  times  in 
the  past  several  months. 

“Some  group  of  planners 
miscalculated  demand  and 
really  pulled  their  guns  out  too 
early,”  said  Amir  Ahari,  an  ana¬ 
lyst  at  IDC.  He  said  a  result  of 
the  glut  could  be  stalls  in  new 
product  flow.  He  noted  that 
Compaq  failed  to  produce  a 
server  based  on  the  new  350- 
and  400-MHz  chips  with  100- 
MHz  buses. 

Ahari  and  other  observers 
said  Compaq  must  finish  its  ac¬ 
quisition  of  Maynard,  Mass.- 
based  Digital  in  a  timely  fash¬ 
ion. 

The  merger  will  be  voted  on 
at  a  Digital  shareholder  meeting 
June  11.  Pfeiffer  said  he  will 
provide  customers  with  a  cohe¬ 
sive  strategy  map  July  i.D 
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Digital  Unix  gets  thumbs  up 

Compaq  CEO  Eckhard  Pfeiffer  cast  a  vote  of  confidence  in  Digital 
technology  last  week,  promising  to  make  Digital  Unix  a  priority. 

Details  on  what  that  would  mean  for  users  remains  foggy,  how¬ 
ever.  Analysts  said  the  move  is  more  a  way  to  smooth  Compaq’s 
acquisition  of  Digital  than  to  outline  any  specific  technology  plans. 

But  Pfeiffer  did  announce  that  Compaq’s  Tandem  subsidiary 
will  adopt  Digital  Unix  as  its  strategic  64-bit  Unix  operating  sys¬ 
tem  for  Tandem’s  nonstop  servers,  a  large  percentage  of  which 
are  used  by  telecommunications  and  financial  services  companies. 

Analysts  said  supporting  the  operating  system  will  help  Com¬ 
paq  sell  high-end  and  midrange  servers,  a  market  where  Digital 
Unix  is  strong.  Compaq  currently  brings  in  about  $1  billion  per 
year  from  that  market. 

Greg  Weiss,  an  analyst  at  D.  H.  Brown  Associates,  Inc.  in  Port 
Chester,  N.Y.,  said  Compaq  made  dear  that  it  will  continue  to  do 
business  with  other  Unix  vendors,  including  SCO,  Inc.,  a  current 
ally.  But  if  Compaq  pushed  Digital  Unix  rather  than  UnixWare  to 
high-end  customers,  that  might  hurt  SCO’s  own  efforts  to  attract 
customers  at  the  high  end,  Weiss  said. 

But  it  is  more  important,  from  Compaq’s  perspective,  that  it 
present  a  united  front  for  all  its  acquisitions,  even  as  it  struggles 
to  integrate  its  new  products,  and  create  an  image  as  an  enter- 
prise-level  provider,  Weiss  said.  —  April  Jacobs 


ONE  WORD  AT  A  TIME 

Glide  the  Quicktionary  scanner  over  a  foreign  word, 
and  it  automatically  displays  the  English  translation. 
Seiko  Instruments  ( www.seiko-usa-cpd.com/cpd ) 
says  the  device,  which  holds  400,000  words  and 
idioms,  costs  about  $250  at  Sharper 
image  stores.  It  is  available  in 
French,  German, 

Dutch, 

Japanese, 

Spanish 
and  Italian. 


Virtual  shopping  for  sunglasses 


Patent  watch 

Recently  issued  U.S.  patents 
(number,  inventor/assignee,  date) 

Computerized  fear  detector 
monitors  physiological 
data  signals  to  identify 
when  a  person  experiences 
fear.  The  neural  network  sys¬ 
tem  compares  the  signals  with 
a  stored  stress  profile  and 
transmits  an  alarm  if  thresh¬ 
olds  are  exceeded.  It  could  be 
used  as  a  personal  security 
alarm.  (5,745,034,  S.  L.  Ander¬ 
sen  and  J.  O.  Sorenson,  Den¬ 
mark,  April  28) 

Toggle  switch  that  quickly 
turns  off  a  PC  and  saves 
the  active  software  and  files 
in  nonvolatile  memory. 
Turning  on  the  switch  restores 
the  computer  to  the  same  state 
as  when  it  was  last  turned  off. 
That  takes  a  fraction  of  the 
time  of  a  conventional  PC  boot¬ 
up  and  shutdown.  (5,645,391, 
Yakov  Topor,  Israel,  April  28) 


Hate  those  tiny  mirrors  atop  the  sunglasses  rack? 
Get  a  "virtual  preview"  of  how  you'll  look  in  differ¬ 
ent  styles  of  Ray-Ban  sunglasses  at  www.ray-ban. 
com.  But  first  you  have  to  send  the  company  your 
photo,  which  is  placed  on  a  password-protected  Web 
page  for  virtual  shopping. 


Foot-operated,  multidirec¬ 
tional  input  device  that  per¬ 
forms  as  a  computer 
mouse  or  game  joystick. 
(5,745,055,  Fleetfoot,  San  Fran¬ 
cisco,  April  28) 


Source:  MicroPatent  (www.micropat.com) 


MONOPOLY 


Tom  Friddell,  a  computer  engineer  and  self 
professed  math  geek,  has  uncovered  the 
secrets  to  winning  at  Monopoly.  In 
a  lunchtime  exercise  to  keep  his 
analytical  skills  sharp,  Friddell 
used  MathSoft's  Mathcad 
software  to  figure  out  the 
probability  of  landing  on  each  of 
the  Monopoly  squares.  His  27-page 
report  says  the  best  utility  to  own 
is  Water  Works,  which  is  more 
frequently  landed  on  than  the  Electric  Co.  The 
least  landed  on  property  Is  Baltic  Ave.  The  most 
frequently  landed  on  property  is  Illinois  Ave.,  which  makes  it  extremely  profitable.  Knowing 
the  probabilities  “does  help  quite  a  bit . . .  and  I  usually  win,"  Friddell  says,  although  he 
shares  his  knowledge  with  family  and  friends  to  help  level  the  playing  field.  Next  on  his 
agenda:  The  number  of  armies  needed  to  win  the  game  of  Risk. 


How  to  win 
at  Monopoly 


ItlSide  lines 

Where  was  the  hand?  The  balloons? _ 

The  hyperbole  hit  the  fan  at  Microsoft’s  Windows  98  rally  held 
last  week  in  New  York.  Chief  Operating  Officer  Bob  Herbold  in¬ 
voked  a  fear  theme  with  talk  of  “storm  clouds  gathering  in  Wash¬ 
ington  and  a  number  of  state  capitals”  —  a  reference,  perhaps,  to 
imminent  government  lawsuits.  Another  executive  played  the 
cuteness  card,  using  a  scanned  photo  of  his  7-month-old  son  — 
with  rosy  cheeks  and  Baby  Gap  socks  —  in  a  Windows  g8  demo. 
But  Harvard  University  economist  Gregory  Mankiw  topped  them 
both;  he  predicted  that  government  interference  in  Microsoft’s 
business  would  “throw  sand  in  the  gears  of  human  progress.” 

Sates  breaks  the  chain _ 

As  the  scheduled  debut  of  Windows  98  gets  closer,  internet 
pranksters  are  growing  restless.  A  chain  letter  has  been  circulating 
online  that  says  Microsoft  CEO  Bill  Gates  will  gave  $1,000  and  a 
free  copy  of  the  new  operating  system  to  everyone  who  forwards 
the  letter  to  1,000  others.  In  fact,  Gates  will  give  every  one  of 
those  1,000  recipients  $1,000,  the  Setter  says.  The  billionaire  could 
probably  afford  it,  but  the  letter  is  a  hoax,  said  Howard  Schmidt, 
director  of  information  security  at  Microsoft.  He  said  he  has  wast¬ 
ed  a  lot  of  time  and  answered  countless  phone  calls  related  to  the 
prank. 

Enough  said _ 

Tom  Crispell,  a  spokesman  for  the  CIA  in  Langley,  Va.,  said  there’s 
no  truth  to  a  recent  Reuters  wire  service  story  that  says  CIA  work¬ 
ers  have  been  advised  to  pay  their  bills  early  in  December  1999,  to 
keep  cash  on  hand  and  to  have  extra  blankets  available  in  case 
year  2000  problems  cause  blackouts  or  ATM  failures. 

light  on  the  starch,  please 

Trying  to  meet  demand  for  year  2000  services,  Electronic  Data 
Systems  hired  more  than  150  programmers  in  the  U.S.  and  Eu¬ 
rope  during  the  first  quarter  and  will  seek  another  35©  program¬ 
mers  this  year.  The  EDS  compensation  package  offers  more  than 
pay  and  performance  incentives.  Try  “no  hassle”  travel  benefits, 
such  as  free  dry  cleaning  and  pet  care,  and  a  millennium  bonus 
awarded  in  the  year  2000  (if  the  banks  still  work,  that  is). 

Now  chatting:  Yeltsin  live! _ 

It  would  have  been  unthinkable  in  the  era  of  the  Soviet  Union. 
Russian  President  Boris  Yeltsin  is  slated  to  take  part  in  a  30- 
minute  Internet  chat  at  5:30  a.m.  EST  Tuesday  on  MSNBC 
(www.msnbc.com/chatldefault.asp)  The  Kremlin’s  home  page 
also  will  carry  the  chat  live.  The  Internet,  you  may  recall,  was 
developed  as  a  U.S.  military  telecommunications  project  to  with¬ 
stand  a  Soviet  nudear  attack. 

Return  fire _ 

Gartner  Group  may  have  toned  down  the  warnings  it  issued 
about  buying  from  Informix  when  the  database  vendor  was  bleed¬ 
ing  money  last  year.  But  Informix  CEO  Bob  Finocchio  isn’t  forgiv¬ 
ing  and  forgetting  just  yet.  At  a  press  event  last  week  in  New 
York,  Finocchio  said  Gartner  consultants  “look  at  life  in  arrears, 
[and]  they  have  a  tendency  to  state  the  obvious.”  Finocchio  also 
quipped  that  a  recent  Gartner  Predicts  conference  was  “perhaps 
an  oxymoron”  in  the  name  department 


Three  hundred  financial  services  CIOs  last  week  attended  a 
three-day  conference  aboard  the  Queen  Elizabeth  II,  which 
sailed  out  of  New  York  and  out  of  cell  phone  range.  Most  at¬ 
tendees  accepted  their  fate,  but  some  sought  to  stay  connect¬ 
ed.  One  gentleman  was  seen  on  the  quarterdeck  with  a  towel 
draped  between  his  head  and  his  antenna-equipped  laptop  so  he 
could  see  his  screen.  Said  a  nearby  attendee,  “He  must  be  pretty 
desperate  to  stay  outside."  You  don’t  need  to  go  to  such  lengths  to 
tell  us  your  news.  Contact  News  Editor  Patricia  Keefe  at  (508) 
820-8183  or  patricia_keefe@cw.com. 


••  V.  '  # 

AM-\  -■ 


HL  PROUDLY  RE-INTRODUCES  RAW  POWER 


The  Amdahl  Millennium™  700  Series  are  the  most  powerful  CMOS 
servers  in  the  universe.  This  year.  Next  year.  Every  year. 

Amdahl  TDMF  data  migration  software  does  the  world’s  fastest 
S/390  data  migration  -  and  makes  it  transparent.  Amdahl 
Operational  Services  makes  it  happen. 

Talk  to  Amdahl.  The  pride  is  back. 
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(800)  223-2215  ext.  cwlO  or  www.amdahl.com/cw 
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e-business 
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Solutions  for  a  small  planet” 
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WALWY! 


MIDLAND  WALWYN 

Robert  Smith 
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j.B.  HUNT  TRANSPORT 

Paul  Bingham 


New  paperless  call  reports  enabled  by  Lotus 

Notes’  are  immedia^y  availablejs  daja  t  ^ 


This  global  business  leaders’  forum 
Z  sanding  its  reach  and  influence 
by  serving  up  the  latest  travel  research 
™  a  Lotas-  Dontloo-  £££ 


To  remove  all  doubt 

1  .  nr 


about  an  emergency 


shipment's  location  screens  by 

^SSSST. «.«■  -»  "—wr  “  *”■ 


ADAC 

Otto  Pflaum 


MQSeries  messaging  between  Europe's  largest 
auto  club  and  service  stations  helps  process  road¬ 
side  assistance  calls  30%  faster  by  relaying  pay¬ 
ment  data  and  even  a  map  of  the  car's  location. 


Platform  by  Microsoft.  Business  results  by  IBM.  Obviously,  were  not  the  only  ones  who 

can  make  Microsoft®  Windows  NT®  work.  What  we  do  best  is  make  it  pay.  Our  software  building  blocks  include  everything  you 
need  to  create,  deploy  and  manage  the  new  apps  you’re  counting  on  for  a  business  edge.  The  “back  room”  functions  extend 
seamlessly  to  legacy  systems,  leveraging  enterprise  assets  on  Windows®  desktops.  And  all  IBM  software  for  Windows  NT  is 
Web-enabled,  ready  for  e-business  when  you  are.  So  you  can  extend  critical  functions  to  users,  suppliers  and  customers 
anywhere,  without  anybody’s  platform  getting  in  the  way.  For  the  whole  lineup  and  free  trial  code,  visit  www.software.ibm.com/nt. 
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